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Next time a Webster order is delivered, 


check Webster's superiority for yourself. Note 





the carton its greater strength and sounder 
an extra that assures delivery, 


Note the 


construction 


factory-perfect, to your shelves 


slide-drawer ribbon cartons, labeled for quick 
identification and designed for efficient han- 
dling of shelf stock—a Webster exclusive for 
Note 


»extra heavy stock of which 


many years the boxes — their beauty 
of design and the 
y add prestige and smart- 


the 


they're made. The 


ness when lisplayed and withstand 





Want a stronger line? 
\\\ 


Extra values YOU can check 









It's WEBS TER’S. f 


ribbons duy icat 





When vou sell carbon p apers 





ing and office supplies, you need competitive 


Webster's line 





strength gives 1. tO vou IN an 






unbeatable combination of high quality, wide 






variety and attractive packaging 





roughest treatment in the hands of your cus 





tomers. Test the products themselves in your 






own office work and you'll see how 






superior materials and experienced manufac 





turing combine to give longer service and 





uniformly satisfactory results 






e four extra 





Add to Webster's quality thes 





consistent 
EVENING 


zines rat 


vears of 





dealer \ alues Forty one 
advertising in THE SATURDAY 
POST and 


sixty-two year record of friendly 






other national maga 






cooperat 1On 






ising 


experienced merchand 
idvet 


with dealers . 











specialists help you sell more 





tising aids to increase results from your local 










promotions. 


Check them all. They 
line. Stock the profit line. Stock 





up to a stronge 
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Johnson Chair ¢ 
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Taylor Chair Co 

Wells Chair Corp 


Chairs, Tablet Arm 
Adirondack Chair Co 
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Wells Chair Corp 
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Dayton Stencil Works 
Force, William A., & Co 

Clipboards 
See Arch & Clipboard Files 

Coat & Hat Racks 
Vogel-Peterson Co. 

Coin Bags, Trays, Wrappers 
Exline, William, Ine 

Copyholders 
\ Products, In 
Bankers Box ¢ 
Copy Right Mfg. Corp 


Correspondence Trays 
Art Metal Construction (C¢ 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Cor 
Currier Mfg. Co 
Fox, Geo E., & Ce 
General Fireproofing ( 
Globe-Wernicke Co 
Imperial Methods Co 
Maso Stee! Products 
Morris, Bert M.. Co 


Peerless Steel Equipment Ce 


Sell Corp 

Senghbusch Self-Clos. Inkstd. ¢ 
Service Prod. Div. Woodall 
Shaw-Walker Co 

Stempel Mfg. Co 

Wells Chair Corp 


Costumers 
Dale Office Furniture Mfrs 
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LaSalle Products Ce 
Peerless Steel Equinment Ce 
Royal Metal Mfg. Co 
Vogel-Peterson Co 
Wells Chair Corp 
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Rowles, FE. W A Co 
Cushions & Pads, Chair 

For, Geo. E., & Cx 

Perfect Rubber Seat Cushion Co 


Dating Stamps 


Americen Numbering Machine Co 


Force, William A., Co 
Fulton Markine Equipment ¢ 
Rivet-0O Mfg. Co 


Desk Bumpers 
Fox, Geo. } & 


Desk Lamps 
tainbridge. Kimpton & Haupt 
Flexo International Cory 
General Lamps Mfg. Corp 
t | Lamp Cort 
Midwest Naturlite Co 
Wells Chair Corp 
eel Name Plates 
I e, William A., ¢ 
Kutch, Walter E., Co 
Kowles, E. W 4 Co 
Desk Pads & Tops 
Chicago Desk Pad ¢ 
Fox, Geo. E., & ¢ 
Wilson Jones Co 
Desk Pen & Ink Sets 
Esterbrook Pen ¢ 
Morris, Bert M., Co 
Sengbusch Self Clos. Inkstd. 
Desk Side Files 
Amberg File & Index ¢ 
Cole Steel Equipment 
tockwell- Barnes C« 





Desk Trays 
See Correspondence Trays 
Desk Work Distributors 
Advanco Products Div. A. 8. B 
Fox, Geo & 
Globe-Wernicke Ce 
Victor Safe & Equipment Co 
Wilson Jones ( 





Desks 
Alma Desk Company 
Art Metal Construction ¢ 


Bentson Mfg. Co. 

Browne- Morse Co 

Corr Jamestown Mfg. Corp 
General Fireproofiing C« 


r the benefit of the subscribers the line s advertised in this issue are here classified. Many of the requirements of the modern 
ssiness off re represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
ith the service bureau, through which the information will be promptly and cheerfully furnished by letter 

without obligation. 


Grand Rapids Products Inc 
Imperial Desk Co 
Invincible Metal Furn. Co 
Jasper Desk Co 
Leopold Co., The 
MeMahan Bros. Desk Co 
Metal Office Furniture Co 
Myrtle Desk Co 
Orna Metal Products Co 
Peerless Steel Equipment Co 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Wells Chair Corp 
Diaries 
See Memo Books) 
Dictating Machines 
Miles Reproducer Co., Ine 
Dietating Machines, Used 
Americin Dictating Machine Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co.” 
Cardinell Corp 
Drafting Tables 
Stacor Equipment Corp 
Duplicating Machines & Supplies 
Addo Machine Co,, In 
American Stencil Mfg. Co 
Bainbridge, Kimpton & Haupt 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Hart Mfg. Co 
Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co. 
Old Town Corp 
Peerless-Imperial Co., Inc 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp 
Technigraph Co,, The 
Victor Safe & Equipment Co 
Wolber Duplicator & Supply Co 
Wright Dupl. Div. Hart Mfg. Co 


Duplicating Stencil Files 
Halverson Specialty Co 

Envelopes, Plastic 
Markilo ¢ 


Envelopes 
Gilobe-Wernicke Co., The 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones Co 


Erasers, Blackboard 
Rowles, E. W. A., Co 


Erasers, Rubber 
Blaisdell Pencil Co 
Roberts, Weldon, Rubber Co 


Expense Books 
Beach Publishing Co 
toorum & Pease Co 


Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co 


File Boxes, Fibre Collapsible 
Bankers Box Co 
Giobe-Wernicke Co,, The 
Guide System & Supply Co 


Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Lee, L. OD 
Meilink Steel Safe Co 

aw- Walker Co 

Victor Safe & Equipment Co 


Filing Cabinets, Metal 
Advanco Prod. Div. A. 8. B 
All-Steel Bquipment * Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Browne -Morse Co 


Ss) 


Cole Steel Equipment Co 
Colur a Steel Equipment (« 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Gilobe-Wernicke Ce 
Guardsman Safe Co 
Invincible Metal rurn, Ct 
Keystone Equip. Co 

Metal Office Furniture ¢ 


Peerless Steel Hquipment Co 
Remington Rand, Inc 
Rockwell -Barnes Co 


Shaw-Walker Co 
Victor Safe & Equipment Co 


Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt 
jlobe-Wernicke Co 

Imperial Methods Co 

Wells Chair Corp 


(Continued on page 6) 











(Continued from page 5) 

Filing Supplies 
Acco Products, Inc 
Advanco Prod. Div. A. 8. B 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Saies Corp 
Barkley, C. L., & Co 
Browne- Morse Co 
Corry-Jamestown Mfg. Cor 
Globe-Wernicke ¢ 
Guide System & Supply ¢ 
Imperial Methods Co 
Metal Office Furniture ¢ 
Northern States Envelope ¢ 
Oxford Filing Supply ¢ 
Quality Park Envelope (+ 
Rockwell- Barnes Co 
Sell Corporation 
Shaw-Walker Co 
Smead Mfg. Co., The 
Victor Safe & Equipment ¢ 
Warshaw Mfg. (« 

Fountain Pens 
Esterbrook Pen Co 

Globes, Geographical 
Cram, The Geo, F., ¢ 

Gummed Cellulose Tape 
Minnesota Mining & Mfg. ¢ 

Gummed Cloth Rings 
Dennison Mfg. Co 

Gummed Tape & Sealing Machines 
Dennison Mfg. Co 
Minnesota Mining & Mfg. ¢ 


Honor Rolls 
Kutch, Walter E., 


index Card Signals 


(See Signals, Index Card 


index Tabs 
Amberg File & Index Co 
Associated Cellulose Prod. ¢ 


Barkley, C. L., & 
Ezyindex Products (¢ 
Globe-Wernicke Cx 
Graff, Geo. BL, & 
Guide Systems & Supply ¢ 
Markilo Co 
Shaw-Walker Co 
Sheppard, C. E., (« 
Victor Safe & Equipment ¢ 
Warshaw Mfg. Co 
inks, Adhesives, Ete 
Dennison Mfg. Co 
Fulton Marking Ea 
Ink Specialties ¢ 
Rivet-O Mfg. 
Inkstands 
Sengbusch Self -Ck Inkstd. ¢ 
Labels 
Dennison Mfg. ¢ 
Imperial Methods Co 
Oxford Filing Supply Co 
Warshaw Mfg. Co 
Ladders, Library, Store & Vauit 
Cotterman, I. D 


ip. 4 


Leads for Mechanical Pencils 
Listo Penctl Corp 
Leather Goods 
Canvas Products Cort 
Stebco Products 
Stein Bros. Mfg. Co 
Letter Trays 
(See Correspondence Trays 
Library Equpiment 
All-Steel Equipment, Inc 
Browne- Morse Co 
Corry-Jamestown Mfg. Cort 
Lockers & Storage Cabinets 
All-Steel Equipment, In 
Art Metal Construction Co 
Browne- Morse Co 
Corry-Jametown Mfg. Cort 
Globe-Wernicke Co 
Invincible Metal Furn. ¢ 
Keystone Steel Equip. ¢ 
Shaw-Walker Co 
Loose Leaf Books & Devices 
Amberg File & Pndex Cx 
Boorum & Pease (¢ 
Neiman Loose Leaf & Bary. ¢ 
Sheppard, C. F Co 
Stationers Loose Leaf Co 
Wilson Jones Co 
Loose Leaf Metals 
Sheppard, C. E., « 
Wilson Jones Co 
Loose Leaf Sheet Covers, Plastic 
Markilo Co 
Neiman Loose Leaf & Bary. ¢ 
Wilson Jones Co 


Loose Leaf Tray Binders 
Lee, L. O'D 
Posting Equipment Corp 
Sheppard, C. E., €« 
Wilson Jones Co. 
Mail Distributors 
Advanco Prod. Div. A. 8. B 
Globe-Wernicke Co 
Victor Safe & Equipment (¢ 
Mail Bags, Canvas or Leather 
Canvas Products ¢ 


Marking Devices 


Mate 


Men 


Mem 


Menc 


Meta 


Name 


hed Office Suites 
randum Books 
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orandum Devices 


jing Tape 


| Badges, Checks 


Pilate Labels 


Numbering Machines 


Office 


om 


om 
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Pads 


Pape 


Paper 
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Furniture Wa 


Furniture Sect 


Partitions & R 


Printing Outfits 


Figuring 


lamps 


Paper Fastening Mac 


Prese 


Price 
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Is, Mechanical 


s, Paper Wound 
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& Sign Markers 


ns & Carbons 


M Sur ‘ 
0 I ‘ 
I ‘ 
Pro ( 
2 Ribt & ‘ 
‘ I I t ‘ 
K 
i | 
~ H. M.. < 
~ | ‘ 
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The rate for classified advertisements is twelve cents a word, minimum 
charge $240, payable with order. Add six words if box address is used. 


SITLATIONS WANTED OFFICE MACHINES SALESMAN WANTED—preferably with 
: : euieimemamé = Comptometer or other key-drive calculating machine sales 
experience and adding or accounting machine selling for 

































































SITION with ma facture! seas ra employment in Honolulu, Hawaii. Excellent earnings possi- 
powes. eee ane hi. ble. Alexander Brothers, Ltd., P. O. Box 2814 
x H-5 re Office Appliances, CI 
re —_— a SALESMEN WANTED for outside territory Best deal possi- 
ble by a fast growing organization selling office supplies, 
\S OPERATED vn stationery business furniture and equipment Must be honest and aggressive 
travel Michigal and Indiana for Chicago Office Supply Co., 3923 W. North Ave., Chicago 47. 
nery or office furniture A good pro 
ipable. Top resem Same WELL ESTABLISHED COMMERCIAL STATIONER Greens- 
neces . boro, N. C. wishes outside salesman qualified for equipment, 
EET furniture and supply sales. Box W-113, care Office Appli- 
PEW! N ADDING MACHINE MECHANIC since ances, Chicago 6 
' hants Comptometers and adding ma- 
yment it the southwest Preferable 
riz In good health age 46, family man EXECUTIVES WANTED 
repair. Address H-55, care Office Appli 
WANTED: MAN TO MANAGE SALES, for large Far Western 
7 — dealer handling several of the leading names in office ma- 
chines and furniture, operating several stores in widely 
\ HANIC—15 year experience all makes scattered territory whose present sales are pushing towards 
eading typewriter manufacturer ce the million dollar mark Prefer man between 35 and. 45, 
progressive community, middle wes ambitious and industrious with zest and love for selling, 
ft Appliances, Chicago 6 capable of building and strengthening aggressive sales staff 
Ss through creative and enthusiastic sales leadership and will- 
: aT ——— _— ing to devote considerable time in field with staff. Liberal 
EXECUTIVES AVAILABLE compensation If you are possessed of the proper qualifica- 
- o2nergmn nro : tions an interview will be arranged Strictly confidential. 
NAGEMENT ipacity in up-to-date com Write W-114, care Office Appliances, Chicago 6 
tore desires to s¢ for manufacturer! 
include Chicago. Will work nh <* WANTED—FACTORY REPRESENTATIVE by nationally- 
f states. Good remtese. a known Mid-Western manufacturer of office equipment and 
s H-57, care Office Appliances u supplies Excellent opportunity, must have experience sell- 
ing dealers, be able to conduct sales meetings, evaluate 
- eae teeeenrenetanatn : markets, open up new dealerships The position is full time 
FULLY EXPERIENCED: Seeks posi and permanent Give complete background and details of 
rn Interested in real opportunity experience. Southeastern territory open. Address Box W-115, 
hares W lid prefer the West. Box care Office Appliances, Chicago 6 
pli es Chicas t 
_ es MECHANICS & REPAIRMEN WANTED 
SALESMEN WANTED COMBINATION SERVICE MAN, Typewriters and Adding 
wesreeanas ee ee ee ; Machines with sales ability Steady employment on liberal 
~ ED Experienced yn adding machines basis Muncie Typewriter Exchange, Muncie, Indiana 
office machines. Protected territory on 
R. C, Allen and other lines. Highest WANTED TYPEWRITER AND ADDING MECHANIC to take 
zation insurance, travel expenses , charge of four man shop with plenty of work to be had with- 
Excellent opportunit for ae so out soliciting. Preference will be given party with experi- 
ne midwest Csive full de He gee ence on Allen Wales adding machines and to man with some 
n first letter All replies confiden sales ability, no objection to slight disability This is much 
ffice Appliances, Chicago 6 better than an average job in earnings and opportunity 
—- ST Car necessary. Give experience and references in first letter. 
ORTUNITY for ffice machine salesmen Box W-116, care Office Appliances, Chicago 6 
or West Texas Will feature leading - 
nes and othe office machines This MECHANIC capable of repairing Underwood typewriters and 
i hard working man with initiatiy adding machines, preferrably with A, B and D and Elliott 
Must } ‘ iccessful experience Fisher training but not essential selected man will be 
Rate of ission and drawing given this training Pay based on experience and ability 
i earnines wi be substantial. Write Excellent opportunity for qualified man. Will be located in 
mnfidence ¢ nex details and refer thriving city in the Cincinnati area. Write C. N. Conolly, 106 
ity 1 char ter, to The Baker So. 4th St., Louisville, Ky 
tee } lex 63 
— WANTED HIGH GRADE MECHANIC qualified on typewrit- 
. Eastern M f turer wants loy ers, adding machines and cash registers (;ood permanent 
“er - ne of file folders. index job for middle age, married man not interested in selling 
tern Per nia. Ohio. and West but effective mechanically Established dealer, downstate 
‘ ing ! her ne and calling or Illinois; pleasant place to work and live. Write W-117, care 
A ; a cei Appliances, Chi Office Appliances, Chicago 6 
a WANTED SERVICE MAN with Underwood Accounting Ma- 
: sunte hine training Sundstrand class A BC D, Sundstrand Add- 
PFICI EQUIPMENT AND SUPPLY ing M/C and Elliott Fisher would be an asset Give experi- 
hed firm handling top lines of office ence and references Ideal working and living conditions 
‘ “ ~ “ . tw in California J. W. Carrell Co., 660 Van Ness Ave Fresno, 
é é ‘ = © > . if 
essa 1 qualifications firs Calis — —!s oseauinsesaniheniesnitinillinastmnpanitinidiniity 
} ent ¢ P.O. Box 586, El Car 
OFFICE MACHINE SERVICEMAN AND SALESMAN com- 
ination. $75.00 per week plus. Car necessary. Illini Supply 
a Ine 2245 E. Wood St Decatur, Illinois 
Ek AND SUPPLY firm in growing Spol _ — : — 
pport ipable experienced MECHANIC WANTED—Burroughs all around service man 
vrofit shar ne. W ner (;00d job for a good man. Must be sober, no floater. Business 
i retere! Box W re Lquipment Co., 160 W Larned Street Detroit 26 
SERVICE MAN WANTED—-$100 per week if you can qualify 
i x office equipment for the position. Must have car. Burgauer, 109 West Jackson, 
ted oF tunity for aggressive Muncie, Indiana 
wing s re il idwest small pwns ——_—___—— — —— 
pie ! first letter. Box WANTED: Qualified service man for Remington Rand dealer 
Cn : ‘ Must have knowledge of Remington Electriconomy Excel- 
- - lent opportunity for man with sale and service ability 
ESMAN offere: Ae + opp¢ 7 Permanent position; good salary: give complete information 
@, Wa tio: Ivertised office nec and references—include snapshot. Lannon Office Supply, 18 
P pist and « ‘ - Linden St., Geneva N y 
p 1] \ etran Sales Mat $$$ $$$ 
York WANTS AND FOR SALE, Continued on Page 8 
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WANT AND FOR SALE, Continued from page 7 
pe — . oa , 4 P ; of F 
SALES REPRESENTATIVES AVAILABLE fice an . dealere Abee sawrites 
Ore somes l lding hine dealers N t l ted rhe 
REPRESENTATIVE WITH FOLLOWIN lling o ) K ‘ {8-02 42rd St Wood 
the Nationally Adve rtised M Addre ilable 











time for aggressive, inte é t the é — 
for New York, New Jerse ' I ! What ha ADDING MACHINE PARTS, TYPE, ETC. 

you to offer? Harry A. Scl “ Street, Ne _ - 

York 23 L\RGE STOCKS f new and u g and ¢ lating 

— hine x lable Quotat rni ! spe f 

I \ Dehr J \ ( I l 


MANUFACTURER'S REPRI N VI g flice 
supply and office machi: \ 5 Dal 
Minnesota, Wisconsin, and ' 


nections with reliable mar eal vi = ———— 
sale and retail experien \ ‘ I H ; ! FOR SALE AND WANTED TO BLY, USED EQUIPMENT 





Office Appliances, Chicago ¢ - 
—- LIOTT-FISH . Burroughs \I Hoy \ ling ind 

JOBBER ITEMS WANTED I , o Comp Ly} 

supplies wanted to distribut t-O-Mat I l d machin« Chicag 

machines and supplies in Mir i ro o 4 . 1930 West : ‘ 

ing territory. Donald |} R ~ M VANTED TO \ Sundatrand . . Mal 

apolis 15, Minn \ nd ¢ ( ‘ ymplete n 1 er ize car 

‘ r front feed « ona 

MANUFACTURER'S REPRI N ‘ r \ ft App , 9-31 East New ¥ N. ¥ 

good repeating lines on ex Pe 

New Jersey, Delawar: Mar ( t VIL Cah MON HOPKINS rist rt ingto 


Well known to Commer 
and Blue Printing Trade. | 
100 E. 42nd St New Yor 





SALESMAN TRAVELING « e W ma OR SALI Elliott Fisher A ~ Machines 5.560 


facturer of upholstered fur } is |} Jul 1946 

capacity for third major li: f it ! ‘ ed for 

industry. Accustomed to t e. Convi e re é nd three dur ‘ ‘ ‘ re 

ing references. Address H-61 ‘ Cl iat A el separat red P . mit, 
I ‘ ma. O} 


WELL QUALIFIED MANUFA PRESENTA - 

TIVE desires additional! lir Virs LIOT! ER m hin P } idit 
and North Carolina. Write Box \pI nee hine i equly d 

Chicago 6 ‘ ( 106-908 No W é Ml W 





REPRESENTATIVE with | giv REP ING MACHIN , see Ce 
three days at your factor t t eh ‘ Bata ORE ergs ‘ , MA 
Then watch me produce B \ , ia 4, “+d E our ai : ; 2 
Chicago 6 = - oo 





SALES REPRESENTATIVES WANTED siete danesta IER. 








MANUFACTURER'S AGEN f ' “ 7 
mercial stationers, busi: - - 


open territories Suppleme: é ting RO! | CTS 
manufacturer nationally k1 f x« W . book kes 
care Office Appliances, Cl Ste { Dearbort ‘ 


AREA AROUND GOODLAND BY é K tROUGH ON, HOPKINS, 1] FIS 
open for agency establish: é ‘ (or t eter | 


typewriter line Must be Off \ ( Ss 
and field Area ripe for 
specialties This is an opport I ‘ 
and service and build your ent O IS > AND SUNDS ; 
and profitable future W rite \ fT \ ‘ el is) riden, M ( 
ters Addi 


Chicago 6, 





CHAIR MANUFACTURER 1 


























covering Kansas, Nebraska 1 be . a ; or 
ing other furniture or stat eters a a . 
established, well and fa t ! , : seb Me ‘ - 
write fully to W-120, care Of f oS RorVEICe : ” = 
WANTED—Manufacturer I é é ‘ LOUGH MOKKEEPING NES fod 
proven dealer identification " t e seri ' ‘ ‘ 
and office machine deale: ‘ Equi ‘ A 
terrific money making possi 
Samples and complete stor Box W 
121, care Office Applinac+e 3S S WANTEI 
MANUFACTURER of Ste > ( ‘ ed, Detr 
for Ohio, Michigan, Kent Ne Ens 
land states Write W-1 £ f KUL NTIN¢ 

—EE i’ 
SALESMEN CALLING ON ° \ \ ONER 
office furniture dealers and \ ( . 1) Pires of RB 
Southern states and New | ( : ; a OC SOS 
cabinets and tables. Give | te! ' . ; a ee 
covered Excellent opport I \ fl : 
Appliances, 100 East 42d St R . 31% 'TOMETERS 

— t i WHO 
RETAIL BUSINESS FOR SALI 

OFFICE MACHINES Ex 
Southern California, renta I 
Sell all or part. Box W 

eee = : 
TYPEWRITER AND OFFICE ) p . - ( re awn ail 
in heart of downtowr distr ‘ * l + 
established over twent year . repail i el ; 
rental and sales Owner ‘ he . : \ } 
buyer finance. Can cut dowr x« W { 
‘are Office Appliances, 100 |] : } | ' \ ‘ os A 


m Be é K ex, A 








FOUNTAIN PEN REPAIRING x 
WELTY'S REPAIR ALL MA s M 
Pens, Pencils, et« Repaire 
averages 5 to 21 davs and \ f I’ TILIN¢ ( 


ture “CONKLIN,” SWAN WA \ PA KEI } SHI 

WELTY, SHEAFFER, MOOR he i , 

makes. We feature Gold P \I ‘ d pur 

all makes to ONE place f K ABO t ear 

NEW WELTY PENS, $1 ( ne! . 


tepair Co. (Est. 1940) ge < ; J 
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Salesmanship 


Sales constitute the impelling 
‘e of commerce which, in its 
irse around the world, supplies 


the funds for not only the instru- 
of man’s material well 
being, his mfort and enjoyment 
but funds also for the agencies of 
his intellectual, spiritual and social 
Schools, churches, 


. +a] 
mentalities 


} "TT 
ieveiopmen 


iniversities and institutes for study 
and promotion of all divisions of 
rt and science 


From commerce through printing 


comes books perpetuating the accu- 


mulated and accumulating infor- 
mation of n’s progress through 
the ages Printing, the art pre- 
ervative of all arts!” 


An itinerant poet told the ro- 


mance of the captive Helen but the 
business of printing gave the world 
the story of the siege of Troy.” 
Footprints of Elbert Hubbard 
on the sands of time.’’) 

If commerce, which is but the 
trade and exchange activities of 
legitimate business, is but man’s 


for his food, warmth 
and shelter (“Along the Trail,” May, 
1951) organized and directed for 
common ntages, then sales- 
manship is gnificant profession, 
an important factor in the general 


scheme of things 


necessary labor 


In the wor wide field most sales 
consist of receiving payment and 
making delivery of purchases and in 
many such simple transactions is 


ypportunity to make an impression 
with far reaching effect for good 
But salesmanship which effects an 
important insaction to the satis- 
ie contracting parties 


‘ ++ ‘ 
action Ol 


nd establish friendly relations 
between then is a diplomatic 
chieven hich advantages both 
parties 


The transition 
of selling processes 
rom “caveat emptor” (let the buyer 
statute books, to 
the customer is always right,” a 
f xaggerated popularity 
1 more pretentious than factual, 
vas a lo! tretch of years into a 
A century or there- 
ibouts a me the first great ad- 
trading in many 
mmodities by a policy established 
' umaker in Philadel- 


nnouncement of the 
system,” marking in 
stead of letter sym- 


new “one rice 


bols, free delivery and goods return 
ble witl ey back if articles be 


OFFICE APPLIANCES, August, 


Being areview of some 


PaVictal ice | male start Plate, 


in the progress of the 

OFFICE EQUIPMENT 
INDUSTRY 

and its trade journal 


OFFICE APPLIANCES 





unsatisfactory, brought strong pro- 
test from many merchants. The 
scheme might be all right for single 
item purchases but under the old 
custom, purchasers of many or sev- 
eral items expected to pay some- 
thing less than the total of the unit 
prices. The old custom question 
would surely come—“How much for 
the lot?” 

Free delivery and money back 
would greatly increase selling costs 
and there would be no certainty of 
any transaction. But gradually the 
new conditions, attended by some 
difficulties and annoyances, were es- 
tablished with satisfaction to the 
majority of buyers and sellers. 

This change of selling custom was 
not effected as readily as such brief 
mention seems to indicate. But it 
was a problem of times long since 
and present times have brought 
their own problems. ( Voices, “You're 
telling us?’’) 

Because of the extensive variety 
of its products the office equipment 
industry affords a field for sales- 
manship in all of its classifications. 
The simplest probably being a trans- 
action opened upon the initiative of 
the purchaser who enters the store 
to supply some simple need. 

But out of such seemingly unim- 
portant routine have come through 
politeness and genuine interest im- 
portant transactions and enduring 
business relations. And from lack of 
common courtesy upon such occa- 
sions has come loss of opportunity 
and even loss of “good accounts.” 

The next higher classification in 
the art (art: the employment of 
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intelligent and skillful means to 
accomplishment of some good end”) 
of salesmanship is that in which 
the buyer takes the initiative for 
the purchase of something of which 
there may be several sources. In the 
great majority of such cases the 
sale is more than half made before 
the seller and buyer meet. The pur- 
chase of that machine, system, fur- 
niture, and so forth, whatever it be 
was decided in advance. The only 
salesmanship required is to convince 
the prospect that the one being con- 
sidered is the best for his purpose. 

“The only salesmanship required!” 
All the art and science of sales- 
manship—there is a scientific side 
to it—is frequently required to 
reach that conclusion. 

The top classification of salesman- 
ship is that in which all initiative 
comes from the salesman. His call 
may be to present something espe- 
cially applicable to his prospect's 
business of which the latter is un- 
aware. Or maybe, to present some- 
thing of which the prospect knows 
but in which he feels no interest. 

Contending with the conditions of 
the “top classification,” many sales- 
men in the office equipment indus- 
try have become “post graduates” in 
salesmanship and have received 
“honorary degrees” from many im- 
portant companies 


The high standards 
of the office 
equipment industry are reflected in 
the standard of its salesmanship. 


Some years ago a caller presenting 
his card—local manager of a New 
York life insurance company—said 
he called to place a salesman-want- 
ed advertisement. The staff member 
greeted the caller, having long had 
high opinion of life insurance sales- 
men, of which, he informed the vis- 
itor, was glad of an opportunity to 
get an outsider’s viewpoint of the 
industry’s salesmanship. 

Answer to the question “how came 
you to consider OFFICE APPLIANCES 
for such purpose?” The answer was 
highly complimentary to the indus- 
try’s field force. “By the impression 
made upon me by salesmen of the 
industry, when calling to effect a 
sale!” Which was interpreted as 
meaning—an intelligent presenta- 
tion of the machine, system or sup- 
plies therefor and with reasonable 
persistence! Staff member’s idea of 
“reasonable persistence” having 
been formed from hearing a few 
persons a bit boastful of their wis- 
dom in taking out an insurance 
policy “some years ago”, forgetting 
the frequent calls and persuasive 
eloquence of the salesman.—EJ 
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The State of the Industry 


Brief interpretations of significant facts and trends 


Announce First e THE FIRST STANDARDS ever to have been adopted in the office 
Standards in equipment and supply field are reported by the NSOEA from Wash- 
This Industry ington, D. C. The American Standards Association has announced 
tandard dimensions for desks and tables for general office use. 
he standard provides for five widths and two depths for wood 
iesks. Height standard adopted for desks and tables is either 
29 or 30% inches, if fixed, or between these levels if adjust- 
able. The tolerance of plus or minus of a quarter of an inch 
permitted on both the height and over-all dimensions. 

Also adopted by the American Standards Association, NSOEA 
reports, is the standard nomenclature to be used in indicating 
the size of index cards. The procedure will be to list the hori- 
zontal dimensions of all sizes of cards first—thus a card which 
is 5 inches wide horizontally and 3 inches vertically will be 
listed as a5 x 3 card. Thus, customary practices in this in- 
iustry gain additional stature by their adoption as standards. 





The Price Trend e IN ITS WHOLESALE price index, the Department of Commerce 
Appears Downward reports that prices declined .2 of 1% in the week ending June 
16. This is the second consecutive week that the index has de- 
clined. In the June 16 week the only prices to show an advance 


iow 


over the previous week were farm products, which increased .5 
of a point. But don't get excited. The index is still 15.7% 
ibove the like week in 1950. 


Fair Trade Still FAIR TRADE for the industry had a shot in the arm at the re- 
Alive, Kicking sent NOMDA convention. Judging from the temper of those at- 
ending this session, men of the office machines business want 
Fair Trade. The Association petitioned Congress to amend the 
present Miller Tydings Act to include a provision permitting 


+ 


that non-signers of a Fair Trade contract with notice of such 
-ontract may be bound by the terms of such contract regardless 
of whether non-signers are parties to the contract. Remarks 
of several of the speakers regarding Fair Trade were signifi- 
sant. Arthur "Red" Motley, publisher of Parade Magazine, a 
newspaper supplement, commented, "Price wars are stupid. They 
emonstrate a lack of courage. And Charles Krause, Jr., gen- 
eral counsel of NOMDA, said: "Fair Trade is not dead. AS a 
iealer, I would want Fair Trade at the manufacturers’ level. 
That i the only successful Fair Trade." 


2 uv 


" 


145,000 Attendance ‘ONVENTIONS in this industry have broken attendance records 
Seen for National juring 1951 in the wake of hunger for information. Now, the Na- 
Business Show ional Business Show confidently looks ahead to an attendance 
»9f 145,000 next October at the Grand Central Palace in New York 
sity. This forecast is based on the fact that buvers or users 
if office machine equipment and supplies will make up at least 

f the attendance (that was the figure in 1950) and today 
there is even greater volume of paper work per dollar sales than 
ijuring World War II. Where there was once a ratio of 10 factory 
work stations to one office work station, there is now a ratio 
of 10 to four. 


+ 
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Tax Program and 
Financing Defense 


e ON JUNE 27, Roswell Magill, chairman of the committee on Federal 
tax policy, said, "The tax bill just passed by the House of Rep- 
resentatives is the largest and probably the most badly devised 
tax measure inourhistory. At atime when we are relying heavily 
on increased production to strengthen our defenses, the new tax 
bill incorporates confiscatory rates on individuals and cor- 
porations and thus levels serious blows against the nation's 
productive machine by destroying incentives to build up pro- 
ductions." In referring to proposed individual income tax, 
Mr. Magill commented, "When we need millions of men in the armed 
forces, the government must call men from all income groups. 
Similarly, when we need billions of additional revenue to pay 
for war expenditures, the government should levy proportionate 
taxes on all incomes." Instead, according to Mr. Magill, the 
new bill limits new income taxes to present taxpayers and in- 
creases all individual income taxes by 12%% of the present tax. 
The measure has at least two outstanding faults—it is virtually 
confiscatory, thereby killing incentive to earn more, and it 
does not accomplish the purpose of meeting revenue needs. The 
proposed corporate income tax is similarly confiscatory and 
ineffective. Without hope of profit, investment capital is nat- 
urally not available. Mr. Magill says the faults in the House 
bill are so fundamental that a balanced tax program can be 
achieved only if the Senate makes a completely fresh start on 
the tax measure. We are inclined to agree and suggest that you 


write to your senators. 
—WSL 





Good Reading This Month 


e The DEALER or office machine manufacturer 





The partnership spirit produces the best 


who couldn't attend the recent NOMDA con- results, he argues. 
vention at Detroit can do the next best 
thing—get a first-hand report in OFFICE e AND ANOTHER of our top-notchers, Fred 
APPLIANCES, beginning on page 13. Here Merish, has good reading in "Review and Pre- 
are pictured the office machine industry view." Look behind in your books to find 
personalities and here is told in detail where you are going is his subject and just 
what went on at the convention. as a tip we're advising our faithful readers 
to turn to page 3l. 

"BETTER SALES) é é »" says W. G. : 
; . co : arr pa can de made = e J. K. LASSER, small business consultant, 
Turquand of Underwood Corp. In an inform- . : 
Fe ae YAigh. Sod , has another informative article in his 
ative article, one of a series on selling, 
“se Nh er Pt : Pate ys 3? series. On page 21 he tells how a well- 
he tells how proper training wil assist, if 
org a a : theigy planned layout makes selling easier. It's 
desire to sell is present. Begin this in- 
formative discussion on page 23 a treatise for the retailer on how he can 

seattle induce people to go where he wants them to 

go, to the tune of jingling cash registers. 

e BOYD'S PRINTING & Stationery Company, 
Panama City, Fla., doesn't believe in put- e PROFITS CAN SLIP through merchants' fin- 
ting new office furniture and equipment in gers easily. But Ernest W. Fair on page 
its salesrooms and then Stocking its own 22 lists 42 ways to save money in the office 
business juarters with museum pieces. Learn supply business. It's timely and worth- 
how this store actually converts its own while reading with a pipeline to profits. 


office into an effective demonstration and 


howroom. Page 24. e NSOEA'S PRESIDENT, Zac Smith, himself a 

successful operator at Birmingham, Ala., 
e ONE OF OFFICE APPLIANCES’ best writers, has done this industry a service in his 
V. N. Vetromile, has good advice this month treatise on "Ideas for Management." OFFICE 
on page 27. He tells this industry to "cul- APPLIANCES is happy to reprint his study. 
tivate the ‘idea power'" of its employees. Page 25. 
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now officors : 


National Office Machine Dealers Association 





NOMDA’‘s New President: 


Giving heavily of his time and talent for asso- 
ciation work, Liston Jackson is a veteran of 
some 35 years in the office machine industry. 
He was trained in law, a graduate of Columbia 
University, but gave up early intentions of 
practicing before the Alabama bar to sell prod- 
ucts for the office in Texas. There, finding the 
climate more suitable to his health, he made 
his home in Forth Worth with his wife, whom 
he met in Alabama. He operates the Type- 
writer Supply Company, one of the state’s 
largest office machine firms. One of the orig- 
inators of the Texas OMDA, Mr. Jackson also 
served as president of that group. He is al- 
ready promising NOMDA its biggest convention 
yet—next year in Dallas. 
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Named to serve for the coming year, 1951-52, are these 
outstanding NOMDA leaders. Left to’ right: Harold W. 
Mann, executive secretary; John D. Romano, treasurer, 
Fresno, Calif.; Liston Jackson, president, Fort Worth, Tex.; 
Jack Weiner, vice-president, Chicago, IIl., and Harry C. Van 
Zant, treasurer, Dayton, Ohio. 
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DETROIT plays host to NOMDA's 26th 


annual session, June 27 to 30 


HE NATIONAL OFFICE Machine Dealers Associa- 

tion converged on the Hotel Statler at Detroit June 
27-30 for the Twenty-Sixth Annual International Con- 
vention and Trade Exhibit, a session that was high 
in dealer interest and featured by sober discussion of 
industry problems. 

Attendance was between 500 and 600 and perhaps 
set a new peak in exhibit participation, members of 
NOMDA thronging the nearly 30 exhibits throughout 
the convention hours to learn about the latest develop- 
ments in office machines and equipment. 

Liston Jackson of the Typewriter Supply Company, 
Fort Worth, an affable Texan who as vice-president 
carried a burden in convention spearheading follow- 
ing the untimely death of NOMDA’s president, Ed 
Touissant, was elected president for the year 1951-52. 
NOMDA again leans heavily on the efficient services 
of Executive-Secretary Harold Mann. 

Elected with Jackson were Jack Weiner, Belmont 
Typewriter Sales & Service, Chicago, vice-president; 
John Romano, Valley Typewriter Company, Fresno, 
Calif., secretary, and Harry Van Zant, H. C. Van Zant 
Typewriter Company, Dayton, Ohio, treasurer. All 
officers and directors were chosen by a unanimous 
vote. 

Names of the supporting cast of directors will be an- 
nounced in the September issue of OFFICE APPLIANCES. 

Dallas, Tex., was chosen as the site for NOMDA’s 
1952 convention upon invitation extended by D. L. 


Keeney, Jr., Keeney Office Equipment Company, 
Dallas, president of the Texas OMDA. In usual Texas 
style, and following a bombardment of the conven- 
tion with literature about the boundless territory and 


lore of their state, the members were promised a 1952 
event second to none. A real Texas roundup with all 
the trimmings has been proposed with the members 
themselves doing the cowboy work of roping, brand- 


Dealer interest high— exhibits attract 
many visitors — Liston Jackson presides 
and is elected to serve association as 


president — Dallas 1952 convention city 


ing and riding. This will be accompanied by a bar- 
becue on a ranch. 

Dates for the convention will be announced later. 

Headed by John Stifter, Allen Adding Machine 
Agency, Detroit, the OMDA members of that city and 
Michigan in general spared no efforts to make the 
stay of NOMDA members enjoyable in Detroit. The 
entertainment was lavish and included a “Mystery 
Tour” culminating in a midnight rendezvous at a 
night club near Windsor, Canada, a moonlight boat 
excursion with dancing and entertainment, and a 
gala closing banquet. There was even a post-conven- 
tion feature in a trip to the world-famous Greenfield 
Village at Dearborn, Mich. 

An international flavor was given the sessions with 
the presence of E. H. Moses of the Moses Company, 
Hilo, Hawaii. 

Convention attendants were happy to have the op- 
portunity to meet a staunch friend of the industry, 
Frank Cooper, president of Codo Manufacturing Com- 
pany, and Mrs. Cooper. He had addressed the con- 
vention in 1951. 

An indication of a successful convention was the 
pre-convention meeting of the board of directors on 
June 27 when 43 were present. This was said to be 





NOMDA’S GALA CLOSING BANQUET AT HOTEL STATLER GRAND BALLROOM IN DETROIT JUNE 30 
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PRE-CONVENTION MEETING OF NOMDA BOARD OF DIRECTORS HELD AT DETROIT, MICH., ON JUNE 27 


Attending the June 27 pre-convention record-breaking meeting of 
the NOMDA board of directors at Detroit were 37 directors. Those 
pictured are (left to right): FRONT ROW—Jack Burnim, Boston, Mass.; 
J. O. Waedekin, Milwaukee, Wis.; Nicholas Fucci, Englewood, N. J.; 
Charles Meyers, Miami, Fla.; Larry Walter, Chicago; Miller Huggins, 
Anderson, Ind.; Wilbur Walker, Wichita, Kans.; Ivan Fifield, Water- 
loo, lowa; Robert Randazzo, Kansas City, Mo.; C. Elmer Anderson, 
Pasadena, Calif.; Al Garrigan, Springfield, Ohio. MIDDLE ROW—Earl 
De Groot, Kalamazoo, Mich.; Jack Weiner, vice-president, Chicago; 
John Romano, secretary, Fresno, Calif.; Liston Jackson, president, 
Fort Worth, Tex.; Harold Mann, executive-secretary; Harry C. Van 


the largest turnout of board members in the history 
of the organization. 

In answer to the question, “Will the members of 
NOMDA support the principles of Fair Trade regula- 
tions?”, there was an overwhelmingly favorable re- 
sponse. Manufacturers presented strong evidence of 
their desire to strengthen Fair Trade laws. After a 
long and interesting discussion in which the NOMDA 
General Counsel Charles Krause, Jr., had an important 
role, members of NOMDA passed the following reso- 
lution: 

“Whereas this Association and the members thereof 
have been and will be seriously affected by the chaotic 
price conditions which will arise because of the recent 
Supreme Court decision in the “Calvert Distillers Cor- 
poration” case, since that decision in effect nullifies 
the various Fair Trade laws of the several states, now 
therefore 

“BE IT RESOLVED that this Association petition 
the Congress of the United States to amend the 
present “Miller Tydings Act” to include a’ provision 
permitting that non-signers of a Fair Trade contract 
with notice of such contract may be bound by the 
terms of such a contract regardless of whether non- 
signers are parties to the contract to the end that 
Fair Trade laws of the several states may be effective 
to accomplish their purposes.” 

This resolution was unanimously passed 

The untimely death a few days before of President 
Ed Touissant, Central Duplicator & Typewriter Com- 
pany, Camden, N. J., cast a pall over the proceedings 
At the first convention session all present bowed their 
heads in devout silence, remembering his genial per- 


sonality and service to NOMDA. Noel G. Grover, 


Grover Typewriter Service, Upper Darby, Pa., president 


of the OMDA of Pennsylvania, New Jersey & Delaware, 


presented a resolution, which was adopted in President 
Touissant’s memory and a copy of which is to be sent 
to his family: 


EDWARD J. TOUSSAINT 
1895 1951 


WHEREAS, God Almighty in his infinite wis- 
dom, has seen fit to call Edward J. Toussaint to 
his heavenly abode; and 

WHEREAS, having served this Association, he 
did cheerfully contribute his ability, talents and 
labors, always showing full consideration to those 
connected with him in his work; and 

WHEREAS, by his sterling character and long 
and faithful service, he has endeared himself to 
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Zant, treasurer, Dayton, Ohio; James P. Ward, Chicago; Anne Bog- 
danffy, Baldwin, Long Island, N. Y.; M. Teschion, St. Paul, Minn.; 
Harvey Miner, Kankakee, Ill. TOP ROW—A. Dolhanyk, Seattle, Wash. 
(sitting in for Lynn Roper); Gordon Miller, Los Angeles, Calif.; Samuel 
Stein, New York, N. Y.; Travis Jones, East Point, Ga.; Israel Meizner, 
New York, N. Y.; W. AA Johnston, Knoxville, Tenn.; Jack Teeter, 
Hammond, Ind.; Irwin Vincent, Topeka, Kans.; David Ligon, Glendale, 
Calif.; Edward Pfitzenmaier, Ardmore, Pa.; D. L. Keeney, Jr., Dallas, 
Tex.; Harold Steinke, Upper Darby, Pa.; John Stifter, Detroit; Charles 
Chappell, Pittsburgh, Pa., and J. W. Johnson, Stillwater, Okla. 


every member of the Association, and through 
his sound counsel has contributed in a large 
measure to the growth and success of the Asso- 
ciation; and 

WHEREAS, by his leadership and outstanding 
qualities he has shed lustre upon the Association, 
and epitomized its ideals of integrity and fidelity, 
being unquestionably one of its most outstanding 
and best beloved members; and 

WHEREAS, in his passing the Office Machine 
Dealers Association of Pennsylvania, New Jersey 
and Delaware, as well as the National Office 
Machine Dealers Association, has suffered a griev- 
ous loss; 

NOW, THEREFORE BE IT RESOLVED, that this 
Twenty-sirth Annual Convention of the National 
Office Machine Dealers Association stand in rev- 
erent silence in memory of our departed member, 
Edward J. Toussaint, and 

BE IT FURTHER RESOLVED, that a page be 
set aside in the minutes of this meeting to record 
our deep and lasting grief, and the irreparable 
loss that we have suffered, and further that a 
copy of this resolution be sent to the family of our 
departed member. 


Following the invocation 

by Rev. Robert Frehse, 
North Woodward Congregational Church, and the si- 
lent period honoring the late president, Edward J 
Toussaint, the convention heard a welcome to Detroit 
by Clyde Daughterty, director of civilian defense for 
the Detroit area. He told how the city, in festive street 
attire and alive with enthusiasm, is observing its 250th 
birthday 

A feature of the noon luncheon was the address 
by Arthur “Red” Motley, publisher of Parade Magazine. 
This dynamic speaker, who described an “expert” as 
“a guy who is away from home”, used as his subject, 
“Keep Cool, but Don’t Freeze”. He spoke of price wars 
as something ‘stupid’, demonstrating lack of courage 
If history means anything,” he asserted, “the men 
in the plants will continue to supply you with the 
goods you need.” 

“The things you sell and service are important to 
the life of this country,” declared the publisher. He 
told of the continued need of services and main- 
tenance, something which enables the industry to be 
strong even in times of product scarcity 

Some of his challenging remarks included 

“How do you know what is going on in your store 
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Seated: Norman Saksvig, director of education division, L. C. 
Smith & Corona Typewriters, Inc., and formerly world’s champion 
typist. Watching are Smith-Corona’s Harold Dash and Emmer- 
son Lewis, field representatives. 

Mayor Albert Cobo of Detroit shakes hands with NOMDA Vice- 
President and President-Elect Liston Jackson. 

David T. Ligon, Glendale Typewriter Service, Glendale, Callif., 
is a weary man and relaxes as the convention nears an end. 
S. Polk, Polk Brothers, Chicago; George McKee, L. C. Smith & 
Corona Typewriters, Inc.; Jess Rich, Remington Rand, Inc. 

M. M. Ludlow, Bob Weik and Henry A. Greene, all R. C. Allen 
Business Machines, Inc 

William Showers, Forrest Abell, J. R. Showers, Jr., and Dick 
Showers, all Indiana Cash Drawer Co 

Jack Weiner, Belmont Typewriter Sales & Service, Chicago; 
Harvey Miner, Miner Business Machine Co., Kankakee, Ill.; Dick 
Smith, Jr., Paillard Products Co., Hermes division. 

Big men” of the convention: John Stifter, Allen Adding Machine 
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Agency, Detroit, Mich., chairman of local arangements, and 
Liston Jackson, Typewriter Supply Co., Fort Worth, Tex., NOMDA 
president-elect. 

Sam Smith, Remington Rand Inc., and Bob Randazzo, General 
Typewriter Co., Kansas City, Mo. 

J. J. Konrath, Royal Typewriter Co., Inc., with a couple of Flor- 
idians: Charles Myers, Charles Meyer, Inc., Miami, and Frank 
Garcia, Miami Beach Typewriter Co. 

L. N. Mauck, Jr., and L. N. Mauck, son and father in American 
Typewriter Exchange, Richmond, Va. 

Ed J. Halenkamp, Seibert & Swing Co., Cincinnati, Ohio; Ed Pfahl, 
Adding Machine Sales & Service Co., Cleveland, Ohio. 

D. F. Gaines, National Cash Register Co., converses with W. E. 
Carter, Erickson’s, Inc., Toledo, Ohio. 

On the speakers’ rostrum: Standing, C. Elmer Anderson, Anderson 
Typewriter Co., Pasadena, Calif.; Rev. Laurence Hall, convention 
speaker; Vice-President Liston Jackson. 

NOMDA Executive Secretary Harold Mann in action. 
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if you haven’t taken a good, long look lately?” 

“It’s the little guy who makes this country and when 
we quit using his drive and enthusiasm, we are 
through.” 

“We need a lot of humble guys with screwdrivers in 
their back pockets around ringing doorbells.” 

It was noted at this session that J. O. Waedekin of 
American Typewriter & Office Machine Company, Mil- 
waukee, Wis., and Mrs. Waedekin are observing their 
twenty-eighth wedding anniversary. On the closing 
day of the convention, another NOMDA leader, Ivan 
M. Fifield, Waterloo Type’ .riter Exchange, Waterloo, 
Iowa, and Mrs. Fifield, marked their thirty-fifth year 
of wedded bliss. 


Nomination of new officers 

was part of the Thurs- 
day business session which was concluded with a 
highlight of the program, the typewriter and adding 
machine panel. Robert Randazzo, General Typewriter 
Company, Kansas City, Mo., was chairman for the 
panel composed of NOMDA leaders, men of the in- 
dustry well qualified to speak of the present and fore- 
cast the future in typewriter and adding machine 
business. 

The “mystery” trip by bus to Canada concluded the 
day’s program. 

Past: presidents of NOMDA were grouped about pre- 
siding officer Liston Jackson at the head table for 
the Friday luncheon. They were introduced and it 
was recalled that one of the number, Jim Ward of 
Shipman-Ward Manufacturing Company, in the same 
hotel in 1928 received a watch from the association 
He still carries the timepiece 


Through the good services of Fred Rothman, Angelus 
Typewriter Company, Los Angeles, Calif., the conven- 
tion had the opportunity of hearing Detroit’s dynamic 
mayor, Albert Cobo, a man who gained his start in 
the office machine industry and who was “loaned” to 
Detroit by Burroughs Adding Machine Company 17 
years ago. As mayor, Mr. Cobo has made an enviable 
record for reduction of taxes, efficiency in govern- 
ment, and city planning. 


“We are telling the people of Detroit that we will 
not raise their taxes and we hope to get new homes 
and new places of business,” declared the mayor. He 
told of the new civic center and said, “We are clearing 
the slums in this city by selling the land to private 
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Left to right: E. C. Rudolph, Advance Typewriter Co., Milwaukee, 
Wis.; E. Beutler, Typewriter Specialists, Chicago; Harvey Miner, Miner 
Business Machine Co., Kankakee, Ind.; Gordon E. Miller, Southern 
California Adding Machine Co., Los Angeles, Coalif.; J. E. Neahr, 
Underwood Corp. agency, Miami, Fla.; Constance Ellison, Ellison’s, 
Houston, Tex.; Jim Ayres, Gilson-Ayres, Detroit; Harold Mann, NOMDA 
executive secretary; Liston Jackson, NOMDA vice-president and 
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ON THE OPPOSITE PAGE— 

1. H. B. Gaar, Louisville Typewriter Co., Louisville, Ky.; Travis 
Jones, Minton-Jones Co., Atlanta, Ga., and Richard Pickering, 
Olivetti Co., find interesting information in the Racing Form. 

2. W. W. Frank, Frank Office Equipment, Columbus, Ohio; Tom 
Stack, Stack Typewriter & Supply Co., Chicago; Ewald Mayer, 
Safeguard Corp. 

3. R. Paul Ginns and Miller J. Huggins, both Miller J. Huggins, 
Anderson, Ind.; Walter Kretchmer and Tom Riendl, both Peerless 
Imperial Co., Inc. 

4. Ivan Fifield, Waterloo Typewriter Exchange, Waterloo, lowa; 
Frank Allen, Victor Adding Machine Co.; C. R. Chappell, Peter 
Paul Mechanical Service, Pittsburgh, Pa.; J. D. Romano, Valley 
Typewriter Co., Fresno, Calif. 

5. Len Hayes and H. Stauder, both Paillard Products Co. 

6. Robert E. Lee, George Skybrock and Steve Kantor, all Shipman 
Ward Mfg. Co. They conducted a baseball game. 

7. George Herrmann, Master Addresser Co., and M. J. Dacy, Wolber 
Duplicating Co. 

8. Bob Randazzo, General Typewriter Co., Kansas City, Mo., and 
R. C. Pinkham, Marchant Calculating Machine Co. 

9. Dee Woodward and Don Ebert, both Ebert Office Equipment 
Co., Norwalk, Ohio; J. G. Ryan, Printomatic Co. 

10. Jack Suydam, Mittag & Volger, Inc.; Phyllis Terteling, Adjusto- 
Swing Office Machine Stands; Howard Locke, Mittag & Volger, 
Inc.; R. W. McCoy, McCoy Typewriter Service, Miami, Fla. 

11. A couple of Detroiters and convention workers; David Gilson, 
Gilson-Ayers, and Stanley Wojcik, Alstan Office Equipment. 

12. Ed McHale, Peter Paul Service, Cincinnati, Ohio, and Park Harris, 
American Office Appliances, Inc., San Jose, Calif., enjoy a NOMDA 
convention reunion at the Clary Multiplier Corp. booth. They 
were with the Dalton Addressing Machine Co. in 1912. 

13. Joe Greenley and Lew Ham, both of Standard Adding Machine 
Co., Detroit, Mich. 

14. Earl Hanson, manufacturers’ representative, and Arnold E. Wolf, 
Tiffany Stand Co. 

15. R. E. Kuykendall, Kuykendall Office Machines, Abilene, Tex.; 
Allen Henderson, Barrett Adding Machine Co.; Eddie Giles, Kuy- 
kendall Office Machines, Abilene, Tex. 

16. Mr. and Mrs. Ken Pangborn in their Ken-Add Machines Co. booth. 

17. Harry A. Hicks, Remington Rand Inc.; Ed McHale, Peter Paul 
Service, Cincinnati, Ohio; Jess Rich, Remington Rand Inc., Detroit, 
Mich., and V. A. Stewart, Miller J. Huggins, Anderson, Ind. 

18. Bill Steiner of Underwood Corp. is the man with the cigar. 

19. Standing: Joseph Greenley, Standard Adding Machine Co., 
Detroit; Adolph Dulin, Dulin Office Machine Co., Detroit; David 
T. Ligon, Glendale Typewriter Exchange, Glendale, Calif. Seated: 
L. Van Wald, Buckland-Van Wald, Detroit; Gus H. Parks, Arrow 
Typewriter Co., Cleveland, Ohio. 

20. Miss Shannon O’Day, Remington Rand Inc., Topflight mystery 
contest girl and Conover model. 

21. Leon Walling, Dearborn Office Machine Sales, Dearborn, Mich., 
surrounded by women on the Detroit hospitality committee: 
Mrs. B. R. Swanger, Mrs. George Knapp, Mrs. N. Broderick, Mrs. 
A. J. Albert and Mrs. J. W. Brainard. 








PRESIDENT’S BREAKFAST AT DETROIT FOR OMDA PRESIDENTS AND SECRETARIES 


president-elect; C. R. Chappell, Peter Paul Mechanical Service, Pitts- 
burgh, Pa.; George T. Carr, Carr's Business Machines, Great Neck, 
N. Y.; Anne O. Bogdanffy, Long Island Addressing Machine & Type- 
writer Co., Long Island, N. Y.; Harold Van Zant, H. C. Van Zant 
Typewriter Co., Dayton, Ohio; Jim Gladney, Dictating Machine Service, 
Philadelphia, Pa.; D. L. Keeney, Jr., Keeney Office Equipment Co., 
Dallas, Tex.; John Stifter, Allen Adding Machine Agency, Detroit. 
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developers, proving you can do it with private capital 
instead of public funds.” 

“Pass a Laugh Along” was the subject of a highly- 
entertaining address by Rev. Laurence Hall, Episcopal 
clergyman of Portsmouth, Ohio. His talk sparkled with 
anecdotes as he told his audience that few people 
can laugh at themselves, people who laugh easily live 
longer and self pity never did anyone any good. 

One of the industry’s highly-respected authorities, 
Clarence Bush, provided the convention with infor- 
mative census figures relating to the industry 

The meeting was then turned over to Nick Fucci, 
United Typewriter Company, Inc., Englewood, N. J., 
for a Government controls panel discussion 

“As long as we must have controls, whether we like 
them or not, we should have a voice in them,” de- 
clared Mr. Fucci. In his remarks he voiced this opinion, 
“I believe that we should tell OPS that price controls 
won't work on used machines unless they are placed 
on the machines at retail levels.” 

In this respect a following speaker from the office 
of OPS at Detroit explained that “normal mark-up 
rate as permitted does away with most of the prob- 
lems concerning used office machines.” 

Harvey Miner of Kankakee, Ill., president of the 
Chicago Office Machine Dealers Association, presided 
over a panel discussion which followed that on Govern- 
ment controls. His assistants were Clarence Bush, 
Charles Chappell and Jim Ward 

Concluding a busy day, hundreds of conventionites 
enjoyed a moonlight boat ride on the “Put In Bay”. 
Dancing, entertainment and refreshments were pro- 
vided 


The president’s breakfast 
for presidents and secre- 
taries of locals was the opening event on the Saturday 
program. 

President-Elect Liston Jackson and Executive-Secre- 
tary Harold Mann spared no efforts to make the con- 
vention concluding session a comprehensive one with 
election of officers and the naming of a board of 
directors 


AT THE LEFT— 


1. Frank Carroll, Carroll Office Machine Co., Grand Rapids, Mich.; 
Ruth Straight and Bob Straight of R. G. Straight Co., Grand Rapids, 
Mich. 

2. Clyde Jungbluth, Underwood Corp.; Tom Riendl and Walter 
Kretchmer, both Peerless Imperial Co., Inc.; C. E. Winkleman, 
General Office Equip. Co., San Francisco, Calif.; Miss Shannon 
O'Day, Rem-Rand Topflight mystery contest girl; Charles Krause, 
Jr., general counsel of NOMDA; C. A. Bollinger, C. A. Bollinger 
Co., Lakewood, Ohio. 

3. H.R. French, Precisa Distributors, Inc.; H. C. Van Zant, H. C. Van 
Zant Typewriter Co., Dayton, Ohio; C. R. Chappell, Peter Paul 
Mechanical Service, Pittsburgh, Pa.; Eugene Wagner, Precisa 
Distributors, Inc.; Walter Frank, Frank Office Equipment, Colum- 
bus, Ohio. 

4. E. A. Glassman, City Typewriter, Rochester, N. Y.; W. AA Johnston, 
W. AA Johnston Sales & Service Co., Knoxville, Tenn.; Travis W. 
Jones, Minton-Jones Co., Atlanta, Ga.; Walter Button, Wholesale 
Typewriter Co., New York, N. Y.; Charles Hodgkinson, Acme Add- 
ing Machine Service & Sales Corp. 

5. Stan Mazur, Gordon G. Ackland, W. H. Beckwith and J. J. Konrath, 
all Royal Typewriter Co., Inc. 

6. A group of NOMDA past presidents: Irwin Vincent, Western 
Typewriter Co., Topeka, Kans.; C. Elmer Anderson, Anderson 
Typewriter Co., Pasadena, Calif.; Nick Fucci, United Typewriter 
Co., Inc., Englewood, N. J.; Earl De Groot, De Groot Typewriter 
Exchange, Kalamazoo, Mich.; Bob Randazzo, General Typewriter 
Co., Kansas City, Mo.; Jim Ward, Shipman-Ward Manufacturing 
Co. 

7. Bill Steiner, Dan Earle, Bill Walsh, C. E. Raidy and Loran A. “Tiny” 
Parker, all Underwood Corp. 

8. O. M. Wilson, Lou Fantacone, Paul Going, Ray Soderberg, Jack 
Suydam and Howard Locke, all Mittag & Volger, Inc.; Fred Smith, 
National Cash Register Co. 

9. H. E. Steinke, H. E. Steinke Co., Upper Darby, Pa.; Ewald Mayer, 
Safeguard Corp.; E. Pfitzenmaier, Suburban Typewriter Co., Ard- 
more, Pa.; Jim Gladney, Dictating Machine Service, Philadelphia, 
Pa 
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Seated at the head table for the noon luncheon 
were presidents of OMDA chapters from throughout 
the nation. These leaders were introduced by Jack 
Weiner of Chicago, vice-president elect. The conven- 
cheered the efforts of the Detroit and Michigan 

embers, | ed by John Stifter, to provide a suc- 


Main speaker at this luncheon was NOMDA’s own 
Charles Krause, Jr., a mayor in his 
n it, of Weehawken, N. J 
Fair Trade is not dead,” Mr. Krause told the con- 
dealer I would want Fair Trade at 
the manufacturer’s level. That is the only successful 
asserted 
election of officers and board of 
lirectors, these men met in a session at the Michigan 
Room and the Grand Ballroom was cleared to prepare 
the banquet that evening 
C. Elmer Anderson of Anderson Typewriter Com- 
any, Pasa Calif., former president of NOMDA, 
erved as er of ceremonies for the colorful ban- 
quet on S ay night closing the convention pro- 
eeding I an evening highlighted by delightful 
yfessior of entertainment and dancing en- 
by tl nvention men and women 


Master of Ceremonies Anderson 
expressed his thanks 


exhibit for their participation, to John Stifter 
Detroit a his committee, and to all others who 
ntribute the success of the convention. He in- 
luced thx ewly-elected officers, each of whom 

ide a brie! itement in return 
Liston Ja former vice-president and newly- 
elected pre ent, said he was proud to be a member 
f such a1 rganization as NOMDA and was gratified 
be chi head its activities. His purpose, he 
aid, would be to try to make it a stronger dealer 


ever before. For that aim, he said, 


ssociath 


NOMDA n 


ve stronger dealers, a condition which, 

cording ations, will develop. Never, he said, 

has co-opt been so great as at the Detroit meet- 

That irit, the Texan asserted, would continue 

nd the membership will co-operate as never before. 

Announcement of Dallas, Tex., as the 1952 conven- 

n choice reeted with enthusiasm. The meet- 

will be he at the air-conditioned Adolphus Hotel 

ie mid-! ard of directors’ meeting, to which 

l are invite is to be held at Miami, Fla., sometime 
tween J iry 7 and 15 

Wive al ighters of members attending the 


AT THE RIGHT 


1. Paul Reichle, Detroit branch manager; Whitney Drayton, director 
of advertising, and Edward Newton, dealer district manager, all 
Clary Multiplier Corporation 

2. H. C. Van Zant, H. C. Van Zant Typewriter Co., Dayton, Ohio; 
Mrs. H. C. Van Zant; Anne O. Bogdanffy, Long Island Addressing 
Machine & Typewriter Co., Long Island, N. Y.; Harold Van Zant, 
Harold’s Typewriter Shop, Cincinnati, Ohio; George T. Carr, 
Carr's Business Machines, Great Neck, N. Y. 

3. Executive Secretary Harold Mann on the rostrum. 

S. C. Caddy and L. P. Bullat, both Intasco Corp. 

Marcus Harwitz, Regal Typewriter Co., Inc.; S$. Polk, Polk Bros., 
Chicago; J. Arthur Lyons, Reliable Typewriter & Adding Machine 
Co., Chicago; |. R. Ritchie, Typewriter Distributors, Inc., New 
York, N. Y 

6. David Gilson, Gilson-Ayres, Detroit, chairman of registration; John 
Stifter, Allen Adding Machine Agency, Detroit, general chairman; 
Jim Ayres, Gilson-Ayres, Detroit, co-chairman of convention ar- 
rangements 
The Texas delegation who landed NOMDA’s convention for 
1952: Roy Malone, Malone Office Equipment, Dallas; Eddie Giles, 
Kuykendall Office Machines, Abilene; Harold Ulrich and D. L 
Keeney, Jr., Keeney Office Equipment Co., Dallas; Liston Jackson, 
Typewriter Supply Co., Fort Worth; R. E. Kuykendall, Kuykendall 
Office Machines, Abilene 

8. John E. Nielsen and J. W. Murray, both Maso Steel Products 
E. J. Knecht, Peter Paul Mechanical Service, Cleveland, Ohio 

9. Hazen Ames, Ames Supply Co., and Clarence Bush, Washington, 
D.C 


OFFICE APPLIANCES, August, 1951 


convention enjoyed the hospitality of the Detroit 
committees, who spared no efforts to provide enter- 
tainment. Besides participating in the mystery trip 
and the boat excursion, they had opportunity to attend 
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HOW to run a small business 


on a profitable basis 


NOTE.—AIll of the ideas in these 
articles (a series of eight which be- 
gan last month) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 


Clinic, Mr. Lasser came to know all 
the problems from which small con- 
ntinuously because 
they can’t afford to consult experts. 


cerns suffer ce 


The U. S. Department of Commerce 
was so interested in the work Mr. 
Lasser did in his Small Business 
Clinic, the first of its kind, that 


they published a report on his 
course. In “How to Run a Small 
Business,’ Mr. Lasser’s latest book 
from which we have selected these 
articles, are all the subjects treated 
in his course, plus much additional 
material 

If you would like to reduce your 
business risks and organize and 
maintain your business operations 
for greater profits, these articles are 
custom-tailored for you 


GOOD LAYOUT insures that 
counters, tables, shelves, and 


other fixtures are so arranged that 
customers can see the merchandise 
without hunting for it. 

Putting merchandise out in the 
open, where customers have access 


to it, creates sales 

If a few items are stolen, the cost 
outweighed by the 
brought about by 
sales-minded mer- 
chant would keep other than ex- 
tremely valuable items under lock 
and key. Of course, there should be 
supervision of the selling floor to 


prevent plilerage 


is generally far 


additional sales 


Use these principles: 


Have the merchandise where the 
customer can see it. Of the thou- 
different things he 

shopper can’t re- 
than a few specific 
things. The goods available in the 
store must be bought largely on im- 
impulse to buy them 
hom«e r personal use can be 


sand and 
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A well-planned layout makes 
selling easier. (Second of 


a series of articles) 


created only by the merchandise it- 
self. This principle is supported by 
experience. 

Have a well-planned layout that 
actively promotes sales of impulse 
goods. For instance, the chain va- 
riety stores always place their candy, 
jewelry, toiletries, and notions just 
inside the door, while to the rear 
are the underwear, housewares and 
so forth. The reason is easily un- 
derstood. A customer enters the 
store and goes to the rear to buy 
the things he or she needs, but com- 
ing and going out he or she must 
pass the profit-making candy, jew- 
elry, toiletries, and notions depart- 
ments. And shown there are items 
which the customer had not intend- 
ed to buy, but sees displayed and 
often buys on impulse. 

See that fixtures permit the cus- 
tomer to see the merchandise as it 
actually is. If you want repeat trade, 
there should be no surprises or dis- 
appointments, because of poor store 
lighting, when purchases are ex- 
amined critically later. 


Induce people 
to go where you 

want them to go by using intensi- 
fied, unusual lighting. In a test 
made by one store, nearly five times 
as many people as normally went to 
the back of the establishment were 
led there by increased lighting. 

Call in a store layout man. His 
experience in layout, lighting, paint- 
ing, and the multitude of things 
that go into a modern store, can not 
only save money but ensure that 
your store arrangement is well 
planned. He can help plan counters 
that will be suitable for your mer- 
chandise and a counter arrangement 
that will save work in display and 
selling. 

If no layout expert is available, 
get advice from your fixture supplier. 
Remember that a dealer is in busi- 
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by J. &. Lasser 


small business consultant 


ness to sell counters and other fix- 
tures. Therefore, the layout sug- 
gested may not be the most effective 
for the expense involved. 

In the majority of stores, the 
greatest volume of profitable sales 
is produced by well-balanced de- 
partments. Space cannot be added 
to one department without reducing 
another proportionately. For this 
reason, do not tend to overdevelop 
one department at the expense of 
another, unless you are convinced 
that total store sales volume will 
be increased. 


The following points 
should be 
considered when planning your de- 
partmental layout: 

The amount of space to be given 
to a department is determined, to 
a great extent, by its location. De- 
partments composed of a large per- 
centage of bulky items and low unit 
sales are naturally forced to the 
rear of the store. Departments 
made up of small items with a high 
unit sale naturally come to the 
front. “Call” merchandise is dis- 
played in the rear. Impulse items, 
whose sales depend upon display 
and suggestion, should usually be 
near the front. 

The physical requirements of the 
size and shape of the item may 
govern the location. So will the 
number of items in a department 
that can be displayed off the coun- 
ter. 

Sales of competitive stores in the 
trading area govern location. It is 
necessary to obtain as much data as 
possible concerning competitive 
sales before determining the space 
to be allotted to a department. 
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42 WAYS to save money in the 


office supply business 


OFITS SLIP THROUGH our 
fingers easily. They slip through 
particularly, in the many little ways 
of which we are familiar but of 
which we need constant reminding 
It pays to check such ways and 
means regularly. Many office sup- 
ply dealers have charts drawn up 
for that purpose. Here are 42 of the 
points taken from a study of a num- 
ber of such charts. 

1. Pay good salaries and wages 
for it keeps the best salespeople on 
our payroll all of the time 

2. Does the payroll have dead- 
wood thereon? No matter how “nice 
a guy” he may be, that employee 
loses us money if inefficient 

3. A program of consistent super- 
vision and help gets more return 
from payroll dollars. Even the per- 
fect employee needs a reminder 
now and then. 


4. Employee training 
should al- 
ways show how every job can be 
done speedily and still with utmost 
efficiency. 

5. It pays to keep 
alert for new time-saving equipment 
as it is produced and can be adapted 
to the store operations. Time is 
money in any business; the less we 
use in each operation the more 
profit we can make. 

6. Every working schedule should 
be so arranged that we are never 
caught short on peak periods 

7. Many office supply stores save 
on salaries by using part-time em 
ployees for peak periods as a sup- 
plement to the regular staff 

8. Wise management provides in 
ter-change of employees so that 
each can do more than one job; 
then there are no delays if key per 
sonnel become sick or otherwise un- 
available. 

9. It’s good practice to provide 
vacations, sick leave, and so forth 
for the entire staff during slack 
periods only. 

10. Overtime work payments can 
often be reduced by better planning 
of store schedules, more use of part- 
time employees and fuller utiliza 
tion of modern equipment 

11. The best of working condi 
tions attract the best of employees 


constantly 
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nd secure the maximum work out- 
put from each employee 

12. Periodic meetings to educate 
employees on latest advancements 
in office equipment and office tech- 


niques are musts 

13. At least each three 
months it will pay to study the en- 
tire store and selling operation with 
a view toward possible consolidation 
of effort for more economical opera 


once 


tion 

14. A simplified system anywhere 
is more economical, but it requires 
constant vigilance and supervision 

15. Storing reserve stocks and 
supplies as near areas of store dis- 
play or selling as possible cuts down 
handling costs 

16. Paint is a good preventive 
maintenance weapon on all store 
fixtures and equipment; a regular 
check EVERYWHERE will keep 
maintenance and replacement costs 
down through more attention to 
paint 

17. Breakage of stocks and stored 
supplies always cuts into profit; 
better storage and improved han- 
dling methods keep the breakage 
costs down 

18. What about rent and similar 
charges? Are they too high, do they 
need readjusting? Would it now be 
wiser to build than to renew the 
lease? 

19. Is space properly used? Best 
percentage to sales floor, to storage 
and to the office should never be 
fixed but constantly studied for 
change 

20. There’s no consistent adver- 
tising formula that will keep work- 
ing forever. The firm’s advertising 
program should receive constant 
study to keep it in time with cur- 


rent changes 


21. Making employees 
fully aware 
of how the firm’s advertising works 
and should be used in selling adds 
to its value 
22. Keeping mailing lists up-to- 
date saves waste in materials and 
postage to bad addresses 
23. Control of accounts keeps the 
from growing bad; it 
never pays to lack vigilance in han- 
dling them 


good ones 


by Ernest W. Fair 


feature writer 


24. Delinquent accounts need a 
systematic follow-up to prevent 
their becoming bad accounts 

25. Credit policies should be con- 
stantly checked to insure that they 
accomplish their purpose and also 
bring us new customers 

26. Account study requires han- 
dling of each account as an individ- 
ual case; never as unknown quan- 
tities. 

27. Is the capital investment tied 
up in each department of the store 
operation being used profitably? 

28. Delivery operations need daily 
study to make them more efficient 
and less costly. They can always be 
improved. 

29. An error in delivery always 
antagonizes a customer; such errors 
require daily study 


30. Duplication 
of any effort any- 

where in the operation of the busi- 
ness is waste; every new idea should 
be closely studied for such possible 
duplication 

31. Protection of merchandise 
from the time it leaves the store 
until in the customers’ hands re- 
duces every modern im- 
provement to avoid such _ losses 
should be studied constantly 

32. Maintenance is nowhere 
more important than on the firm’s 
vehicles; it should be a driver re- 
sponsibility even though other sys- 
tems are devised 

33. Every delivery on which we 
fail to profit cuts into the profit 
from other deliveries; it requires 
unrelenting study to devise ways 
and means of assuring that EVERY 
delivery is profitable 

34. Too much heat means wasted 
money; too much light means 
wasted money and too little 
money also. The 


losses 


means wasted 
happy medium is the correct level 

in each such case 
35. Many dollars are spent by us 
each year for various utilities; any- 
Turn to page 24, please 
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BETTER salesmen can be made 


frei IS AN OLD saying that 
born, not made 


saiesmen are 


Like so many old sayings, it is only 
a half-trutl The basic attitude, 
the desire to sell, must be there 


Given that 


men, can De made 


ilesmen, better sales- 


Making better salesmen starts 
with proper selection. There are 
only two really basic requirements, 

vo things which every salesman 
must possess. He must be “hungry,” 
not in a literal sense of course, and 
he must have imagination. 

A good many years ago, the late 
Pop” Kimball, in his day one of 
the really reat authorities on 
shorthand and typing, told me this 
story: On afternoon in the 
Midwest, at a state fair at which 


shorthand and 
being held, he walked into the con- 
testants’ tent It was empty, ex- 
cept for one young man, who, per- 


spiring profusely was twirling 
paper in and out of a typewriter 
He was practising to gain a few 
precious seconds on changing 
paper. It is no coincidence that 


that young man went on to become 
the world’s’ professional typing 
champion, then a top-notch sales- 


man and branch manager and to- 
day is a vice-president of one of 
the largest companies in the office 
quipment fiel 


How can we find 
if a prospective 
necessary qual- 
trend is more and 
towards so-called “scientific 
ipled, of course, with 
nterview. Underwood 
Corporation has had a “sales apti- 
tude inventory” in general use for 
approximately two 
no means infallible, 
achieved in terms 
if better manpower, and decreased 
convinced even the 


SaiesSman Nha Lne 
ities? Today the 
more 
selection 


personal 


a perioa ol 


turn-over 


most skepti our organization 
if its value is a “tailor-made” 
test, developed specifically for Un- 
derwood. It does not necessarily 
tell the whole story, nor does a low 
score mean that a man could not 
sell successfully in another field 
It does é definite picture of 
whether o1 ot a man can sell 
Underwood products, and in which 
f our five major selling divisions 
e has the chance of becom- 
successful. Furthermore, it pin- 
ints in a_ successful applicant 
ose areas which require develop- 
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typing contests were 


If desire to sell is present, 


proper training will assist 


(Second in a special series of 
feature articles on selling 
by outstanding men in the 


office machine field) 


ment through training and man- 
agement to increase his potential. 
It eliminates much of the element 
of chance by helping to select the 
right kind of manpower out of 
which better salesmen can be made. 

Today, every sales organization 
has a wealth of material available 
for sales training. The old days of 
handing a man a price book, a 
canned demonstration folder, and 
a map of his territory, and send- 
ing him out to “sink or swim” are 
gone in the office equipment indus- 
try. Modern sales training methods 

visual presentations, adequate 
training literature, sales training 
films, recordings of demonstrations, 
audience participation sales meet- 
ings, panel discussion meetings, 
close follow-up through adequate 
supervision have largely replaced 
the old hit-and-miss methods, and 
raised the status of the office equip- 
ment industry to a well-recognized, 
highly-appreciated service industry, 
for the business world. 

Concurrently with Underwood's 
adoption of a “sales aptitude in- 
ventory” for selection of better 
sales personnel, new methods of 
training salesmen in certain divi- 
sions were instituted. Let us trace 
the typical development of a new 
salesman under today’s training 
program in the average branch 
office. 


First of all, 
he has been care- 
fully selected through aptitude 
testing and personal interview with 
at least two individuals who have 
evaluated him on the basis of a 
standard evaluation chart. 
Following his employment, he is 
given a complete demonstration by 
a qualified salesmen or supervisor 
of the product or products he will 
sell. He is then given standard 
demonstrations to study and per- 
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by W. G. Turquand 
sales manager, typewriter division, 
Underwood Corporation 


fect, and form the basis for his 
own demonstration. Wherever pos- 
sible, salesmen work in pairs so 
that they can demonstrate to one 
another and relieve the tedium of 
solitary study which is so often ua 
stumbling block to learning. In 
the larger offices, a rotation pro- 
gram has been devised in which 
experienced salesmen take turns 
being in charge of the sales room. 
During slack moments, they work 
with these new men to give them 
pointers on demonstrations. In 
most offices, during the learning of 
the demonstration, recordings are 
made and played back to the sales- 
men so that he has an opportunity 
to criticize himself, analyze and 
improve his presentation. As he 
proceeds, a play-back of old record- 
ings shows him his progress. 


Salesmen are furnished 

with all 
available literature and advertis- 
ing material on their particular 
product and make up a portfolio 
by cutting out and pasting the per- 
tinent points on sheets. By build- 
ing this portfolio himself, the sales- 
man learns the product and ob- 
tains an excellent foundation for 
making presentations in a cus- 
tomer’s office. He is encouraged to 
inject his own personality into this 
portfolio, but to safeguard against 
straying too far from standard 
demonstration and procedures, at 
weekly sales meetings the salesman 
makes an initial approach and at- 
tempts to obtain a demonstration 
from his portfolio. This approach 
and attempt to obtain a demon- 
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stration is criticized by the other 
salesmen present to obtain the in- 
terchange of ideas which is so valu 
able to the new man, as well as 
excellent review for more experi- 
enced men. 

As soon as the new salesman has 
acquired sufficient product knowl- 


competitive equipment, he is as- 
Signed to a supervising salesman 
with whom he will work for a pe- 
riod of time, determined by his past 
sales experience and his ability to 
learn the product and the 

way to work a territory. The super- 
vising salesman works with the new 
man and directs and supervises the 
new man’s own canvassing and ob- 


right 





taining trials. Supervising sales- 
men are carefully selected and the 
results they achieve in training 


new men are used as a basis for 
grading them as future managerial 
material. This training program 
therefore becomes a_ two-way 
street; the new salesman receives 
the right kind of training and the 
company is able to spot and develop 
potential managerial timber among 
its older men 


As the new salesman 
ievelops 

his supervisor is sometimes changed 
to give the new salesman the op- 
portunity to observe the 
Selling techniques. New men are 
encouraged to participate in sal 
meetings and to ask questions, not 
only of their supervising salesman 
but also of management 

Reports on new salesmen are 
made up monthly by his supervisor 
reviewed with the supervisor by the 
branch manager, and used as a 
basis for determining the progress 
of the new salesman and the proper 
time to transfer him to a territory 
where he will operate independently 
of a supervisor but still under the 
direction of the manager 


13 £F oe ont 
lieren 


es 


salesman goes into a territory of 
his own, he has sufficient product 
knowledge, sales knowledge and 
confidence to stand a better than 
average chance of a successful sell- 
ing career 

It is axiomatic in any sales or- 
ganization that training never ends 
Certain products require more in 
tensive knowledge and more cor 
centrated training than others. In 
Underwood, this is particularly true 


of the accounting machine division 
products, and consequently field 
training is supplemented by a cen- 
tralized sales school for advanced 
training on most of the product 


sold through this division and soms 
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of the products sold through other 
divisions. On new products or 
developments, additional training is 
given at the managerial level. A 
selected group of managers are 
brought into the central 
school and thoroughly trained on 
the new product. They are then 
given an additional course in how 
to present this new product to their 
wn sales organizations. Upon their 
return to their respective branches 
they are fully equipped to do a 
first-class product training job at 
the local level 

Because Underwood operates with 
a number of sales divisions, fielc 
supervision is decentralized, with 
divisional managers in all large 
branches, such divisional managers 
operating under the direction of an 
over-all branch manager. This 
makes it possible for the respective 
livisional managers in the 
home office to hold sectional meet- 
ings with divisional managers 
handling their products only. Here 
additional specific product training 
for these local division managers 
can be conducted. These sectional 
division manager meetings create 
an opportunity for the exchange of 
ideas among men handling the 
same product in different branches 
ind provide management with an 
over-all evaluation of the training 
programs which men carry 
ut in their respective branches 
General sales meetings in the field 
are held by all sales department 
personnel traveling out of the home 
fice. These will vary from a meet- 
ing held by a product specialist with 
4 small group of men, to general 
meetings attended by all branch 
personnel and conducted by the 
ompany’s top management, includ- 
ing the chairman of the board, the 


president, and the vice-president in 


Sales 


Sales 


these 


harge of sales 


Constant emphasis 
on the import- 
ce of sales training from the top 
level down has been an important 
‘ontributing factor in the office 
equipment industry for a number 
f years. The office equipment in- 
dustry has recognized that better- 
better-trained 
the level of the entire 
The business man who has been 


ible to affect subst 


informed salesmen 


raise indus- 
antial economies 
his operation because of sugges- 
ns made to him by a salesman in 
the duplicator field, is certainly 
ing to be more receptive to the 
deas presented to him by a repre- 
sentative of the office equipmen 


lence ty sel} 7.) " inne y 
lustry selling accounting ma 


hines. He has learned from experi- 
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ence that a well-qualified office 
equipment salesman can render him 
a real service. The last 15 years in 
the office equipment industry has 
seen a transition, both from the 
viewpoint of the men in the in- 
dustry and the business world, from 
selling a product as such, to selling 
a service to the consumer in terms 
of what that product will do for his 
business 

This service selling is the great 
challenge which continually pre- 
sents itself to the office equipment 
industry. It must be the key-note 
of all sales training programs. As 
an industry, we are eternally look- 
ing for better ways to do things 
for our customers in their offices 
We must also look eternally for 
better ways to develop, train and 
direct our manpower. Better sales- 
men can be made 





42 Ways to Save 


Continued from page 22 
thing we can save by regular study 
of their use and devising less ex- 
pensive that much 
profit to the month’s business 

36. Are we wasting money on in- 
surance? A check every three 
months makes certain insurance 
dollars are being wisely spent and 
still providing required coverage. 

37. Interest eats away profits; 
make certain any program to bor- 
row money provides profit 
from its use than the interest cost. 

38. Supplies come from profit; 
their waste makes profit Smaller 
Constant study of supply use keeps 
down their cost 

39. Can we profitably salvage any- 
thing concerned with the operation 
of our business? Often a check-up 
will show where waste can be 
turned into added profit dollars 

40. Taxes are becoming more and 
more important in the operation of 
any business. Constant study of tax 
problems as they change will assure 
our paying only the taxes required; 
and assure our receiving all deduc- 
tions to which we are entitled 

41. Is every new idea coming to 
our attention given proper consid- 
eration for possible plication to 
our business g an idea 
without considering how it can be 
applied is a missed opportunity for 
better profit 

42. Janit 
the operation of any bus 


methods adds 


more 





money in 


iness. Con- 


stantly checking ways and means 
of reducing those costs through bet- 
ter practices in daily operation of 
the store will often reveal opportu- 
nities for t-cutting 
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IDEAS for management of a stationery 


and office equipment business 


before the 1951 
of re nal meetings of the 


N nal S y & Office Equip- 
nent Associat began, Zac Smith 
prepared handbook under the 
title, “Ideas Management” for 
listribution t lealers at each of 
the meetir The book was, as 
Mr. Smith wrote in the preface, 


lesigned primarily for those who 
? establish a sta- 
equipment firm 


re attempt 


those wh ld like to expand 

improve the present business 
It treats briefly with those funda- 

ntals nece iry to all business 
and more specifically to our own.” 
Because the terial was so well 
eceived permission was obtained 
to reprint portions of it, the ap- 
pended article being the first of a 
, es OF t} eé 


URING THESE TIMES of eco- 
nomic uncertainties and con- 
flicting ideologies, the stationer and 
dealer is probably 
pressing 
before. He fore- 
sees the possibility of various emer- 
lati and controls. He 

nses the probability of the scar- 
ity of materials and merchandise 
He is beset daily by the suddenness 
price increases and the required 
He is con- 
the constantly 
f operation which eat 
ivily into normal profits. To say 
tionery dealer at 
he moment sails a stormy sea, and 
f he is to navigate his “Ship of Pro- 
t y, it f ws that the hand 
the helm be firm and fast and 


sv017 


I more 
problems than ever 


’ ? vy . 
liate adjustments 


rT 1 indes ver 
ernea, ind¢ vel 


In establishing 
running any 


ness, there are three depart- 
ent r sectior which must all 
te I ny one of these 
the structure is 
re than like to collapse 
You! ict or service 
Sellit f that product or 


M policy and 

You may be rting in the sta 
busing you may be in 

iblis] iness which must 
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First of a series of three articles 


based on a handbook distributed for 
dealers at NSOEA regional meetings 


expand in order to survive. The 
importance of these three factors 
is still necessarily basic. It has been 
proven that the primary reason for 
business failure is poor manage- 
ment. To be a good manager or 
executive you must be able to handle 
people, you must know and be able 
to evaluate your merchandise, you 
must have a thorough knowledge 
in both buying and selling items of 
your own market, and you must 
know how to control costs. Both 
private and Government surveys of 
business failures indicate that poor 
management in the form of lack 
of knowledge or energy, lack of 
capital, and lack of proper records 
caused the majority of failures. 

In the succeeding paragraphs of 
the booklet will be found sugges- 
tions for operation and manage- 
ment which have been known to 
“PAY OFF.” There are suggested 
operating statements, expense 
analyses, general ledger-sales, gen- 
eral ledger-expenses, general ledger- 
assets, general ledger-liabilities. 


THE RIGHT PEOPLE 


First, there is the importance of 
people in our business, or any busi- 
ness. We should strive to attract 
better employees into our industry. 
The hiring and retention of person- 
nel, particularly sales personnel, is 
a vital problem from the beginning. 
Success is achieved by ability to 
manage people. Nowadays, top ex- 
ecutives and managers are taking 
psychological tests themselves, and 
many are learning what their own 
troubles are and how to make the 
most of their own abilities. As the 
old saying goes. “In order to teach 
a dog a trick, the master must know 
more than the dog.” So it would 
seem reasonable that the manager 
or executive of a firm should know 
more than his employees, that he 
should be able to recognize and ap 
praise their qualifications for the 
jobs they are expected to fill. The 
problem offers the same set-up as 
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by Sac Smith 


Zac Smith Stationery Company, 
Birmingham, Ala., 

president, 

National Stationery & Office 
Equipment Association 


a football team. The manager is 
the quarterback; he calls the 
signals. He must persuade self- 
denial, team work, the will to attain 
a goal, intelligent thinking and 





planning, plenty of leg work, en- 
thusiasm and the determination to 
win. Acquire employees susceptible 
to this type of training and you, 
personally, have made a touchdown 
to start. 

There are many qualifications to 
be desired in the employment of 
the sales personnel if they are to 
succeed in their work. One of the 
most important in retail selling is a 
pleasing appearance and behavior 
Personal tidiness, cleanliness, and 
neatness in dress are absolutely es- 
sential. Women should be tastefully 
and conservatively dressed, where- 
as men should present a business- 
like appearance. Body odors and 
bad breath are sure to drive cus- 
tomers away 

The word “Courtesy” needs little 
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elaboration. It is as necessary to 
success of a sales person as food is 
to the body. A personal interest, a 
cheery smile, a cordial “Thank You 
has made many a good customer 

A pleasant voice will soothe the 
customer whereas a rasping oO! 
harsh, clipped voice will produce the 
opposite effect. And good English 
is as necessary a prerequisite 

Without patience a clerk is de 
feated before he starts. Granted 
that many customers can be ex 
asperating to the nth degree, it is 
the patient sales person who makes 
the sale. 

Tact is one of the most important 
characteristics and a trait that so 
many do not possess. So is atten- 
tiveness, but not when taken to the 
extreme and where undue famili 
arity takes its place. Interest in the 





; ; 
} 
asvtles is 


wishes and 
necessary, but never over-solicitous 


customer's 


Sincerity can 
fails 


ness or eagerness 
always be detected and never 
to be appreciated 


It is a foregone 
conclusion that 
intelligence is necessary. The Klein 
method of testing aptitudes is very 
valuable in this respect. Judgment 
and ambition are two other desir 
able qualities. 

And last and equally important 
with any of the above me! 
is dependability. At times, to be 
able “to count on” an employee is 
more valuable and rewarding than 
any of his other characteristics 

The requirements of an effective 
sales person might well be summed 
up in the following statement 

The ideal sales person represents 
a composite of the qualities of six 
professions. As a lawyer he must 
influence the mind of the customer 
as a doctor he must diagnose and 
prescribe for the needs of a custom 
er; aS a minister he must 
stand human nature; as 
he must create new needs, paint 
ing pictures in the mind of the 
customer; as a teacher he must 
instruct the customer in the use of 
the merchandise, and as an 
tect, the sales person must 
business. 


tioned 


under 


artist 


=) 
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Experience has taught us that 
the location of the retail store is of 
utmost importance. It is sometimes 
the difference between success and 
failure of a business. Personally, I 
think a good location for our kind 







a _ 
—— 
— 
i LL " 
b gmet em tae LY <) Eat 
tm ttm AT —_ 
ti I enon SL 
ic Py ay’ ad SS e= 


7 Y 


of business is one close to the banks 
and office buildings. Buyers of sup- 
plies and equipment are patrons of 
the banks, and of course, all oc- 
‘upants of office buildings use office 
supplies. We should be as conveni- 
ent and conspicuously located as 
possible. To be in the heart of the 
business district is, of course, the 
best. There are the disadvantages 
of traffic in alley-ways and the 
moving of stock in elevators to 
second, third and fourth floors; 
these are time-consuming and cost- 
ly operations. Parking, unfortun- 
ately, major problem 
for the main store customer, but 
it is one with which all businesses 
are faced nowadays; and it is an 
ever-increasing problem. It is advis- 
able, I think, to have a one-story 
warehouse or plant sufficiently far 
away to provide ample parking 
facilities so that the customer who 
must use his car, may have ample 
time for leisurely shopping. Espe- 
cially is this true where office furni- 
ture is concerned. Such a building 
should be stocked in keeping with 
the main store and the merchan- 
dise displayed in the same attrac- 
tive manner. Just because it is a 


presents a 


warehouse is no reason for there 
not being showrooms and displays 


equivalent in sales appeal to the 


downtown store 


BETTER HOUSEKEEPING 


A neat and clean, well-lighted 
and ventilated store is essential to 
success in the stationer’s business 
A cluttered-up, dark and 
store is certainly not conducive to 
sales in this streamlined era of 
efficiency. The suggestions offered 
here in keeping better house are the 
isual ones, but it might be well to 
check over them to see that you are 
not falling down here and there 

1. Starting with the front of the 
store, see that the windows are 
cleaned regularly and that the dis- 
plays are fresh and orderly 
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2. Stock on the shelves should be 
dusted and cleaned regularly. Set 
aside one hour extra a week after 
closing when all help, inside and 
outside, stay for this cleaning 


period. Monday night is a good 
night for this 
3. Old prices should be erased 


from merchandise and all properly 
marked 

4. Display cases and show cases 
should be washed regularly. 

5. Do not use your show cases 
for storage. Make nice displays and 
keep surplus stock in another place. 

6. Eliminate any equipment on 
your display floor that takes up too 
much room and does not add to 
your good visible display 

7. Keep all lighting 
clean. A bright and 
store is most necessary 

8. Floors should be swept twice 
daily and mopped at least once a 
week. 

9. There should be clean and 
sanitary toilets for the customer’s 
use. You should provide sanitary 
drinking facilities, paper towels and 
tissue 

10. Show rooms of office furniture 
should be clean, attractive, and all 
items marked with price. Nothing 
is more objectionable to the custom- 
er than to have to wait while price 
lists are being looked for and con- 
sulted. 

11. Keep the 


equipment 
well-lighted 


business offices 


clean. See that desks are not littered 
practically 


up and covered. Use 





equipment in your office that you 
sell and keep in good shape for 
demonstration purposes. Be able to 
open your files and show a customer 
the lastest and most efficient meth- 

ods 
12. Begin to set aside, or budget 
appropriation money, each month 
in order to buy display cases, bet- 
ter floors, better windows, better 
lighting and air conditioning. Air 
conditioning is the most desirable 
of new improvements. It not only 
adds to the comfort of the custom- 
ers, but makes the personnel hap- 
pier and more efficient It cuts 
down considerably on the loss of 
merchandise ruined by dust and 
Turn to page 29, please 
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CULTIVATE the idea power of your 


employees! 


T IS A STRANGE FACT that some 
men can be in business many 
years, yet never 
how to type the relative values and 
potentialities of the working organi- 
them in making a 


zation assisting 


success of the investment. 
This observation is by no means 
exclusive among, nor peculiar to 


stationers, but 


probably applies 
to them fully as much as it does to 


divers other operators of all the 
major lines of retail merchandising 

The personal factors affecting 
most intimately the enduring suc- 
cess of every business may be 


three headings: 
labor relations, customer relations, 
and public relations. I believe that 
labor relations—the internal human 
affairs of the business—must be 
right before customer relations (the 
external human element that comes 
to the business) can be correct. 
The third group, public relations, 
the sum-total of the other two 
unless those two 


grouped under 


an not be right 


ire right. Any intelligent stationer 
and appliance merchant can figure 
this out for himself, if he takes 
time to reflect on it, and I think 
he will decide that the foregoing 
analysis of the personal factors 
affecting his store is correct 
Labor relations 

must never be 
nderestimated in the well-rounded 
public relations program, because a 
store is judged to a considerable 
extent by harmonious inter-person- 


nel and employer-employee rela- 
ions. For this reason, the sound 
ns policy always begins 
rganization itself. In 
before a business can 
to public acceptance, it 
must first be sold into acceptance 
by the employees who are to rep- 
resent it to the community. 

In my observations of retail speci- 
through the years, I 
lave been impressed with one fact 
in particular, to wit When em- 
ployees are taken into the reason- 
able confidence of the employer 
imbued with the co-worker or 
partnershij pirit and viewpoint 
are paid good 

their contentment 
interest in what they 

their person- 


public relati 


within the 
ther words 


be “sold” in 
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learn completely 


Partnership spirit in personnel 


produces best store results 


ality is vivified; they begin to think 
about doing something more than 
merely the machine-like routine 
requirements of their jobs, and they 
produce much better results than 
employees who do not enjoy the 
inspiration and stimulus of this 
“partnership” spirit and direct em- 
ployer contact. 

Employees whose potentialities 
have been cultivated and developed 
in this spirit are the kind most 
likely to “pop up” now and then 
with good ideas. Such new ideas, 
when of usable caliber, are the 
very life blood of mercantile prog- 
ress. 


As incentives 

for loyal teamwork 
and idea production, good fellow- 
ship, the partnership spirit, and 
good wages are far more effective 
and permanently constructive than 
mere awards offered in some idea 
contest of short duration. A sta- 
tionery and appliance business 
needs idea-power all through the 
year—not merely during a certain 
two weeks or in association with a 
certain sales promotion plan. 

There are stationers who Say, 
honestly enough, that they believe 
in stimulating the idea-power of 
their employees, but who do not, 
apparently, know how to set about 
doing it for the best results. 

In that stationery establishment 
in which the idea-power of inter- 
ested employees is continually pro- 
ducing good results, investigation 
will show that management acts 
promptly on idea suggestions. Fur- 
thermore, it allows its employees the 
fullest possible latitude for the exer- 
cise of their initiative in testing out 
new plans for sales stimulation or 
general store betterment. 

When an employee “comes up” 
with an idea that seems good, let 
him go ahead with it to-day—tright 
now—while his inspiration and in- 
terest in the project are “hot.” To 
tell the man: “Sounds good, 
Charlie. We'll try that some of 
these days” is such an indifferent 
and luke-warm reaction that it is 
likely to kill off any zeal for 
developing ideas thenceforth. 


1951 


by U. 1. Vetromile 


feature writer 


When one of the men offers an 
idea with regard to, for instance, a 
window promotion or a floor island 
display, let him go ahead and work 
it out on his own untrammelled 
initiative. Don’t obtrude somewhere 
near the middle point of his execu- 
tion of the idea in a supervisory or 
critical manner; wait until he has 
carried out his idea in full. Remem- 
ber it is his “brain child,” and that 
while there may be some aspect of 
the set-up that could be improved 
upon, that is merely incidental. The 
valuable element was the idea, and 
that belonged to the man. It is 
always easier to put the perfecting 
touch on an idea than it is to prop- 
agate that idea. 

Along this same line, it is impor- 
tant that care be exercised—especi- 
ally in the larger full-line commer- 
cial stationery establishments—that 
workable ideas submitted by mem- 
bers of the store staff be handled 
in such a way that the credit for 
them is placed where it rightfully 
belongs. There have been instances 
in the trade, when the suggestions 
were “filtered” through a_ store 
manager, of the manager creating 
the impression with the proprietor 
that the idea resulted from collab- 
oration, though the manager actu- 
ally had nothing to do with it 
except to assist in carrying it out. 


Good ideas 
sometimes come from 
the hypercritical fellow whom some 
persons, not understanding this 
type, so quickly condemn as a crank 
or a crack-pot. He may have 
worked in some of the largest and 
most modern stores, and when he 
finds himself in an environment of 
lower efficiency standards, equip- 
ment, or facilities, he finds numer- 
ous faults and voices complaints 
about them almost automatically. 
His weakness is that he is too 
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much of a perfectionist, and also, 
that he presents in the unpleasant 
form of “gripes” what he should 
have been taught to present as 
suggestions. He is motivated by 
nothing worse than an innate hate 
of inefficiency and an uncontroll- 
able temptation to make ranting 
criticisms when he encounters it 


Don’t toss this fellow out! 


Give 


him a full opportunity to explain 
his ideas even though they seem 
more like complaints. Instead of 
condemning him as a trouble- 
maker, try to ascertain whether he 
mav perchance, prove actually to 
be a good trouble-shooter. He has 
had long and diversified experi- 
ence, and his ideas should be worth 
something. In some instances, he 
is a good fellow who “got that way” 
merely because his suggestions were 
so often received coldly or he was 
refused the request that he be 
allowed to work out his ideas 

The store manager or store super- 
intendent, where there is one, is the 
pivotal factor in labor relations as 
they affect public relations. To a 
surprising degree, the manager is 
accountable for the esprit de corps 
of the organization. 

Pertinent to this truth, a chain 
store superintendent had this to 
tell the writer: “One of the worst 
demoralizing factors in the modern 
retail establishment today is the 
manager who is always finding fault 
with something his workers have 
done, but never has a word of com- 
mendation for any of them on their 
unusually well-accomplished tasks.” 


“We expect our workers 
to pro- 
duce reasonable results for the 
wages they receive, but we do not 
tolerate those store managers or 
department heads who continually 
“bawl out” the rank and file; we get 
rid of them as soon as we learn of 
their addiction. Our rule is to criti- 
cize the worker in private—never in 
the salesroom—and then to mollify 
the needed criticism by some word 
of encouragement for the future 
and comment upon work already 
satisfactorily done to date. We 
want our workers to feel that we 
recognize them as human beings 
-not as machinery, nor as an in- 
tolerable burden. Since strict obser- 
vance of that rule we have received 
far more, and more sincere, co- 
operation from our workers than 
ever before.” 
“The successful store manager o! 
department manager is the fellow 
who wins the good will and respect 
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of his workers by making them feel 
that they are really worth while 
and important enough in our busi- 
ness to merit recognition of their 
ability before other persons and 
consideration of their occasional 
errors before them only, in privacy 
The managers and superintendents 
who practice this code of fair-play 
in dealing with our employees prove 
to us that they are the right men 
for their jobs. The jobs don’t last 
for the type who can not prove it 
to us.” 

Good training and good treat- 
ment is the simple formula for 
developing an efficient and produc- 
tive retail store organization. Prob- 
ably more dealers fail in the matter 
of training than in the matter of 
good treatment of their workers. 


Selling is the art 

of fitting goods 
or services to the specific require- 
ments of buyers. In order te do this 
well, therefore, a salesman or sales- 
woman in the stationery outlet must 
acquire and develop constantly a 
genuine interest in the customer 
By the application of tact and dis- 
crimination, the experienced appli- 
ance salesperson can always delve 
into the particulars of the custom- 
er’s problems with regard to office 
equipment, furnishing, and main- 
tenance without seeming to be 
officious or over-inquisitive. The 
only caution to be observed in this 
regard is that the salesman must, as 
a preliminary step, “sell” the cus- 
tomer the conviction that he (the 
salesman) is there to assist the cus- 
tomer with his problems and that 
the salesman regards his ability to 
achieve this purpose as paramount 
to every other consideration per- 
taining to the transaction of the 
moment 

Speaking of the two extremes in 
selling behavior—the dope and the 
supercharger—a sales manager 
friend of this writer said: “The 
salesman who goes behind the retail 
counter all set to bowl them over 
who does not carry with him, in 
addition to his enthusiasm worth- 
while appliance or product informa- 
tion which he can present interest- 
ingly and with an easy spontaneity 

will soon make of himself only a 
plain pest in the eyes of experienced 
office supply buyers.” 

“The well-trained, well-balanced, 
really valuable salesperson tucks 
away in his or her memory just the 
right amount of information re- 
garding the varied sundries and 
machines in stock to enable him o1 
her to make an attention-captur- 
ing, desire-creating presentation of 


them to the prospective buyer. It is 
well known that small, but potent, 
doses of product information, de- 
livered slowly and with emphasis 
on the points most intimately re- 
lated to the buyer’s needs and 
potential benefits, make sales more 
quickly than bombast and argu- 
ment. The big doses, diluted with 
too much generalized or platitudin- 
ous phraseology, and then adminis- 
tered too swiftly in an effort to talk 
the order out of the vacillant buyer, 
are not well tolerated by the aver- 
age person. In truth, they may kill 
the sale because of the overempha- 
sis they seem to suggest on the Sell- 
ing motive as distinguished from 
the help-the-purchaser motive.” 
In many instances when sales 
personnel fail to turn in a good 
performance with regard to the sell- 
ing of certain items on which em- 
phasis is being currently put, the 
stationer or store manager who is 
honest with himself about his 
personal responsibility, may find 
the explanation is simply that the 
personnel were not “tuned up” in 
advance for the special promotion 
by means of necessary instructive 
information and coaching 


Some executives 

seem never to 
think of this coaching preparation 
unless it be in circumstances such 
as a special store-wide sale of the 
entire stock. The principle applies 
fully as much, however, when the 
special selling drive is concerned 
with only a single product or a sin- 
gle department In giving this 
coaching, an important incidental 
matter is to counsel clerks against 
any importuning tactics when cor- 
rect approach and selling-point pre- 
sentations fail to kindle buying in- 
terest. In such a situation, it is 
much better salesmanship to try to 
interest the buyer in some other 
merchandise for which the buyer 
may have equal need now or in the 
near future. This will often mean 
making a sale while at the same 
time performing a useful service for 
the buyer who will then depart 
from the salesroom without that 
damaging subconscious impression: 
“They tried to sell me something I 
didn’t want,” or “I wonder why he 

was so eager to sell me that.” 

Another thing 

that helps im- 
mensely in making friends of cus- 
tomers is a good memory for facts, 
figures, faces, names, for the best 
way of wrapping this or that for 
the protection of the article and the 
convenience of the buyer in carry- 
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ing it. Especially valuable is a keen 
memory with regard to special uses 
for which certain customers require 
this or that and the special items 
which they are recurrently needing 
because of some peculiar problems 
pertaining to the office activities of 


their business 


The same salesman, 

serving the 
same customer several times, soon 
acquires, by commonsense use of 
the divining-rod of intelligent and 
tactful inquiry, all the knowledge 
necessary about that customer’s 
needs and special requirements and 
the special uses to which he will put 
specific items of equipment so that 
such a salesman will be able to give 
that customer the 100% caliber of 
service that builds reputation and 
clinches trading allegiance. 

Such a salesman, especially in the 
stationery and appliances trades, 
will obtain orders of larger money 
value some of the very 
best “sales leads” arise from free- 
and-easy conversation along gen- 
eral lines about the customer’s busi- 
ness interests and abitions. In these 
situations, the customer often drops 
practical hints with regard to fu- 
ture plans that will require several 
pieces of new major office equip- 
ment such as check-writers, multi- 
graphing machines, mailing ma- 
chines and typewriters. These facts 
emphasize the practical value to 
every alert salesman of constantly 
storing up riches” in the nature of 
important suggestive “background” 
information about the office opera- 
tions, the plans for future expan- 
sion, and the business equipment of 
customers 

Finally, I wish to point up the 
truth of personnel-management ex- 
perience that special liking for cer- 
tain merchandise always tends to 
stimulate interest in selling that 
merchandise 

The young woman who is fond of 
perfumes and toilet waters will sell 
more of them than could the young 


because 


woman who has only a conventional 
interest in them; the book lover is 
likely to be a good book salesman; 
the pianist, a good piano and organ 
salesman, and so on down the line 
of specialization through furniture, 
costly rugs, jewels, radio, and tele- 
vision sets, office supplies, office 
furniture, and office machines. 
Enthusiasm, and perhaps a rea- 
sonable amount of “zip,” are always 
good qualities in a youthful sales- 
man, but in the stationery and 
office appliances business, he must 
be made conscious from the start 
that, in such a business with all its 
numerous technical and semi-tech- 
nical features and services, it re- 
quires more than one or two years 
experience to qualify as an expert. 
In certain situations, only the 


full-fledged salesman of at least 
several years experience can con- 
gruently “recommend” for custom- 
ers, and so far as “prescribing” the 
solution for some specific office 
equipping or office engineering 
problem — something foreign to 
routine installations and involving 
considerable money —even that 
salesman whose long experience is 
doubtless sufficient to warrant call- 
ing him something of a specialist, 
should hesitate to assume the re- 
sponsibility of giving what purports 
to be “expert advice” until and un- 
less he has actually examined and 
surveyed the problem at first hand 
in the customer's offices. In this 
viewpoint, I think most experienced 
stationery and appliance men will 
agree with me. 





Ideas for Management of a Business 


(Continued from page 26) 


dirt. There is a notable saving of 
time spent on cleaning and dusting. 
It enables you to have more visible 
displays, consequently more sales. 
Start now putting aside for air con- 
ditioning so that your housekeep- 
ing problems will be minimized and 
your profits enlarged. 


THE BEST MERCHANDISE 


The importance of selection of 
manufacturers whom you will rep- 
resent is not to be underestimated. 
(To strive for and obtain the ex- 
clusive franchise from an outstand- 
ing manufacturer is a real accom- 
plishment.) A good dealer with 
good lines will attract other top- 
notch manufacturers, and so the 
ball rolls. Always insist on quality 
merchandise. After you have re- 
ceived the franchise of a superior 
manufacturer, be sure you do your 
very best for him and his product. 
See to it that your organization 
studies the line and pushes it. Take 
advantage of all the manufacturer's 
dealer helps and seek all the assist- 
ance he is able to render. The 
manufacturer today realizes that 


the problem of distribution of goods 
is as much his problem as it is that 
of the wholesaler or retailer. In 
order to assist the retailer they 
prepare displays that in many cases 
are of great value. The smaller 
store especially should take advan- 
tage of this co-operation. Displays 
furnished by manufacturers who 
advertise nationally can be helpful 
and usually tie in with other forms 
of publicity, such as newspaper, 
radio, and magazine. They some- 
times serve as a background and 
are made in such a way that related 
articles can be shown with the 
product which is being featured. 
The manufacturer has the resources 
to prepare effective displays in 
quantities. Displays are costly and 
it would be almost impossible for 
the small retailer to prepare suffi- 
ciently effective ones himself. There 
are many services offered by the 
manufacturer, so be sure and take 
advantage of all of them. Co- 
operate with him and your associa- 
tion with him will solidify and pay 
dividends to all concerned. To fail 
a manufacturer is to harm yourself. 





The Costs of Over-Spending 


Whenever a reduction in any part of the budget is suggested, someone will arise 
to claim that great damage to the nation will result. We should be quite clear what 
the costs are of NOT reducing the less urgent and essential expenditures in the budget. 
The main point is that if the Government uses more of our national output we shall 
have to use less privately, in our homes and businesses. 

A man can work EITHER on a Government public works project or on a private home- 
building project; he cannot do both at the same time. The more manpower, materials 
and productive capacity the Government uses, the less we shall be able to use privately. 
In fact, the net cost will be more than the shift of output from private to Government 
use. For if we fail to economize in Government spending, we shall have higher taxes, 
which will retard total production, or more inflation, with all its evil consequences. 


OFFICE APPLIANCES, August, 


1951 


29 











MODERN INTERIOR OF BOYD’S PRTG. & STATY. CO., PANAMA CITY, FLA. 


MAKE 


offered for sale 


FAR-TOO-COMMON over- 
A sight which may work to dis- 
advantage in selling office furniture 
machines, and equipment, is failure 
to “practice what it preaches” in 
the office equipment store—accord- 
ing to Alton Boyd, head of Boyd 
Printing & Stationery Company 
Panama City, Fla. 

Too many stationery stores, 
the Florida retailer, make the mis- 
take of offering modern new files 
desks, business machines and acces- 
sories in their sales rooms, but 
using antiquated, or unattractive 
equipment for carrying out their 
own business. By that, he pointed 
out, is meant the fact that the busi- 
ness office of the firm, readily visible 
from the sales floor, will frequently 
be cluttered, unkempt, full of old- 
fashioned furniture, rebuilt type- 
writers and obsolete adding ma- 
chines, as contrasted with the smart 
efficient new equipment shown on 
the sales floor. 

To make certain that each sales- 
person in the store can eulogize the 
office furniture and equipment sug 
gested efficiently, Boyd’s Printing & 
Stationery Company regularly 
“changes over” all of its functional 
properties from year to year, so that 


Says 
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practical use of equipment 


It pays to practice what you 


preach in dolling up offices 


each of the items which the store 
sells is undergoing practical use in 
store management. This means reg- 
ular changing of desks, files, all 
business machines and such acces- 
sories as lamps and waste baskets to 
conform with merchandising prin- 
iples 

This actually converts the store’s 
office into a form of showroom,” it 
was indicated For example, if a 
customer is interested in some form 
of transfer case, and sees that the 
store is not utilizing the kind sug- 
gested to him, he is bound to lose 
confidence. If, on the other hand, 
we are making practical, every-day 
use Of the variety offered, the 
chances are that his confidence in 
the suggested plan will be consid- 
erably heightened 

This results in a constant 
ernizing” of the sales office, general 
service office, typewriter repair shop 
and bookkeeping office of the mod- 
ern Florida printing and stationery 
firm. Frequently, it is necessary to 
teach new systems, or the use of 
new types of equipment, to person- 
nel—but the small amount of extra 
labor involved in this is well made 


“moa- 
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by Bert Merrill 


special writer 


up for by additional sales, Mr. Boyd 
points out 

The problem is particularly prev- 
alent in smaller-city stationery 
stores, it was indicated. It is not 
unusual, Mr. Boyd said, to fihd an 
otherwise modern office equipment 
store utilizing roll-top desks, old- 
fashioned typewriters, rebuilt in its 
own shop, as a bit of mistaken 
economy, which works to disadvan- 
tage in impressing the customer 
with the store’s efficiency. “One of 
the worst errors the office equip- 
ment retailer can make is to let his 
sense of economy force him to use 
equipment and furniture long past 
its period of modernity and effi- 
ciency,” it was summed up. “Where 
the store is operating with a small 
volume, it may be felt that the use 
of new equipment from year to year 
is prohibitively expensive. Taken 
from a sales standpoint, however, 
this is distinctly a serious mistake.” 
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REVIEW is as important as preview 


wr AN ACCOUNTING period 
is over, whether at the end of 


the year or a shorter period, the 
average office appliance dealer feels 
that prior operations are a closed 
book and he looks forward to the 


work cut out for him in the days 
come. Foresight is essential to 


successful accomplishment, but 
foresight without hindsight to 
guide it seldom achieves success 
One must look backward to look 
forward with wisaom 

Few dealers, however, look be- 


look ahead. The 
common practise is to focus atten- 
on the net profit on the cur- 


hind to help them 


y 


rent profit and loss statement, com- 
pare it with the net profit for prior 
periods and exult or cry over the 

itcome This cursory attention 
paid to prior operating results be- 
gets inefficient management. The 
figures on the current operating 


statement are emissaries of impor- 
tant business facts that the dealer 
toward profit- 


wie 4 , e him 
neeas O 11a nim 


ibility the next period, hence, he 
should revie annual statement 
roughly, and if necessary, dig 
into the recordings in his books to 
ret the data needed to guide him 
n the managem«s of his business 
luring a subsequent period 
These re he main things to 
onsider he reviewing business 
i ivit a prior period, 
whether a month or a year: 
] Did you et profit increase or 
decrease why? Too many 
ealers acce increase or de- 
crease in profits without knowing 
the “why” behind the result. This 
bad busin management. You 
should know why you get the re- 
ilts you otherwise, you're 
loing busin« in the blind”, tak- 


pot-luck. No businessman can 
but he can bol- 
ster his chances for success by re- 
vin yperations at the end of a 
that he knows what he 
to get wnat Ne got 
There are so many different rea- 
ons why the ealer will find an 
in profits on 
operatil tatement that we 
hall not try etail them or cover 
the ibject expansively here. The 
lealer will have to mull over his 
v gures to find the reason for 
variance Often such inves- 
weaknesses 
in be rrected in subsequent 
period or it may reveal certain 
effective methods that have in- 


rease OI iecrease 


ns Will isclose 
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One must always look backward 


to look forward with wisdom 


creased sales or profits. In the hec- 
tic activity of a busy year, the ef- 
fectiveness of a certain advertising 
campaign, certain types of store 
display, the sale of too much low- 
margin merchandise, a low average 
unit sale, a badly-balanced mer- 
chandising program, high customer 
turnover, important factors such 
as these may be forgotten, yet, 
they may have been the prime rea- 
sons why profits were higher or 
lower in a current year’s business. 


What is your average inven- 

tory carry in dollars? The 
money you have invested in inven- 
tory is a factor in profitable oper- 
ation. Some dealers carry high 
average inventories for the amount 
of business they do. Other dealers 
may do much more business on 
a much lower investment in the 
carry. Money invested in inventory 
is often frozen capital because the 
inventory is a semi-fixed asset, al- 
though few dealers think of it as 
such. In some cases where the 
business has been conditioned to 
require a certain inventory carry, 
the stock on hand is almost in the 
category of a fixed asset, such as 
a store fixture. Most dealers never 
give thought to the dollars invested 
in their inventory. They tie up a 
lot of excess capital in stock, pay 
for it, sell it some day and buy re- 
placements. They keep no track of 
inventory movement or its rela- 
tionship to sales whatsoever. In 
many cases, they could do business 
with less stock if their selling 
methods were improved, if they had 
a better form of inventory control 
and if they bought more wisely. 


Given the same capital, 
the deal- 
er who does $100,000 volume with 
$30,000 inventory is a better busi- 
nessman than the dealer who does 
$100,000 with $40,000 average in- 
ventory. The excess $10,000 he can 
invest in expansion or other form 
of betterment or in outside enter- 
prises to net him a return of at 
least 5 per cent, which means that 
he is ahead $500 yearly on the deal- 
er with a bigger inventory. 
Keep the inventory carry in dol- 
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by Fred Merish 


business analyst and 
financial counselor 


lars as low as possible. Compare 
it from year to year. Determine 
the turn by dividing the inven- 
tory carry into the sales volume 
and you will usually find that 
where the turn is lower, the profits 
are lower even though you sold 
more goods in one year than in an- 
other. 


3 ~How did you do on collections 
the past year? On bad debts? 
Take the total of accounts receiv- 
able and percentage it on sales. Is 
it higher or lower than prior years? 
If so, review your collection system 
and practises. Maybe, they need 
improvement. You can do the same 
thing on collections as on inven- 
tory and freeze too much money in 
a fixed total that remains the same 
from month to month or increases 
so that you never liquidate this 
asset. As fast as you collect, other 
accounts of similar value take their 
place. Try to keep receivables down 
to minimum. They will tend to in- 
crease in a war economy as money 
gets more abundant. If your bad 
debts have increased in proportion 
to credit sales, then stiffen your 
credit investigations. You are pass- 
ing out too much credit to poor 
risks. 
WHAT is the return on capital 
investment? Is it higher or 
lower than prior years? In the final 
analysis, this is the best yardstick 
of managerial efficiency. Many 
dealers think only of the profit on 
sales, but this figure is not conclu- 
sive. The return on your net worth 
is the real arbiter. If this return 
is decreasing, you had better over- 
haul your business practises from 
start to finish. There are many 
reasons why this return is often too 
low. You may have too much money 
invested in your business for the 
sales you get, your equipment may 
be in poor shape, your help may 
be inefficient, your customer turn- 
over may be too high, you may be 
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charging off too little depreciation 
and your net worth may be flooded 
with water, management in gen- 
eral may be bad, and so forth. Only 
a complete renovation of your busi- 
ness practises and figures will dis- 
close the reason for a low return 
on net worth or invested capital 
and you'll have to make a search- 
ing analysis yourself or employ a 
commercial counselor or account- 
ant to aid you. 


5 —Is your margin on sales up to 

standard? If you are slipping 
on margin, you are in a bad way 
because this figure should remain 
high enough to cover overhead and 
net profit. Considering the limited 
net earned in this business, the 
margin does not have to slip far to 
put you in the red. However, you 
are at a disadvantage unless you 
departmentize because margins on 
certain lines are higher than on 
others. This is usually the reason 
why the margin percentage as 
shown on a profit and loss state- 
ment will register a decrease even 
though the sales volume remains 
the same or increases somewhat 
This has mystified many dealers 
The explanation is simple as say- 
ing. One year a dealer may sell 
a high percentage of high-margin 
lines. In that year the composite 
margin for the high-margin and 
low-margin lines may average high 
The next year, he may sell a high 
percentage of low-margin lines 
and the reverse may be true even 
though the sales volume has in- 
creased. Watch your margin. Keep 
it up to standard, otherwise, the 
spread you require for the anti- 
cipated profit isn’t at hand 


—Do you break down sales to 
determine the profit per line 

or department? In 1949, one dealer 
consulted us about the poor show- 
ing his business had made. He had 
come to the conclusion that one 
of his employes was stealing money 
or stock and he asked us to make 
a detailed audit of the inventory 
and cash. We found nothing wrong, 
but in going over his books, we no- 
ticed that he lumped his sales, even 
the income photographic work for 
which he acted as agent. We seg- 
regated his sales into five depart- 
ments and showed that he was los- 
ing money in two departments, just 
about enough to account for the 
variance shown on his statement 
Breaking down the total volume to 
the various lines handled is called 
departmentization. Comparatively 
few dealers departmentize, thus the 
composite sales figure obscures the 
loss on a specific line or depart- 
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ment and the dealer is stymied in 
his attempt to trace his profit or 
loss to source 


Do you keep stock control rec- 

ords showing the movement of 
stock from supplier to you and 
from you to the customer? With 
the cost of resale items going up, 
stock control records are needed 
more than ever these days to mini- 
mize loss on inventory, which runs 
high where dealers are lax on stock 
control and it may cause an “in- 
visible loss”, which cannot be ac- 
counted for when scanning a profit 
and loss statement at the end of 
an accounting period. 


Do you include income tax- 
ation when appraising busi- 
ness operations? Review your tax 
expense separately at the end of 
the year to determine where sav- 


ings may have been effected and 
use this information to guide you 
in supervising tax expense more 
economically during the year to 
come. The tax rates increase or 
decrease arbitrarily, hence, these 
changes are beyond the control of 
the businessman, but he can effect 
legitimate savings on tax by tak- 
ing advantage of all allowable de- 
ductions and handling transactions 
in such a way throughout the year 
that he gets all the tax benefits 
coming to him. 

When you have reviewed your 
business figures for a current pe- 
riod, when you have gone behind 
these figures to determine why cer- 
tain items on a profit and loss 
statement or balance sheet were 
high or low, then you are in a pre- 
ferred position to preview your 
operations for the period to come 





SUMMER slumps are 


not inevitable 


EVERAL INTERESTING reasons 
for the non-productivity of sales 
of adding machines during the so- 
called “slow” months have been 
founded by the writer after close 
observations based on the activities 
of dealers experienced in this field. 
Recent letters and casual non-sell- 
ing visits and trips to adding ma- 
chine dealers in all parts of the 
United States have revealed many 
illuminating facts relative to this 
field—an almost entirely new one 
to me 
After a full year of initiation to 
and interpretation of all facts ob- 
tainable in this precarious market, 
some very interesting conclusions 
have been drawn. Without being 
presumptuous, it must be stated that 
if adding machine dealers continue 
with their present train of thought 
“slow” seasons will continue to exist 


There seems to be 

a definite lack 
of aggressiveness on the part of 
many dealers and they accept the 
apparently slow months as a‘fore- 
gone conclusion.” This is far from 
being correct. New accounts can be 
opened from various sources and 
new fields never before solicited. 
Progressive adding machine dealers 
can enjoy greater volume during 
the seemingly slow months than 
during the accepted busy months 


by C. W. Chambers 


general sales manager, 
Swift Business Machines 


Give intensive thought to the many 
markets yet untouched and you will 
be surprised at the lucrative results 
that may be obtained through hard 
work, intensive selling and a little 
more “leg work.” A very progressive 
dealer in San Francisco has proven 
that this apparently slow season 
can be turned into one of abundant 
return by intensive mailing and 
personal representation 

Stationers are an essential and 
integral part of the office machine 
field, but are not obtaining their 
Share of the adding machine busi- 
ness due to the fact that they do 
not render the service expected 
from their customers after the sale 
of the machine is made. An excel- 
lent repair mechanic would pay 
handsome dividends in good will for 
service rendered 

Having been associated with sales 
for more than 35 years, I will, 
without timidity and ego, state 
that with energetic and concen- 
trated selling effort, plus a well- 
balanced advertising and _ direct 
mail program, “slow” seasons will 
become a thing of the past 
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by Irving Settel, authority on retail advertising 





11. Obtaining favorable rates for your ads 


F YOU WANT to get the most favorable news- 
paper space rates for your advertising, it is 
necessary to know some facts about contracts. 
In most cases, an office appliance dealer 
rns a yearly contract for the space he is to 
use. It is always wise to work “under contract,” 
avoid the higher “open rates” of non-con- 
tracted advertising. The dealer should work 
with the newspaper representative the ap- 
proximate amount of space he intends to use 
the coming 12 months. Even the smallest 
ntract offers a reduction of some kind. 
While most newspaper contracts are similar 
structure, they maintain certain differences 
content. When signing the contract, the 
‘fice appliance dealer should be sure that one 
use is included. This clause assures the ad- 
ertiser that if he exceeds his contract and 
ises enough space to get into the higher 
bracket, he will be rebated by this discount on 
! advertising he has run. It is also important 
realize that if enough advertising is not run 
earn the rate for which the dealer has con- 
racted, the difference must be paid to the 
newspaper. In this case, the bill will be on 
ort rate” or the difference between the 
ntract and actual rates. 
Usually, there are two kinds of contracts 
vailable to the office appliance dealer: 


l. The Frequency Contract 
This is a con- 
which is made for a given amount of 
ace to be run at regular intervals. It can be 
ned for periodic arrangements such as daily, 
eekly and monthly runnings. This type of 
vertising is preferred by the newspaper pub- 
her because it assures him of regular use of 
ce throughout the year. In this way, he can 
ead his work and costs more evenly. Some- 
nes, a newspaper will offer special rates on 
contracts 
The Bulk Contract—This contract is signed 
1. total amount of space to be used through- 
the year. It favors the office appliance 
ealer because it does not bind him to run 
on certain dates. Instead, it permits a 
ice of time and size on opportune days 
frequent changes in plan to suit business 
nditions 
Some newspapers will offer a combination 
bulk and frequency type contracts. With 
the office appliance retailer agrees to use 
ertain minimum of space at regular inter- 
In addition, reduced rates are given for 
ntity space purchases. This type is bene- 
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ficial to the advertiser and newspaper. 

It is important that the dealer understands 
the advertising units of measurements used by 
newspapers in contracts: 

The Column. All newspapers are divided into 
columns and usually sell space in vertical 
column inches or agate lines. Columns vary 
in width depending upon the paper. They are 
generally about two inches wide. 

The Agate Line. Very often, the depth of a 
column is expressed, not in inches, but in agate 
lines. The agate line is merely a unit of meas- 
urement which divides the inch into 14 parts 
(there are 14 agate lines to the inch). Conse- 
quently, with this fine division, it is possible 
to purchase any portion of an inch and com- 
pute its cost. 

Checking the Contract. An accurate file of 
all your advertisements throughout the year 
is necessary for checking space costs and for 
planning for future commitments. Many re- 
tailers possess large portfolios or scrapbooks in 
which they keep careful records of all adver- 
tisements. A good system is to use one page 
for each ad. This will allow for plenty of space 
to include the following important informa- 
tion: 


1. The date 
the advertisement appeared. This 
is necessary for checking frequency contracts 
and for future planning. 

2. The exact size of the advertisement. Meas- 
uring the advertisements as they appear will 
assure facility of reference and price checking. 
The size should be entered either in column- 
inches or agate lines, depending upon how the 
newspaper charges. 

3. Name of newspaper in which ad appeared. 
Especially where more than one newspaper is 
used, the identity of the newspaper is important 
for the record. 

4. Position of advertisement in paper. When 
determining results of your ads, position may 
assist you in deciding how to place future ads. 

5. Cost of your advertisement. Figure out 
your space and production costs immediately 
in order to save you time in the future. 

6. Results of advertisement. Wherever pos- 
sible tabulate results obtained from the running 
of the ad. 

All these facts will give you a quick and com- 
plete picture when checking your old contracts 
and planning the new ones. The more accurate 
your records, the more favorable will be your 
next year’s contracts. 
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for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George I. Taylor 


P.O. Box 542, Long Beach, Calif. 


IMPULSE SALES COME 


from promotion completing displays 


NE OF THE FINEST arguments 
I have ever read in favor of 
display was an article, part of which 
I copied several months ago for use 
in this discussion. I do not even 
remember just where I read it, but it 
is well worth the reading and so I 
pass it on to you. 

“Impulse sales are sales that are 
made to the customer who has al- 
ready been sold in the national ad- 
vertisements, but makes the pur- 
chase from you because YOU WERE 
WISE ENOUGH to show the adver- 
tised article in your display window 
or in your store at the time the 
advertisement was running. This is 
the reason it is so necessary to have 
HOT SPOT DISPLAYS. Great 
grandma went shopping only oc- 
casionally because she could not get 
to town very often, so she made a 
list which served her when the time 
came. The modern shopper seldom 
makes plans by which he makes a 
purchase and so it is only by plan- 
ning TO CATCH HIS EYE, that we 
are able to clinch that very valuable 
sale for our organization. 


“The present day 
shopper, by 
comparison, doesn’t depend on a 
shopping list in many cases. In- 
stead, he lets his eyes remind him 
of what he needs. But he doesn’t 
do it in reverse. While shopping in 
a drug store, for instance, he seldom 
thinks of the problem until he sees 
the answer. Only then, does the 
problem drive him to take action in 
solving it.” 
Now, this is where planning pays 
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off. If you have prepared your pres- 
entation of merchandise in a man- 
ner that is attractive and uncrowd- 
ed, you will have the battle half 
won. If the advertised article as- 
sumes a place of PROMINENCE in 
your store while it is being adver- 
tised in your local newspaper, your 
chance of selling a quantity of that 
specific advertised article will be 
greater than if you had not made 
the effort. 


If you have taken 
the trouble 
to see that the national advertiser’s 
lithographed window and interior 
cards are given a place of prom- 
inence near the articles they are 
planned to promote, or that some 
cards of your own choosing take 
their place in the presentation, sales 

will be much greater. 

I have seen display blamed for 
lack of results when really it was 
doing a swell job. It was the pur- 
chasing department who fell down 
because they did not have sufficient 
merchandise on hand. Even though 
the windows were doing their job 
and doing it well, they had to be 
pulled because of “conservative buy- 
ing’’ which was very costly to the 
concern. Yes, it takes planning to 
cinch sales. It takes thought and 
prompt action to inaugurate a sale 
or a promotion. 

By the way, many people do not 
fully understand the difference be- 
tween the sale of the olden days and 
a modern promotion. The sale is 
the clearing of unwanted merchan- 
dise by means of price cuts. This is 


not a very profitable operation. Its 
usefulness is very doubtful. The 
modern promotion is the selling of 
MORE new merchandise AT A 
PROFIT. It is the selling of this 
crisp, new merchandise at a profit 
by means of an intelligent, planned 
approach to the problem. Sales 
arguments are presented in the 
newspaper, in the window and in 
the store interior. The promotion is 
so planned that there is plenty of 
WANTED merchandise on hand and 
so that the promotional expenses 
are within reason. The result of a 
carefully-planned operation such as 
this is maximum profit. There is 
usually no profit in the old-fash- 
ioned clearance sale unless it is 
combined with other promotional 
operations with an eye on creating 
profit making sales to counteract 
the price cuts on the closeouts. 


Impulse selling 

with the resultant 
three-second sales should be devel- 
oped in the modern office supply 
store to the limit. No time is wasted 
that is spent in modern promotional 
effort. Get away from the mistaken 
idea that this type of promotion is 
too much work. It may be your sal- 
vation. You must present your mer- 
chandise in order to sell it, so put 
all your spare energy to the task or 
hire someone to do it for you. Don’t 
make the tragic mistake of neglect- 
ing, for by so doing, whether you 
see it that way or not, you will be 
throwing away many needed sales 
and dollars, and the _ resultant 
profit, out the door. 
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DEALER'S ad window display 

















INVITING DISPLAY 








FOR SMALL 
WINDOW 








ERE IS A DISPLAY suitable for 


a very small window. It is sug- 
gested by the advertising of the 
Upholstery Leather Group Tanners 
Council of America. The advertis- 
ing can be seen on page 127 of the 
May issue of OFFICE APPLIANCES. 

This is a very smart advertise- 
ment and immediately suggested 
the arrangement shown in the ac- 
companying sketch. A board from 
ceiling to floor, a full hide of top- 
grain leather in color to match or 


harmonize with the leather of the 
chair, and a platform, are all the 


props that are needed for this par- 
ticular arrangement. Photographs 
of various leather pieces in stock are 


used in the arrangement which 
speaks for itself. Of course the mer- 
chandise actually in the window 
depends entirely on the capacity of 
the window. A high-style window 
of this sort should not be crowded. 
In a larger window the davenport 
could be shown on the floor and the 
matching club chair on the plat- 
form, instead of the genuine leather 
posture chair as shown in the sketch. 

The front of the platform can 
either be lettered or cut-out letters 
can be applied, “Genuine Leather.” 
The slogan used in the advertise- 
ment should be incorporated with 
this sign. It reads as follows, “The 
beauty, color and texture of genuine 


As suggested by the advertising of 
Upholstery Leather Group Tanners 


Council of America 


leather enrich the _ decorating 
scheme of any office.” 

Of course your store name should 
be very prominently displayed in 
the window. The prepared leather 
skins can be secured from your 
leather dealer as a loan for the pe- 
riod the display is shown and if 
you use two of them, as shown in the 
photograph, they will prove to be 
strong attention getters. A group of 
accessories (in leather) break the 
severity of the showing and add to 
its attractiveness. 

The pictures can be arranged at- 
tractively on the panels and several 
placed on the floor of the window. 
Most office furniture are plentifully 
supplied with actual photographs of 
leather goods. By using them, you 
advise the window shopper of your 
potential stocks even though you 
cannot carry all the items in stock. 

Any effort you put forth to pre- 
sent an intelligent and attractive 
window display will pay dividends. 
It is not wasted and although it 
does not seem to attract immediate 
sales, don’t be misled into thinking, 
as many people do, that displays are 
not important in the office furniture 
business. They are one of the most 
important assets you have, and you 
cannot afford to neglect them. 

We are indebted to the Upholstery 
Leather Group Tanners Council of 
America for the very timely and 
helpful advertisement. Let us put 
it to good use as a blue print for a 
striking and effective window dis- 
play in our store. 





ACME FEATURES W-J 
WINDOW FIXTURE 


Acme Stationery Co., Chicago, Ill., recently 
devoted an entire window to a display of 
Wilson Jones line of ring and memo books. 
The new W-J window fixture was centered 
in the display for special emphasis. Mr. Hur- 
tig of Acme Stationery expressed himself as 
highly gratified with the results. 
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DISPLAY OF DRAFTING EQUIPMENT BRINGS NEW BUSINESS 


PLAN PROFITS 


with timely engineering promotion 


NGINEERING IS BOOMING. The 

war scare has increased produc- 
tion to undreamed-of figures and 
the increase has stepped up the 
sales of engineering supplies tre- 
mendously. Are you getting your 
share of this lucrative business? If 
you are not doing so, Mr. Small Of- 
fice Furniture Dealer, then you are 
overlooking a source of profit which 
could bring you out of the doldrums 
If there are any factories of any 
sort near you, then by all means 
advertise and promote engineering 
supplies. Right at present, and for 
many months to come, they will be 
in great demand. 


The potential consists 
of factory 
purchasing departments and of the 
factory personnel who buy inde- 
pendently because of the happy 
feeling independent ownership gives 
to the men who are working in these 
plants. They feel a pride in owning 
their own equipment, in fact the 
delicacy of many of these imple- 
ments make it imperative for the 
protection of the draftsman and his 
work that he own his own imple- 
ments. He will buy them from you, 
Mr. Merchant, if you have taken the 
necessary steps to have what he 
wants in your stocks. 
Having this stock on hand, the 
next step is to promote it by the 
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Equipment for this phase of industry 


now in demand; good market beckons 


various means at your command 
Ads in the newspapers, ads in the 
factory journals and house organs 
and, of course, where the shopper 
will see the actual implements used 
by the professional draftsman 
your show window 

We are reproducing a photograph 
in this issue. It was shown once 
before in OFFICE APPLIANCES. It is 
such a good example of progressive 
engineering supply display, that we 
think it is timely to show it and 
discuss it again. There is gold in 
the form of many added profits in 
a display of this nature. Many of 
its details can be used in any type 
of show window and in many dif- 
ferent arrangements. Let’s discuss 
some of them. 


There is no better 

prop for engi- 
neering supplies than the common 
board. A 12-inch plank covered with 
a suitable material or with drafting 
paper is a wonderful background 
upon which to fasten the smaller 
items which easily get lost in a mass 
display. These boards can be used 


by George . Taylor 


display specialist 


in many ways, the simplest of which 
are up the sides of the windows and 
along the front. Dozens of items 
can be shown in this manner and 
you only have to do it once to 
realize how much interest and fa- 
vorable comment the display will 
cause. Of course, the drafting table 
is a natural prop for such displays 
and can be used to support the 
reader sign (on its slanting surface) 
or for drafting papers and imple- 
ments as in the photograph. A 
built-up display of smaller drafting 
supplies should be incorporated in 
the display as well as your store 
name and that of the maker of the 
implements. 

Study this photograph and adapt 
some of the ideas depicted for your 
own show windows. Then watch the 
profits soar. 
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METAL business equipment in 1951 


Address before NSOEA regional conventions 


ITH THE WORLD in its pres- 
and our country 
a more or less con- 
trolled economy due to the urgency 
of the defense program, it is not 
possible to bring you a picture of 
glowing optimism concerning the 
metal business equipment industry, 
nor an inspiring sales message. 

The two basic materials, steel and 
aluminum, used in the metal busi- 
ness equipment industry are, also, 
the basic raw materials required for 
the defense program. Consequently, 
the NPA has issued numerous limi- 
tation orders applying to the manu- 
facture of civilian goods. The man- 
ufacturers in this industry are only 
permitted to use 80% of the amount 
of steel that they cut up during the 
first six months of 1950, which is 


ent state 
operating under 


the base period established by NPA. 
Similar orders have more drastically 
affected the manufacture of prod- 
ucts made out of aluminum. 
Actually, the cut in production of 
20% is much greater than it appears 


on the surface. The metal business 
equipment industry was operating 
at a greater rate of production the 
last quarter of 1950 and the early 
part of 1951 than during the first 
half of 1950. So, based on this pe- 
riod of production, the cutback 
amounts to approximately 35%. 

It doesn’t make any difference 
how much steel one can procure 
the limitations are placed on the 
base period at a maximum produc- 
tion of 80° 


With that background 
in mind, it 
is not hard to understand nor ap- 
preciate that the problem of the 
dealer and the manufacturer in this 
industry is not one of getting the 
“in” for more immediate business 
but rather ting “out” from un- 
der Government restrictions. 
Accordingly, until the manufac- 
turers in the industry can get out 
from under the Government restric- 
i by the shortages 
uminum, you are not 
going to receive all the metal furni- 
ture which customers want. 
You will however receive an 


tions necessitate 


of steel and al 
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in spring of 1951 delivered alternately by 


W. K. Miller, J. A. Saunders, H. W. Suender 


of the General Fireproofing Company 


amount of metal business furniture 
which will probably be in excess of 
what you purchased in pre-war 
years. 

It is our sincere belief, however, 
that under these present circum- 
stances we can, as dealers and man- 
ufacturers, take steps in the opera- 
tion of our business to help the 
consumer, to help ourselves, and in 
general, to help our industry. So, 
we suggest that you give serious 
consideration to, and put into prac- 
tice, the following: 

1. Do not forget your present 
established customers. Do not throw 
them overboard for new accounts. 
Look forward to the “long pull.” 
Use discretion as to the distribution 
of the equipment you receive. 


2. Do not lose contact 
with your 
customers. Serve them sincerely and 
courteously during this critical pe- 
riod. Help them with their plans 
for the present and for the future. 

3. Keep a representative set of 
display samples. Remember, you 
will be in business for a long time. 
Put “Sold” tags on your floor sam- 
ples if necessary. Do not sell the 
very foundation of your business. 
Keep your samples so that you may 
continue to educate your sales force 
and your customers in the value of 
your product. 

4. Do not become too pessimistic 

the situation today is not as crit- 
ical as that which you faced in 
1942. 

The last six years have demon- 
strated that the metal business 
equipment industry is just coming 
into its own. It is facing an ever 
increasing demand for its products. 
This has been brought about by the 
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development of new and better 
functional designs and a far better 
marketing job than had ever been 
done before in the history of the 
industry. And, it is going to con- 
tinue to grow beyond your fondest 
dreams. 

For the moment let us consider 
the immediate future and what it 
might hold for us. Please realize 
that any predictions or thoughts 
which are expressed on this subject 
are based upon conditions as we 
see them today. 

As it appears now, you are go- 
ing to: 

1. Receive a steady flow of equip- 
ment—but not nearly as much as 
you need to meet your consumers’ 
demands. Yet—a substantial 
amount. 

2. It is fairly certain that if we do 
not have a shooting war this year— 
that starting in the early part of 
1952, there will be more material 
available for civilian goods—and 
certainly during the latter part of 
1952—so that the manufacturers in 
this industry can make almost as 
much metal business equipment as 
their capacity permits. 

3. It appears that it will be sev- 
eral years or more before consumer 
demand can be satisfied—and, un- 
doubtedly, increased manufacturing 
capacity will have to be brought 
forth into this industry. 


The metal business 

equipment in- 
dustry has been successful over the 
past 25 years. With the deepest of 
respect to the many fine people who 
have built our industry over these 
many years, it has, even with all of 
its success, been a backward indus- 
try; especially when you compare it 
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to the marketing procedures and the 
results obtained in other somewhat 
similar industries. 

If we are going to continue to 
grow—the basic need for all dealers 
and manufacturers in this industry 
is to acquire a bigger and broader 
vision of its potentialities and the 
methods necessary for the market- 
ing of metal business equipment. 


Don’t you find 

that there is still 
too much of the store-keeper and too 
little of the creative salesman exist- 
ing in the vast majority of us—office 
equipment dealers and manufac- 
turers alike, the country over? Also, 
that there is still too much price 
consciousness toward a product 
and too little consciousness of how 
the product can benefit the cus- 
tomer? 

Also, that among the men of 
American management and partic- 
ularly among men connected with 
the smaller offices there is far too 
little appreciation of the importance 
of their offices and of the necessity 
of providing better tools for these 
offices—as compared with the ac- 
ceptance of providing better tools 
for the factories? WHY IS THAT 
TRUE? It is true because you and I 
have not had the vision to realize 
this fact ourselves and to do a cre- 
ative job of selling it to the man- 
agement group of American busi- 
ness. 

In our opinion, there are two 
major phases to a marketing pro- 
gram to which we must apply our- 
Selves if we are going to further 
develop our industry over the next 
10 years: 

1. To convince management and 
buyers of the importance of the 
office in relation to the American 
economy—and to convince them of 
the wisdom of an investment in 
good tools for that office. 

2. To properly train ourselves and 
our salesmen so that all of us ac- 
quire the vision necessary to sell 
the idea of “Better Tools for the 
Office.” Also, to train ourselves and 
our salesmen in the art of applying 
the industry’s products to a given 
Situation so that benefit and satis- 
faction is brought to the customer. 


Let us go back to the first point: 
—that of convincing management 
of the importance of their offices 
and the need for better tools. 

In your own cities you know many 
individuals who ride around in 
$3,000 automobiles and whose home 
is equipped with the finest in mod- 
ern appliances—but who at the 
same time will continue to use an- 


tiquated, outmoded, and inefficient 
equipment in their offices. 

The automobile costs money 
every day it is used—while the pur- 
chase of modern tools for the office 
makes money for the owner each 
day they are used. 

Why does this condition then 
exist in such a large scale through- 
out our country? The answer is 
because you and I have done a poor 
marketing job. We have not sold 
these people on the importance of 
their office—and on the wisdom of 
an investment in modern office tools 
to increase the productivity of the 
office worker. 

The day is gone when a buyer can 
conscientiously purchase office 
equipment based on first cost alone 

without giving consideration to 
the functional value of that equip- 
ment in promoting health, morale, 
and particularly the productivity of 
the employees. In addition, there 
is the prestige and confidence that a 
well-equipped office breeds in cus- 
tomers and the public. 


Generally speaking, metal busi- 
ness equipment is amortized over a 
10-year period in accordance with 
the rulings of the Bureau of In- 
ternal Revenue. 


It costs any company 

a minimum 
of $2,500 per year, or $25,000 for 10 
years in salary, space, and overhead 
for each employee it hires. On that 
basis a small office with 10 em- 
ployees will have a fixed expense of 
$250,000 in a 10-year period. It is 
only by providing better tools for 
these employees that a company 
can assure a maximum return on 
its $250,000 of fixed expense. 

For 5%, and usually less, such a 
company can completely renovate 
its offices and provide the finest in 
office furniture, machines, lighting 
and decorations. Such an expendi- 
ture would more than pay for itself 
in a year or two—and most certain- 
ly long before it is charged off the 
books. 

Doesn’t it seem silly to invest 
$25,000 in an employee and then 
quibble over a few dollars difference 
in the price of the tools given to 
that employee —especially when 
good tools can increase the produc- 
tivity and morale of an individual 
as high as 50%? 

That, in general, is the VISION 
which every salesman in the metal 
equipment industry must have, 
must understand, must appreciate 
and must put into practice if we 
are to grow during the 1950’s. 


In this process of educating 


American management to the im- 
portance and wisdom for the use of 
good tools in the office—the manu- 
facturers have a prime responsibil- 
ity. They must undertake through 
national advertising, local advertis- 
ing co-operating with dealers, 
through direct mail advertising, 
through motion pictures and 
through all the other media avail- 
able for educational purposes to get 
across this subject to American 
management. 

But, no matter how good a job 
the manufacturer does—it actually 
falls upon you, the dealer, and your 
salesmen on the firing line to sell 
the idea during your daily contacts 
with consumers. 

Just look at the job the home ap- 
pliance industry has done—just 
think of the tremendous strides they 
have made in selling electric refrig- 
erators, automatic dishwashers, au- 
tomatic clothes washers and driers, 
as well as many other expensive 
home appliances. This has been ac- 
complished through a good market- 
ing job—spearheaded by consistent 
education through the medium of 
various kinds of advertising, backed 
up by good retail distribution. 

The appliance industry has made 
people want their product and then 
has made tremendous strides in 
their distributing organizations to 
see that they were properly set up 
to continue to service the product 
during its lifetime of use. 

This has happened to me, and un- 
doubtedly the same thing has hap- 
pened to most all of you. Doesn’t 
it seem very odd that a woman hav- 
ing washed dishes all of her life, all 
of a sudden comes to the conclusion 
that it is impossible for her to con- 
tinue to do this chore any longer 
without the aid of an automatic 
dishwasher? It is because the appli- 
ance industry has made her so 
conscious of their product that she 
feels she can no longer operate her 
household without it. 


In essence then, 
it is the job of all 
dealers and manufacturers in the 
metal furniture industry to make 
every office worker and the men of 
American management conscious 
that they are using outmoded, in- 
efficient tools—and that they should 
purchase modern tools for their of- 
fices which will promote employee 
health, employee morale, employee 
productivity and build up public 
prestige; thereby making the equip- 
ment pay for itself. 
Here is a concrete factual ex- 
ample of a large insurance company 
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located in Hartford, Conn. There 
records indicate 

1. That 40 years ago they handled 
a certain volume of premium busi- 
ness with a certain number of em- 
ployees working 50 hours per week. 

2. Today, 40 years later, and 
making the same comparison be- 
tween the amount of premium busi- 
ness handled and the number of 
employees—their records indicate 
an increase in employee productiv- 
ity of more than 1200%. 


Over the years 
came successfully 
the many developments and im- 
provements in tools for the office— 
and the increase in employee pro- 
ductivity of over 1200% is a direct 
result of the use of better tools. 

It might be added that the in- 
crease of 1200% in productvity had 
been made without the calculation 
of the reduction of the work-week 
from 50 to 37 hours 

Now—if you have not considered 
this cost factor in an office—and if 
you are not impressed with the im- 
portance of the office, let me cite to 
you some statistics that show what 
an important part is played by the 
great mass of office workers in our 
American economy: 

1. The latest statistics show that 
there are conservatively 14 million 
office workers in this country. This 
is 25% of the total work force of 
the nation 

2. Another 25% is represented by 
the 15 million workers in organized 


labor—including the C.I1.O., the A.F. 
of L., Railroad Brotherhoods, United 
Mine Workers and other organized 
labor 

From the pure viewpoint 

of pro- 

ductivity, American management is 
very keenly interested in the tools 
which are provided for the 15 mil- 
lion people of these labor organiza- 
tions—and why therefore should it 
not be very keenly interested in the 
tools which provides for the 14 
million office workers 

Again, I repeat and emphasize 


that our first job over the iong pull 


is to educate American management 
on the importance of the office and 
the wisdom of an investment in 


good office 
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Let us now examine the second 
factor which we must take into con- 
sideration in the long pull view- 
point in developing the metal busi- 
ness equipment industry during the 
next 10 years. Let us make sure 
that— 

1. We, as well as all of our sales 
representatives, have this greater 
vision of the importance of office 
equipment in the American econ- 
omy. 

2. Know how to apply the indus- 
try’s products to any specific situa- 
tion so that the customer may reap 
the benefits from the use of better 





LET GOVERNMENT USE 
WOOD TO SAVE STEEL 
FOR CIVILIAN DESKS 


TEEL FOR civilian desks, wood for 

the Government. 

That's the suggestion of Don L. Bran- 
ham, head of Branham’s, Inc., Okla- 
homa City, Okla. 

Mr. Branham is disturbed by the 
CMP regulation that went into effect 
on July 1 permitting manufacturers 
of metal furniture for offices to use 
only 70% as much steel as they used 
in 1950. 

Heretofore, the limit has been 80% 
and all DO business was above that. 
In other words, the office equipment 
industry was being given steel for 80% 
of the production used in 1950 entirely 
for civilian sales. 

But now, points out Mr. Branham, 
the regulation states that where the 
steel quota is 70% of that used in 
1950, all DO business comes out of 
this 70% and anything left will be 
for civilian sales. Many manufacturers 
feel that already they have done so 
much DO business that there will be 
virtually nothing left for the civilian 
use. 

The solution? Here’s Mr. Branham’s 
idea: 

“The thing to do, in my estimation, 
is to demand that no defense plant or 
military branch can order steel furni- 
ture of any kind; make them all order 
wood desks, wood chairs and wood 
files. Leave this entire 70% for civil- 
ian use. 

“Wood desks, chairs and files are 
perfectly good office furniture. . 
There is plenty of wood in the country 
and it is uncontrolled. And you can’t 
make a howitzer or a machine gun 
out of wood. Most soldiers prefer 
steel.”—EVH 
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tools. Actually, the customer is only 
interested in what the product will 
do for him and your ability to ren- 
der service during the lifetime of 
the product. 


If we are going 
to accomplish this 
it is our recommendation and our 
suggestion that you put into prac- 
tice the following: 

1. Reactivate your sales training 
program in your organization. Make 
it an aggressive one. 

2. Be sure that you and your 
salesmen have a knowledge as to 
the proper application of the prod- 
ucts you sell. 

3. Be sure that you and all your 
salesmen have a complete product 
knowledge. 

4. Train yourself and your sales- 

men so that you will all be able to 
convey to the buyer a factual story, 
in simple language, as to what the 
product will do for him and how it 
will do it, in the line of improved 
productvity rather than what its 
first cost will be. 
- As things stand today, both we as 
manufacturers and you as dealers 
are hampered in the distribution of 
metal office equipment. Sooner or 
later, these restrictions will be lifted. 
As this happens you can, by proper 
co-operation, move forward in the 
distribution of metal business equip- 
ment at a pace you never believed 
possible—if you will only catch the 
vision of the potentialities which 
we have discussed with you and put 
into application those methods 
which we have recommended. 


The backbone 

of the American 
supremacy in industrial capacity 
throughout the world is built on the 
use of better tools and better meth- 
ods. It is high time that the offices 
of our country keep pace with our 
factories, and it partly becomes your 
responsibility and mine to see that 
this is done by doing a good selling 
and marketing job. 

While today there may be some 
clouds in the sky, the future of the 
metal business equipment industry 
looks brighter than ever in its 
history and so we caution you not 
to forget the slogan, “The future 
belongs to those who prepare for it.” 
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LEOPOLD FURNITURE GRACES LOUISVILLE BANK 


O'Connor & Raque Co. of Lowvisville, Ky., recently handled the 
modern installation shown above for the Citizens Fidelity Bank & 
Trust Co. Furniture was made by The Leopold Co. 


GULF OIL CORP. INSTALLATION 
FEATURES GUNLOCKE CHAIRS 


John Courtenay of Carithers-Wallace-Courtenay, Inc., Atlanta, Ga., 
handled this impressive installation for the Gulf Oil Corp. General 
Fireproofing steel furniture was used in addition to wood furniture, 
thus making the whole order the largest single order for office 
equipment ever placed in the South by private industry. RIGHT: The 
private office features traditional chairs by W. H. Gunlocke Chair 
Co., with a suite by W. & J. Sloane. BELOW, LEFT: The reception 
room combines beauty with comfort through the use of Gunlocke 
Ranger pieces, including the sectionals. BELOW, RIGHT: Gunlocke 
cushion seat and back chairs provide luxurious comfort in the board 
of directors’ room. 
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Business Builders 
Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 
CONFIDENCE ... COUR. 
AGE CO-OPERATION 


HIRTY-SEVEN correspondents 

mailed, air-mailed, and even tele- 
graphed us entries this month for 
our Mr. I. Will Pepper-Upper de- 
partment so we decided to give 
this genial fellow a deserved mod- 
ern border from here on in; and 
give you who listening in not only 
the winner but a few of the runner- 


ups, to wilt 


z 
4 

» 
i ; 





No. 1. M1 
entry from a 
is: “Itching 


Will Pepper-Upper 
ansas office outfitter 
things won’t get 
em. Scratching for them will.” 

No. 2. Mr. I. Will Pepper-Upper 
idea: “A pointing finger never says 
‘Look Here.’ It says, ‘Look There.’ ”’ 

(Jamaican proverb from a South 
American stationer) 

No. 3. Mr. I. Will Pepper-Upper 
thought: “A politician is an animal 
who can sit on fence and keep both 
ears to the g i.” (From a Wash- 
ington, D. C., fellow tradesman in 
the know) 

No. 4. Mr. I. Will Pepper-Upper 
lant: “Few men survey themselves 
with so much severity as not to ad- 


met 


mit prejudices in their own favor.” 
(These words of wisdom credited 
to one Samuel Johnson by the Ver- 
monter bookseller and office supply 
dealer who favored us with this 
truth). 

No. 5. Mr. I. Will Pepper-Upper 
angle: “Experience is knowing a lot 
of things you shouldn’t do.” (This 
one direct via Western Union from 
a Georgia office supplier). 

No. 6. Mr. I. Will Pepper-Upper 
stimulator: “85% of selling impres- 
sions come through advert-EYES- 
ing.” (This progressive, suggestive 
slant air-mailed us from Florida's 
sunny clime by a stationer who, 
like his co-correspondents, took the 
T-I-M-E!) 

. and the other likewise appre- 
ciated 30 will all be eventually tele- 
scribed over this station in the 
broadcasts to come. 





MODERN EQUIPMENT 





Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 





ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator ay 
of this page, Care of Shaw and Bor- 
den Co., Box 2153, Spokane 2, Wash. 
Use this same address in sending 
in your thoughts for our Mr. I. Will 
Pepper-Upper and Terse Trailer 
Departments of BUSINESS BUILD- 
ERS Telecast.) 

Ask immediately for the IDEA 
OF THE MONTH winner on our 
IDEA-HIT-PARADE No. 8.1. It is 


from the private secretary to an 
Ohio office furniture manufacturer 
who has captioned it: “SEVEN 
THOUGHTS FROM MY EMPLOY- 
ER RELAYED TO YOU!” ... and 
to give you one of the seven, here 
is what this important factory exec- 
utive in our trade has emblazoned 
in a frame in his office, credit line 
according to his secretary given to 
Jolin Hughes. And to give it the 
spotlight it deserves, we have asked 
Editor Walter S. Lennartson to 
frame it for your consideration: 










A plain bar of iron is worth 
$5; made into horseshoes $10.50 
.. . into needles, is $3,285, and 
if turned into balance springs 
for watches $250,000. 

This is true of another kind 
of material—you. YOUR value 
is determined by what you 
make of yourself. 






Ask immediately for No. 8.2 dis- 
patched us from an order depart- 
ment manager of a large Kentucky 
stationery concern. He titled it, “A 
collection story that helps us col- 
lect.” 

Ask immediately for No. 8.3 air- 
mailed us from Maine, and this 
office outfitter calls the offering: 
“A vacation plan we worked out 
that may help you, too.” ... and 
this down-East correspondent 
quaintly added this quote: “Vaca- 
tions are easy to plan: The boss 
tells you when and the wife tells 
you where.” 

Again we emphasize: 

“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
—there’s a prize for each one used, 
and it is significant that it comes 
from a nation’s capitol stationer: 
“Eat, drink and be merry, for to- 
morrow it may cost you more!” 


3, 38, 3 


Office-efficiently yours! 
RALPH B. ORTEL 





A New View on Taxes 


& IN THESE DAYS of increasing taxes and handouts from the Federal Government 
t is refreshing to find a mayor who is different. Those attending the NOMDA con- 
vention at Detroit were surprised that there was such a mayor as Albert Cobo, who 
even took time off from a busy office schedule to address them. Mayor Cobo has 
actually decreased taxes instead of increasing them in the past two years. And he 
dares to speak out and say that slums can be cleared and housing provided by 
private capital instead of Government money. All of which makes the industry proud 


f a former member. 
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Editorial 
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Why Not Toot a Horn, Via Letter? 


@@ A CURRENT edition of the Underwood 
News presents an idea for “telling the world” 
which bears repeating. It presents a conversa- 
tion between two men, one of whom was bowling 
bent and the other bound for his Legion Post to 
present his plan for spreading the United States 
story of freedom via letters. 

The idea is simply that anyone who has a 
friend or relative abroad should write a letter— 
“about what all we have done and are doing for 
a free world, that we are not wanting to enslave 
or exploit anybody, and that all we want is 
peace with freedom for all people who want it.” 


The companion, who was off to a bowling 
match, and suddenly found it not so important, 
soon got the idea and exclaimed: “I believe 
you’ve latched onto something. There’s a lot of 
folks who know the truth about our country and 
aren’t afraid to pass it on. And the Government 
spends thousands of dolars annually to accom- 
plish the same thing through the Voice of 
America. . .” 

Veterans’ organizations, civic and social clubs 
can provide their own “voice’’ of the land of the 
free and the home of the brave. They can “tell 
the world.” 


Here and There 


JESS BECK IS DIRECTOR OF 


Jess Beck, president and general man- 
ager of the Western Bank and Office Sup- 
ply Company, 205 N. W. First St., 
Oklahoma City, Okla., is on the board of 
directors of the First State Bank and Trust 
Company, Oklahoma City’s newest bank, 
established and opened April 6, 1951. It's 
located outside the downtown district at 
154 N. E. 23rd St. 

Features include a special reserved park- 
ing area, so customers may always have 
a convenient place to park; 24-hour de- 
pository for after hour banking; and mer- 
chants’ drive-in windows, for fast routine 
banking without necessity of depositors 
leaving their cars. EVH 





Customers are Still Paramount 


@¢ GETTING ORDERS becomes a relatively 
simple process during periods of shortages such 
as today. But, there is still need in this change- 
able world for a customer list that never stands 
still. 

Here’s what has happened to the nation’s 
customer list since 1940, according to a recent 
talk at the Los Angeles Sales Executive Club re- 
ported in The Gilcrafter of the Gilbert Paper 
Company, Menasha, Wis.: 

e 13% million old customers have died. 

e Over 30 million future customers have been 
born. 

e Over 17 million customers have gotten mar- 
ried. 

e Over 1/3 of all present families have been 
formed. 

e 63% of the 140 odd million people in the 
United States today do not remember World 
War I. 

e 52% do not remember a Republican admin- 
istration in the White House. 

That’s why getting customers still needs the 
principles of good salesmanship. Production may 
be oversold, but a product never is. 





the Art Novelty Manufacturing Company. 


OKLAHOMA CITY BANK Mr. Eyman, on a recent visit to Van- 


couver, British Columbia, to attend a meet- 





FRANK H. EYMAN (RIGHT) BECOMES 


Eyman, now known as Chief Raven, by 
Chief Matthias Joe Capilano, who is an 
authentic chief of the Squamish Indians. 

As proof of this being an honor not 
lightly conferred, the last previous time it 
happened Chief Capilano made Horace 
Heidt an honorary chief and he did it 
before some 4,000 people. 





VAN DORN CONTRIBUTES 
TO SALES STORIES BOOK 

Horace B. Van Dorn, vice-president of 
the Joseph Dixon Crucible Company, pencil 
sales division, is the author of one of the 
“60 great sales stories told by 60 great 
salesmen” appearing in a new volume. 
This book, “How | Made the Sale That 
Did the Most for Me,” is published by 
Prentice-Hall, Inc., 70 Fifth Ave., New York 





MARKING DEVICE PRESIDENT 
NOW SQUAMISH NATION CHIEF 


New honors have been “marked up” 
for Frank H. Eyman, president of the Mark- 
ing Device Association and president of 
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CHIEF RAVEN OF SQUAMISH NATION 


ing of the M.D.A. in that city, was made 
an honorary chief of the Squamish Nation 
in an impressive ceremony. 

This honor was conferred upon Mr. 


11, N.Y., selling for $5.35, and was com- 
piled and edited by J. M. Hickerson. 
Titled “The Longest Way ‘Round, the 
Shortest Way Home,” the Van Dorn article 
tells how the Joseph Dixon Crucible Com- 
pany executive, his pockets full of pencils, 
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bypassed the purchasing agent of a “blue 
chip” corporation and sold the treasurer 
on his product 

Mr. Van Dorn concludes his intriguing 
story with this comment: “Selling is one 
of the subtle arts, which throws mind 
against mind, tongue against tongue, firm- 
ness against firmness. Salesmen are in 
conference all day long, and as Bacon 
has said, ‘Conference maketh a ready 
man.’ The ebb and flow of conference is 
a joy to me. It always is to a salesman. 
He has much to accomplish with spoken 
words; and great things, as well as small, 


“ 


turn on these spoken words... . 





BEACH EXPENSE BOOK FOUND 
BY E. T. WEIS STIRS SOME 
WAY-BACK-WHEN MEMORIES 


In the gay 90's, when the well-dressed 
traveling salesman looked like the accom- 
panying illustration, two new firms were 
just getting started on their long and use- 
ful careers in Michigan 
—the Weis Manufactur- 
ing Company in Mon- 
roe and the Beach Pub- 
lishing Company in De- 
troit 

Recently, E. T. Weis, 
present head of Weis, 
in clearing out an old 
desk, found a “’Com- 
mon Sense” Travelers 
Weekly Expense Book 
made by the Beach 
Publishing Company 
with a calendar on the 
back cover for 1901 
and 1902. It had been 
used by H. T. Smith, 


ITI 
a salesman for the Weis Manufacturing 
Company, and recorded his expenses for 
the week ending October 10, 1908. 

Mr. Smith’s expenses, as compared with 


the prices of today, are interesting and 


enlightening. His “cash fare” for trans- 
portation from Defiance to Napoleon, 
Ohio, was $.60 and that is the highest 
amount he paid for going from one city 
to another. The other fares are either 
$.45 or $.25. His highest hotel bill was 
$4.75 and, of course, included his meals 
for at least a full day. A hotel room with- 
out meals was evidently priced at $.50 
and on one day he had dinner and sup- 
per in Celina for a cost of $.50 each. 

The summary page shows his total ex- 
penses for the week—a six-day week—as 
$20.15. The old book includes such obso- 
lete headings as ‘‘Mileage Books,” “Excess 
Baggage” and “Livery 

For his half a dollar, Mr. Smith prob- 
ably got a heavy, hearty meal—plenty of 
boiled meat and potatoes and pie—but 
no green salads and fresh vegetables out 
Undoubtedly he didn’t demand 
a private bath as he planned to be at 
home by Saturday 


of season 


night—and anyway 
He didn’t jump into 
his auto to get from VanWert to Delphos, 


there weren’t any 
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but climbed aboard the “local” with its 
plush seats and cuspidors. 

Nostalgic about the “good old days?” 
It’s fun but who wants to return to them 
even at these prices? 





‘SQUIRE’ ANDERSON 





Gardening is the hobby of E. W. (Andy) 
Anderson of Anderson, Riley & Sava, 175 N. 
Wells St., Chicago, office furniture dealers. 
Here, “Squire” Anderson is shown at work 
on his new five-acre estate. at Northbrook, Ill. 





EDWARD JOHN “BUD” HORDER 
RECEIVES COLLEGE HONORS 

After a banner record at the University 
of Florida school of horticulture, from 
which he was graduated, Edward John 
“Bud” Horder recently was at home on 
a visit. 

When “Bud,” accompanied by his wife, 
Rosalie, and daughter, Linda, arrived at 
the Glencoe, Ill., home of his parents, the 
Harry Horders of Horder’s, Inc., he was 
receiving congratulations on having fin- 
ished college in three years and on his 
election to Phi Beta Kappa. 

The young Horders intend to make their 
home outside Birmingham, Ala. 





A WEIS IN ACTION 





In this dramatic action shot, Bob Weis, son 
of Gilbert O. Weis, representative of the 
Weis Manufacturing Co. at San Marino, 
Calif., demonstrates his basketball playing 
ability for South Pasadena-San Marino High 
School. Graduating in June, young Weis 
expects to enter college this fall. 
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2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 


We call him Peg Leg Heron because 
he has wooden legs. His own legs were 
cut off by a railroad train, and so the 
game warden fixed him up with wooden 
ones. All Heronville sympathized with 
him, because in Birdland, a heron with 
wooden legs is in the same pond with 
a fish with plastic fins. 


But Peg Leg didn’t lose his head over 
the loss of his legs. He soon learned 
how to walk without assistance; he man- 
aged to wade around the water and 
catch enough fish to keep trom starving. 
“Fate gave him a raw deal. How lucky 
we are to have our own legs and catch 
fish in abundance,” said the other herons 
as they gorged themselves on fat perch 
while Peg Leg had to be satisfied with 
a little minnow here and there. 


One day the herons were sharpening 
their bills on the bank before wading in 
for their meals and they heard a flock 
of ducks quacking excitedly and swim- 
ming to shore with frantic speed. “What's 
the matter?”, asked the herons. “The 
water is full of snapping turtles,” cried 
the ducks. “If you wade in today, they'll 
bite your legs off.” 


The herons didn’t dare go in the water, 
days passed and they were still kept from 
the feeding ground by the snappers. 
Stravation faced the herons. They held 
a consultation. Someone had to wade 
into the water to get fish for the hungry 
flock. “But who would brave the power- 
ful jaws of the snapping turtles?” cried 
one and all. 


“What have I got to lose?” It was Peg 
Leg talking. “I'll catch the fish for this 
flock if you contract to buy all I catch.” 
The flock agreed. The snapping turtles 
snapped at his wooden legs, but Peg Leg 
just kept on fishing. He had the fishing 
grounds all to himself now and he got 
plenty of big, fat perch, the like he never 
got before because the herons with their 
good legs always beat him to the catch. 
Every day he took a big haul to the 
distribution center and sold them to the 
hungry herons for so much a pound. 


The snapping turtles have made the 
waters around Heronville their perma- 
nent home, so Peg Leg is set for lite. 
His contract to feed the herons is making 
him rich. 


Your misfortune may be your fortune 
if you just keep fishing. 


Very wisely yours, 


OLLIE THE OWL. 
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NEW ENGLAND STATIONERS 
GATHER AT PORTSMOUTH 


Governor Himself Heads Convention Committee— 
Charles P. Anderson, Boston, Chosen 
to Succeed Sidney H. Challenger 


ISTRICT NO. 1, NSOEA, which consists of the six 
New England states, held its annual convention 

at Portsmouth, N. H. The dates were June 4 and 5, the 
hotel—Wentworth-by-the-Sea, which is on an island 
just outside of Portsmouth but connected with it by 
bridge. Its unusual attractions help in large measure 





1, At the Governor's Reception—Joe Fitzgerald, Eberhard Faber 
Pencil Co.; Mal Derry, The Globe Wernicke Co.; John W. Murray, 
John W. Murray Co., Boston, Mass.; Mrs. Elmer Pape; Mrs. George 
C. Wheeler; Mrs. Percy Jacobs; Mrs. Mal Derry; Percy Jacobs, 
John R. Rembart Co., New Haven, Conn.; Elmer W. Paper, Adkins 
Printing Co., New Britain, Conn.; Mrs. S. H. Challenger; Horton 
R. Frisbie, Roberts Office Supply Co., Portland, Me. 

2. Mrs. Nat P. Blish, Mrs. Wendell F. Holmes, Mrs. Horton R. Frisbie, 
Mrs. Ben Willander, Mrs. H. G. Jones, Mrs. Ray Fletcher. 

3. Mr. & Mrs. S. J. Donnelly with Mr. & Mrs. R. E. Fritz, Fulton 
Marking Equipment Co. 

4. Bob Slate, Cambridge, Mass.; Sam Groom, Thos. Groom & Co., 
Inc., Boston, Mass.; Rhys H. Llewellyn, R. H. Llewellyn Co., Man- 
chester, N. H.; Herbert A. Sweat, G. C. Prince & Co., Lowell, Mass. 

5. Irving Ackerman, Paramount Office Supply Co., Providence, R. I.; 
Harold Low and Mr. & Mrs. Jerry Warshaw, all Warshaw Mfg. 
Co.; Raymond Cohen, Paramount Office Supply Co., Providence, 
R. I, 
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to account for steady increase in attendance. The gov- 
ernor himself, Sidney H. Challenger, of the Frank H. 
Fargo Company, Bridgeport, headed the convention 
committee, other members being Nat P. Blish of Rey- 
burn Manufacturing Company, president of the New 
England Travelers Club; John W. Murray, president of 
the Boston Stationers Association; Arthur L. King of 
Ward’s, Boston, and Charles Burt of Burt & Dell Com- 
pany, Hartford: Charles P. Anderson of Thomas Groom 
& Company, Boston, received the nomination of gov- 
ernor to succeed Mr. Challenger at the time of the 
national convention in Chicago. 

As with other meetings, most of the program was 
provided by members of the NSOEA troupe composed 
of L. W. Miller, The General Fireproofing Company; 
Harry Fellowes, Bankers Box Company; William H. 
Gove, Minnesota Mining & Manufacturing Company, 
and Zac Smith and Paul Burbank, president and gen- 
eral manager respectively of NSOEA. Others included 
Rev. John N. Feaster, pastor of the North Congrega- 
tional Church, Portsmouth, who gave the invocation; 
Harold C. Kessinger, humorist, philosopher, Rotary 
governor and New Jersey judge; Robert P. Brecht, pro- 
fessor of industry and chairman of the geography and 
industry department, Wharton School of Finance and 
Commerce, University of Pennsylvania; and Walter 
Carson, Jr., instructor at Harvard School of Business. 

The program started with a luncheon at which 


ON THE OPPOSITE PAGE— 

1. Bill Fletcher, The Carter's Ink Co.; Joe Yates, Jos. F. Yates, Inc., 
New Haven, Conn.; Lovis F. Caracci, Nor-Wood Co., New York, 
N. Y.; Watson Dee, Esterbrook Pen Co.; Percy Jacobs, John R. 
Rembert Co., New Heaven, Conn. 

2. Mrs. & Mr. Charles Anderson, Thos. Groom & Co. Inc., Boston, 
Mass.; Mrs. & Mr. S. H. Challenger, Frank H. Fargo Co., Bridge- 
port, Conn. 

3. Governor S. H. Challenger and Nat P. Blish, president, New 
England Travelers Club, looking over the golf trophy. 

4. Guy Hart, Joseph Dixon Crucible Co.; Mrs. R. H. Llewellyn; Mr. 
& Mrs. Harry W. Lynn, Esterbrook Pen Co. 

5. W. Santor, The General Fireproofing Co.; Jas. E. Feeley, Spring- 
field Office Supply Co., Springfield, Mass.; Mr. & Mrs. Ed. Gran- 
field, Ed Granfield, Inc., New Haven, Conn.; Mrs. Vernon Kehoe, 
Mrs. James F. Feeley. 

6. Joseph C. Johnson, Johnson Office Supply Co., Worcester, Mass.; 
Harold Bell, Sturgis Chair Co.; Cal Cameron, Oxford Filing Supply 
Co.; Carl Larson, Stoneham, Mass.; William Kushner, Adams 
Stationery, Boston, Mass. 

7. Mrs. J. Fitzgerald, Mrs. F. W. Rush, Jr., Mrs. John V. Powell, 
Mrs. John W. Murray, John V. Powell. 

8. A few of the members of the convention committee with Gov- 
ernor Nat P. Blish, Reyburn Manufacturing Co.; Ed F. Stockwell, 
American Pencil Co.; John W. Murray, John W. Murray Co., 
Boston, Mass.; Fred W. Rust, Jr., Rust Craft Publishers; Ben 
Willander, Thos. Groom & Co., Inc., Boston, Mass.; $. H. Chal- 
lenger, Frank H. Fargo Co., Bridgeport, Conn. 

9. Chas. E. Ramsey, Ever-Ready Calendar Mfg. Co.; Rose Cushman, 
NSOEA; Leon Banov, Art Steel Co., Inc. 

10. E. W. Berry, Loring Short & Harmon, Portland, Me., with Tony 
Love, Wilson Jones Co. 

11. Nat P. Blish, Reyburn Mfg. Co.; Jack Casey and S. Vacirca, both 
D. J. Casey Paper Co., Haverhill, Mass. 

12. Mrs. Walter Barbier; Mr. & Mrs. Fred T. Bowes, Eagle Pencil Co.; 
Les Westcott, RustCraft. 

13. Paul E. Burbank, NSOEA; Bill Gove, Minnesota Mining & Mfg. 
Co.; Zac P. Smith, Zac Smith Stationery Co., Birmingham, Ala.; 
S. H. Challenger, Frank H. Fargo Co., Bridgeport, Conn. 

14. E. H. Knapp, Victor Safe & Equipment Co.; Mrs. G. C. Wheeler; 
Ralph Graham, Columbia Ribbon & Carbon Mfg. Co.; Mrs. L. J. 
Caracci. 

15. President Zac Smith shaking hands with Speaker Harold C. 
Kessinger. 

16. Mrs. Arthur Burger, Mrs. Jack Silver, Arthur Burger, Art Steel 
Co., Inc.; Mrs. Max Shaw, Mrs. Nort Libien, Mrs. B. Agronick, 
Jack Silver, Advanco Products. 

17. Mr. & Mrs. John B. Dwyer, manufacturers’ representative, with 
F. H. Caswell, F. S. Webster Co. 

18. At the registration desk: Richard Towne and Ray Fletcher, Na- 
tional Blank Book Co. 

19. Harold Barnes, Victor Sofe & Equipment Co.; Guy Hart, Joseph 
Dixon Crucible Co.; Forbes Snyder, Forbes Synder, Inc., Holyoke, 
Mass. 
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1. Harry Lynn, Esterbrook Pen Co.; Charlie Ramsey, Ever Ready 
Calendar Mfg. Co.; Nat Blish, Reyburn Mfg. Co. 

2. Joseph Moore, Blaisdell Pencil Co.; Mrs. Edward Yarock, Davis 
& Nye Stationers, Waterbury, Conn.; Mrs. William Van Ness, 
Eberhard Faber Pencil Co.; Arthur King, Ward’s Stationers, Boston. 

3. O. F. C. Giddy, Eberhard Faber Pencil Co.; Phil A. Rooney, 
Bailey's, Inc., Brocton, Mass.; S. B. Groom, Thomas Groom & 
Co., Inc., Boston; Ray E. Fletcher, National Blank Book Co. 

4. All Minnesota Mining & Mfg. Co.—Seated: Mr. and Mrs. Al Drew, 
Jim Barron. Standing: Dick Burhoe, Dick Sheppard, Bill Gove. 

5. Harold Koritz, Paul White, Hy Rodman, all Lowell Staty. Co., 


Lowell, Mass. 
6. Maris Rienzi; Bill Rienzi, Eagle Pencil Co.; Lucille Barbier; Walter 
Barbier, Weldon Roberts Rubber Co.; Mary Bowes; Fred Bowes, 


who at times required two or three days to make a 
service call. A community of interest, he said, must 
exist between the vendor and user. The dealer must 
develop much keener appreciation of the office exec- 
utive’s management job. He cited examples of well- 
meaning dealers trying to impress but failing to 
comprehend customer’s requirements. Dealers, he said, 
must be active and not passive. They must be partners 
in fitting new equipment into the buyer’s functional 
needs. Dealers and management should consider the 
position of office equipment in broader problems, such 
as standardization, uniformity, uniform size of bank 
checks, uniform desk finishes, and many others. Na- 
tional Office Management Association is conducting 
additional projects in schools and other places in 
various areas. He referred to some organizations as 
having substantial methods departments, adding that 
similar work can be carried on by the small dealer and 
made helpful to the user. 


Mr. Carson mentioned $7,000,000,000 

as a rough esti- 
mate of the amount paid in a year for outside selling. 
Salesmen’s compensation, he said, started from two 
problems: How much should the salesman earn; how 
much should he be paid. Based on a survey of a lim- 
ited number of companies in various industries, he 
said the average income for outside salesmen before 
the Korean War was $5,400, for 42 stationery and office 
equipment companies $6,000. The companies inter- 
viewed were manufacturers, wholesalers, and retailers, 
and figures represented earnings only of trained 
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12 emma. 


Eagle Pencil Co. 

7. Betty Granath, Tenafly, N. J.; Anne Siegel, Brookline, Mass.; Rita 
O'Leary, Belmont, Mass. 

8. John Whalen, American Pad & Paper Co.; Mrs. Whalen; Jack 
Casey, D. J. Casey Paper Co., Haverhill, Mass.; Bert Chillson, 
American Pad & Paper Co.; Abe Feinzig, Hammond Staty. Co., 
Boston. 

9. Harold Edgren, Corry-Jamestown Mfg. Co.; Mrs. Edgren. 

10. Betty Burbank; Mr. and Mrs. Allan Murray, Victor Safe & Equip- 
ment Co. 

11. Bill Freeman, Dennison Mfg. Co.; Al Cole, S. E. & M. Vernon Inc.; 
Frank Palmer, Eaton Paper Corp. 

12. G. C. Freeman, Office Supply Center, White River Junction, Vt.; 
Ed Goodlett, F. S. Webster Co. 


salesmen. The general group, according to his chart, 
ranged from $3,600 to $8,200, office equipment from 
$3,400 to $11,000. Consideration of how much should 
be paid, he said, should come before the method. Com- 
panies cannot pay too high or too low and remain 
competitive. Management, he said, should arrive at 
what the salesman should be earning before it can 
make a sensible plan of compensation. More than half 
of those in the general group, he reported, used a com- 
bination of salary and incentive—20% straight salary, 
more than 20% straight commission. In office equip- 
ment over 70% paid salary and commission, 10% 
straight salary, about 16% straight commission. He 
went into considerable detail but reminded his audi- 
ence that the number of sources of the information 
was too restricted to qualify as representative of sal- 
aries and compensation methods for business as a 
whole. 

Entertainment at the Wentworth was plentiful. It 
started with a contest for boh men and women on 
a pitch-and-putt golf course opposite the hotel. The 
dinner the first evening consisted of a New England 
clambake, for which the Wentworth is noted. It was 
followed by a Monte Carlo party at which all registered 
visitors were supplied with token money. Some lost 
their supply quickly, but a few multiplied their starting 
sums to large figures. At the luncheon on the second 
day “Leeds” of Boston presented a fashion show. 

Manufacturers and dealers engaged in their annual 
golf tournament at a course only a mile or two away. 
First low gross was won by Bill Santor of The General 
Fireproofing Company, who made the 18 holes in one 
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under par. Second low gross went to Phil Pike of Min- 
nesota Mining & Manufacturing Company. Low net 
went to Walter Concannon of Concannon & Scripture, 
Portsmouth, N. H., and Rumford, Me. Second low net 
was won by Phil Powell of Automatic Pencil Sharpener 
Company 


At the banquet Arthur King 
served as master of cere- 


monies. Special certificates acknowledging their good 
work for the district were given to former governors. 
Those present included Jim Towhill, James T. Towhill 
Company, Boston; S. B. Groom, Thomas Groom & Co., 
Inc., Boston; E. W. Pape, Atkins Printing Company, 


1. Harvey P. Rockwell, Yawman and Erbe Mfg. Co.; Paul Cheney, 
Southworth Co.; Harris Baker, Random House; Frank R. Curtiss, 
Neva Clog Products 

2. Governor S. H. Challenger, Frank H. Fargo Co., Bridgeport, Conn., 
congratulates Governor-elect Charles Anderson, Thos. Groom & 
Co., Inc., Boston, Mass., as Ex-Governor Horton R. Frisbie, Roberts 
Office Supply Co., Portland, Me., looks on. 

3. Mrs. E. H. Knapp; Allan Murray, Victor Safe & Equipment Co.; 
Mrs. Lovis F. Coaracci 

4. Garry E. Doll, Burt & Dell, Hartford, Conn.; Stanley F. McGar, 
John J. Molloy, Inc., Meriden, Conn.; Ted M. Hargen, Yawman 
and Erbe Mfg. Co 

5. Hy Siegel, Pencraft, Inc., Boston, Mass.; L. Dale Brown, A. S. 
Hyland & Co., Fitchburg, Mass.; Vic Cockran, monvufacturers’ 
representative; Mal Derry, The Globe Wernicke Co. 


6. Arch McClellan, Acco Products; Mr. & Mrs. Pete Akin, Plimpton’s, 
Hartford, Conn.; L. J. Fisher, Plimpton’s, Hartford, Conn. 
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New Britain, Conn.; Al Rebhan, formerly of Boston, 
now Rochester, N. Y.; E. M. Berry, Berry Paper Com- 
pany, Lewiston, Me.; Rhys Llewellyn, R. H. Llewellyn 
Company, Manchester, N. H.; J. E. Feeley, Springfield 
Office Supply Company, Springfield, Mass.; Ben Wil- 
lander, Thomas Groom & Company, Boston; Stanley 
McGar, J. F. Molloy, Inc., Meriden, Conn.; Horton R. 
Frisbie, Roberts Office Supply Company, Portland. John 
F. Molloy, second governor of the district, was not 
present but his daughter, Mrs. Stanley McGar, accepted 
his certificate for him. Mr. King also was in line for 
one, having served in 1932-33. Special recognition was 
given to Jim Armington, Eberhard Faber Pencil Com- 
pany, the one honorary member of the national asso- 
ciation from that district. 





7. Mr. & Mrs. W. O. Colby, Blake & Rebhan, Boston, Mass.; Al F. 
Rebhan; Walter Nichols, Weis Mfg. Co. 


8. Harry L. Fellowes, Bankers Box Co., with Mrs. $. H. Challenger. 

9. Mr. & Mrs. Thure Bengston, Adkins Printing Co., New Britain, 
Conn.; Mrs. S$. H. Challenger; Charles E. Reynell, Oxford Filing 
Supply Co. 

10. Bill Gove, Minnesota Mining & Mfg. Co., with John A. Gilbert, 
Office Appliances. 

11. Charles E. Reynell, Oxford Filing Supply Co.; Sally Wigon with 
Mrs. Joe Wigon, both Joe Wigon, Portland, Me.; Cal Cameron, 
Oxford Filing Supply Co. 

12. Mr. & Mrs. R. A. Maish, Dennison Mfg. Co. 

13. Seated: Miss A. E. Solgren, F. S$. Brightman, New Bedford, Mass.; 
Mr. & Mrs. A. W. Xavier. Standing: Martin Glaubinger, Zephyr 
American Corp.; Lew Foster, Speed Products, Inc.; George Hutchin- 
son, Scripto, Inc. 
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HISTORICAL COOPERSTOWN HOSTS 
SECOND REGIONAL NSOEA MEET 


Vernon R. Evans Nominated to Succeed 
Wolter H. Miller as Governor—Many 
Hear Troupers, Enjoy Golf Tourney 


HE OTESAGA HOTEL at Cooperstown, N. Y., was 

the scene of the regional convention of the Second 
District of the National Stationery & Office Equipment 
Association on June 21 and 22. The town and surround- 
ing area is the locale of the novels, “The Leather Stock- 
ing Tales,” by James Fenimore Cooper. Early American 
life as presented by the various museums brought back 
many a childhood memory to conventionites. Here, too, 
is baseball's “Hall of Fame” and the original Doubleday 
Field—the first baseball diamond as laid out by the 
inventor. 

From all parts of the second region came dealers, 
manufacturers and salesmen seeking help and guid- 
ance for the days ahead. Their enthusiasm and in- 
terest was keen for the two business sessions which 
Governor Walter H. Miller, Otto Ulbrich Company, 
Buffalo, N. Y., kept rolling along in nicely-paced tempo. 
The governor wisely gave the group ample opportunity 
to stretch the kinks out of their joints between 
speeches, so the group actually gathered enthusiasm 
as the program progressed. 


By noon of Thursday, 

all but a few had signed up 
under the ever-watchful eye of Edward L. Strebe, Hoel- 
scher’s Inc., Buffalo, N. Y., whose financial genius again 
added to the smooth-working program. All assembled 
for luncheon in the dining room. Mr. O’Connor, the 
president of the Cooperstown Second National Bank, 
welcomed all to his city. He told the group of some of 
the delightful advantages of meeting in Cooperstown 
and extended the friendship of the city. 

Adjourning to the meeting room Governor Miller 
opened the first session of the convention with a brief 
word of welcome and without further ado launched 
into the program, which featured the troupers: Zac 
Smith, president of NSOEA; L. W. Miller, The General 
Fireproofing Company; Harry Fellowes, Bankers Box 
Company, and William H. Gove, Minnesota Mining & 
Manufacturing Company. Their remarks have been 
reported in accounts of previous regional meetings. 

Concluding this session with appointment of the 








IN THE LIMELIGHT AT THE DISTRICT NO. 2 REGIONAL 

TOP: Governor Walter H. Miller, Otto Ulbrich Co., Buffalo; President 
Zac Smith, Zac Smith Staty. Co., Birmingham, Ala.; Governor-elect 
Vernon R. Evans, Vernon R. Evans Co., Utica, N. Y. BOTTOM—Empire 
State Travelers Officers: Vice-president R. S. Connor, Eagle Pencil 
Ce.; President J. S. Croke, National Blank Book Co.; Secy. Treas. 
Frank Wilkerson, Dennison Mfg. Co. 
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necessary committees, the group adjourned to partake 
of “the Flowing Bowl and Cheering Cup” just before 
dinner. After dinner the convéntionites were given 
respite to indulge in pursuits of their own desires. 

The ladies had meanwhile spent their day with a 
boat ride on beautiful Lake Otesaga after a pleasant 
luncheon. 

The Friday morning session got off to a prompt start 
as Paul E. Burbank, NSOEA, gave the boys the low- 
down on the Washington situation. The group kept the 
speaker busy for quite some time answering questions 
after the delivery of his formal address. A panel com- 
posed of members of the troupe (with Howard W. Gun- 
locke, W. H. Gunlocke Chair Company, substituting for 
Mr. Fellowes) did a good job of answering questions 
from the floor. 

Vernon R. Evans, Vernon R. Evans Company, Utica, 
N. Y., was nominated governor by popular acclaim. 
George J. Schmieg, Syracuse Office Equipment Com- 
pany, Syracuse, N. Y., was chosen as vice-governor, 
also by popular acclaim. 

The ladies had spent the morning on a museum trip 
where misfortune caught up with Mrs. H. W. Gunlocke, 


ON THE OPPOSITE PAGE— 


1. Charles W. Lipman, George B. Graff Co.; Bill Mason, Esterbrook 
Pen Co.; Ted Paines, George H. Courtier Co., Niagara Falls, 
N. Y.; George C. Pohnke, Stationers Loose Leaf Co.; Frank J. 
Tyan, Rockwell-Barnes Co. 

2. L. Hendrickson, Harter Corp.; Sam Abramson, Standard Office 
Sply. Co., Syracuse, N. Y.; Harold F. Graves, Wilson Jones Co.; 
B. Matthews, Harter Corp. 

3. H. F. Sanner, Sanner Office Sply. Co., Erie, Pa.; Low Hoelscher, 
Hoelscher’s, Inc., Buffalo, N. Y.; Stanley Cooper, Pfleeger Business 
Equipment Co., Utica, N. Y. 

4. Mr. & Mrs. E. S. Howard, E. S. Howard Co., Oswego, N. Y.; in 
rear Charles J. Amann, Victor Safe & Equipment Co. 

5. Roy Hanks and H. B. Georgia, Jr., both of Georgia-Hanks Co., 
Binghamton, N. Y.; Howard W. Gunlocke, W. H. Gunlocke Chair 
Co. 

6. Harry Armitt, Oxford Filing Sply. Co.; H. J. Loos, Dennison Mfg. 
Co.; C. F. Wicks and Carl Orth, both of McClenathan Printery, 
Dunkirk, N. Y.; Tom Freeman, Bainbridge, Kimpton & Haupt, 
Inc.; Mark Young, A. W. Faber-Castell Pencil Co. 

7. A. G. Preston, A. A. Preston, John F. Kennedy, Bart Bouchlert, 
Fred Grant and Bill Keeney, all from Utica Office Sply. Co., Utica, 
N. Y. 

8. George P. Anderson, Boorum & Pease Co.; Clayton L. Williams, 
Mrs. Anderson, P. J. Murrett, all of Ryan & Williams, Inc., 
Buffalo, N. Y. 

9. Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc.; K. C. 
Heinrich and W. J. Siebold, both of Heinrich-Seibold Co., 
Rochester, N. Y.; George J. Schmieg, Syracuse Office Equipment 
Co., Syracuse, N. Y. 

10. Allan Murray, Mrs. McCormick; Mrs. Murray; J. A. McCormick, 
all Victor Safe & Equipment Co.; Frank H. Palmer, Eaton Paper 
Co. 

11. E. A. Keeling, Art Metal Construction Co.; Mrs. Vernon Evans; 
Mrs. E. A. Keeling; L. R. Addington, Wabash Filing Sply. Co.; 
Mrs. Walter Green. 

12. Ladies Entertainment Committee, standing: Mrs. Walter Miller; 
Mrs. E. A. Keeling; Mrs. Vernon R. Evans. Seated: Mrs. Hugh 
Wharton; Mrs. William Siebold; Mrs. H. W. Koehn, Jr.; Mrs. 
Walter Green. 

13. W. A. Santor, The General Fireproofing Ce.; Hy Goldstein, 
Rochester Staty. Corp., Rochester, N. Y.; L. W. Miller, The 
General Fireproofing Co. 

14. At registration desk: C. A. Swanson, Eberhard Faber Pencil Co.; 
V. R. Evans, Vernon R. Evans Co., Utica, N. Y.; E. Lb. Strebe, 
Hoelscher’s, Inc., Buffalo, N. Y. 

15. Art |. Johnston, Herring-Hall-Marvin Safe Co.; Fred E. Chind- 
gren, Watson Mfg. Co.; Mr. & Mrs. Marvin Hillsberg, Hillsberg 
Safe Co., Syracuse, N. Y.; W. G. Armstrong, The Globe-Wernicke 
Co. 

16. Walter H. Miller and Connie Paul, both of Otto Ulbrich Co., 
Buffalo, N. Y.; William H. Gove, Minnesota Mining Mfg. Co.; 
John D. Horne, Eberhard Faber Pencil Co. 

17. Frank R. Curtiss, Neva-Clog Prod. Inc.: H. B. VanDorn, Jos. 
Dixon Crucible Co.; Walter S. Purvis, Utica, N. Y.; Harry P. 
Rockwell, Yawman and Erbe Mfg. Co. 

18. A. T. Hunt, Art Metal Construction Co.; Roy Kirschner, National 
Blank Book Co.; W. F. Vogel, Sengbusch Self-Closing Inkstand 
Co.; Irwin Besser, Besser’s, Inc., Buffalo, N. Y. 
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THE CAMERA RECORDS DISTRICT NO. 2 FACES 
AT COOPERSTON, N. Y., SESSION JUNE 21, 22 





who gave an ankle a bad twist and returned to the 
hotel on crutches. 

Friday afternoon was the golf tournament for the 
men while the ladies partook of bridge and canasta. 
As the men were attempting to better the course rec- 
ord, the weather turned sour and once again the golfers 
displayed a tenacity and love for the game by playing 
most of the course in the rain. 

All the conventionites were at hand for the “Hour of 
Friendship” with the Empire State Travelers as hosts 
as a prelude to the annual banquet. After the banquet, 
Toastmaster A. A. (Bud) Preston introduced R. S. Con- 
nor, Eagle Pencil Company, who announced and dis- 
tributed the golf prizes to: 

Dealers’ low gross—C. W. Keeney, Utica Office Supply 
Company, Utica, N. Y. 

Salesmen’s low gross—W. A. Santor, General Fire- 
proofing Company. 

Dealers’ low net—Stanley Cooper, Pfleeger’s, Utica, 
N. Y. 

Salesmen’s low net—Frank Cocco, Dennison Manu- 
facturing Company. 

George P. Anderson, Boorum & Pease Company, as 
retiring president of the Empire State Travelers, ex- 
pressed his thanks to all the members for the fine co- 
operation extended to him during his term of office. 
Reminding all that the club was really rolling after a 
slow start, he urged all the members to give the same 
support to President-elect J. S. Croke, National Blank 
Book Company. 

J. 8. Croke presented Mr. Anderson with a token of 
esteem on the behalf of the Empire State Travelers 
Club. 


A sobering note was injected 
into the program by the 
announcement that Governor Miller had been called 
home to attend his failing father. 


Mr. Evans, filling in for Governor Miller, presented 
the thanks of the region to the Empire State Travelers 
Club for their excellent co-operation. To President Zac 
Smith, Zac Smith Stationery Company, Birmingham, 
Ala., a baseball from “the Hall of Fame” was presented. 
Then as elected nominee for governor, Mr. Evans ex- 
pressed his deep appreciation of the honor, stating he 
hoped he could do as good a job as his predecessor. 
He hopes next year’s convention would be even larger 
than this, the largest the region ever had. 


The group then adjourned to the dance floor and 
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1. G. F. Gleason and Bill Pierson, both of 
Moore Business Forms; E. P. McConkey, 
A. L. Little Co.; D. F. Steinbeck, manufac- 
turers’ representative; Paul C. Morgan, 
O. S$. Pulman Co., Albany, N. Y.; George 
Grooch, Amberg File & Index Co. 

2. Paul Buckwalter, National Blank Book 
Co.; Paul E. Burbank, NSOEA; Harry Fel- 
lowes, Bankers Box Co. 

3. George Parry and George Hollis, both of 
Rochester Stationery Corp., Rochester, 
N. Y.; W. F. Vogel, Sengbusch Self-Closing 
Inkstand Co.; Hy Goldstein and Mr. & Mrs. 
Alan Goldstein, all of Rochester Staty. 
Corp., Rochester, N. Y. 

4. H. M. Donisthorpe and Herb Walsh, both 
of Ace Fastener Corp.; Roy Martin, Wilson 
Jones Co. 

5. P. H. Leonard, The Globe-Wernicke Co.; 
F. A. Williamee, Yawman and Erbe Mfg. 
Co.; Frank DiPerna, Genessee Office Equip. 
Co., Utica, N. Y. 

6. Harry Jetter, Victor Adding Machine Co.; 
James S. Long, Parker Pen Co.; David H. 
Eaton Office Sply. Co., Buffalo, N. Y. 

7. M. R. Cowan, Corry-Jamestown Mfg. Co.; 
Fred A. Searles, F. A. Searles Estate, 
Elmira, N. Y.; W. Bruce Ellsworth, Corry- 
Jamestown Mfg. Corp. 

8. Mr. & Mrs. Wm. Ludwig and Mr. & Mrs. 
Philip H. Yawman, all of John R. Bourne 
Co., Rochester, N. Y. 


such other activities in which they chose to indulge 
to end a smooth-running, successful convention. 





Empire State Travelers Elect Croke 


At their annual meeting held during the Second 
Regional convention at Cooperstown, N. Y., the Empire 
State Travelers Club elected the following slate by 
unanimous vote: 

President—J. S. Croke, National Blank Book Com- 
pany. 

Vice-president—R. S. Connor, Eagle Pencil Company. 

Secretary-treasurer: Frank Wilkerson, Dennison 
Manufacturing Company. 

President Croke accepted the gavel from Retiring 
President George A. Anderson, Boorum & Pease Com- 
pany, with words of appreciation. There followed some 
rather pointed discussion on subjects concerning the 
club’s operation and a number of suggestions were 
made in respect to the club’s participation in the next 
annual convention. 





New England Travelers Club Meets 


The New England Travelers Club met at Wentworth- 
by-the-Sea, Portsmouth, N. H., June 5, the meeting 
being held in connection with the annual gathering of 
District No. 1, NSOEA. The meeting was called to order 
by Nathaniel Blish of Reyburn Manufacturing Com- 
pany, club president. 

Visitors who addressed the group included Sidney 


Challenger of the Frank H. Fargo Company, Bridgeport, 


Conn., governor of the district, who expressed his grati- 
tude for help from the travelers in preparation for the 
convention and for the increase in NSOEA member- 
ship acquired largely through their assistance. Mr. 
Challenger called Mr. Blish his right-hand man. 
Paul Burbank and Zac Smith both expressed appre- 
ciation for the increase in New England interest and 
the percentage of increase of members in the national 
association. -Willliam Gove, a member of the NSOEA 
troupe, regaled the travelers with a story or two. Fol- 
lowing remarks by the visitors, regular matters of 
business were acted upon. Guy Hart of Joseph Dixon 
Crucible Company was elected an honorary member. 
Several travelers were elected to active membership. 
Plans were completed for the club’s participation in 
the entertainment following the business sessions. 
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Expect 145,000 at National Business Show 


While well over 100,000 people attended last year’s 
National Business Show, present estimates figure that 
attendance at the 1951 Show to be held at the Grand 
Central Palace October 22-27 will hit é¢lose to 145,000. 

According to sample surveys taken last year, more 
than 81% of the attendance were buyers or users of 
office machines, equipment and supplies. The increased 
attendance foreseen in 1951 is attributed, according to 
reliable sources, to an even greater volume of paper 
work per dollar sales than during World War II. 


Where there was once 

a ratio of 10 factory work 
stations to one office work station, there is now a ratio 
of 10 to four. The increased number of office workers 
to factory workers has been, it seems, brought about by 
a widely varying set of circumstances, not the least of 
which is the number of governmental forms, direc- 
tives, and reports that must be completed. The im- 
pact of this and other increased paper work is well at- 
tested by various associations co-operating with the 
National Business Show such as the Systems and Pro- 


cedures Association of America, Records Management 
Association, the National Association of Cost Account- 
ants, National Association of Manufacturers, and 
others. 


Many manufacturing concerns, whose primary inter- 
est is the office equipment and supply field, are find- 
ing that their best customers are their new customers. 
The streamlining of an entire office involves a much 
bigger order in dollar volume and a steadier source of 
supply and maintenance orders. As a result, the drive 
for new customers seems to be about to break out in 


earnest with the Fall buying season. New machines 
and new models of old machines, for example, are 
timing their appearance on the market to coincide 
with the usual industry upswing when vacations are 


over and business recovers from the impact of stag- 
gered schedules 


Early recognition 
of the essentiality of office work- 
ers’ equipment was readily given last year when the 
Office Executives Association of New York, Inc., for- 
warded a resolution to the National Production Au- 
thority pointing out the extremely vital role it played 
in not only the nation’s economy but also the defense 
program as well 
Rudolph Lang, managing director of the National 
Business Show, reports that practically every inter- 
ested branch of the government has favorably ac- 
knowledged the Office Executives Association resolu- 


tion. As a direct result of this resolution, he added, 
there should be little distress in supplies for any well- 
integrated manufacturer in the office equipment field. 
As an industry, he added, every one concerned may well 
find almost limitless opportunity this year to serve 
both industry and the nation’s defense objectives. 
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September 21. t Lakes Travelers Club NSOEA pre-convention 


aco, lil. 


September 22-27. ! nal Stationery & Office Equipment Associe- 


n's 45th an n, Stevens Hotel, Chicago, Ill. Paul 
Burbank, genera sger, 740 Continental Building, Washington 
S ry on 
October 22-27. National Business Show, Grand Central Palace, 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., 


New York 18, N 
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personality 


WALTER H. MILLER—The 
governor of District No. 2, 
NSOEA, is executive vice- 
president of Otto Ulbrich 
Company, Inc., Buffalo, N. Y.. 
operating four stores in Buf- 
falo and the suburbs. He 
joined the Ulbrich Company 
in 1923 after graduation 
from the Wharton School of 
Finance of the University of 
Pennsylvania in 1921. He 
answered his country’s call to 
arms in World War |. There 
are few idle hours in the 
Miller day for his ‘extra-curricular’ activities are mani- 
fold, including long service to the Boy Scout cause as 
scoutmaster, district commissioner and member of the 
council. He is actively interested in ice skating and serves 
as president of the Buffalo Figure Skating Club. When 
the ice isn't frozen over, his hobbies consist of tennis and 
sailing on the Canadian shore of Lake Erie, where he 
has a summer home. Mr. Miller is a member of the 
retail trade committee of the Buffalo Chamber of Com- 
merce, a trustee of the Westminster Presbyterian Church, 
vice-president of the Western New York University of 
Pennsylvania alumni, and an active participant in Com- 
munity Chest and Red Cross drives. He is a 32nd Degree 
Mason and a member of Greater Buffalo Advertising 
Club and the Midday Club. The Miller family includes his 
charming wife and two daughters, one a graduate of 
Mt. Holyoke College and the other attending Colby 
Junior College. 








Zac Smith Visits England, Receives 
Honors from British Stationers 


NSOEA President Zac Smith, of the Zac Smith Sta- 
tionery Company, Birmingham, Ala., left on June 6 
via TWA for the annual meeting of the Stationers 
Association of Great Britain and Ireland which this 
year was to take place in June at Folkestone, England. 

In recognition of Mr. Smith’s co-operation and 
friendship for his English brother stationers in the 
employment of Leslie Williams in his organization for 
six months, the Stationers of Great Britain and Ireland 
have conferred a life honorary membership upon him. 
Leslie Williams, it will be remembered, was the winner 
of the contest held by the overseas association having 
submitted the best paper on why he should be awarded 
the six months’ employment on this side. 

Mr. Smith, stocked with items difficult to get in 
Britain, eagerly anticipated a reunion with Leslie Wil- 
liams, Mr. and Mrs. Herbert Holt, the latter the secre- 
tary of the Stationers Association of Great Britain 
and Ireland, and the privilege of attending the British 
stationers convention. From Britain, he planned to 
visit Paris, returning to this country in about two 
weeks. This was Mr. Smith’s first overseas flight, 
though he has visited Europe many times by boat. 

Other representatives of NSOEA who have attended 
the annual convention of the British Association in 
the past were the late Charles Mitchell, when he was 
president, Ivan Allen during his administration as 
president, and the late Charles P. Garvin as general 
manager. Members of the British Association have at- 
tended conventions on this side for many years. 
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Underwood Corporation, 
One Park Ave., New York 16, N.Y. 


This all-purpose Underwood Sundstrand accounting 
machine has two crossfooters for accounting applica- 
tion flexibility. A 10-key keyboard machine, it is de- 
signed for operation by the touch system. Its inter- 
changeable control plates, known as the “mechanical 
brain,” make possible automatic operations, minimize 
errors and give positive accuracy, declares the manu- 
facturer. Automatic column selection eliminates the 
necessity of selecting decimal position. A flexible key- 
board provides month, day, year and descriptive char- 
acters, and these, plus folio numbers, all print in one 
operation. The machine has a front feed carriage with 
writing line and all other entries visible at all times. 
The carriage opens and closes automatically to elim- 
inate manual operations. Model E is manufactured 
in two carriage widths, 18 and 24 inches, and listing 
and totaling capacities up to 99,999,999.99 






DOUBLE CHECK FEATURE 


Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 


The principal causes of lockouts and costly repair 
bills are claimed to be eliminated by the new auto- 
matic double check feature announced by Herring- 
Hall-Marvin Safe Company as standard equipment on 
all lug-type, revolving-door, burglary-resistive steel 
money chests. 
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The user cannot revolve the chest door while it is 
open. One plunger button on the door automatically 
holds it in true alignment for closing. The burring of 
the lugs, that occurs when the door is even partially 
revolved before closing, is prevented. 

Furthermore, the combination dial cannot be turned, 
throwing the locking bolt into locked position, while 
the chest door is open. A second plunger button on the 
door automatically holds dial and bolt in true position 
for closing. 


WOOD COSTUMER 


Dale Office Furniture Manufacturers, 
61 W. Hubbard St., Chicago 10, Ill. 


An exclusive manufacturer of quality 
wood costumers in the Chicago market, 
the Dale firm is offering two models, each 
72 inches high, with a 22-inch heavy 
base, four metal hooks, oak or walnut 
finish and packed six per carton, knocked 
down. The No. 2250 model has a 24-inch 
square post and the No. 1750 model a 
134-inch square post. 





WALLETSIZE PENS, PENCILS 





Fisher Pen Company, 
757 Waveland Ave., Chicago 13, Ill. 


A complete line of plastic and metal Walletsize pens 
and pencils is now available. No larger than a king- 
sized cigarette and measuring 3% inches when closed, 
these may be clipped on to wallet, checkbook or pocket. 
When open they measure five inches long and only 
three-eighths inch in diameter. The pens use a 
Durilium point ink cartridge, claimed to be an im- 
proved ball point having an ink trap collar that traps 
surplus ink, returning it back to the ink reservoir. 
These pens and pencils are available at popular prices, 
in colorful plastic barrels and metal cap combinations, 
1951 
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OWERING PRICES is one thing . . . but hammering 
them down at QUALITY ’s expense is something else 
again. PANAMA-BEAVER products are superb, 
because we tailor them UP to rare quality standards, 
not DOWN to higgle-penny prices. That’s why they 
are CHEAPER for YOU in the long, hard run... 





PANAMA-BEA Vir 
Vitbbonkd” Labia 











MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH 
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also in Dualtone all-metal pens in chrome and gold 


finish, in individual gift boxes. 


PRINTING CALCULATOR 





Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


A new tempo in figure production is claimed possible 
with the printing calculator in which are incorporated 
these features: printed proof of the entire figuring 
process; 10-key keyboard speed, automatic division and 
short cut multiplication and high speed addition and 
subtraction. The user goes on to next calculation im- 
mediately since the machine automatically clears 
there’s no need for copying, for a re-calculation; the 
proving media are on the tape 


FUNCTIONAL LINE 





The Globe-Wernicke Co., 
Norwood, Cincinnati 12, Ohio 


Recently introduced with its Techniplan units was 
Globe-Wernicke’s new functional line of wood desks 
designed by Donald Deskey & Associates. Desks in this 
line include the 60-inch double pedestal, flat top execu- 
tive style, the 60-inch secretarial model with typewriter 
pedestal, and the 45-inch single pedestal, flat-top style. 
Both the wood desk line and the Techniplan units are 
available in tropic mahogany, American walnut or 
light modern hand-rubbed finish. 
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POSTING TRAYS, STANDS 





Posting Equipment Corporation, 
777 Hertel Ave., Buffalo 7, N. Y. 


A newcomer to the office equipment field, this 
company announces it has a complete line of posting 
trays and stands used with machine bookkeeping sys- 
tems. The trays are automatic with all operations 
controlled by three buttons located with finger-tip 
reach of the operator. These three controls eliminate 
all manual movement of sheet body and allow the 
operator to remain seated during set-up and through- 
out entire posting operation. The trays also feature 
a drop side for stuffing or offset. Hoods with locks are 
available for all sizes. Trays are being manufactured 
in a variety of sizes to accommodate sheets from 
5 x 8 to 12 x 12 inches. 

Three models of posting stands are offered—a basic 
or skeleton stand, a stand fully enclosed with door 
and lock and a stand with a filing drawer. All are 
available with adjustable or fixed legs. 


RITCHIE ACCESSORIES 


The Safeguard Corporation, 
Lansdale, Pa. 


The Ritchie cushion for business machines and the 
Ritchie typewriter clamp are new additions to the 
Safeguard line of office equipment. The cushion, as 
illustrated, is designed to accommodate both electrical 
and manual typewriters, IBM electric bookkeeping 
machines, adding machines, calculators, addresso- 
graphs, tabulators, multigraphs, offset presses, assorters 
and card punchers. The sponge rubber cushion anchors 
the machine. Air chamber corners are also supplied 
separately for use under legs of heavy machines. 

The typewriter clamp is designed to eliminate the 
necessity of drilling or bolting office machines to a 
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3 MINUTE DEMONSTRATION 
OF TOMORROWS TYPEWRITER ! 


The All New 


Smith-Corona 


Office Typewriter 


H™ for you today—the machine that will set 

the pace in typewriter design for years to 
come! The all-new Smith-Corona has a new 
speed and ease of operation that is truly “Luxury 
Typing.” Plus these new and exclusive features: 










NEW! PAGE GAGE takes the guesswork out of and keeps telling her exactly how much space NEW! SUPER-SUPPORT SEGMENT with exclusive 
page end typing. The red signal warns typist is left as she types to the very end. Saves self-lubricating Electro Film finish gives new 
when she is 242” from the end of page. Tells retyping hundreds of pages a month! stability, accuracy and precision “write.” 





NEW! 10-INCH WRITING LINE gives you greater NEW! FASTER, EASIER SERVICING. Easily re- EXCLUSIVE! AUTOMATIC MARGIN sets both 
capacity. Standa arriage takes a 12-inch movable cover plates give quick access to margins with one hand in one second. The 
width paper, types a full 10-inch line. all working parts for cleaning and adjusting. only one hand system. World's fastest! 





And in 10 Minutes, 









r 


You 0 Error C : : your Smith-Corona 


You reed trrer Co 


representative 


You peced irror Control 
ob ea trror Centre, 





can tell 
you the 
full story. 
Call him now. 
He's in your phone book. 





NEW! 4-WAY RIBBON CONTROL gives new EXCLUSIVE! ERROR CONTROL permits correc- 
fourth position for typing in center of one- tions without spoiling appearance of page. 
M ns last longer Saves time, stationery, and retyping. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 
Makers ai mous Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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desk. It requires only one clamp which is slid over the 
drop leaf edge and the typewriter base is tipped under 
lid of the clamp. 


MACHINE UTILITIES 





Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Carrying cases and mobile stands for Remington 
Rand printing calculators and adding machines are 
now available. A handsome, streamlined, convenient 
carrying case enables the traveling user to take the 
printing calculator everywhere. A sturdy, adjustable 
stand to fit any Remington Rand printing calculator 
or adding machine provides mobility. These machine 
utilities are described in a folder AD 415 available on 
request. 


DUPLI-KIT 





The Heyer Corporation, 
1850 S. Kostner Ave., Chicago 23, Ill. 


A complete “direct-mail department” is contained in 
a single, compact storage case developed by Heyer. 
Called Dupli-Kit, this new unit consists of the Heyer 
portable printer and the Heyer portable addresser— 
together with initial supplies and fully-illustrated in- 
structions. Dupli-Kit provides everything for easy du- 
plicating of small announcements, forms and adver- 
tising pieces, plus a machine for rapid addressing, 
labelling and marking. Dupli-Kit retails for $19.90 and 
is designed to be within the financial reach of clubs, 
churches and small businesses. Individually, each of 
the machines retails at $10.95 each. 
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FRIDEN DEVELOPMENT 


Friden Calculating Machine Company, Inc., 
San Leandro, Calif. 


Engineers of the company have announced the per- 
fection of a new development for the Friden calculating 
machine making possible “the square root of 10 digit 
numbers in nine seconds—without use of tables of any 
kind.” This new device, entirely automatic, extracts 
square roots and automatically points off the correct 
decimal in the root through entry of the number and 
touch of one key. 


STREAMLINER WASTEBASKET 








The Globe-Wernicke Co., 
Norwood, Cincinnati 12, Ohio. 


An important feature of new Streamliner waste- 
basket, added to the Globe-Wernicke accessory line, is 
its space-saving rectangular shape with rounded cor- 
ners. Around the wastebasket’s smoothly-turned top 
edge is a graduated vinyl bumper guard adding to the 
accessory’s appearance and providing both a grip and 
wall guard. Dimensions of the heavy gauge steel acces- 
sory are 12% inches high by 14 inches long by 9% 
inches wide. Colors are gray, deep green, walnut brown 
and rich maroon. 


PRINT-O-STAMP 





Print-O-Matic Company, Inc. 
Merchandise Mart, Chicago 54, Ill. 


This new hand stamp device for printing labels, 


endorsements and short messages in volume quantity 
at low cost is being exclusively distributed by Print- 
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Tice > HIGH EFFICIENCY IN 
OFFICE 18%* LESS FLOOR SPACE 
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GLOBE-WERNICKE ; 


TECHNIPLAN 
OFFICE 


Techniplan, the original fully-developed modular 


system of office equipment, accomplishes two 
highly desirable results: 
1. Reduces floor space by 18%* per worker 
without reducing work surface areas. 
2. Provides greater ease and speed in 
worker utput 


TECHNIPLAN uses interlocking, interchangeable 
units, offering | lreds of variations in arrange- 
ation. Any desired combina- 


lities. Wasted out-of-reach areas 


ment— space 
tion of work fa 


are avoided. 


TECHNIPLAN eq! 


design for disti1 


nt is simple and tasteful in 
guished appearance. It can be 
installed a few units at a time, or the complete 
office. Rearrangement of the equipment is always 
easily and quickly made, to suit changing needs. 


Write for detailed information. 
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Engineering Specialists in v YY 





Office Equipment, Systems, 


and Visible Records Cincinnati 12, Ohio 
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Basic “L"’ unit—desk with ped- 
estal and center drawer— auxiliary 
top with end supports. 










*Applies to Techniplan 
illustrated as compared 
with traditional arrange- 
ment. Other savings up 
to 30%. 


“L'’ Unit with horizontal section 
under avuxiliary top. Various ar- 
rangements possible for letter files, 
map and drawing files and card 
index files. 











Partitions for privacy—noise bar- 
riers — in full (66") or medium 
(48") height —in all-wood or 
combination wood and glass. 

4— Work station for two per- 
sons by the addition of desk unit 
gives economy of space and in- 
creased work efficiency. 





PRR oe a t Le eee 
Two Techniplan bays give semi-private 
work stations for two persons. Ideal for 
executive offices. Full height, all-wood 
partitions. 
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O-Matic Co., Inc. The manufacturers say that no skill 
is required, “just type a stencil, snap it on and the 
Print-O-Stamp is ready for use.” A patented, large- 
capacity ink reservoir automatically measures the 
flow of ink. A light press of the knob at the top of 
the handle releases more ink, when necessary. No 
stamp pad is needed. Print-O-Stamp messages can 
be typed on the stencil or drawn with a stylus. The 
device can be used with stencils made by the user, 
or with pre-cut stencils which are available from a 
library provided through stationers at moderate cost. 
A compact kit contains all necessary accessories— 
stencils, ink, brush, stylus, writing plate and handy 
metal holder which can be fastened to desk or wall. 


DESK SIDE CHAIR 





Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


This desk side chair, “Miss UniverSall,” is stream- 
lined in its all-metal framework of 1% inches and 
braces of 54-inch square steel tubing for extra strength. 
The seat and backrest are upholstered in rugged vinyl 
resin, a plastic-coated fabric. Genuine Tufflex padding 
is used for the seat, made of vented plywood for cooler 
comfort. The chair is a full 32'%4 inches to top of back- 
rest and 171% inches to the top of the seat. Size of 
the seat is 164% x 15 inches, 154 inches deep. All metal 
work is finished in gray baked enamel with a choice of 
gray or green for the upholstery, or a Duotone of green 
fabric and gray metal. The chairs are packed, set-up, 
two to a carton, shipping weight 34 pounds to a carton. 





DRAMATIZE DISPLAYS WITH 12-POINT 


CHECKLIST TO INSURE EFFICIENCY 


was MERE FACT that the office supply retailer op- 
erates a comparatively small store, with no budget 
to employ a displayman or sign writer, is no reason 
why he should get along without effective, eye-com- 
pelling displays, according to H. A. Morris, veteran 
dealer in Wellston, Mo. 

Mr. Morris, who has sold an excellent volume of 
office supplies for more than 15 years in a suburban 
St. Louis shopping community, points out that de- 
partment stores and specialty stores spend an im- 
pressive percentage of net gross on display materials. 
“The big store even has a separate department and 
rewards its people for good signs, backgrounds, display 
ideas, and help,” he pointed out. “But there’s no reason 
why the small specialty shop operator cannot fulfill 
all of these roles himself.” 

Emphasizing that if the retailer will budget a certain 
amount for colorful sign painting, beautiful display 
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cloths and lighting equipment, he can “stop traffic” 
as well as the department store, Mr. Morris uses a 
check list of 12 points to insure that his windows and 
interior displays are doing their job. The 12 check- 
points which he stresses are: 


1. Make the display 
convey the impression of action, 
beauty or seasonableness, to arouse interest in all ages. 

2. Use display cards suggesting real reasons why the 
customer should buy—new uses, real economy, the im- 
portance of its color, the timeliness of suggestion, or 
some such “hook” which makes sense to every window 
visitor. 

3. Dramatize the merchandise by means of unusu- 
ally designed displays, high intensity lighting, strong 
contrasts of color, materials or shape and displays 
which show the merchandise as it will be used. Make 
sure in all cases that it is the merchandise which 
centers the eye, not the materials setting it off. 


4. Use only merchandise 
that is fresh and in good 
clean condition. Keep everything in the window 
scrupulously clean and avoid the unkempt, dusty look. 

5. Be certain that informative or decorative signs 
are legible and in keeping with the product. 

6. Don’t use manufacturer’s posters or signs which 
will be duplicated by every other store in the same 
field. Individuality can scarcely be obtained by “pack- 
age windows” sent to all office supply retailers at the 
same time. After a few days of this, the customer can- 
not see the display for staleness. 

7. Use small, neat price cards, which do not throw 
a “cheap bargain” atmosphere over any sort of dis- 
ply. Bold, emblazoned cards affront people who want 
quality, not price. 

8. Avoid congestion, pileups, akimbo displays which 
indicate a slipshod management and careless attitude 
toward the management. 

9. Change each display, whether in the window or 
inside the store as frequently as possible, so that the 
customer will never grow. accustomed to their appear- 
ance. One easy way to do this is to schedule each 
line for certain dates in the window, along the walls 
or on floor platforms, and stick to the schedule. 


10. When a newspaper 
ad is run in connection with 
a display, clip out samples of the ad, paste them neatly 


on easels, and make them the centerpiece or fringes} 


of the merchndise display. This quickly identifies the 


s 
- 
t 


advertised merchandise, and will pull attention where® 


items with no particular promotion involved will be 
overlooked. This practice is growing rapidly in all dis- 
play work, and always with excellent effect. 


11. Photograph good selling displays, and keep the? 


RN 


prints handy to serve as a guide for the same season® 


the following year. With this “blueprint” always on 


hand, it is possible to weed out weak selling points) 


and to build up on those which show good results. 


The dealer will soon find that one or two types of win-7 


dow displays will be old “faithfuls” to build sales when- 
ever needed. 


12. Lastly, use high-quality, eye-appealing “props.”9 
If stands, drapes, signs, easels and supports, are well} 
designed, obviously costly, they lend prestige to the 


window.—RAL 





Mississippi Firm Appointed by Smith-Corona 


Se ha 


Capitol Printing & Stationery Company, Inc., Jack-9 


son, Miss., announces it has been appointed authorized? 


7: 


dealers for Smith-Corona typewriters, adding machines} 


and cash registers for the counties of Hinds, Rankin, 
Simpson, Scott, Copiah and Madison. 
1951 
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Harold W. Mann, executive secretary of the National 
Office Machine Dealers Association, Los Angeles, Calif.., 
was a Guest Book signer on Wednesday morning, June 
13. Between trains on his journey from California 
to Detroit for the NOMDA convention, Mr. Mann 


added sparkle to the day by his visit. He was en- 
thusiastic about the prospects for the convention, 
expressing the belief that it would be outstanding both 
as to program content and numbers in attendance. 


E. I. Weiseth of Metal Craft, Inc., paid Orrice ApPpLi- 
ANCES a Visit June 19. He was interested primarily 
in the sale of Autographs, which is the name for a 
printed name plate that is fastened to office machine, 
equipment or supply items by means of a particularly 
appropriate adhesive. He reported that his sales 
volume on this product was growing rapidly. 

In addition to bringing up their own tribe of four, 
the Weiseths have provided a home for an orphan 
who came to this country as a displaced person in the 
wake of the war. An excellent school record attained 
by the young man is a source of satisfaction to the 
Weiseth family. Mrs. Weiseth’s coaching may have 
helped, she having been a teacher. 





Smith-Corona Appoints John E. Grammer 


J. B. McCormick, vice-president of L. C. Smith & 
Corona Typewriters, Inc., has announced the appoint- 
ment of John E. Grammer as home office field repre- 
sentative with headquarters in Birmingham, Ala. 

During the war Mr. Grammer served with an under- 
water demolition outfit of the U. S. Marine Corps, 
participating in landings at Bougainville and Guadal- 
canal. After receiving his discharge from the service 





“Sad 
JOHN E. GRAMMER 
<- 


in November 1945, he returned to Bessemer, Ala., fin- 
ished his high school education and majored in busi- 
ness administration at the University of Alabama. 

Prior to his appointment as field representative, he 
had been a salesman in the Smith-Corona branch 
office at Birmingham. In his new capacity he will 
assist dealers in the Birmingham and Memphis areas 
in promoting the sale of Smith-Corona portable type- 
writers, adding machines and cashiers. 





Uarco Moves from Houston to Dallas 

Uarco, Inc., of Chicago, Ill., manufacturers of con- 
tinuous business forms, has moved its southwestern 
district offices from Houston to Dallas, Tex., where 
they are now located in the Austin Building at 2133 
McKinney St. C. J. Burkrose is district manager for 
the company.—_JHR 
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Connable Invited to Join Conference 


Alfred B. Connable, Jr., chairman of the board of 
the Monroe Calculating Machine Company, was in- | 
vited by Secretary of Defense George C. Marshall to 7 


take part in the department’s Orientation Conference. 
The conference, held from June 24 to July 3, included 
75 civilian leaders of business and industry. 


Purpose of the conference was to acquaint these 7 


leaders with problems and planning of the Depart- 


ALFRED B. CONNABLE, JR. 





ment of Defense and to invite the opinions of mem- 
bers. 

Speakers on the program included Secretary of 
Defense Marshall; Omar N. Bradley, General of the 
Army; Admiral Forrest P. Sherman, Chief of Naval 
Operations; General Hoyt S. Vandenberg, Chief of 
Staff of the Air Force; Charles E. Wilson, Defense 
Mobilization Director, and the Secretaries of the Army, 
Navy and Air Force. They spoke on such topics as 
“Implications of the Korean War,” “The Current Mili- 
tary Situation,” “Mobilization and the Civilian Econ- 
omy,” and an “Estimate of the International Political 
Situation.” 

Activities started at the Pentagon in Washington 
on Monday, June 25, where discussions continued for 
two days. Next day, the group traveled to Quantico 
Marine Base, Virginia, for a demonstration of landing 
operations. Then were flown to Fort Benning, Ga., for 
a demonstration of infantry field operations, then on 
to Elgin Air Force Base, Fla., to view flight operations. 
The final visit was to the U. S. Naval Base at Norfolk 
where they joined in carrier task force and other 
naval operations. 





Change Name to Rockwell Register Corp. 


James E. Ashman, vice-president of Rockwell Manu- 
facturing Company, has announced that Ohmer Cor- 
poration, a Rockwell subsidiary, has moved from Day- 
ton, Ohio, into a new plant in Bellefontaine, Ohio. 
Construction on the new building was started last fall 
and the work was only recently completed. All key 
personnel in the Ohmer organization have moved to 
Bellefontaine and operations will contiune to be di- 
rected by E. W. Haas, general manager. 

Coincidently with this move, the name of the com- 
pany was changed to Rockwell Register Corporation. 
The new plant is a modern one-story structure with 
more than 100,000 square feet of production space. It 
is situated on the main line of major railroad and 
trucking lines. 

Rockwell Register Corporation makes registering de- 
vices such as Ohmer taximeters, fare registers and cash 
registers. Several new developments in the products 
of this subsidiary are scheduled for early announce- 
ment. 





Erie Typewriter Firm Takes New Location 


The Erie Typewriter Company, office supply firm, has 
moved to new and more modern quarters at 719 French 
St., Erie, Pa—GET 
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Plan today for tomorrow 


NE of the most helpful things that GF dis- 
( ) tributors can do today is to emphasize con- 
tinually to management the importance of their 
offices and the tools used in them. It costs any 
company a minimum of $2,500 a year in salary, 
space and overhead for every office worker it 
has. And only better tools for these employees 
can assure a maximum return on this investment 
of $2,500. 

For 5% or less of its fixed $2,500 investment 
in each office worker per year, a company can 
outfit its offices with the finest equipment obtain- 
able. Such an investment will pay for itself in 
increased productivity alone. And all the addi- 
tional benefits of public prestige and confidence 
that arise from a modern, well-equipped office 
cost nothing. 


lt is true that the amount of GF equipment 
available is now limited by government restric- 
tions. But this situation may change overnight. 
When that time comes GF distributors should 
have laid the groundwork with prospective cus- 
tomers to replace their outmoded equipment with 
modern office tools. Continually sell the idea of 
modernizing the office. It is false economy to be 
satisfied with anything but the finest in office 
equipment—the equipment that is selected by 
experts in office management—-GF. The General 
Fireproofing Company, Youngstown, Ohio. 


GENERAL 
FIREPROOFING 


Gaz 


Foremost in Metal Business Furniture 
DEALERS THROUGHOUT THE WORLD 


There is a complete line of GF metal furniture — 
desks, tables, chairs, files and shelving. 


OFFICE APPLIANCES, August, 1951 


LONG-TERM INVESTMENT 
IN BETTER OFFICE TOOLS 


Mode Maker 
Desk No. 1760F 


nie 


Goodform 
Comfort Master 
Chair 
No. 3129 
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Representatives of office equipment concerns abroad, Visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Blidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, July 1, 1951 

The 1951 Business Efficiency Exhibition, held at 
Olympia, London, from June 6-16 was the biggest that 
had ever been held anywhere in the world. It was four 
times larger than the previous show held in the Empire 
Hall at Olympia in 1949 and several times as big as 
the most recent one in New York. 

Organized by the Office Appliance Trades Associa- 
tion, of Great Britain and Ireland, it covered over 
175,000 square feet and was the representative effort 
of an industry whose output has grown from a little 
over £2,000,000 a year before the war. to approaching 
£35,000,000 in 1950. 

Today, Britain takes her place alongside the U.S.A. 
as the world’s premier supplier of office equipment, 
her exports last year being nearly £8,250,000, while by 
April 30 this year, they had reached a total of over 
£3,250,000 in the four months. 

With such a vast exhibition, it is obviously, impos- 
sible to describe in detail every stand. Here, however, 
is a summarized version of the main stands, followed 
by some exhibits described in more detail. It will be 
appreciated, too, that Orrice APPLIANCES has en- 
deavored to cover the Exhibition photographically, 
indicating some of the interesting exhibits. 

C. W. Cave and Company, Ltd., indicated a “Secre- 
tary’s Delight,” which is a pedestal desk in which the 
typewriter can be “garaged.” A counterbalanced 
mechanism attached to a typewriter shelf allows the 
machine and all to be withdrawn out of the pedestal 
with one hand and raised to the typing position—all 
in one action. 

Evertaut, Ltd., demonstrated a chair designed to 
give the utmost comfort with ability to relax or con- 
centrate on the toning up of the muscles. Correct 
anatomical support is provided. 


The robot letter folder 
by Unifold Mailing Machines, 
Ltd., is a machine which folds, inserts in envelopes 
any kind of letter, and then seals the envelopes. 

British Olivetti, Ltd.. demonstrated a new printing 
calculator, an adding-listing machine which prints 
automatically credit and debit balances, multiplicand, 
multiplier, product, dividend, devisor, quotient and 
remainder, and is, none-the-less, a 10-key keyboard 
machine only. 

National Cash Register Company showed a new 
direct entry accounting machine. A special flexible 
system of carriage movement control enabled column 
selection to be carried out automatically in either 
direction of travel, the front feed opening and closing 
automatically at any predetermined position. 

A new feature of this machine is also that addition 
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and subtraction may occur simultaneously in any com- 
bination of registers and should it be required all 10 
registers can be effective simultaneously. 

Ellamd Duplicator showed a new hand-operated 
duplicator at £40 which features an automatic drum 
scraping apparatus and leaves the drum perfectly clean 
after every run without further effort. The drum of 
the machine is enclosed and a special device enables 
seven different thicknesses of ink to be printed so that 
variations can be made in typing to emphasize special 
paragraphs. 


Although only hand-operated, 
it is worth noting, 
the machine is so easy to work that it will run off 100 
copies a minute. 

Roneo, Ltd., displayed its electronic stencil maker. 
It will be recalled this was referred to in OFFICE Ap- 
PLIANCES almost a year ago, together with a photo- 
graph. The machine for making stencils to be run off 
on an ordinary duplicator, by a series of electronic 
impulses, enables an exact replica of any written, 
drawn or composite matter, which can include photo- 
graphs. It is then transmitted to a metallized stencil 
in 20 minutes. From the stencil color reproductions 
can be made on any ordinary duplicator suitable for 
taking colored inks. 

A big advance in making the large office silent, is 
the unit-drive construction of the new silent duplicator 
of Gestetner, Ltd. The new duplicator is operated by 
a 1/10-horsepower electric motor which suits any 
voltage, A.C. of D.C., and provides finger-tip speed 
control for all types of work. 

A simple switch makes it possible to change over 
from very large to very small work in a second and 
an automatic counter can be set to a pre-determined 
number of copies and thus cut out the motor on 
completion of the run. 

Hadley Sound Equipments demonstrated special 
equipment for enabling the captains of ships at sea 
to hail passing vessels without straining the voice. 

Reference has been made to the firm of C. W. Cave 
and Company, Ltd., of 59, Holborn Viaduct, London, 
E. C. 1. A feature of the exhibit was a modern-design 
desk, size 5x3 feet, made in three-piece style. The 
pedestals each have three drawers with automatic 
locking. All drawers are fitted with heavy oxydized 
strap handles. 

The Elliott electric roller print addressing and listing 
machine, manufactured by the Hayward Company, 
(Addressing Machines) Ltd., of 62, Britton Street, 
London, E. C. 1, was on display. 

This machine is fitted with an automatic lister for 
all widths of spacing from one-eighth to one inch, 
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simply and positively adjusted by setting screws. Visible 
printing insures control of operation from first to last. 
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SEEN AT BRITISH EFFICIENCY EXHIBITION — 


The Ellams duplicetor. 

The Addressograph with punched card control attachment. 
The new National “11 E.N.” adding machine. 

Multilinex machine with officials 

Burroughs microfilm unit. 


> 9.90 go 
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The machine is fitted with automatic lister, duplicator 
or triplicator (for making two or three prints from each 
stencil). 

The Addressograph-Multigraph, Ltd., London, dis- 
played its addressograph with automatic suction feed, 
and Alacra continuous listing attachment. 

This equipment consists of three standard units: 
(1) The Addressograph Class 1900; (2) automatic suc- 
tion feed, and (3) the Alacra continuous listing feed 
which enables separate forms to be fed automatically 
for imprinting, at the same time listing on continuous 
list forms the whole or part of the information from 
the address plate. 

It is emphasized that the automatic suction feed 
and Alacra pinwheel feed are both attachments to 
the Class 1900 machine, with which they may be used 
separately or jointly. 

The National Cash Register Company, Ltd., 206-216 
Marylebone Road, London, N. W. 1, had much interest 
in its Model 11EN. It has one total, electrically 
operated, and has a capacity of £9,999,999 19s. 11d. 


A point is that only one operation 
is necessary for 
the direct credit balance, computed and printed auto- 
matically by operation of the total bar. There is, too, 
four-way selective spacing control. It will adjust the 
paper spacing to meet varying requirements as follows 

-(1) non-prints and non-spaces; (2) single spaces, 
six to the inch, the same as standard typewriters; (3) 
double spaces; (4) single spaces when listing and 
advances total above the tear-off line when the 
machine is cleared. 

On the Remington Rand stand, there was demon- 
strated the latest invention in office equipment—the 
Robot-Kardex cabinet which is an electrically-operated 
unit which can, at the touch of a button, present any 
required slide to the operator and, furthermore, 
presents it in a flat writing position. The Robot-Kardex 
consists of a metal cabinet unit holding 60 trays or 
Slides, containing 4,020 Kardex records. A desk-top 
extension is incorporated in the unit at which the 
operator sits. 

The Remington Rand exhibit included the new Rem- 
ington KMC standard model, made at the Scottish 
plant of Remington Rand, Ltd., and the Remington 
portable, also made at the Scottish factory. 

The Remington Electric was displayed, as well as a 
wide range of carbons and ribbons manufactured at 
the Remington Rand Park Royal factory. 

Reference has been made in past issues of OFFICE 
APPLIANCES to the various systems of Remington- 
Rand. Summarized, they are: Kardex Visible Records, 
Lindex Strip Index, Graphdex, Sched-U-Graph, Verti- 
cal Visible filing systems, Speedac visible suspension 
filing cabinet and safe cabinet. 


Accounting machines shown 
were the Foremost No 
600 series and the 500 series. 

The Burroughs stand included the Burroughs micro- 
filming equipment—first shown at the 1951 British In- 
dustries Fair a month before. 

The recorder is a handsome machine, styled like a 
modern office desk. Documents up to 11 inches wide 
and any length may be photographed back and front 
simultaneously. 

Then there is the automatic processor 
same size as a filing cabinet. 

For the first time, this processor gives the user com- 
plete control over his microfilming operation 

The reader is a desk machine for viewing the micro- 
filmed document images or for producing original-size 
copies, all of which is done under normal lighting. 

The Burroughs stand also included factory account- 
ing, calculating, general accounting, adding-subtract- 
ing, high-speed bank bookkeeping, and “single-opera- 
tion multiple-print” accounting machines. 

The Fordigraph standard spirit duplicator is the 
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MORE B.1.E. EXHIBIT VIEWS — 


1, Typist’s desk by C. W. Cave Co., Ltd. 

2. Miss J. B. Cooke demonstrates at Burroughs adding machine stand 
as Sales Manager R. T. Jones and Manager S. F. Harmer-Elliot 
(right) look on. 

3. Robot-Kardex cabinet of Remington Rand, Ltd. 

4. Addressograph showing continuous listing attachment and plate- 
receiving chute (front). 

5. Addressograph showing automatic suction feed. 
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latest addition to the range of precision-built machines _™ 


manufactured by this company and is hand-operated™ 
item | 


and incorporates hairline registration, reset 
counter, ball race bearings throughout, gravity-fed 
fluid application and positive finger-tip fluid control 
which eliminates pumps, wicks and valves. 

The International Time Recording Company, Ltd., 
displayed the first commercial electronic calculator .to 
be seen in Britain. It prints at speeds of from 80 to 
100 lines a minute, accumulates data at rates of either 
80, 100 or 150 cards a minute and provides a fascinating 
contrast to the first arithmetical machine invented by 
the French mathematician, Blaise Pascal, which was 
on view in the section of historical exhibits. 

The Imperial Science Museum loaned for exhibition 
a number of the earliest typewriters. The exhibition 
included an old Yost Caligraph typewriter of 1880 and 
a Fitch of 1886. 

Latest figures issued in respect of export indicate 
the tremendous expansion which is taking place with 
regard to duplicators. Before the war, duplicator- 
export was a small item, yet in the first five months 
of this year they brought in nearly £400,000. The 
number of machines in use in Britain is growing 
rapidly. The increasingly higher costs of printing 
together with the outstanding technical developments 
of this machinery have insured it an expanding 
market. In addition, the cutting out of the time lag 
in the execution of printing orders is a sales point 
with wide appeal. The telling nature of this last point 
is fully appreciated by commercial printers who are 
among the best customers for much of the new office 
printing machinery such as was seen at Olympia. 

The makes of actual office printing machinery are 
naturally limited but not as limited as casual inquiry 
might at first suggest. While such machinery as the 
new R. 30 Rotaprint, if Kaye’s Rotaprint Agency goes 
by no other name, the Multilith offset-litho equipment 
of Addressograph-Multigraph, for instance, is still 
referred to as duplicating machinery whereas it is, in 
fact, in no way short of a highly efficient printing 
machine. é' 

Again, the introduction of the electronic stencil 
maker of Roneo, Ltd., also covers closely the gap 
between duplicators and printing equipment. 





Zac Smith Tells British Value of Service 


The value of service was stressed by Zac Smith, 
president of the National Stationery & Office Equip- 
ment Association, when he came from Atlanta, Ga., 
to address the Stationers Association conference at 
Folkestone, England, in June. 

Show new lines to prospective users without indulg- 
ing in high-pressure salesmanship, advocated Mr. 
Smith. New lines should be displayed with a brief 
explanation of what they can do, the retailer acting 
in an advisory capacity, he suggested. 

Mr. Smith referred also to the necessity of interesting 
young people in the trade. He said that management 
must get to know the cost of overhead, of which there 
are 27 varieties in his country. 

These remarks were prompted by an appeal made 
during the conference to retailers to supply figures 
justifying the need for 334s%, or higher, rate of gross 
profit. Mr. Smith said that in his experience a gross 
of 3315% gave only 2 to 3% net. It is a factor which, 
in these days of rising costs, all retailers should con- 
sider, he said.—SER 





Brochure Tells of Chubb Record Security 


An attractive illustrated brochure has been issued by 
Chubb & Sons Lock and Safe Company, Ltd., London, 
England, and is being distributed on request of Louis 
O’ D. Lee, 90 Wall St., New York 5, N. Y., the company’s 
United States distributor. 

This book dramatically portrays the results of the 
London Blitz during World War II, showing how well 
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R.C.Allen rypewriter... 


MODEL 611 





Typing is easier because the R. C. Allen has all the features. Smoother acting line space lever 
... instant margin set ... new touch. .. self-centering bail .. . and 23 other features. They all 


combine to make a typing machine of smart appearance and new dependability. 


Selling is easier because the R. C. Allen “Standard” is an item of reputation. . . pre-sold 
for you through continuous and intensive national advertising of the R. C. Allen name. It always 


pays to sell the best. 


Write today for complete information 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Chubb safe cabinets stood up under heavy destruction. 

“Tested in peace and proved in war—that is Chubb’s 
proud record,” the brochure proclaims. 

One of the photographs shows how during a fierce 
fire caused by enemy action, a Chubb safe cabinet 
filled from ledgers fell from the first floor to basement, 
was subjected to intense heat, yet completely protected 
its contents 





WIN WITH IMPERIAL TYPEWRITERS 





Mrs. K. Hewitson had a net speed of 86.5 words per minute and 
Miss H. M. Smith of 82.6 words to win first and second places, 
respectively, in the News Chronicle national speed typewriting con- 
test concluded June 14 at Olympia, London. Both contestants used 
Here, A. Pateman, managing director of the 
Ltd., Leicester, makes the presentation to 
Mrs. Hewitson as the winner. 


an Imperial typewriter 
imperial Typewriter Co., 





Local Color Sells Office Supplies 

A far-seeing and rather surprising comment by an 
American business friend, visiting the Festival of Bri- 
tain, is mainly responsible for these notes. 

I had his pleasant company over a considerable 
portion of Britain’s biggest county, Yorkshire, with 
its large industrial cities like Sheffield, Leeds and 
Bradford. We also surveyed smaller trading centers 
such as Dewsbury, and the quaintly-named Keighley, 
the little town that baffles every visitor as to its pro- 
nunciation! The correct is “Keethley” with a good 
firm stress on the “th”! (Overseas friends need never 
blush if they get it wrong for hundreds of Southern 


English call Kee-lee” or something similar until 
taught by a Yorkshireman! ) 

What my American friend noticed in all these places 
is the big revival by store owners to blend dramatic 
local history trade, so that interest in the one 
brings new an irious customers inside. 

The Festival of Britain sent many traders back 
delving into tl own rich regional past — about 
which they had entirely forgotten in many districts. 
My friend thought the office equipment dealers were 
to the fore in making use of this grand possession, 
and that it will long continue to lend color and 
Piquancy to many an otherwise commonplace store. 

For instance, the neat, out-of-town premises known 
as Hubert Savile tationer, in the “village” of Head- 
ingley—a suburb of Leeds with its half million in- 


habitants 
Savile’s stand 
of the ancient 


nly a few yards from a famous site 
istom of wapentake, (when local 
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clansmen touched spears with their chief as sign of 
loyalty.) 

The thousand-year-old oak under which this took 
place in Headingley only finally collapsed in a storm 
10 years ago. Savile’s keep green its memory, and 
many an American visitor has taken home photos 
or reproductions that are always to be found side by 
side with the latest office and social stationery. 

Then there is historic Boar Lane, right in the heart 
of Leeds, (city that boasts a hundred trades, includ- 
ing manufacture of stationery and office appliances) . 
For over half a century, the Lancashire and Yorkshire 
Stationery Company at 62 Boar Lane has drawn cus- 
tomers from a wide area. Displays there, and at the 
branch in The Headrow, are clever eye-catchers, often 
incorporating special Yorkshire features. 

Memories of the famous Bronte sisters, and the 
nearness of Haworth, (now for many years a place 
of pilgrimage for American and English visitors) — 
have fired office equipment dealers to produce window 
and interior displays of high artistic value, and.of real 
historic interest. 

My American friend noticed, also, that in Yorkshire 
the percentage of stationery businesses with their own 
considerable history is greater per square mile than 
in any other country, including London. 


Take for instance Henry Gasgarth’s of Sunbridge 
Road, Bradford, founded in 1793 (when George Wash- 
ington was the first president of America), and where 
quantities of quill pens were among stock sold to the 
business houses of the day, as well as huge quantities 
of paste wafers for sealing documents. 

Today, the concern is Henry Gasgarth (1944), Ltd., 
but all the grand tradition still remains. 

The best “local color” build-up is often achieved by 
fine photographs of the historic places or people. These 
lend themselves well to different kinds of space prob- 
lems. They also partner easily with various types of 
office appliances or furnishings. They also hold the 
largest human element, as eye-catchers.—_SER 








Otto Schulz, (left), president of the American Automatic Typewriter 
Co., recently returned for a whirlwind business trip to Evrope. In a 
three-week expedition which included visits to Switzerland, France, 
Belgium, Holland, England and Italy, Mr. Schulz managed to spend 
some time in Hannover, Germany, where he visited the Avuto-Typist 
exhibit at the German Industries Fair. Mr. Schulz was a guest of 
Heinrich Schmitz (standing next to Mr. Schulz), the firm’s German 
representative. 
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NSOEA Eastern Manufacturers Confer 


Headed by Vice-Chairman Howard W. Gunlocke, 
W. H. Gunlocke Chair Company, of the manufacturers’ 
division of the National Stationery & Office Equipment 
Association, manufacturers of the Eastern Division 
discussed some of the activities and problems facing 
the association and the industry. A luncheon was held 
at the Governor Clinton Hotel, New York City on 
June 15. 

In setting forth the agenda for discussion, Mr. Gun- 
locke expressed the views of H. A. Fellowes, Bankers 
Box Company, chairman of the manufacturers’ divi- 
sion, Who deemed it wise to hold informal round-table 
discussion among the manufacturers. Inasmuch as the 
industry is unique in its close association between the 
manufacturers, dealers, wholesalers and salesmen, he 
believes that all should be continually alert for ways 
and means to make that bond even stronger. Several 
manufacturers presented suggestions for nurturing 
this friendship. 

Chairman Gunlocke then asked for any new ideas 
for NSOEA activity, but the group seemed more inter- 
ested in discussing ideas for improvement of the ex- 
hibit at the national convention in September. Atten- 
tion-getting devices was given a thorough going over. 
There were divergent ideas presented. General Man- 
ager Paul E. Burbank was asked to reiterate the pres- 
ent rulings. He did so, suggesting to members of the 
group that they defer any request for action for the 
moment, but observe closely during the next national 
convention. Shortly after the convention, they would 
meet again and go over all the difficulties, preparing 
additional regulations if needful. 

Mr. Burbank, responding to invitation by the chair- 
man, told the group of the recent success of head- 
quarters with NPA, OPS and other governmental 
agencies. He emphasized to the Government the im- 
poitance of an industry to the preparedness effort. For 
every four and one-half places for production workers 
there must be one place for an office worker. He asked 
his listeners to be continually alert to competent speak- 
ers for the national and regional conventions. 





NSOEA Manufacturers Meet at Chicago 

An even stronger liaison between the dealers and 
manufacturers in these days of pressing problems was 
pinpointed at a divisional meeting of the manufac- 
turers division of NSOEA held at the Palmer House 
in Chicago Tuesday, June 26. 

It was unanimously moved that the group go on 
record as favoring a joint committee of dealers and 
manufacturers to complete long-range planning in the 
industry. NSOEA General Manager Paul Burbank 
stated he would take the group’s recommendations to 
New York City where an executive committee meeting 
was forthcoming. 

An overall picture of the industry is wanted, manu- 
facturers declared, and it was also suggested that the 
travelers be a part of this planning committee. 

Fifty attended the Chicago conference, presided over 
by Harry L. Fellowes, Bankers Box Company, vice-pres- 
ident of the manufacturers’ division. Those in attend- 
ance heard reports about the success of the 1951 
regional meetings’ series and had a look ahead at the 
national convention in Chicago, September 22-27, 
which promises to shatter all attendance and exhibit 
records. 

In attendance was Grant Howard of Howard & 
Stofft, Tucson, Ariz., vice-president of the distributors’ 
division, and he presented a refreshing approach to 
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dealers’ problems. This was the result of a survey he 
made, writing dealers in all sections of the nation, 
From his inquiries he presented to the manufacturers 
these searching sentiments of retailers: 

1. Are the small dealers being neglected by manu- 
facturers’ sales representatives in these days of short- 
ages and easy selling? , 

2. A dealer’s profit depends on a reappraisal of the 
profit policy of the manufacturers. Some manufac- 
turers are holding the line on list-prices but shortening 
the dealer’s discount. All important announcements in 
regard to pricing should be sent air mail and not be 
delayed. 

3. What steps are being taken to protect the price 
schedule since the recent Fair Trade decision? 

4. Delay in invoices and statements causes delay 
in getting needed merchandise on the shelves. 

5. Advertising and promotion is vital. More co-op- 
eration is needed at the point of sales level. More 
identification of the dealer is needed with the adver-’ 
tising. 

6. Dealers want better service on orders. Failure to 
respond to inquiries is the biggest grievance. Failure 
to acknowledge receipt of order is a “sin” of manufac- 
turers, declare dealers. 

7. Dealers should be given a definite policy on mar- 
keting. 

General Manager Burbank told the group that the? 
attendance and interest in the regional meetings was} 
“amazing” and made this “an outstanding year of my) 
tenure of office.” These meetings, he stated, “are help-/ 
ing to make the dealer a better merchant.” i 

Introduced with Vice-President Howard were Rus 
Ragan, American Pad & Paper Company, vice-president} 
of the field division; Ralph Maish, Dennison Manufac-? 
turing Company, 1951 convention chairman, and his} 
co-chairman, Folger Fellowes, Bankers Box Company,? 
and Ed Manning, National Brief Case Manufacturing) 
Company, past vice-president of manufacturers’ divi-) 
sion and chairman of the prizes’ committee for the 
upcoming national convention. 





Plans for “screening” 
of exhibit visitors this year 
were announced in order to give dealers a better op- 
portunity to talk to manufacturers, to discourage 
“souvenir hunters” and to keep the exhibits open for 
those who support the association. To this end, the 
plan announced is: 

1. Anyone who registers for the full convention has 
admittance on a badge at all times without charge. 

2. Any manufacturer gets identification badges for 
his salesmen in the booth without charge. 

3. Anyone not registered or working in the booth— 
if a member—will pay $1.00 a day to visit the exhibits, 
and $2.50 a day if a non-member. Badges will identify 
such visitors. 

It was reported that 1,450 rooms are already spoken 
for at the Stevens Hotel and registrations are now 
being taken at the Palmer House, the interest indi- 
cating a record-breaking convention. 

Plans for an exceptional program of ladies’ enter- 
tainment were told. 

Those attending the meeting were: 

Austin R. Waterbury, The Carter’s Ink Co.; C. Scott 
Parnham, manufacturers’ representative: Ken Hender- 
son, The Carter’s Ink Co.; Al Spafford, Associated Sta- 
tioners Supply Co.; Walter J. Nickel, Bankers Box Co.; 
John Smythe, Geyer’s Topics; T. H. Van Buren and 
J. L. Mann, Sturgis Posture Chair Co.: W. Brewster 
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For Supplies That Make Steady Customers... 
STOCK “Y and E’s” FAMOUS SUPPLY LINE 


The “Y & E” supply line is, as you can see, complete. From it 
you can fill every need your customers have—and that means 
satisfied customers who depend on you year after year. 

Fill your stocks now for the supply line that builds steady 
business. 


“The Franchise that means 
quality merchandise” may 
be open in your commun- 
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Slated for 
School-Openin 


Eatin. oe 


Don’t wait another minute. Start now...today! Tie-in 
with the big Esterbrook School-Opening Promotion. 
Capitalize on the pre-selling Esterbrook’s colorful 
campaign is doing for you. 


Feature Esterbrook products in your windows, at your 
pen counter, in your local advertising. Let your cus- 
tomers know that YOU have the Esterbrook Pens, 
Pencils and Desk Sets they see advertised everywhere. 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
In Canada: The Esterbrook Pen Company of Canada, Lid.., 
92 Fleet Street. East, Toronto 












LOOK for ESTERBROOK ADS in 


LIFE... COLLIER’S 
SATURDAY EVENING POST 
NEWSWEEK . . . AMERICAN 

PATHFINDER .. . TIME 
NATIONAL GEOGRAPHIC 
TODAY'S SECRETARY 
GRADE TEACHER 
INSTRUCTOR 
and 
SCHOLASTIC 
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Nothing Lasts Longer Than Tufide 
_..Except Tufide Itselt! 










Only Tufide 
Outlasts Leather 5 to] 


(by actuol U. S. Testing Co. reports) 







Unconditionally Guaranteed 5 Years! 


More than 600,000 users have proved that TUFIDE is the most 
durable case made. Extensive abrasion tests by U. S. Testing Co. 
offer further PROOF of TUFIDE’S amazing long wearing 

qualities. TUFIDE /ooks like leather . . . feels like leather . . . yet 
outwears leather 5 to 1! No wonder incredible TUFIDE business 
cases and luggage alone are unconditionally guaranteed for 5 

full years. No wonder the TUFIDE line is making new sales records 
for dealers everywhere. Feature Nationally Advertised TUFIDE 
luggage and business cases and watch your sales and profits climb! 














ee Write for details atest bes sont oe program os 
Stebco Products 


1401-17 WEST JACKSON BOULEVARD - CHICAGO 7, ILLINOIS 
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Towne, National Blank Book Co.; Folger Fellowes, 
Bankers Box Co.; James M. Eyman, Louis Melind Co.; 
W. H. Silberstorf, G. J. Aigner Co. 

Frank W. Hughes, Automatic Pencil Sharpener Co.; 
Ray J. Eichenlaub, Service Steel Products Corp.; C. L. 
Downey, The C. L. Downey Co.; John Guthrie, Weber 
Costello Co.; R. L. Sheppard, Minnesota Mining & Man- 
ufacturing Co.; E. R. Manning, National Brief Case 
Manufacturing Co.; Ralph Maish, Dennison Manufac- 
turing Company; Paul E. Burbank, general manager 
of NSOEA. 

James C. Gallagher and John B. Pursley, Mystik 
Adhesive Products; Fred E. Zindler, The Office; Phillip 
S. Ballard, Ditto, Inc.; C. H. Hard and Bob Taylor, 
Ditto, Inc.; Hal Smith, Chicago Printed String Co.; 
R. G. Burns, Smith Metal Arts Co., Inc.; Robert R. 
Bentson and E. L. Patelski, Western Manufacturing 
Co.; E. V. Flaherty, Herring-Hall-Marvin Safe Co.; 
Glen Davidson, W. A. Sheaffer Pen Co.; Clyde M. Wid- 
mann and R. P. Downs, Gibson Art Co.; J. F. Stokes, 
Sell Corp.; Roy A. Edgren, Corry-Jamestown Manufac- 
turing Corp.; E. R. Rodriguez, LaSalle Products Co. 

E. P. Tardy and S. M. Freid, Wilson Jones Co.; Paul 
C. Fisher and Bob E. Wright, Fisher Pen Co.; Cortland 
B. Horr, Associated Stationers Supply Co.; Charles H. 
Lee and T. H. Heyer, Heyer Corp.; Harry Fellowes, 
Bankers Box Co.; Grant Howard, Howard & Stofft, 
Tucson, Ariz.; Rus Ragan, American Pad & Paper Co.; 
William B. Miller, Parker Pen Co.; John Gilbert and 
C. O. Schlaver, Orrice APPLIANCES. 





Dallas Stationers Plan 1952 Regional 

The 1952 regional meeting of the National Stationery 
& Office Equipment Association’s Ninth District, which 
is to be held at Dallas, Tex., on May 27 and 28, will 
surpass any previous gathering of the district. 

This was the goal of the Dallas Stationers Associa- 
tion when it met on Wednesday night, June 20, with 
almost a 100% attendance of members. 

The group plans on giving full support to District 
Governor Gus Trahan of the General Office Supply 
Company, Lafayette, La., who will be presiding at the 
meeting to be held at the Baker Hotel. 

Neill Stewart, Jr. is president of the association. He 
is with Stewart Office Supply Company. Charles Far- 
rell, Cathey Office Equipment Company, is first vice- 





president and Jack Fleming, Vance K. Miller Com- 
pany, is second vice-president. Jim Vaughn of Clarke 


& Courts Company, is secretary and Bob Gray of Gray} 


Office Equipment Company, is treasurer. 
Twenty firms are members of the group, convening 
once a month at a dinner meeting. 





N.A.C.A. Holds Annual Cost Conference 


aes 


The Thirty-Second Annual International Cost Con- | 
ference of the National Association of Cost Accountants | 
was held at the Palmer House, Chicago, on June 24-27, | 


A feature of the conference was the annual business 


— 


machine exhibit at which new products were intro-/} 


duced and new methods were explained to the many 
visitors. 
A brief description of the 16 exhibits follows: 


woe" Adding Machine Co., Detroit 32, Mich.—!r 
roughs bit was the Sensimatic accounting machine, designed to handle 
. tf posting schedules, a new payroll machine, a conn 
ng machine Jing machines and calculator Also shown was Bell & 
Howell f ng equipment. 
OMte, Ine, Gileaae 12, 1l.—Representatives exhibited a of hand and 
c sted gelatin and direct process duplicator ating how 
hey may be used in order-billing, production, payroll and purchasing sys 
“Edison, Thomas A., Inc., West Orange, N. J.—The new Edison Televoice 
Sy nm was demonstrated, showing how dictation is transmitted, by remote 
ntrol, from phones placed at several spots in an office, to a central 
rding instrument called TeleVoice-write The disc-t Edison Voice 
writer was 8 exhibited. 
Felt & Fersent Mig, Co., Comptometer Division, Chicago, IIl._—New elec 
t ar tric comptometer adding-caicuiating machines were on 
play, together with demonstrations of short cuts and methods applic 
able ft various st accounting procedure 
Friden Calculating Machine Co., Inc., San Leandro, Calif.—The new 
usive features of the Friden fully-automat alculator were demonstrated 
showing how t machine performs short Nn paeyr siculations, in 
cing, percentages and discounts, and s figuring of taxes, interest 
entory and engineering Gata. 
Hedley, Charles R., Co., Los Angeles, Calif.—Hadl« representatives 
howed the various uses and advantages of edge punched peg board 
trip applicatior snd speed board writing methods 
Intasco Corp., Chicago 12, Ill.—A completely new rfield posting 
trays and posting boxes were exhibited here. Stress was given new develop- 
’ and features in these products enabling them to meet requirements 
echanizea ss well as hand-written re tems 
sahoenatones Business Mahines Corp., New York 22, N. Y.—Displayed were 
e ¢ punched card accounting machines, time recording equipment and 
typewriters. A new decimal tabulation feature e IBM electric 
typewriter was der strated. The apr at of electr s ft business 
hines wa of the exhibit. 
Marchant Ogres | Machine Ce., Oakland 8, Calif.—Shown here was 
‘ w w n the Figuremaste ne, teaturing positive, in- 


i 


ATTENDING THE DALLAS STATIONERS ASSN. MONTHLY MEETING, JUNE 20 


FRONT ROW, seated: William Powell, Bennett Prtg. Co.; Robert 
Gray, Gray’s Office Furniture; C. A. Wilhide, Wilhide Equipment Co. 
SECOND ROW, seated: D. N. Reed, Cathey Office Equipment; D. L. 
Keeney and H. L. Ulbrick, both Kenney Office Equipment; C. G. Farrell, 
Cathey Office Equipment; D. N. Sederquist and Neill Stewart, Jr., 
both Stewart Office Sply. Co.; Arthur Hopkins, Clarke & Courts; Roy 
Shelby, Roy L. Shelby Co. BACK ROW, standing: B. B. Webb, Jr., 
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Texas Office Furniture; Ben Brannon, Service Prtg. & Sply Co.; Nelson 
Greenfield, Finger Office Equipment; Fred Johnson, Johnson’s Office 
Equipment; Arthur A‘Mell, A’Mell Office Sply. Co.; Fred B. Shelton, 
Etheridge Prtg. Co.; J. Harold Cude, Stewart Office Sply. Co.; Paul 
Fiske, Dallas Office Sply. Co.; Jack Fleming, Vance K. Miller Co.; 
Russell White, The Dorsey Co. 
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Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 
. a posture chair that raises office-worker 
efficiency and comfort to a new, all-time high. 
Foam rubber, revolving, “saddle” seat has 
easy, instant, positive height control, any- 
te where between 16” and 20”. Padded back- 
rest adjusts three ways. Large 2”, soft rub- 

ber casters, with life-time lubricated roller 
bearings and ball bearing swivels; tubular 


* illustrated: Model 16-C, gray 
enamel finish. Also 16-D, brown 
enamel; 16-G, olive green 
enamel; 16-B, chromium. 





steel frame finished in gray, brown or olive 
green baked-on enamel, or chromium. 

Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Four models—each “a beauty and a bargain” 
—to retail from about $29.95 to $31.95 
(slightly higher in Florida, Texas and West- 
ern states). 


To raise: Place foot on 
circular rung and, with 
one hand releasing 
control lever, lift seat 
to desired height. 


To lower: Release con- 
trol lever and lower 


seat to proper level. 





HAMILTON MANUFACTURING CORPORATION 


Makers of COSCO Household Stools, Chairs and Utility Tables 
COLUMBUS, INDIANA 


Ison 


fice =Posture Back Adjusts 

lton, For depth 
Paul THREE a ee of seat... 
Co.; 
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stantaneous multiplication. The machine is made ¢ rder f pro-rati equipment w shown, featuring the Robot Kardex Sched-U-Graph 

reciprocals, invoice extensions and payrolls board. Punched-card accounting equipment, featuring the new Teletype 
McCaskey Register Co., Alliance, Ohio—The justrial division's exhibit Card-to-Tape machine and the Synchro-Matic method of machine billing 

consisted of McCaskey One-Writing and Visible f 3 systems for ft con ! was cemonstrated Also on display was the firm typewriters. add 

of manufacturing costs, payroll, inventory, product schine loading and ng machines and calculators, 

dispatching and tool crib contr McCaskey fact snd business forn Standard Manifold Co., Chicago 6, Ilil.—The latest developments 

planning boards and cabinets also were showr handling cart paper requirements on tinuous form-writing applica 
National Cash Register Co., Dayton 9, Ohio—The new Nationa! payr tions were trated. The Stamco Repeat-O-Pack and Repeat-O-Write 

machine with automatic variable deductions and tax ' features was together with a new letter-pack product and the company's Pencil Craft 

shown. Lastest and improved machines for al! phases of industrial and con Binder also were shown. 

mercial accounting were on display Statistical Tabulating Co., Chicago, IIl.—Independent ed card tabu 
Olivetti Corporation of America, New York 19, N. ¥.—The Chicago dis sting serv IBM and Remington Rand equipment was described. 

presented the vetti print ; mplete for tabulating asiculating, typing and emergency office 


tributor, ABC Business Machines 
culator No. 14-51, demonstrating 
and divides automatically, and 
machine with automatic credit ba 


Payroll Tax Service, New York |, N.Y 





Stationers 12:30 Club Holds Outing 


f payroll f and systems was t mast e with me ‘ 
9 opiate say Padi IR apie copter tagylt A goodly crowd of 185 members and guests jour- 
ing of payrolls in one handw neyed to beautiful Travers Island in Pelham, West- 


chester County, New York, the summer home of the 


Remington Rand Inc., New York, N. Y 


FUN AT “12:30” 


1. Ben S. Grayson, Ace Fastener Corp.; Jack 
Glaser, Goldsmith Bros., New York, N. Y.; 
Jack Silver, Advanco Products; Sam 
Janko, Susquehanna Mills, Inc.; Robert 
Blumberg, Blumberg & Saron Inc., Ja- 
mica, Long Island. 

2. Arthur Smith, Boorum & Pease Co.; 
Charles Wansker, Wansco Poper Prod- 
ucts Co., Inc.; Ralph Barnett, Blaisdell 
Pencil Co.; Mortimer Libien, Libien Press, 
Inc., New York, N. Y.; Charles Lasky, 
Universal Pad & Tablet Corp.; Arthur 
Grossman, Union Pencil Co., Inc.; Jacob 
Schulman, Legal Stationery Co. Inc., New 
York, N. Y. 

3. Seated: George Meinhelder, Atlas Staty. 
Corp., New York, N. Y.; Murray Falk and 
James Treanor, both Peerless Imperial 
Co., Inc.; Russell Myers, John F. Sarle 
Paper Co. Standing: Edward Bonney, 
Automatic Pencil Sharpener Co.; Bob 
Wallach, Peerless Imperial Co., Inc.; Ben 
Bellman, Eastern Tablet Corp. 


4. The winning ball team. Front row: Don 
Lund, Victor Safe & Equipment Co.; Henry 
Lerman, Olympic Office Supply Co., New 
York, N. Y.; Bob Glassman, Lerman Bros. 
Inc., New York, N. Y.; Ray W. Fritz, Ful- 
ton Marking Equipment Co.; John Peles, 
Victor Safe & Equipment Co. Back row 
Ben Blatt, Cole Steel Equipment Co.; Dan 
Nigro, Defiance Sales Co.; Chas. F. Shelly, 
Eberhard Faber Pencil Co.; Eric Grip, The 
Esterbrook Pen Co. 

5. Dave Primak, guest; Howard Shaw, Se- 
lect Paper & Tablet Corp.; Arthur M. 
Friedland, Advanco Products; Edward 
Leventhal, Biddle Purchasing Co. 

6. Dwight N. Briggs, Sun Rubber Co.; Irving 
©. Lasner, Goldsmith Bros., New York, 
N. Y.; Gerard D. White, Acco Products, 
Inc.; Irving Kathman, Eversharp  Inc.; 
Philip G. Tagley, Consolidated Loose Leaf 
Co. 

7. Joseph A. Linehan, Joseph Dixon Crucible 
Co.; Henry Rosefield, Speed Products Co., 
Inc.; John J. McQuaid, Sanford Ink Co. 

8. Jerry Kremsdorf, Guide System & Supply 
Co., Inc.; Harry Fishbein, Melo Envelope , 

& Paper Co., Inc.; Sam Beck, Sol Sonnen- | 





age age dali sagd Cay Sorate 11. M. Drate, Rubin Corp.; Harry Wolf, Globe Imperial Co. Inc.; Martin Progebin, In 
ts « , Stationery & Toy Co. Inc., New York, dustrial Tape Corp. Back row: Dave 
9. Sid Diamond, Diamond Staty. Co., New N. Y.; Jack Rubin, Rubin Corp.; Ben Kohl, Herschkowitz, Industrial Tape Corp.; Rudy 
York, N. Y., with Arthur Burger, Art Steel Eagle Pencil Co.; Harry Halpern, T. R. Meyer, Jaclin Staty. Co., New York, N. Yj 
Sales Corp. Halpern Inc., New York, N. Y.; Frank James Treanor, Peerless Imperial Co. Incj 
10. G. W. Moore, Binney & Smith Co.; Henry Schneider, Art Crayon Co., Inc.; J. Cohen, Ray Rooney, The Carter's Ink Co.; Bill, 
Grossman, Grossman Bros., Inc., New Hudson Supply Co.; David Kupersmith, Lucaire, Industrial Tape Corp.; A. Sloan, 
York, N. Y.; Charles Sehringer, A. L. Delah Staty. Co., New York, N. Y. Goldsmith Bros., New York, N. Y. 
Solomon & Co., New York, N. Y.; Milton 12. The losing ball team. Front row: Frank 13. Outing committee: Louis Wachtel, Ameri 


berg and Harold Fischer, all Manhottan 
Staty. Co., Inc., New York, N. Y.; Arthur 


Stone, Milton Stone Assocs.; Henry W. 
Bowman, American Pencil Co.; George 
Nicklaus, National Blank Book Co.; Frank 


76 


be o 


May, The J. L. May Co., Inc. 


Abagnale, Gramercy Staty. Co., New 
York, N. Y.; John De Noia, Industrial 
Tape Corp.; Albert Haywood, Indus- 
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trial Tape Corp.; Frank Volpe, Peerless 


can Pencil Co.; Edward Leventhal, Biddle 
Purchasing Co.; Harry Fensterheim, S$. E 
& M. Vernon, Inc. 
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SWIFT 


an outstanding 





e, 


This 6% pound Adding Machine 
is in big, growing demand 


Extensive research has enabled us to produce 
a new, improved Swift Adding Machine—a 
portable adding machine with nine-column 
capacity, visible adding dials and all-steel case. 


The tremendous response of the trade and 
public has shown them quick to recognize the 
handy portability, dependable operation and 
value of this new Swift Adding Machine. 


Dealer orders are snowballing. Every day 
we receive many letters from consumers, ask- 
ing where they can buy the Swift . . . and from 
dealers, telling us about the wide, growing 
interest in the Swift Adding Machine. 


We are doing everything possible to fill our 
dealers’ orders...and to place more Swift 
Adding Machines in the hands of the public. 


SWIFT Business Machines Corporation + Great Barrington, Mass. 
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Stencil buyers like the clean convenience 

of Sure-Rite Seal Tab film stencils. Files aren’t 
sticky, stencils don’t gum up duplicating 
machines, stencils lay flat and clean on the 
boss’ desk. The new Red Sure-Rite Seal 

Tabs completely eliminate objections to messy 
glue! Just press to seal—and corrections 

are far easier! 


PUT BLACK FIGURES IN 
YOUR PROFIT COLUMN! 


Impending shortages of film put the new Red Sure-Rite Seal Tab 
Film Stencils in a class by themselves! Film may be reused easily 
because the new seal tabs stick without being sticky! It will pay 
you to send your salesmen out with this new sales feature! Phone 
today to learn if a dealership is open in your area. 


PATENTS PENDING 


Sure-Rite PHONE LONG DISTANCE LD244 DENVER! 
WAR-TIME 


Shooting Star SHORTAGES OF FILM 


; ee MAKE SEAL TABS 
im new a MORE VALUABLE! 
aes otters FILM CAN BE 


Stencil S # 5" rad if + | “3 REUSED 

























AMERICAN 
STENCIL 
MFG. CO. 


2714 Walnut Street 





Denver, Colo. 
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New York Athletic Club, to attend the annual outing 
of the Stationers 12:30 Club of New York on Tuesday, 
June 12. 

Warm weather and clear sunny skies prevailed 
throughout the day, making it ideal for outdoor recre- 
ation and relaxation. Some of the members played 
golf while others enjoyed tennis, horseshoes, hand- 
ball, clock golf on the putting green and card games 
about the grounds. 

One of the highlights was the annual baseball game 
and as usual the players were out early, warming up 
for the afternoon game. The teams were made up of 
both dealers and manufacturers without any effort 
to separate them. Nevertheless good ball was played 
on both sides, with the “Cyclones” winning by a 
score of 10 to 4 over the “Typhoons”. The battery for 
the “Cyclones” was Bob Glassman, Lerman Bros. Inc., 
New York, N. Y., pitcher, and Seymour Geller, Artistic 
Desk Pad & Novelty Company, catcher. The battery 
for. the “Typhoons” was Bill Lucaire, Industrial Tape 
Corporation, pitcher, and Frank Volpe, Peerless-Im- 
perial Company Inc., catcher. The umpires, A. Sloan, 
Goldsmith Bros., New York, N. Y., balls and strikes, 
and Ben Blatt, Cole Steel Equipment Company, bases, 
had no trouble rendering their decisions. Scorekeeper 
Chris Tomford, The Carters Ink Company, was kept 
busy answering questions as to the progress of the 
game. 


A high-noon breakfast of scrambled eggs and bacon 
was served, augmented by refreshments during the 
afternoon at the booth located in a shady grove not 
far from home plate. A delicious chicken dinner served 
on the spacious veranda dining room was a feature 
of the evening, after which cigars were distributed, 
compliments of the J. L. May Company, Inc. 

The outing committee consisting of Harry Fenster- 


ee), 


1. Edward J. Healy, Wilson Jones Co.; Ray R. Fritz, Fulton Marking 
Equipment Co.; William Kelly, R. A. Stewart & Co.; Leonard A. 


Mathews, Weis Mfg. Co., Inc. 
2. Samvel Austrian, Commercial Staty. Co., New York, N. Y.; Harry 


Joseph C. Strauss, 


Lefkowitz, Guide System & Supply Co., Inc., 
Cole Steel 


Automatic Pencil Sharpener Co.; Victor Scheinman, 
Equipment Co. 

3. Robert Reichman, Mooney’s Inc., New York, N. Y.; Herbert Gray- 
son, Ace Fastener Corp.; Martin Glaubinger, Zephyr American 
Corp.; J. S$. Libien, Libien Press, Inc., New York, N. Y. 

4. Ben Sandner, Le Pages, Inc.; Seymour Geller, Artistic Desk Pad 
& Novelty Co.; Standing: Max Shaw, Select Paper & Tablet Corp. 

5. Dave Wexler, Pittsburgh Cut Wire Co.; Albert Drate, David 
Kahn, Inc.; Harry Sills, Commercial Staty. Co., New York, N. Y. 

6. John A. Burns, Frank A. Weeks Mfg. Co., New York, N. Y.; 
Henry Kleinberg, Henry Kleinberg Co., New York, N. Y.; William 


heim, S. E. & M. Vernon Inc., Louis Wachtel, American 


- 


Pencil Company, and Edward Leventhal, Biddle Pur- = 
chasing Company, spent the day helping members 


with their tickets and other numerous details. As 
usual Treasurer Dwight N. Briggs, Sun Rubber Com- 
pany, was on hand to help with financial details. 
Gerard D. White, Acco Products Inc., 
club’s bulletin, “Stationery Whitems,’ was on hand 
looking for news items and President Philip G. Tag- 
ley, Consolidated Loose Leaf Company, saw to the 
comfort of every one. Golf Committee Chairman R, 


editor of the — 


W. Mueller, the Esterbrook Pen Company, made ar- 7 
rangements for those desiring to play golf at near-by ~ 


golf courses. 





O. E. D. Holds Dinner Meeting in New York 


Fifty attended the June 18 meeting of the Office | 


Equipment Dealers of New York held at the Prince 
George Hotel, New York City. 
A feature of the meeting was a talk by Julius Roth, 


O.E.D. attorney, explaining the labyrinth of Govern- | 


ment regulations. Also on the program was a movie. 
President Ben Itkin, Itkin Brothers, Inc., New York, 


N. Y., called on Jack Werfel, Colonial Office Furniture | 
Company, Newark, N. J., president of the New Jersey ~ 


Office Furniture Association and chairman of the 1952 | 
NOFA convention exhibit committee, who said, “It? 
looks like the show for ’52 is to be the best ever. All} 
of our old exhibitors are re-exhibiting. It is up to you 
fellows to talk up the convention and fill up the rest 
of the spaces with new exhibitors.” 


i 


President Itkin announced that the next O.E.D. golf } 


outing would be held at the Westchester Country Club 
on September 18 and he said that a fishing trip for 
non-golf playing members was contemplated. 








Kelly, R. A. Stewart & Co. 
7. Jack Gale, Gale & Grimler, Inc., New York, N. Y.; C. J. McArdle, 
Joseph Dixon Crucible Co.; Leo J. Cohen, manufacturer's repre- 


sentative; Rudy Meyer, Jaclin Staty. Co., New York, N. Y.; Irving 
O. Lasner, Goldsmith Bros., New York, New York. 
8. H. S. Bradford, American Pad & Paper Co.; Edward Golde, 


Golde’s Stationers, Inc., New York, N. Y.; “Si.” J. Donnelly, R. A. 
Stewart & Co.; Dwight N. Briggs; Sun Rubber Co. 

9. Frank Abagnale, Gramercy Staty. Co., New York, N. Y.; Max : 
Lipscher, Henry Kleinberg Co., New York, N. Y.; Chris Tomford, 
The Carter’s Ink Co.; Frank Britt, The Carter’s Ink Co.; E. M. “Ted” 
Bradford, American Pad & Paper Co. 

10. Ralph Halpern, Ralph Halpern, New York, N. Y.; Irving Reighter, | 
Wansco Paper Products Co.; Ben Simon, S. N. A. Staty. Co., New | 
York, N. Y.; Dave Silber, Advance Products. 
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MITE IN SIZE--- 


This full keyboard Monroe Calculator is tiny 
in size, tremendous in figure production. 
Occupying no more space than a letter- 
head, these L-model calculators, neverthe- 
less, are engineered to provide full measure in 
speed and accuracy. Their light weight and 
compactness give them a portability rare in a 
calculator that can do so many figuring jobs. 
Add sturdiness and the exclusive ‘‘Velvet 


Touch” ease of operation—you’ll know why 


M O N RO E MACHINES FOR BUSINESS 





MIGHTY IN PERFORMANCE 


Monroes reduce overhead and increase profit. 

Whatever your figuring need, Monroe 
makes the model to meet it in a line ranging 
from hand-operated machines to the ulti- 
mate in swift, fully automatic calculators. 

Ask a representative for a free demonstra- 
tion of how Monroe 
can speed work, end 
figure-fatigue, and 


cut costsin your office. 





MONROE CALCULATING MACHINE COMPANY — GENERAL OFFICES: ORANGE, N. J., U. S. A. MONROE 
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Adding-Calculator 
Model LA 5 160 





How to convince your customers that 
PEERLESS IMPERIAL 








Register 


are the finest 


on the markel... 





If you are a Dealer who is inclined to discount ad- the most exacting test, you will agree with us that 
vertising claims, we ask you to make this simple our register rolls— 
test. Send for one of our superlative CARBON 1. Wear longer. 


S : Es i pe. , . 
REGISTER ROLLS and try it out in your office 2, Produce cleaner, sharper impressions. 


ust tell us the type of machine you use—the size : : : 
J YI ’ 3. Do not stick or smudge (they cre made with 
of the roll and the number of plies—there’ll be no a special non-stick brilliant carbon). 

charge. Once you have convinced yourself, you'll 1. Will not jam or clog the machine (Each roll 
have no trouble convincing your customers. After is finished with smooth, clean-cut edges). 


PEERLESS IMPERIAL Carbon Rolls are available in precision-cut sizes for all make 
machines. 
PEERLESS IMPERIAL also makes Carbonized Adding and Bookkeeping Machine Rolls, 


known for their sharp, smudgeless copies and even winding. 


Your customer looks to you for hard-to-get ribbon and carbon supplies. You can 
look to PEERLESS IMPERIAL for your complete source of all ribbon and carbon 


requirements, 


PEERLESS- IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 


7 





“ 4 y 
A Great Name WH Carbons Ribbons, carbons, spirit and gelatin duplicating By 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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It is 4 
Tailored to fit wf 
World Travellers eee <i =. . 


..who must go light on weight but heavy on 
work. People who want a really portable port- 
able prefer the “Rocket,” the world’s lightest 
typewriter.* 

On ships, planes and trains more than half-a- 
million “Rockets” have typed more letters in 
more languages than any other typewriter. 

Only Hermes can offer your customers key- 
boards in over seventy foreign languages! 


*weighs only 8 Ibs. 11 ozs. 


.-- and for Your 


"BACK TO SCHOOL” TRADE... 










. sell the tools of modern education —the 


Hermes feather-weight “Rocket” and the full- 
featured “2000.” Both are buys for pupils, pro- 
fessors and parents. 

Only the “2000” has both lightning margin 
and automatic tabulator—in any class, the 
Hermes “2000” wins top honors! 


oereeeeeeeeees COUPON eeerwreeeeeee eta, 


Please send me information on the Hermes plus profit line. . 








) ° STREET . 
: city. STATE 
Paillard Products Inc., Dept. O-8 265 Madison Ave., New York 16 
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Two Groups Hold Cedarbrook Outing 


Some 111 members and guests of the Penn-Mar-Va 
Travelers Club and Philadelphia Stationers Associa- 
tion assembled at the Cedarbrook Country Club, Phil- 
adelphia, Pa., on Thursday, June 21, to attend their 
annual outing. 

The Cedarbrook Country Club located just beyond 
the Philadelphia city limits, with its beautiful rolling 


1. Murray Weinberg, Roth Bros., Philadelphia; Howard Satterthwaite, 
Garrett-Buchanan Co., Philadelphia; Herman Schwartz, Schwartz 
& Co.; David Roth, Roth Bros., Philadelphia, Pa. 

2. Jack Pinkerton, Hoskins Co., Philadelphia; William Reinhardt, A. 
Pomerantz & Co., Philadelphia; Irving Roth, Bros., Philadelphia, 
Pa. 

3. Charles W. Lukens, Yeo & Lukens Co., Philadelphia, governor of 
NSOEA District No. 3; George Wustner, Wm. F. Murphy’s Sons Co., 
Philadelphia; George E. Harscheid, National Blank Book Co.; 
Richard B. Yeo, Yeo & Lukens Co 

4. Joseph Daily, Departmental Sply. Co., Philadelphia; James Paul 
and James Conaway, both James Hogan Co., Ltd., Philadelphia; 
Ernst Abe, Wm. F. Murphy's Sons Co., Philadelphia, Pa. 

5. Robert Whitesel, Brook Co.; James W. Curran, Eagle Pencil Co. 


84 


greens studded with stately trees, proved an ideal spot 
for the day’s outing. For non-golfers other recreations 
such as horseshoes, tennis, putting on a velvet-like 
putting green, cards and soft ball were available. 

At about 2:30 in the afternoon the sun broke through 
the clouds and for the balance of the day, hot sunny 
weather prevailed. The appearance of the sun was the 
signal for the soft ball players to assemble on the field 


A Stef 





6. Soft ball players. 

7. Edward La Gasse, Victor Safe & Equipment Co.; J. Edwin Moore, 

Dennison Mfg. Co.; Roland East, East Safe & Equipment Co, 

Philadelphia, Pa. 

More soft ball players. 

9. Fred Milner, Joseph Dixon Crucible Co.; L. B. Herr, L. B. Herr & 
Son, Lancaster, Pa.; Ralph G. Henriques, Bates Mfg. Co.; Joseph 
Dunn, Wm. F. Murphy’s Sons Co., Philadelphia; Joseph Larish, 
Reams, Lancaster, Pa.; Clet Raffensperger, Lancaster Office Equip- 
ment Co., Lancaster, Pa. 

10. George Wustner, Wm. F. Murphy’s Sons Co., Philadelphia, Pa.; 
Edward Wisenstein, Shanahan & Co., Philadelphia; Thomas Stagg, 
Hoskins Co., Philadelphia. 


ad 
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WILSON Seen JONES | 


Many firms are now planning their catalogs, 
sales manuals and price lists. 


Such plans call for flexibility that will permit 
replacement of pages which have become obsolete 
through changes in prices, design, or construction 
of products. Loose Leaf Sales Equipment with its 
logically arranged data always presents the latest 
available sales information. 


The market for Loose Leaf Sales Equipment is 
practically unlimited. Every organization that 
employs salesmen, that makes a variety of items, 
and wants to instruct its salesmen is a prospect 
for Loose Leaf Sales Equipment. 


Loose leaf covers produced by Wilson Jones Co. 
point the way to beauty, utility, and economy. 
The line of devices is as broad as the need. 


Wilson Jones Co. is prepared to assist you in 
determining the proper type of loose leaf binder 
for specific needs, and in working out appropriate 
cover designs. 


See Catalog No. 149, Pages 89 to 106. 





WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd. 816 Locust Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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for their annual game. The teams were called “The 
Gallos” with Fred Gallo, Roth Brothers, Philadelphia, 
pitching and the “Pinkertons” with Jack Pinkerton, 





Hoskins Inc., Philadelphia, pitching. It was a hotly- 
contested game from start to finish with the “Gallos” 
winning by a score of 17 to 16 and only one home run 


was recorded. It was made by Tom Crilley, Wilson | 


Jones Company, and unfortunately the bases were 
empty at the time. Umpires were William Reinhardt, 
A. Pomerantz & Co., Philadelphia, and Ben Wachtel, 
Parker Pen Company, both of whom maintained their 
decisions despite many protests by the players. 

President of the Philadelphia Stationers Association, 
Irving Roth, Roth Brothers, Philadelphia, and presi- 
dent of the Penn-Mar-Va Travelers, Mark J. Kenna, 
American Pencil Company, were present to act as 
hosts as was the committee who took care of the many 
details and to whom much credit is due for arranging 
a splendid day’s outing, one of the best attended in 
many years. They were: Chairman Richard M. Graff, 
Esterbrook Pen Company; William D. McCully, S. E. 
& M. Vernon Inc.; James W. Curran, Eagle Pencil 
Company; Fred Gallo, Roth Bros., Philadelphia; and 
Francis Massing, Yeo & Lukens Company, Philadelphia. 

At the close of a delicious roast beef dinner, Richard 
M. Graff, after thanking his committee, announced the 
winners of the golf contest and distributed the awards. 
The winners were: low net, John F. Emhardt, Columbia 
Steel Equipment Company; second low net, Richard 
Whitesel, Brooks Co., Philadelphia; low gross, George 
W. Barley, Eversharp Inc., and kickers’ handicap, 
James W. Curran, Eagle Pencil Company. 

President Irving Roth announced that the October 
meeting of the Philadelphia Stationers Association will 
be held on the third Thursday of the month in Reading, 
Pa., and extended a cordial invitation to all to attend. 





Bert M. Morris Holds “Ham and Egg” Meetings 


The Bert M. Morris Company has instituted a new 
series of dealer and jobber sales meetings which have 
created a lot of good will along with the usual product 
education. 

The gathering place is the Bert M. Morris Company 
factory and the time is 8 am. Some dealers may be 
surprised to hear that all salesmen arrived on time in 
spite of the fact the meeting place was 10 miles from 
downtown Los Angeles, Calif. 

The first order of business at such a recent meeting 
was a big ham and egg breakfast. The Los Angeles 
salesman, Ernie Daniels, donned an apron and pre- 
pared the meal. He was ably assisted by Wally Jones, 
the sales manager. A restaurant adjoining the factory 


AT THE LEFT— 


1. George W. Barley, Eversharp, Inc.; Thomas Gradwell, Minnesota 
Mining & Mfg. Co.; John C. Kerns, Stationers Loose Leaf Co.; 
Richard M. Graff, Esterbrook Pen Co. 

2. L. Sharpless, Sharpless Staty. Co., Jenkentown, Pa.; John B. Bas- 
ford, Esterbrook Pen Co.; Paul Thorpe, Minnesota Mining & Mfg. 
Co.; Edward F. St. George, Oakville Co. 

3. Donald J. Endo, The Carter’s Ink Co.; Robert L. Johnson, Warshaw 
Mfg. Co., Inc.; Ray Newell and Henry Trout, both Palmer, Trout & 
Co., Trenton, N. J. 

4. |. Berman, National Stationers, Philadelphia, Pa.; Barney D. Good- 
rich and Nat Kahn, both Goodrich & Co.; Philadelphia; Lu Stern, 
National Stationers, Philadelphia, Pa. 

5. Samuel Curry, Samuel F. Curry, Inc., Philadelphia; Charles G. 
Peters and Gordon Blizard, both National Fiberstok Envelope Co.; 
Sylvan Muchnik, Samuel F. Curry, Inc. 

6. Jack F. Emhardt, Columbia Steel Equipment Co.; Joseph W. Mc- 
Cormick, Jr., Stationers Guild of America; Richard D. Pomerantz, 
A Pomerantz & Co., Philadelphia; William Binnig, H. T. White Co.; 
Philadelphia, Pa. 

7. Earl H. Prentzel, Speed Products Co., Inc.; Otis R. Prior, Mutual 
Stationers Sply. Corp.; Joseph A. Snitzer, Automatic Prtg. Corp., 
Philadelphia, Pa.; Ben Wachtel, Parker Pen Co. 

8. Mark J. Kenna, America Pencil Co.; John G. Kolb, C. Howard 
Hunt Pen Co.; A. W. Williams, Penn-Mar-Va Travelers secretary; 
L. B. Herr, L. B. Herr & Son, Lancaster, Pa.; Charles A. Newcomet, 
The C. F. Heller Bindery, Reading, Pa. 

9. Herbert Grayson, Ace Fastener Corp.; Herman Marks, Philadelphia 
Stationers, Philadelphia; Harry Tehan, Jr., The Cook & Cobb Co.; 
Nelson Bushnell, Alvah Bushnell Co. 
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The Best” 


Somebody’s product must be the best in every. 















field. In office equipment, nothing so clearly 
shows howcompletely superioris A*S*E equip- 
ment as a point by point comparison with all 
others made. In beauty, strength of construc- 
tion, and efficiency of function, A*S*E equip- 
ment stands at the top in any fair appraisal. 
There never has been and never will be any com- 
promise with the standards that keep A*S-E 
the top quality equipment in all the world. 


SEE OUR DISPLAY AT THE 

NATIONAL STATIONERY AND OFFICE EQUIPMENT ASSOCIATION'S 
45TH ANNUAL CONVENTION AND EXHIBIT y 

Sept. 22 through 27, 1951 


DISPLAY BOOTHS ON FIFTH FLOOR 
Rooms 512-A and 513-A * Stevens Hotel, Chica 















The famous A-S-E Line of Desks 
ond Tables is unexcelled for con- 
vertibility and flexibility. 








A-S-E Files are made in a size or 
style for every need —all the finest 
in their class. 





ALL-STEEL EQUIPMENT INC. 
SS LA TTT 


600 CLEVELAND AVENUE AURORA, ILLINOIS 
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Harter Model 65 
Executive Posture Chair 


BIG OFFICE CHAIR BEAUTY 
--- POSTURE CHAIR 
WORKING COMFORT 





Here’s the size and luxury to please your most exacting and important 


customer. Yet, it’s a true posture chair with all adjustments to fit every 





individual. It’s the Harter 65 and it’s a quality chair with deep foam 
rubber seat and back cushions. Rich upholsteries, flawlessly tailored fit it fot 
the finest office. Of course it has Harter all steel construction — 

which means it’s made so carefully it will continue pleasing your 


customer for a whole business lifetime. 


The Harter Model 66 has the same posture chair action as the 65 but 
has the less massive design needed for many installations. That's the beauty 


of the complete Harter line; it equips the dealer to sell every office. 





Harter Model 66 Harter Corporation, 1008 Prairie Avenue, Sturgis, Michigan. 
Executive Posture Chair 
STtTurRGiIS MicuHtiGawn 


STEEL CHAIRS - POSTURE CHAIRS 
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| 4 JIFFY SETS 
a 4 Newest and latest type of 
TYPEWRITER RIBBONS 


floating carbon, used on 
fan fold and continuous 
J 
Manvufactured for all machines form machines. it’s clean- 
; : F er, it’s economical! 
in both cotton and silk material. 
Queen ribbons give excellent 2 
reproduction ... always! St, gis fe Sey sais 
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CARBON PAPER “3 SPIRIT Duplicating 
sa CARBON PAPERS 


For every type of type- 
written copy, art or 


printed matter. For 
_.. short, medium, long 


Non-curl carbons in all 
for weights, finishes and 
grades for every purpose. 






RIBBON & CARBON CO., Inc. 2 
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CARBONIZED ROLLS © SPIRIT & HECTOGRAPH DUPLICATING CARBONS 
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was taken over for this purpose. The girls who served 
the meal were later seen on the assembly line in the 
factory. 

The breakfast was held in 30 minutes and then Lee 
Schaeffer, general manager, conducted the group 
through the factory. Here, every phase of plastic man- 
ufacturing was observed and questions answered. This 
added an additional interesting 30 minutes. The final 
30 minutes were devoted to a sales meeting in the spa- 
cious sample room. 

“These sales meetings accomplished more in 30 min- 
utes than the average meeting could ever hope to do 
in any period. The salesmen left at 9:30, which is about 
the time they would normally hit the street,” says a 
company official. 

The first meeting was held with the sales force from 
Grimes-Stassforth, 737 S. Spring St., March 23. The 
group from Los Angeles News, 310 E. Boyd St., made 
up the second meeting and Atlas Stationers, 1510 S. Los 
Angeles St., attended the most recent session. It is 
hoped to have meetings with other groups throughout 
the summer. 


89 Golf in GLTC Outing at Rolling Green 


Even the weatherman co-operated, a new experience 
at Rolling Green Country Club, and the first golfing 
date of the Great Lakes Travelers Club set new records 
for participation on Thursday, June 7. Eighty-nine 
enjoyed the links sport on the well-manicured greens 
and fairways of Rolling Green and 107 attended the 
dinner in the comfortable club house 

It was a day ideal for golf and other recreation ar- 
ranged by the committee headed by the effervescent 
Gordon Kickels, C. L. Barkley & Company. “Gordie” 
presided at the microphone for the dinner and Ken 
Henderson, The Carter’s Ink Company, as president 
of GLTC, welcomed the group 


Among “notables” introduced were Rus 





Ragan, 


ATTENDING MOSLER SAFE’S REGIONAL SALES SCHOOL, TULSA, OKLA. 





FIRST ROW: Harry C. Wilbanks and Taft Welch, both Scott-Rice Co., 
Tulsa, Okla.; Don M. King, Edwards Book & Office Supply, McAlester, 
Okla.; Ken Holderman and Emroy Atkinson, both Scott-Rice Co. 
SECOND ROW: Eddie Davis, Kenneth McKee, Forrest Burns, Ted R. 
Warkentin, Russell Martin and Winfield White, all Southwestern 
Staty. & Bank Supply, Ponca City, Okla. Mr. Burns is with the firm’s 
Oklahoma City office and Mr. Warkentin is located at the Lawton 
office. THIRD ROW: Frank Polk, Southwestern Staty. & Bank Sply., 
Oklahoma City, Okla.; William R. Liston, Liston’s, Texarkana, Ark.; 
Bill Dallas, Robert Hardwicke and Charles E. Cowne, all Parkin Prtg. 
& Staty. Co., Ft. Smith, Ark.; James E. Epperson, Southwestern Staty. 
& Bank Sply., Ponca City, Okla. FOURTH ROW: Ed Locke, Fenton 
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TOP: Ray Eichenlaub, again the efficient generalissimo of finances, 
Service Steel Products Corp., Roy Skibbe, Victory Safe & Equipment Co., 
Al Skibbe, Boorum & Pease Co.; Clarence Reynolds, NSOEA governor 
and now proprietor of Reynolds Office Supply & Equipment Co., 
Lansing, IIl.; and Harold Blum, Esterbrook Pen Co. They were among 
the non-golfers. CENTER: After the golf. Wes Montpas, manufactur- 
ers’ representative; Gene Walsh, Walsh Stationers; Bob Gullett, Chi- 
cago Stationers, and Roscoe Benge, Codo Mfg. Corp. BOTTOM: In a 
huddle over prize distribution. Don Sharpe, Reyburn Mfg. Co., Inc,; 
Gordon Kickels of C. L. Barkley & Co., the day’s chairman; Harry 
Balch of Quality Park Envelope Co., the co-chairman; Ray Eichenlaub, 
Service Steel Products Corp., and Bill Miller, Parker Pen Co. 





Office Sply., Stillwater, Okla.; Dalbert G. Barclay, Manly Office Sply. 
Co., Oklahoma City, Okla.; Earl Hart, Burks Robbins and Bill Shoe- 
make, all Scott-Rice Co., Tulsa, Okla. FIFTH ROW: Gene Malloy, Mal- 
loy’s Business Machines Co., Houston, Tex.; L. E. Scott, Scott’s Office 
Sply., Bartlesville, Okla.; Jimmie Borders and Bob Scott, both South- 
western Staty. & Bank Sply., Lawton, Okla.; Dawes Harden, Harden 
Prtg. & Office Sply., Ada, Okla.; Louis Moles, M. & F. Office Sply., Harri- 
son, Ark. SIXTH ROW: M. L. Kerby, Fenton Office Sply., Stillwater, 
Okla; F. A. “Jack’’ West, Scott Rice Co.; Paul Watts, G. H. Bartlett, 
Jr., and Walter L. Talbert, all Cox & Bartlett Desk Co., Oklahoma 
City, Okla. STANDING: Frank Calloway, R. “Bronc” Childress, John 
Mosler and Joseph M. Ashley, all Mosler Safe Co.—EVH 
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Wikexim Street, U.S.A. 


| he transportation industry kept NO RECORDS 





Fantastic picture? Think it over. Without accurate records, every form of 
transportation would snarl itself to a stop. To transport goods and people, records 
are as essential as rolling stock. Records are a basic necessity of every business. 


— 


Thus, by supplying the means for keeping records, 
stationers play a key role in our economy and our 





defense effort. And when you supply B&P record forms 
and devices you supply the finest in quality and design. 


' Consult your B&P Representative 
, | about the complete “Standard” line— 4T_ 


a 
~ 


famed Visible Record Equipment, 
Loose Leaf Devices and Bound 


; Books for every purpose. 
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American Pad & Paper Company, vice-president of 
NSOEA field division; Clarence Reynolds, Reynolds 
Office Supply & Equipment, Lansing, IJl., governor 


W. J. Saunders, W. J. Saunders Co.; Harry Balch, Quality Park 
Envelope Co.; Maynard Westring, Mid-City Stationers, Inc., Rock- 
ford, Ill., and Carl Johnson, Rockford, guest. 

Herb Johnson, Ace Fastener Corp., and Bernie Kosnick, guest. 
Bob Vojta, Chicago Saddlery Co.; Don Sharpe of Reyburn Mfg., 
Co., Inc., a non-golfer drafted into this picture; A. Spinner, Spin- 
ner Bros.; G. J. Aigner, G, J. Aigner Co., and Charles Timm, Em- 
pire Paper Co. 

Ernie Lund, Englewood Blue Stationers; Harry Pinch, University of 
Chicago Bookstore; Norbert Burgess, Sanford Ink Co., and Demp- 
ster Passmore, University of Chicago Bookstore. 

Harold Meidinger, Wilson Jones Co.; Eli Ackerman, Brown Office 
Supply Co., and David Marder, Wilson Jones Co. 

M. Rosenthal, Wicker Park Stationers; Rudy Janovsky, Jantig 


Products Co.; Saul Hurtig and Martin Hurtig, Acme Stationery Co., 


Chicago. 


- George Maines, A. C. McClurg & Co.; Ed Deacon, Chicago Desk 


Pad Co.; Sig Hammarborg, Dennison Mfg. Co., and Ed William- 
son, Elmer Krumwiede & Associates. 

Rus Ragan of American Pad & Paper Co., NSOEA vice-president, 
and A, C. Van Horne, Eberhard Faber Pencil Co 

H. Brandt and R. E. Fensterbusch, Maywood Typewriter & Office 
Supply Co., Maywood, Ill, Bob Warner and Leonard Rose, Rock- 
well-Barnes Co. 

Parle Cooley, Bates Mfg. Co.; Earl Peters, International Cellu- 
cotton; Harold Reinke, manufacturer's represenative, and Wally 
Glassman, Graver-Dearborn Corp 
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of NSOEA Sixth District; Harry Hoffherr, Kendrick 
Office Furniture Company, president of NOFA; Karl 
Kiesel of Madison, Wis., past president of GLTC, and 


Harry Venet, Reyburn Mfg. Co.; Jim Clarkson, Moser Paper Co., 
and Bill Yerama, Sears Roebuck Co. 

Wayne Mitchell, Hodgman Rubber Co.; Jack Simpson, guest; Al 
Cote, Reyburn Mfg. Co., and Bob Greco, Bowman Dairy Co. 
Bob Kane, Richard Best Pencil Co.; Foger Fellowes, Bankers Box 
Co.; Bob Lauterjung, L. & M. Stationery Co., Chicago, and Norm 
Bickell, Sanford Ink Co. 

Joe Falbo, Codo Mfg. Co.; Harry Hoffman, Industrial Tape Co.; 
Ken Henderson, The Carter’s Ink Co., and Wes Wilson, Industrial 
Tape Co. 

Roy Hanson, The Globe-Wernicke Co.; Charles Mathieu, Mathiew 
Co.; Len Schneider, The Globe-Wernicke Co. 

Harry Hofherr, Kendrick Furniture Co.; Earl Hanson, manufac 
turers’ representive, and Bill Small, Johnson Chair Co. 

Bernard Wright, F. S$. Webster Co.; J. Corbino, Horder’s, Inc., and 
Harold Heyward, Speed Products Co. 

Bud Laughlin, Harter Chair Co., Nick Kost and Bill Miller, Parker 
Pen Co. 

G. O. Stevens, Stevens, Maloney & Co.; Eldon Just, Just & Son; 
John Smythe, Geyer Publications, and Gordon Kickels, C. L 
Barkley & Co. 

E. W. Gotsch, Industrial Tape Co.; R. T. Lowe, Minnesota Mining 
& Mfg. Co.; Tony Peters, Horder’s, Inc., and Ken Reister, Min 
sota Mining & Mfg. Co. 

F. Cognato, C. Howard Hunt Pen Co.; P. Sarno, Wilson Jo 
Co.; Frank Guintini, Utility Supply Co., and Harold Gould, Wilse 
Jones Co. 
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fff QUALITY COMPLETE MASTER UNITS. NON-SMUDGE SUPER SOVEREIGN COMPLETE SOVEREIGN CC 
Bilton edge a: seo} cacl- MASTER UNITS. No smear! No smudge! No stain! UNITS. Seo! coating at 
ay Super coated on surface, seal coated on sides, clean edges ot top and bottom. 
edges at top and bottom. In purple. red, green, blue, black, 
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EREIGN SPIRIT ARB SOVEREIGN erg 


brilliance and sparkle wi 


. e out equal. . . more 
copies per gallon, No ut 
pleasant odor, 


SPIRIT PROCESS 
SUPPLIES 


HAND CLEANER. Soc 

removes ali stains 
and leaves hands soft ¢ 
able. 


WEREIGN MASTER PAPER 
led surf ke 
bon, 


SOVEREIGN SPIRIT COPY PAPER. Its 

ideal finish, even absorption of fluid, re- 

sults in maximum number of copies with 

] use of a minimum amount of fluid. In 
mTION PENCIL. A o clean way. to corsect white, blue, buff, pink, green, salmon 
of 12, ond goldenrod. 
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SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVE., CHICAGO 13, ILLINOIS 


SPEED-O-PRINT (CANADA) LTD. @ 77 ST. CATHERINE ST., WEST @ MONTREAL 
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Simplified Build-Up System). 
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@ © DOUBLES > © © © TRIPLES 
S|) 
Cord OUTSIDE DIMENSIONS (5) = Cord OUTSIDE DIMENSIONS 
Mo Description | Copecity | Width ] Height | Deptn ‘S) No. Description | Capacity | Width Height | Depth oO 
673352 | 63x5s | 18000| 12%] 36%4”| 16” 2 6F3353 | 63x5s | 27000] 18%”| 36%)" 16” [PS 
5F3462 | 54xé6s | 15000/14%”| 36%”| 16” [SIO 573463 | 5 4xés | 22500] 21%”| 36%)"| 16” [) 
4F3582 | 45x8s | 12000] 18%”| 36%”| 16” [Sia 4F3583 | 45x8s | 18000| 27%"| 36¥,"| 16” fois 
43692 4 6x9s | 12000 | 20%” | 361,”| 16” ‘s\o 473693 4 6x9 | 18000 | 30%” | 36%"| 16” [OVS 
Includes Bases aN St i f= Includes Bases 














SHIPPED SET-UP SHIPPED SET-UP 


36¥2"H. H 


@ © DOUBLES © © TRIPLES 


















Cord 
Copecity 
13500 
13500 
13500 


OUTSIDE DIMENSIONS 
Width | Height | Depth 
14%” | 36%"| 16” 
18%” | 36%"| 16” 
21%” | 36%4"| 16” 


Cord 
Capacity 
9000 
9000 
9000 











OUTSIDE DIMENSIONS 
Width Height | Depth 
12%” | 36%,”| 16” 
12%” | 364%,”| 16” 
14%,” | 364%” 






























No 
3F3264 
3F3285 
3F3296 


No. 
_3F3364 
33385 

373396 


Description 
3 6x4s 
3 8x5s 
3 9xés 


Includes Bases 


SHIPPED SET-UP 


Description 
_3 outs 
3 8x5s 
3 9xés 
includes Bases 
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® © DOUBLES @ © © TRIPLES 
Cord OUTSIDE DIMENSIONS Cord OUTSIDE DIMENSIONS 

No Description | Copacity | Width | Height | Depth Ne. Description | Capacity | Width Height | Depth 

F3702 1 Cab. | 3200 /17%”"| 5%” | 16” SS] _ £3703 1Cab. | 4800 /254%,"| 5%” | 16” 
6F3702* 6 Cab 19200 | 17%” | 36% “1 16” 6F3703* 6 Cab. | 28800 | 251,” | 361,” | 16” 

*includes Bose sited ‘ fins “includes Base 
SHIPPED SET-UP SHIPPED SET-UP 

Literature Immediate 
Avatlable Finished in Fatura grey or Syeclnasit Standard green. Delivery 
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Still using mussy, fussy, time- 
chiseling methods of copy- 
ing? If so, we've got news for 


you—good news. 

The OLD TOWN Spirit Dupli- 

cator is an amazing machine 

without equal in its field. 

@ It reproduces hundreds of 
copies in a matter of min- 
utes from a single sheet of 
carbon paper. No inter- 
mediate steps from 
typewriter to Old Town 
Duplicator. 

@ No ink, no stencils, no gel- 
atine, no type, n° mats. 
‘Master’ can be filed for 









































re-use. 
@ Costs little more than a 
typewriter. Gives more WRITE TODA rs 
Y FOR DEALER 


copies per duplicating dol- 
lar. Anyone in the 
office can operate it. 


aT Old Town 


* 
Du licator Manufacturers of DUPLICATING MACHINES 
CARBON PAPERS - RIBBONS 


As Essential to your 
Business as a Typewriter 


FRANCHISE INFORMATION ~ 
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Brooklyn 17, New York 


Dive interested in hearing S s 
more about your pa ete | 


This Advertisement Appears in the 
Aug. 6th Issue of TIME Magazine 


| NAME_ 


| ADDRESS 
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other past executives of the club, present officers, and 


members of the golf committee. 
Plans for the July 20 golfing at Butterfield Country 
Club were announced by Al Cote, Reyburn Manufac- 


turing Company, chairman for the day. 

Harry Balch, Quality Park Envelope Company, co- 
chairman with Gordon Kickels, presided for the dis- 
tribution of prizes which included those for the Rolling 
Green “blind bogey” and an array of useful articles 
donated by GLTC. Many shared in this division of 
the “loot.” 


Bob Warner, Rockwell Barnes Company, shot a 176 
for low gross among the GLTC members. 

As usual, Ray Eichenlaub, Service Steel Products Cor- 
poration, functioned efficiently as the man in charge 
of tickets and banquet reservations. 





Lovisiana Printers, Stationers Meet 
The Printers & Stationers Association of Louisiana 


had 125 in attendance for the annual convention with 
Alexandria as the host city. Leadership was provided 
by Virgil Jone \lexandria Office Equipment Company, 
president; James E. Renton, A. Blanco Company, New 
Orleans, first vice-president; Mrs. E. J. Land, The 


1. Section of head table at banquet, with Charles Fowler, Standard 
Prtg. Co., Alexandria, La., as toastmaster. 

2. Marion Perkins, O. R. (Buddy) Lewis, Thos. H. Inskeep, all of 
Standard Office Sply., Monroe, La. 

3. W. H. Blake, Blake & Bowles Office Sply., Baton Rouge, lia.; 
H. A. Kuhlman, Kuhiman Office Sply., Baton Rouge, La.; Geo. W. 
Rollosson, Rollosson & Son, Crowley, La. 

4. Front: Herman Marks, Ferd. Levi Staty., Monroe, La.; L. W. Tabb, 
Lake Charles Office Sply., Lakes Charles, La.; Bernard Levi, Ferd. 
Levi Staty., Monroe, La.; H. A. Kuhlman, Kuhiman Office Sply., 
Baton Rouge, la. Rear: L. A. Hawkins, Graham Paper Co., New 
Orleans, La.; W. L. Paetz, Latil Staty., Baton Rouge, La.; Bob 
Burns, Bob Burns Prtg. Co., Monroe, La.; Virgil Jones, Alexandria 
Office Equip., Alexandria, La.; Marvin Drake, The Drake Co., 
Shreveport, La 

5. New officers of the Printers & Stationers Assn. of Louisiana for 
the next year. Seated: Bob Burns, Bob Burns Prtg. Co., Monroe, 
La., pres.; Mrs. E. J. Land, Franklin Press, Baton Rouge, La., Ist 
vice-pres. Standing: L. W. Tabb, Lake Charles Office Sply., Lake 
Charles, La., 2nd vice-pres.; Geo. Rollosson, Geo. Rolloson & 
Son, Crowley, La., secretary and treasurer. 

6. T. J. LeBlanc, A. Blanco Co., New Orleans, La.; John Lamond, 
Heyer Corp., Chicago, Ill; J. E. Renton, A. Blanco Co., New Or- 
leans, La.; Johnnie Lamond, son of John Lamond. 

7. T. J. LeBlanc, Mrs. T. J. LeBlanc, Miss Rose Hornot, Miss Ger- 
maine Pastoret, J. E. Renton, all representing A. Blanco, Inc., 
New Orleans, La 

8. Mr. & Mrs. Edgar Jordan, Sr., Standard Prtg. Co., Alexandria, La. 
He was one of the mainstays of the convention. 

9. Front: Mrs. Murray Jones, Mrs. Virgil Jones, both of Alexandria 
Office Equip., Alexandria, La.; Mrs. Paul Jordan, Mrs. Charles 
Fowler, both of Standard Prtg. Co., Alexandria, La.; Mrs. W. L. 
Paetz, Latil Staty. Co., Baton Rouge, La.; Rear: Mrs. Thelma 
Smith, Alexandria Office Equip., Alexandria, La.; Mrs. W. H. 
Blake, Blake & Bowles Office Sply., Baton Rouge, La.; Mrs. 
Charles Carter, Standard Prtg. Co., Alexandria, La.; Mrs. H. A. 
Kuhiman, Kuhiman Office Sply., Baton Rouge, La.; Mrs. Edgar 
Jordan, Jr., Standard Prtg. Co., Alexandria, La. 

10. Milton Ford, Twin City Prtg., Monroe, La.; Horace H. Allen, Lake 
Charles Office Sply., Lake Charles, La.; Marvin Parnell, Dixie 
Cup Co., Monroe, La.; Tom Brooks, Louisiana Paper, Shreveport, 
la 

11. Sterling Reine, Reine Bros. Stationers, Baton Rouge, La.; Larry 
Frost, Frost Parker Co., Baton Rouge, La.; C. J. Latil, Latil Staty., 
Baton Rouge, La.; Bill Strong, Bates Mfg. Co., Orange, N. J. 

12. Howard Tayloe, President Tayloe Paper Co., Memphis, Tenn., 
one of the guest speakers. 

13. Armand Breard, Monroe Office Equipment Co., Monroe, La.; Bill 
Martin, Shaw-Walker Co., Dallas, Tex.; August Schmitt, J. A. 
Hoerner Co., New Orleans, La. 

14. Art Carrow, Speed Products Co., Houston, Tex.; Lee Zachary, 
Southern Folder & Index Co., Eldorado, Ark.; J. Winston Genius, 
Lovisiana Office Sply., Alexandria, La. 


At bottom: Betty Mayeaux, Marjorie Colwell, both of Alexandria Office 
Equip., Alexandria, la.; Mrs. E. J. McGinnes, D. & W. Paper Co., 
New Orleans, La.; Mrs. George Phebus, Mrs. Charles Scates, both 
of Tayloe Paper Co., Memphis, Tenn.; Mrs. Russ Shaw, D. & W. 
Paper Co., New Orieans, La. 

(Photos by Art Carrow) 
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Franklin Press, Baton Rouge, La.; second vice-pres- 
ident, and W. E. Eldridge, secretary to the board. 

Speakers on the Saturday afternoon program in- 
cluded Mrs. E. J. Land, “Let’s Take a Look at our Busi- 
ness,” Bob Burns, Bob Burns Printing Company, Mon- 
roe, La., “The Joys of Being the Boss”; W. T. Boll 
Martin, Shaw Walker Company representative, “Can 
He Take It?”, and George Rollosson, Rollosson & Son, 
Crowley, “Organization.” 

Large numbers of registrants attended all meetings 
and heard all speakers. 

Before the annual banquet on Saturday night, a 
cocktail party was heid in the Continental room of the 
Hotel Bentley through the courtesy of Howard Tayloe 
and Gyp Phebus of Tayloe Paper Company, Memphis, 
Tenn. During the party, a welcome to Hollywood party 
for the ladies was staged by Station KALB under the 
supervision of Tom Journay, staff announcer. 

A banquet was held Saturday night in the Venetian 
Room at which time officers were introduced by Charles 
Fowler of the Standard Printing Company, Alexandria, 
as toastmaster. The speaker for the banquet was 
James D. Arrington, editor-publisher of the Collins 
News-Commercial, Collins, Miss 

The Sunday morning program was started with an 
address by Howard Tayloe, president of Tayloe Paper 
Company, on the subject, “The Current Paper Situa- 
tion.” He was followed by R. J. Heim, regional manager 
of Underwood Corporation, New Orleans 

W. T. Bill Martin, John Lamond, Bill Strong and 
Art Carrow were representatives of the Texas Travelers 
at the meeting. 

The following were elected to serve the association 
for the coming year: Bob Burns, Bob Burns Printing 
Company, Monroe, president; Mrs. E. J. Land, The 
Franklin Press, Baton Rouge, first vice-president; 





AT WILSON JONES’ ANNUAL GOLF OUTING— 

1. George Mandeville and Ben Swanson. 

2. Outdoor card game. 

3. Standing: Ed Tardy, Art Koehne, Ben Swanson, George Stadnik, 
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L. W. Tabb, Lake Charles Office Supply, Lake Charles, 
second vice-president, and George Rollosson, George 
Rollosson & Son, Crowley, secretary and treasurer. 

Directors will be Virgil Jones, Alexandria Offi 
Equipment Company, Alexandria; Manlin Drake, The 
Drake Company, Shreveport; Sam Futrell, Twin Cit 
Printing, Monroe; Edgar C. Jordan, Jr., Standard 
Printing Company, Alexandria; H. A. Kuhlmann, Kuhl 
mann Office Supply, Baton Rouge; James E. Renton 
A. Blanco; Inc., New Orleans; Gus Trahan, General} 
Office Supply, Lafayette; J.B. Eaton, Damerion-Pierson 
Company, New Orleans, and C. J. Latil, Latil Stationery, 
Baton Rouge. 

Lake Charles, La., was selected as the convention city 
for the 1952 meeting. 

(This meeting was reported by Art Carrow, Houston, 
Tex.) 
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Wilson Jones Bowlers Play Golf 


The fourth annual golf outing of the Wilson Jones 
Men’s Bowling League was held at the usual place, the 
Fox Valley Country Club, Batavia, Ill., on Saturday, 
June 9. Co-sponsored by the bowling league and the 
Wilson Jones Co., the event attracted 61 golfers and 
34 who limited their activities to card games, conversa- 
tion, horseshoe pitching and dinner. As the total 
attendance was 95 and the number of prizes over 100, 
everybody was made happy. The steak dinner also 
contributed to the general feeling of well being. 

The members of the prizes and arrangements com- | 
mittee, to whom everyone felt grateful, were Dom |} 
Papparetto, chairman, Mike Ellgass, Art Koehne, A. 
Quattrocchi and Fred Minds. Mr. Papparetto, who is 
also president of the bowling league, presided over the 
prize-awarding activities. All golfer prizes were given 


Chas. Suba, Russell Jennings and Walter Lennartson, Office Appli- 
ances. Seated: Fred Issel, Jerry Ventrella and Andy Quattrocchi. 
4. Dom Paparetta. 
5. Otto Jason and Art Koehne. 
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DOUBLE TUBE MODEL — 


























a GREY OR BROWN 
1s0 «y 4 
od | | pote 
=_s RETAIL 
om 
A 
) is 
the 
yen 
Single tube model below, 
: grey or brown.... $go5 
High quality and low price have made this lamp 
a favorite for home or office. Beautifully finished 
) in Bonderized baked enamels. Operates on 
110/120 volt, 60 cycle A.C. current; instant starting 
switch. Uses T8, 15-watt fluorescent tubes. Felt 
covered base; 6’ rubber cord. Height, 1144"; width, 
20". Weight, 8 lbs., packed in individual cartons. 
, Fully approved by Underwriters’ Laboratories. 
ee MODEL 4900 — Single tube in grey or brown. 
Retail, less tube....... $8.95 
MODEL 4902 — Double tube in grey or brown. 
Retail, less tubes. . $14.95 
)pli- INDUSTRIAL LAMP CORPORATION, ELKHART, INDIANA 
chi 


SEE REVERSE SIDE FOR 
OTHER LAMP STYLES 


/LG LAMPS FOR HOME AND OFFICE 






DIRECTOR riuorescent DESK LAMPS 
America’s first decorator-styled desk lamp at reasonable priced 
Genuine Telechron clock movements. Bonderized baked enamé 
finishes, with bright gold finish pedestal plate and pen tray. Oper 
ates on 110/120 volt, 60 cycle A.C. current; instant starting swite 
Uses T8, 15-watt fluorescent tubes. Felt covered base, 6 feet 


MODEL 201 ‘ , ve  % — 
rubber cord. Height, 10”; width, 20”. Weight, 71% lbs., in individ 











cartons. Complete lamp approved by Underwriters’ Laboratorie 














MODEL 101—Single tube without clock, grey or brown. Retail, less tube.. . $13) 

—In brushed brass finish. Retail, less tube............-... $18) 
MODEL 102— Double tube without clock, grey or brown. Retail, less tubes. . $17, 
MODEL 201—Single tube with clock, grey or brown. Retail, less tube . . . $18, 






—In brushed brass finish. Retail, less tube..............-. $24, 
MODEL 101 MODEL 202— Double tube with clock, grey or brown. Retail, less tubes . . $22/ 
© Sm Ga comm comm comm comm cr cr cr wr ww AL RS ee HL | | TT EK HK TT | _ 


STANDARD rivorescent DESK LAMPS 


High quality and low price have made this lamp a favorite f 
home or office. Finished in Bonderized baked enamels. Operat 
on 110/120 volt, 60 cycle A.C. current; instant starting switch. Us 
T8, 15-watt fluorescent tubes. Felt covered base; 6 feet of rub 
cord. Height, 1144"; width, 20”. Weight, 8 lbs., packed in individu 
cartons. Fully approved by Underwriters’ Laboratories. 


: 








MODEL 4902 





MODEL 4900—Single tube in grey or brown. Retail, less tube $8. 
MODEL 4902— Double tube in grey or brown. Retail, less tubes $14, 
(mm me ee we a a SS = 


COSMOPOLITAN rivorescent BED LAMP 


— Extremely functional, as well as beautiful. Permits two persons t 
—_ * read in comfort. Finished in Bonderized baked enamel with "al 
finish trim. Operates on 110/120 volt, 60 cycle A.C. current. Us@ 
wus T8, 15-watt fluorescent tube. Length, 20”; weight, 4% lbs. Packel 
“== <—— -  — in individual cartons. Underwriters’ Laboratories approved. 





l 








MODEL 50-B—In ivory or brown. Retail, including tube... $8 


MODEL 50-8 


Order direct from the factory 


INDUSTRIAL LAMP CORPORATION, ELKHART, INDIANA 


TOP DEALER DISCOUNTS 
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Work These Days! 


KS 
That’s why my boss turned to Si Ce 


It’s always a pleasant surprise to see how 
much more efficient a secretary can be when 
she settles down to work at this attractive 
Steel Age Secretarial desk. And no wonder! 
Steel Age designers built in extra work-ease 
and comfort—a non-glare corroleum top... 
a typewriter shelf that glides into position 
. a handy con- 
venience tray for small office supplies .. . 
and ball bearing suspended drawers that 
open and close at the touch of a finger. 
Today, the demand for Steel Age equipment 
is breaking all records. The rearmament 


easily, almost effortlessly . . 
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program, however, is severely limiting the 
available supply of metals. We’re doing our 
best to meet the ever-growing demand for 
Steel Age office furniture, but at times we 
are unable to make deliveries as promptly as 
formerly or in as wide a variety. Although 
deliveries may be delayed, there’s one thing 
you can count on—Steel Age quality. You 
can be sure that every new Steel Age desk will 
meet the same uncompromising standard 
of quality that has made people from coast 
to coast say, “*Sell Steel Age and you sell the 


finest in steel office furniture!’ 
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on. the Peoria system. Numbers of non-golfers were 
drawn from a hat. 

In addition to Mr. Papparetto, other officers of the 
W-J bowling league are Joe Henek, vice-president; 
Howard Schacke, secretary, and Ben Swanson, 
treasurer. 





Stationer Bowlers of Chicago 
Plan 1951-52 Season 

Opening night for the Stationers Bowling League 
of Chicago will be on Tuesday, September 4. Twelve 
teams will be ready for the runways to start the 33- 
week season at the Arena alleys, 630 N. McClurg, Chi- 
cago. 

Guiding the activities of the league this year are Len 
Schneider, The Globe-Wernicke Co., president; Eddie 
Kraft, National Blank Book Company, vice-president: 
Joe Corbino, Horder’s, Inc., secretary, and Charlie Ros- 
sen, Acme Visible Records, Inc., treasurer. Because of a 
recent heart attack, Charlie’s duties will be taken over 
by Harry Fidelke, Graver-Dearborn Corporation, who 
will serve as acting treasurer. 

Any member of the industry in the Chicago area who 
is interested in bowling regularly or as a substitute is 
invited to make contact with Eddie Kraft, National 
Blank Book Company, 209 S. Jefferson St., Chicago. 





New NOFA Chapter is Organized 

Under the leadership of Arthur A. Plosscowe, Roch- 
ester, N. Y., and a member of the national NOFA 
advisory committee, a new NOFA chapter was organ- 
ized on Wednesday, June 13, at the Hotel Statler, 
Buffalo, N. Y. 

Mr. Plosscowe, chairman of the meeting, introduced 
John R. Gray, executive director of NOFA, who de- 
scribed chapter activities and the method of organ- 
izing a NOFA chapter. After a full discussion of the 
value of a western New York chapter, it was unani- 
mously voted to organize as the western New York 
NOFA chapter. 

Chairman Plosscowe appointed a nominating com- 
mittee composed of Clayton Williams, chairman, Frank 
Kraft and A. Baitholts. This committee presented the 
following slate: president, Arthur A. Plosscowe; vice- 
president, Gerald P. Smith; secretary, Clayton. Wil- 
liams; treasurer, Mark Morgan, and chairman of mem- 
bership, John T. Hoelscher. 

The group decided that the next meeting would be 
held on September 19 after the NOFA officer confer- 
ence in Washington, September 14 and 15. 


UPPER LEFT: Mrs. Oliver K. Smith, Lockport Office Machine Co., Lock- 
port, N. Y.; A. Baitholts, Millington-Lockwood Co., Buffalo; Martin J. 
Murrett, Ryan & Williams, Buffalo; John T. Hoelscher, E. L. Strebe and 
Walter Dzielski, all Hoelscher’s, Inc., Buffalo; Richard W. Eaton, Eaton 
Office Sply. Co., Inc., Buffalo; Bert F. Wertman, Millington-Lockwood 
Co. CENTER: Arthur A. Plosscowe, Rochester, N. Y. LOWER RIGHT: 
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val se ~~ , = 
ATTEND ORGANIZATIONAL MEETING OF BUFFALO NOFA CHAPTER AT HOTEL STATLER JUNE 13 


New York Executives Appoint Officers 

Homer Harrison, of Kenneth H. Ripnen Company 
Inc., newly-elected president of the Office Executi 
Association of New York, Inc., announced the electig 
by the board of directors of five new vice-presiden 
for the coming year. 

Mr. Harrison also highlighted the program for 19§ 
52 which will be devoted to advancing various stud 
in scientific office management and office personn 
activities together with the continuation of busine 
education and research. 

The education division will be headed by Thomas 
White of the New York office of the Employer’s Muty 
Liability Insurance Company of Wisconsin. He wi 
work with the New York Advisory Council on B 
ness Education, the association’s personnel testing 
programs covering skills, aptitudes and progress fg 
up-grading, as well as act as liaison for the Just-Ong 
Break Committee. 

Miss Leta J. Stroben of The Globe-Wernicke (C 
New York City, was elected vice-president in charg 
of public relations and will handle trade relations ap 
general publicity, along with the publication and d 
tribution of the year’s program of speeches and talk 
given by various authorities drawn from educatioy 
industry, and government. 

As vice-president in charge of research and study 
Elles M. Derby, Metropolitan Life Insurance Company 
will direct his division’s work in furthering the stug@ 
of administrative planning and office personnel ad 
ministration, as well as work simplification and repro 
duction of forms and records. 

Earl G. Bunce, General Dyestuff Corporation, elected 
vice-president in charge of programs and meetingy 
will co-ordinate luncheon and evening meetings ang 
book the speakers for the various events. 

As vice-president in charge of membership, A. T 
Ruf, Ebasco Services Inc., will direct the participatio 
and indoctrination work. 

Robert Cameron of Socony Vacuum Oil Company 
was elected executive vice-president to assist Home 
Harrison with the over-all program covering all div 
sions. 





Sales Representatives Meet in Boston 


The New England regional conference of the Sal 
Representatives National Society, a division of y 
Wholesale Stationers Association, was held at t 
Somerset Hotel in Boston, Mass., on Monday, June 
Harry Chandler of Adams, Cushing & Foster, Inge 
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Gerald P. Smith and John Johnson, both Lockport Office Machine 
Clayton Williams, Ryan & Williams; Hugh D. Wharton, Swan Prtg. 
Staty. Co., Buffalo; Mark Morgan, George H. Courter Co., Nic 
Falls, N. Y.; Frank A. Kraft, Yawman and Erbe Mfg. Co.; H. 
Clemetsen, Office Furniture Warehouse Co., New York, N. Y.; 
R. Gray, executive director, NOFA. 
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Ace Stapling Equipment has been consistently built with watch-like precision, to the highest quality standards, 
for more than 20 years. Only the finest materials have been used. Every manufacturing operation has a/ways 
measured up to the most exacting specifications. 


Today, millions of Ace Stapling Machines are in use throughout the civilized world. Day in and day out, they 
keep on serving with a degree of smooth, sturdy, dependable efficiency unapproached by any other Stapler 
ever built! 


Stationers, large and small, everywhere, know that they can recommend ACE as the finest of all Stapling Equip- 
ment. It brings greater satisfaction to their customers .. greater profit to themselves! Stock and feature the 
complete ACE line..Stapling Machines..Staples..Staple Removers. Use the free display material and literature. 
Then watch your sales and profits grow! 


Ing 5 OL D THROUGH 


HOW THE ACE 
PROCESS OF 
TREATING WIRE 
MAKES ACE 
STAPLES STRONGER 





Sc A ts. fue 


FIG. 1: Shows o cross- 
section of an AIl- 
ROUND steel wire. Ace 
uses only premium, 
precision - made, accu- 
rately drawn-to-size 
steel wire. 
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FIG. 2: Shows the all- 
round steel wire after 
being treated by the 
ACE PROCESS. This 
gives maximum strength 
on the outer edge where 
it is needed most. 








- 
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IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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served as chairman for this meeting and Guy Hart, 
Joseph Dixon Crucible Company, in his capacity of 
regional New England chairman of the society, acted 
as co-chairman. 

Subjects discussed include governmental regulations, 
trade rulings, industry promotional matters and asso- 
ciation affairs. 

Advance reservations were so heavy that they as- 
sured this would be the largest meeting ever held for 
the regional district. 





Friden Conquestadores Meet in California 


With 228 men from 44 out of 48 states and 14 foreign 
countries still shouting praises of the first international 
sales convention of the Friden Calculating Machine 
Company, Inc., plans are already in formation for the 
second big sales contest prize. 

Fiesta de los Conquistadores, title given the celebra- 
tion in honor of sales conquerors, will be held again 
May 5 through May 9, 1952, at the Cavalier Hotel, 
Virginia Beach, Va. 

During the meeting this Spring at Del Monte Lodge, 
Pebble Beach, Calif., Conquistadores selected the first 
officers to serve the Friden Conquistadores Club. Se- 
lected as president was widely-known R. B. Moodie, 
Friden manager at New Orleans. Vice-president is 
John J. Angus, salesman at Hartford, Conn., and the 
first secretary is Sven von Heideken, Friden district 
manager in San Francisco. 

Convention activities at Del Monte included a day- 
long business session at nearby Asilomar where execu- 
tives, engineers and advertising representatives related 


LENS VIEWS OF FRIDEN CONQUISTADORES— 

1. President Walter S. Johnson speaks at the first international meet- 
ing of the Conquistadores Club of Friden Calculating Machines, 
Co., Inc. Others at the head table include (left to right) D. S. 
Gross, factory manager; P. R. Samwell, controller; Stanley Peddar 
of the legal staff; John M. Lund, vice-president and general man- 
ager; and L. B. Taylor, general sales manager. 

2. Displaying silver belt buckles given all Conquistadores are (left 
to right) H. A. Meierding, Dallas, Tex.; Clyde Wilder, Houston, Tex.; 
Jack Sexson, Oakland, Calif.; Pete Traverso, Minneapolis, Minn.; 
Axel Jensen, Oakland, Calif.; Jack Travis, Sacramento, Calif., and 
Jack Lund, San Francisco. 

3. Backing up R. B. Moodie, international president are Texas Dele- 
gates Bob Lindgren, Clyde Wilder, Roy Samvelson, Frank Todd, 
Dick Van Hook, Dan Johnston, Ray Mineau, Red Meierding, Press 
Wolff, A. S$. Adkins, Howard Wolff, H. J. Lieber, Frank Tinsley, 
Jim Powell and C. E. Lindgren. 

4. These are the foreign Conquistadores present at Del Monte. 
Left to right standing: Arnaldo C. Castro, Uruguay; Frank Hesse, 
Argentina; W. Percy Bulmer, England; Stanley Friden, export sales 
manager; Friedrich Reining, Germany; Manvel Armida, Mexico; 
Willy Egli, Switzerland; Denys Hallawell, Brazil; and Raimundo 
Medina, Nicaragua, Kneeling: O. E. Strand, Japan; Raul Gutierrez, 
Cuba; L. S$. Vas, China; N.C.H. Hesterman, Java, and Guillermo 
Hickie, Mexico. 

5. President Bob Moodie congratulates Sven von Heideken, San 
Francisco, secretary. Vice-president John Angus, Hartford, Conn., 
applauds the selection made by fellow salesmen. 

6. The bay waters were a little rough but Fridenman Pat Jackson, 
New Orleans, La., caught the biggest and John Gleichman, Phila- 
delphia, (white jacket) opened his tackle box to show the most. 


—— Welcome/ (onguistadare. 
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NEARLY 300 FRIDEN CONQUISTADORES AND FACTORY DEPARTMENT HEADS VISIT SAN LEANDRO PLANT 
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Longhorn carbons and ribbons give your customers 
top service...top performance ...and they give 
you top profits! 





CARBONS 
and RIBBONS 


















LONGHORN PLASTI-CARBON—:akes more abuse 
than any other type carbon. Produces sharp, clean 
copies, won't slip, won't smudge or “tree.” Lies flat, 

won't curl in any weather. Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON — jong. 


wearing, non-smudging. Fast and clean to handle. 
Won't curl, sharp writing—second in quality only 
to Longhorn Plasti-Carbon. 


LONGHORN RIBBON _vcers call it the “per- 

fect ribbon”—and it’s the perfect quality com- 

panion to Longhorn carbon. Non-filling, 

sheer yet tough. Types clean and 

sharp to please the most meticu- 
lous person. 
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Amce Covers the Notion 
Wherever You Are 
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Branches in: Houston, Dallas, Birmingham, 
New Orleans, Albuquerque, 
Denver, Los Angeles 


OFFICE APPLIANCES, August, 1951 


AMERICAN CARBON PAPER MFG. CO. 
Factories at Ennis, Texas e Chatham, Va. 











Write for your 
NEW AMCO CATALOG 
Full information on 
the complete AMCO 
Carbon and Ribbon line. 
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plans for the Friden future. Two dinners and cocktail 
parties, golf, tennis, swimming and riding kept Con- 
quistadores busy during remainder of the Fiesta and 
many enjoyed exchanging information at the methods 
and sales clinic conducted each day and evening by 
Director of Education Josiah Neuhart. 

L. B. Taylor, general sales manager, was director of 
convention activities while Norman S. Jones, editor of 
the Friden News Bureau, was general chairman. 

President Walter S. Johnson, Vice-President and 
General Manager John M. Lund, Treasurer Wesley 
Plunkett, Controller P. R. Samwell, Export Sales Man- 
ager Stanley M. Friden, Factory Manager D. S. Gross 
and J. L. Moody, in charge of research and develop- 
ment, acted as hosts during the sessions 


Delegates to the convention 
were brought to Cali- 
fornia aboard a special advance section of the City of 
San Francisco, out of Chicago, and in special cars of 
the Sunset Limited from Texas and the Cascade from 
the Pacific Northwest. 

Next May there will be a special Pennsylvania Rail- 
road train from Chicago to Washington where other 
Conquistadores will gather for a boat ride by Old Bay 
Line to Norfolk and then to Virginia Beach. 

Early indications point to approximately the same 





CONGRATULATIONS — A. J. Gunderson, Lovisville, Ky., gives a hearty 
and warm handshake to President R. B. Moodie, New Orleans, La., 
first elected head of the international Friden Calculating Machine Co., 
Inc., sales club — Friden Conquistadores. “Gundy” had been nomi- 
ated to opp Bob in the election but stepped aside to make 
Moody’s election unanimous. 





number of Conquistadores to be present in 1952. 
Friden sales representatives are located in approxi- 
mately 250 principal cities of the United States and 
Canada and in more than 90 foreign countries. 
— °° 


Seares Heads National Sales Executives 
Climaxing a convention filled with forecasts of con- 
tinued sales increases for the balance of the year, Al N, 
Seares, vice-president and director of domestic saleg 
and services, Remington Rand Inc., New York, was 





NEW CHAIRMAN—AI. N. Seares (left), newly-elected chairman of the 
board of directors of National Sales Executives is congratulated by 
Arthur A. Hood, (right), retiring chairman, and Robert A. Whitney, 
president. 


elected chairman of the board of directors of the Na- 
tional Sales Executives at their recent sixteenth an- 
nual meeting at New York’s Waldorf-Astoria Hotel. 

Results of a survey among 100 leading companies by 
the National Sales Executives were announced at the 
Convention, disclosing that sales executives anticipate 
an increase of 18.6% in business this year. An over- 
whelming majority of those polled, however, look for 
a tapering-off of sales gains during the latter part 
of the year. 

N.S.E. President Robert A. Whitney said that, on an 
average, first quarter sales of both hard and soft goods 
were reported 29.5% higher than 1950, but the sales 
chiefs look for second quarter volume to be only about 
14.1% above last year and third quarter sales up to 
15.4%. The tapering-off pattern is noticeable partic- 
ularly among sellers of civilian hard goods, who ex- 
pect a total gain of 27.7% for: the year. A slight 
majority of both hard and soft goods dealers reported 
inventories showing stocks to be lower-than-normal. 
Very few of the sales executives reported any recog- 
nizable trend of employees away from selling and into 
high-paying defense plant work. 

Arthur H. Motley, editorial director and publisher of 
Parade Publication, warned 2,000 N.S.E. members at- 
tending the giant convention sales rally at Carnegie 
Hall that unless they regain their lost sales initiative 
the entire commercial life of the nation will suffer. 
Mr. Motley developed his theme, “Nothing Happens 

(Turn to page 144, please) 


McDONALD PRODUCTS HOLDS ANNUAL SALES MEET 
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The annual sales meeting, held June 5-8 at the 
home office and factory of the McDonald Prod- 
ucts Corp. in Buffalo also commemorated the 
21st anniversary of the company. Sales repre- 
sentatives were housed and entertained at E. F. 
McDonald’s residence, “The Palace by the Sea,” 
Bertie Bay, Canada. The program was super- 
vised by Mr. McDonald and his assistant F. C. 
“Thommie” Thomas. SEATED: H. M. Heydorn, 
E. W. Welh, G. J. Goold, D. C. Nevhaus, G. W. 
Steel, R. Szwajkowski, H. N. Oppegard, C. W. 
McGilvery and E. G. Trumbull. STANDING: W. L. 
Davis, B. McDonald, G. A. Goold, E. F. McDonald, 
F. C. Thomas, A. F. Forster and J. V. Vevirit. 
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RECORD STORAGE BOXES 


for Storing INACTIVE RECORDS a¢ Low Coet 





Today the storage filing of practically all business records is universally 
recognized as a prudent policy. These records often jam current files. The 
vital necessity for saving INACTIVE RECORDS when there is need for 
only occasional reference makes extreme economy desirable. Storage fil- 
ing is approximately 95% safety—only 5% reference, safety is the big 
point. LIBERTY Boxes assure safety against dust, dirt, mildew, spillage 
and loss. Cost per year—actually a few pennies. 


Only the highest grade corrugated “LIBERTY’S” patented closing 
fibre-board is used in LIBERTY method closes or opens the box in a 
Record Storage Boxes. The rein- second. It operates swiftly and se- 


forcements and the fittings are of curely, without mechanical faults; 
the highest quality. Heavily gummed and, provides positive insurance 
reinforcing tape is used exclusively against spillage. Countless thou- 
at all points of strain. Set up—easy, sands of LIBERTY Record Storage 
quick, ALL IN ONE PIECE—no sep- Boxes now in use are in good ‘condi- 
arate parts or mechanism to wear or tion after more than 30 years. 

get out of order. 


LIBERTY Boxes have been proving themselves superior, 
to the most exacting buyers in the field, since 1918 





Forms 8'4" x 542", 844" x 7” 
9'4" x 6", also 2 rows 4” x 7” 
in No. 18 





Letters, Legal 
or Cap. Invoices 





Cancelled Checks, 
Drafts and Warrants 


Card Records 
Documents and Card Records 3” x 5”, 8’ x 5” 
Folded Vouchers, Etc. Ledger Sheets ne’.c ae 


QUALITY - ECONOMY - EFFICIENCY 


Sold by Leading Stationers Grom Coast te Coast 
BANKERS BOX COMPANY 


720 S. DEARBORN ST.* CHICAGO 5, ILL. 
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Victor Adding Machine Forms Export Unit 


Export sales of Victor Adding Machine Company have 
expanded so rapidly in recent months that a subsidiary 
has been formed to handle them. Known as the Victor 
Adding Machine Export Company, it is headed by A. F. 


A. F. BAKEWELL 





Bakewell as president. Mr. Bakewell is also vice-pres- 
ident in charge of sales for the parent company. 

Other officers are Car] Buehler, vice-president; A. T. 
Sprich, Jr., treasurer and assistant secretary, and D. L. 
Schroder, secretary and assistant treasurer. The of- 
ficers, with G. H. Turner, constitute the board of direc- 
tors of the export company. 

It is also revealed that Victor has been successful in 
securing two important defense contracts. In World 
War II, the company built the Norden bomb sight. 

All of this is forcing the company to expand its fac- 
tory facilities by about one-third in the near future. 
The expansion will involve the purchase of ground 
adjacent to the present plant and office quarters at 
3900 N. Rockwell St., said Herman Gastrell Seely June 
21 in the Chicago Daily News. 





C. LeRoy (Rocky) Jones Sells O.A.M.I. 

C. LeRoy (Rocky) Jones has just announced that 
effective July 3 he has disposed of his interest in the 
Office Appliance Mechanical Institute, Springfield, Mo., 
to Orville S. Traylor, proprietor of the Ozark Typewriter 
Company, Springfield, Mo., who has been a partner 


C. LEROY JONES 





with “Rocky” since the activation of O.A.M.I. in 1946. 
With the sale of his interest, “Rocky” relinquishes 
his position as director of the school, duties which will 
be assumed by Mr. Traylor. 
From the time of the beginning of the school until 
July 1, O.A.M.I. has trained and graduated 411 type- 
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writer and adding machine mechanics, and these 
graduates, a majority of whom were war veterans, are 
proving excellent mechanics in the field, speaking well 
for the training they received under Mr. Jones’ super- 
vision. 

Asked as to his future intentions, “Rocky” announced 
that he will keep his fingers in the office machine pie, 
but first is going to take a well-earned vacation. He 
may be reached at his home, 1541 S. Fairway Terrace, 
Springfield, Mo. 


IBM World Trade Corp. Elects Director 


Directors of IBM World Trade Corporation, wholly- 
owned but independently-operated subsidiary of Inter- 
national Business Machines Corporation which handles 
all IBM business outside the United States, recently 
elected John C. Folger of Washington, D. C., a director. 

Mr. Folger is also president of Folger, Nolan & Com- 
pany Inc., Washington; president of Cumberland Trust 
Company, Knoxville, Tenn.; director of Chesapeake & 
Potomac Telephone Company, Burlington Mills Cor- 
poration, Mayflower Hotel Corporation, Washington; 





JOHN C. FOLGER 


Deep Rock Oil Corporation, and is a member of the 
board of governors of the New York Stock Exchange 
and a former president of the Investment Bankers 
Association of America. He resides at 2991 Woodland 
Dr., Washington, N.W. 

The board meeting preceded ceremonies dedicating 
a new IBM plant in Toronto in which the company’s 
products are being manufactured for Canada and for 
export to 30 other countries. The cornerstone was laid 
by Thomas J. Watson, board chairman of International 
Business Machines Corporation and IBM World Trade 
Corporation. The new plant adds 84,000 square feet of 
manufacturing space to the company’s Toronto facili- 
ties and includes a second-floor area into which the 
head offices of the firm have been moved. 





Codo Announces New Factory Addition 


Codo Manufacturing Corporation has just com- 
pleted another new addition to one of its factories in 
Coraopolis, Pa. 

This new addition gives almost one-third additional 
space which has been badly needed to take care of 
increased business. The new building will permit the 
installation of more machinery and manufacturing 
facilities to support expanded sales all over the country. 

The company expresses its thanks to all of its many 
customers in making this expansion necessary. Codo 
has factories at two locations in Coraopolis, and a new 
part has been added to one or the other each year for 
the last four years, and there are prospects for a new 
building in the future. 
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Wood Furniture 


For the modern office setting a new concept of attrac- 
tive appearance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components—desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 
executive, stenographer or clerk, are readily 


For complete details, write today for catalog and price list. 


August, 1951 





> xXIbilis 


y 


arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel interior construction. 











Globe-Wernicke Desks Flown to California 


When Lt. Col. Avery Ladd and Capt. Harold W. 
Timmerman of the Castle Air Force Base, Merced, 
Calif.. landed the mammoth cargo airplane, the 
C-124-A, Globemaster II, at the Greater Cincinnati 
Airport recently, it was the first time an airship of this 
tremendous size used the airport’s landing field. 

This incident also established another record. It 
was the first time that Globe-Wernicke Streamliner 
steel office desks were loaded on a huge cargo plane 
and flown non-stop to California. 

When the U. S. Air Force on the west coast needed 
double pedestal flat top steel office desks they got in 
touch with The Globe-Wernicke Co., Cincinnati, Ohio, 
through the company’s dealer, Hopper’s Office Furni- 
ture, Glendale, Calif. The need was imminent and 
Globe-Wernicke was ready and able to meet the de- 
mand. Since the Globemaster was scheduled for train- 
ing flight to the east coast, Air Force officials suggested 
that the giant cargo plane stop at Cincinnati on the 
way back to California and pick up the desks. 

Top officials of The Globe-Wernicke Co., including 
A. C. Howard, president; M. H. Steil, general factory 
superintendent; H. M. Pendery, vice-president in 
charge of production; J. V. Crell, superintendent of 
the steel division; H. M. Schear, traffic manager; and 
W. K. Downing, sales promotion manager, were at the 
airport to help supervise loading of the airship. 

Three trucks were needed to transport the 72 desks 
weighing 20,880 pounds, to the airfield and loading was 
facilitated by the front ramp and back elevator. The 
trucks backed up into the ramp in the nose of the 


FLY G/W DESKS TO WEST COAST 


RIGHT: Lt. Col. Avery Ladd, stationed at the Castle 
Air Force Base, in charge of the training flight of 
the C-124-A Globemaster I! with A. C. Howard, 
president of The Globe-Wernicke Co., shown inside 
the U. S. Air Force’s mammoth cargo plane when it 
landed at the Greater Cincinnati Airport. BELOW: 
A shipment of G/W Streamliner steel desks is loaded 
for use in the administrative offices of the cargo 
ship’s home field. 
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plane and an electrically operated elevator in the mid- 
dle of the tail section accommodated eight desks at) 
a time. j 
Loading was accomplished in less than two hours and 
the 72 desks, part of a large order, were in California§ 
the same day. 
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Name Kaiser Parker Pen Sales Director \ 


The Parker Pen Company recently announced that¥ 
W. B. Kaiser has been named industrial sales director.9 

Mr. Kaiser, a native of Minnesota, has been with the? 
company for 12 years, and will fill a post formerly held 
by Earl B. Harvey, who retired after lengthy iliness.9 
Prior to Mr. Kaiser’s appointment, his activities in-} 
cluded key managerial duties in the sales division. 

David H. Gullett, general sales manager, said Mr. 
Kaiser will headquarter at the Wisconsin company’s 
offices, and will continue to be in charge of show case 
production and sales. 


. ed Sb 





Bainbridge Appoints Midwest Representative — 
John M. Homer of Jackson, Mich., has been appoint-¥ 

ed sales representative by Bainbridge, Kimpton & 

Haupt, Inc., New York, N. Y. He will cover the retail © 





stationery and office equipment trade in Michigan,7 
Ohio, Indiana, Kentucky and West Virginia. ; 

Mr. Homer has enjoyed 20 years of active experi-¥ 
ence in the commercial stationery and office equip-9 
ment field. ; 
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imperial 
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“Installation by Herbert Buhler & Co., Detroit, Michigan 


The efficiency of Imperial Desks as work tools is one of 

the reasons why they are so easy to sell for the big, multiple 
installations. Here is one more example of this salability . . . a big 
Michigan plant that has tooled up its general offices for defense 
work with the rugged, handsome Commerce line of Imperial Desks.* 
These desks can be depended upon to win a quick and enthusiastic 
okay from your customers because their nice appearance and 
sturdy construction make them particularly applicable where 

a large general office production job is required. Don’t overlook 
the sales possibilities of the COMMERCE GROUP when figuring with 
the large users. The many utility features engineered into these 
desks already have general national consumer acceptance. 


Your sales efforts are backed by adver- 
lising in national magazines like these 
when you sell Commerce Desks and other 
Imperial lines 


MEMBER OF THE WOOD OFFICE 


ee Eomperial 
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EXTERIOR AND INTERIOR VIEWS OF SERVICE PRTG. & OFFICE SPLY. CO.’S NEW STORE 


Service Printing & Office Supply 
Occupies New Home in Dallas, Tex. 


Service Printing & Office Supply Company, now 
settled in a handsome two-story lightface brick build- 
ing at 633-635 W. Davis, Oak Cliff, Dallas, Tex., is the 
result of a partnership, composed of Arthur L. and 
Ben R. Brannon, a father and son combination. 

The firm started on April Fool’s Day in 1939 in an 
humble way with limited equipment and operated 
first exclusively as a job printing shop. 

Now occupying a building containing two floors 
and a mezzanine, the business is by far the largest 
of its kind in Oak Cliff. The building proper covers 
a plot of 65 feet by 80 feet for a total floor space of 
11,000 feet. In addition, the firm has a warehouse 
one block away which has 5,000 feet. 

The front half of the ground floor is for office sup- 
ply and stationery, while the rear half is the printing 
plant. A mezzanine of 1,670 square feet is for fur- 
niture display, while the second floor is the stock 
room. 

Already the stock and storage rooms are bulging 
with merchandise. 

Bill Brannon, another son of Arthur Brannon, 
handles the office work, with Rufus Kirk as shop 
foreman assisted by another son, Wayne Brannon. 
In addition, there are 15 other employees working 
for the firm. 

The first little shop had a 15-foot frontage at 405 
N. Tyler. Both the father and son had lots of print- 
ing experience when they formed their partnership, 
but very little capital. 

Dogged persistence, long hours and quality work 
made a move to 924 W. Jefferson and a 25-foot front 
possible the same fall. Here, the company continued 
to grow and prosper. Office supplies were added to 
the printing business and at the end of World War 
II, the firm took on office furniture. 

In 1947, Service Printing moved to 512 W. Jefferson 
and 2,100 square feet of floor space. With business 
increasing phenomenally, the partners began hunt- 
ing their own home. The building was actually bulg- 
ing at every seam before Service finally made its 
recent move. 

The combination of the conservative father and 
son has worked out ideally in this partnership. While 
Ben was spending 33 months in the Army during 
World War II, part of it in Europe, Dad carried on 
the business by putting in double time. Both father 
and son are respected civic, church and business 
leaders in the community. Ben is a rabid Oak Cliff 
Lion and Arthur is an Oak Cliff Kiwanian 

The new home is of brick and steel construction 
with soft pastel color used in its interior. A most 
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THE BRANNON’S OF SERVICE PRTG. & OFFICE SPLY.— Arthur Bran 


non, (seated), owner of the firm, with his three sons, Wayne, Bill] Z 


and Ben, all of whom are active in the firm. 


effective display arrangement on both ground floor 
and balcony is easily accessible. There is adequate 
free parking space in the front and on the east side 
of the new home of the firm for the added convenience 
of their customers. 

A linotype machine, five letter presses and one off-]: 
set press are in a battery in the print shop. A large} 
concrete driveway for loading and unloading is an 
additional feature of the new set-up. Three delivery 
trucks are kept busy picking up and delivering sup- 
plies and orders. 





Eberhard Faber Opens Canadian Plant 


The Eberhard Faber Pencil Company of Canada, Ltd. 3% 
opened a new plant at Acton Value, Quebec, on June 284 : 
The plant was officially opened by T. R. Rudel, presi- 
dent of the Eberhard Faber Pencil Company, U. &. 
and Canada. Guests included many leading figures in 
the Canadian and American stationery field. 

The Canadian company was formed in 1937 and it@ 
Canadian-born president, Mr. Rudel is also chairmal 
of the board. The new plant addition with complete]j 
modern pencil-making machinery and equipment 
have sufficient capacity to take care of ever-increasin 
Canadian consumption. 

Other directors of the company include E. J. Mace 
Dowell, vice-president; Aluminum, Ltd., Montreal, an 
R. C. Tees, vice-president Guardian Trust Company 
Montreal.—_RC 
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COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA 7, PA 
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Underwood Opens New Branch in Montreal 


Underwood, Ltd., formally opened its new branch 
building June 12 on Beaver Hall Hill at Montreal, 
Canada, completing a move from Craig St. Here in one 
planned center the company has provided facilities to 
serve the growing needs of business and industry 
throughout the expanding Montreal area. 

The four-story building is of brick, art stone and 
steel construction and was specifically designed and 
built to the needs of an office equipment company. 

A 38-foot display window along with indirect cold- 
cathode lighting are two features which add consider- 
ably to the appearance of the building. The company 
has developed constantly from the time of the founder, 
J. J. Seitz, who was the first man in Canada to tran- 
scribe telegraphic messages on a typewriter. When 
Mr. Seitz died in 1940 his son, Joseph L. Seitz, vice- 
president, assumed leadership. 

At last count it was shown that Underwood had more 
than 48 main branches across Canada, handling a 
range of office equipment embracing everything from 
paper clips to electrically-operated bookkeeping and 
calculating machines, from simple receipt forms to 
compiex accounting forms. 

The Montreal branch started at 135 Victoria St., but 
had to move to 365 Victoria St. because of its rapid 
growth and then on to 637 Craig St., W—RC 





Colson Corporation Appoints Anderson 


The Colson Corporation, Elyria, Ohio, announces the 
appointment of Roy J. Anderson as sales engineer. Mr. 
Anderson will headquarter in Detroit, Mich., where he 
is well known in industrial circles, having formerly 
worked there in a similar capacity for the U. S. Rubber 
Company. 
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ABOVE: Exterior view of the new store 
showing the large display windows and 
the recessed entrance. RIGHT: Interior 
view illustrates the spaciousness of the 
new showroom. Completely furnished 
offices, using various color combinations 
coupled with a unique furniture arrange- 
ment is just one of the features pro- 
vided for customers. William E. Kelsey, 
president, states, “We specialize in good 
service. We have found it necessary to 
increase our service facilities to keep up 
with the company’s growth. We now 
employ a sales force of five men, and 
deliveries are made to any point by our 
own truck and competent crew.” Another 
service for the customer is the ample 
parking area provided next to the build- 
ing and in the immediate rear. 


Photos by “The Hartford Courant’ 
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Sell Corporation Occupies New Plant 

S. L. Hatch, president of Sell Corporation, recently 
announced that his company is now completely settled 
and in full production at the new plant located at 
500 S. Clinton, Chicago 7, Ill. 

The increased plant and warehouse space, plus con- 
siderable new machinery installations, enables an in- 
crease of almost double previous production. 

Two complete lines of items have also been intro- 
duced—red rope expanding wallets and envelopes, strip 
tabbing and fused index sheets. 





Tory Elected Moore Corporation Director 

J.S. D. Tory, O.B.E., K.C., has been elected a director 
of Moore Corporation, Ltd., Montreal, Canada, busi- 
ness forms and other paper producers, replacing George 
W. Fraker. Mr. Tory, head of the Toronto law firm of 
J. S. D. Tory and Associates, is a director of several 
prominent Canadian corporations including Abitibi 
Power and Paper Company, Ltd., Argus Corp., Ltd, 
Massey-Harris Company, Ltd., Simpsons, Ltd., A. V. 
Roe (Canada) Ltd., Montreal Trust Company and Do- 
minion Malting Company, Ltd.—RC 





Mock Joins Hess Sales Organization 

Charles E. Hess of Charles E. Hess & Associates and 
district manager for the Art Steel Sales Corporation 
in the Michigan, Indiana and Kentucky territory, has 
announced the addition of Frank G. Mock to his sales 
organization. 

Edward W. Hess is at present on duty at the Atter- 
bury Air Force Base, Columbus, Ind. 





HARTFORD, CONN., FIRM OPENS 
NEW OFFICE SHOWROOMS 


From the full front window and display area back 
to the rear loading platform, W. E. Kelsey & Sons, 
Inc., have kept all their operations on one floor, with 
the exception of the increased storage and refinish- 
ing areas. The building was designed especially 
for the display and distribution of office equipment. 
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BUDGET-WISE 


Customers who demand high-bracket crafts- 
manship with a low-bracket price tag get 
what they want when you show them Jasper 


Chair Co. Chairs. 


Here are Chairs that have beauty, com- 
fort and the newest trends of design. Basic 





materials, technical work and finishing are 
always of the best, too . . . so that Jasper 





Chair Co. chairs retain their wearing qual- 
ities through years of use. And you keep 


satisfied customers. 


They’re made Right . . . Priced Right. 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 


{ modern plant manufacturing 


QUALITY Chairs of dependable WOOD. 


Jasper Chair 
Company 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litehfield, Saics Mgr. 
















Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 

Dallas, Texas Chicago. Ill. Space 844 New York, N. Y. 

J 8S. Fowls, (Southern R. A. Browne, (West) Jack S. Doran, (Northwest) 
any belay By oy 2925 Revere Ave. 538 E. 9st St., 


Oakland, Calif. Seattle 5. Wash. 






St. Peterchure. Flerida 
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By offering one shipment, under one in 
voice of a complete line of typewriter 
papers and converted paper products 
Sphinx means service. 

gnized by 
the Sphinx 


Nationally advertised, and r 
stationery buyers everywhere, i 
line in all letter and legal sizes and rulings, 


in rag content bonds, sulphite bonds, onion 
skins and manifolds. 


Today, standardize on Sphinx for service 


. and 


e MORE PROFIT 
e EASIER SELLING 
e EASIER HANDLING 
e MORE REPEAT BUSINESS 


omplete line 


Stock for school now! A 
of tablets and packets to choose from. 


SAXON P PRODUCTS Inc. 
= Aphis FINE PAPERS 


240 WEST 18th STREET, NEW YORK 11, N.Y. 
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Treanor Heads Peerless Imperial Company 


At the annual stockholders’ meeting of Peerless Im- 
perial Company Inc., ribbon and carbon manufactur- 
ers of Newark, N. J., James Treanor was elected presi- 
dent to succeed the late Otto Kretchmer, who died 
October 12, 1950. Charles A. Watson was elected vice- 
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CHARLES A. WATSON 





WALTER KRETCHMER 


JOSEPHINE HORN 


president and treasurer. Josephine Horn was named 
secretary, and Walter Kretchmer, son of the late Mr. 
Kretchmer, assumed the duties of second vice-presi- 
dent. 

In addition to the officers who serve on the board, 
new directors named include Murray Falk, Joseph 
Brady, Anthony Dopke, James Battelle and Frank 
Kretchmer. 

Mr. Treanor, who formerly supervised the New York 
office, has transferred all of his activities to the home 
office in Newark. Murray Falk has taken over the di- 
rection of the New York area. Anthony Dopke has 
been placed in charge of western sales, with head- 
quarters in Chicago. 





Joseph Dixon Crucible Appoints Hart 

The Joseph Dixon Crucible Company recently an- 
nounced the appointment of Guy W. Hart as district 
sales manager of its Boston, Mass., office at 80 
Federal St. 





Cole Elected to Sales Executives’ Board 

William E. Cole of the Albany, N. Y., office of Rem- 
ington Rand Inc., was elected to the board of direc- 
tors of the National Sales Executives of Eastern New 
York at a recent meeting in Albany—GET 





Dictaphone Corporation Has New Chicago Site 
Dictaphone Corporation recently announced its re- 
moval to a new Chicago address, 333 N. Michigan Ave., 
Chicago 1, Ill., where F. I. Peterson is the district 
manager. Telephone number is CEntral 6-5190. 
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NOTE: This office photo appears in current national advertis- New offices of Continental Can Company, 
ing which stresses Art Metal planning services offered by I py carp halen eae im 1950 with 
branches and dealers. Tie in and cashin! SS OTT tre ad rel 

It will pay, now, to help your customers make better use of efficiency . . . and first in enduring values. 


present floor space, by revising inefficient layout, re-group- Under current conditions, we are making every possible 


ing equipment, stream-lining work flow. Art Metal can give effort to provide sufficient supplies of needed equipment. Be 


you constructive advic aid in any pl fice altera- 
ctive advice and aid in any plan for office a sure to keep your customers and prospects always aware of 


tions or expansions, now or later. your active interest by helpful service ...and remember to 
Now as always, you will find it good business to sell office make full use of the “Office Standards and Planning Book” 


equipment that is first in quality . . . first in functional ... Art Metal Construction Co., Jamestown, N. Y. 


es 


For over 60 years the hall-mark of fine 
business equipment...desks * files © 
office chairs * safes and visible equipment 














When you’re gunning for tape sales, remember... 


THE BIGGER THE TARGET, 
THE EASIER ITIS TO H 


No need to waste time 


on little rabbit-size sales 
of “Scotch” cellophane 
tape when you can... 





Horn i in on profits like these 


by telling at sac how large ») 
rolls of tape save them real money! \_ 


That's rig ht / A customer 


who’s now al 25¢ rolls by 
the gross will get more than twice 
as much tape per penny by 
switching to 2592” or 1296” rolls 
in 48-roll quantities! And besides, 
he’ll enjoy the greater con- 
venience offered by large rolls 
and dispensers. 

It’s a double-barreled sales ap- 
proach, so... 


Aim big Py ! ret the ‘‘Large Roll Story”’ to every 
sherstchig ... it’s the kind of story they like to hear, 


and it will mean bigger volume, bigger profits for you! 
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- Sell the brand your customers ask for by name, 
\Y “SCOTCH” Brand tape. It’s America’s best-known 
best-advertised, best-seliing brand of cellophane tape! 

The term “Scotch” 


more than 100 pressure-sensitive adhesive 
sota Mining & Mfg. Co., St. Paul 6, Minn 
Recording Tape, ‘‘Underseal” Rubberized Coating, 
Sheeting, “Safety-Walk" Non-slip Surfacing, “3M” 
sives. General Export: Minn. Mining & Mfg. Co., 
270 Park Avenue, New York 17, N. Y. In Canada: 
Mining & Mfg. Co., Ltd., London, Canada. 


and the plaid design are registered trade marks for 
tapes made in U.S.A. by 

also makers of “Scotch’’ 
“Scotchlite” 
Abrasives, “3M”’ 
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Mosler Opens New Chicago Office 

A new ultra-modern Chicago office and showroom 
designed by Raymond Loewy was opened recently by 
the Mosler Safe Company, New York, N. Y. 

Present at the opening ceremonies in the 8,000- 
square-foot headquarters were Harry A. Lynn, execu- 


tive vice-president, and John Mosler and Edwin H. 
Mosler, Jr ice-presidents and great grandsons of 
the founder of the company. The office is located at 


AT MOSLER SAFE’S NEW CHICAGO OFFICE—TOP: Mayor Martin 
Kennelly, (center), is given two keys by Edwin H. Mosler, Jr., (left), 
and John Mosler, (right), both vice-presidents @nd great-grandsons 
of the founder of the 103-year-old safe firm. The keys open the 
world’s largest safe deposit box lock on display at the opening cere- 
monies. BOTTOM: Dr. Ralph Newman, (right), head of the Abraham 
Lincoln bookshop, Chicago, is presented with a fire-resistant safe to 
protect 41 valuable American documents valued at $1,000,000. At 
left is Harry A. Lynn, vice-president, handing a document, signed 
by John Hancock,’ to Dr. Newman. Standing next to Mr. Lynn is 
John Mosler 


the corner of Wacker Dr. and LaSalle St. in the Build- 
ers’ Building 8 N. LaSalle St. The safe company 
held a recepti the opening for some 350 guests, 
many of them leading Chicago bankers. 

The new office, which serves businesses within a 
50-mile radius of Chicago, will have a staff of 38. Head- 
it are Cecil L. Roberts, head of the safe and money 
Charles A. Donnell, in charge of 
the bank vault i equipment division. 

Part of the day ceremonies was the presentation 
by Mosler of a fire-resistant record safe to the Abraham 
Lincoln Books! Chicago, for the preservation of 41 
American historical documents valued at $100,000. Dr. 


in< 
in 


chest division 


Ralph Newman, head of the bookshop, accepted the 
safe from John Mosler. 

Included am the documents were: Lincoln’s orig- 
inal draft ord 1863, the first military draft in the 
history of thi intry; a letter from James Madison 
to George Wa n, telling him of Virginia’s ratifi- 
cation of the Constitution; John Brown’s will; and the 
rarest of all « American signatures, that of Button 
Gwinnett, one of the signers of the Declaration of In- 


cgependence 


died in a duel shortly after signing 
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DEALERS EVERYWHERE are saying: 


“WE LIKE TO SELL MARKWELL 
Pasten-ating PRODUCTS!” 


PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 


mea 
UDSON. 
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Install McMahan 


Lifts on a11 new 
secretarial Desks 


EASIER INSTALLATION 
f? 








STURDIER CONSTRUCTION 







IMMEDIATE 
DELIVERY!! 


McMAHAN TYPEWRITER LIFTS are designed to the 
needs of the manufacturer and the convenience of 
the user. Their all metal construction makes instal- 
lation faster and more economical. What's more, 
you can get them now, when you need them. The 
outstanding features of safer, more rigid locking 
in both open and closed position with a flip of the 
» finger, and the balanced, always Jevel operation 
© that glides the typewriter in or out of position with- 
out effort makes McMAHAN lifts a requirement for 
finer secretarial desks. 


ANY TYPEWRITER LIFT MADE 
_-. 


@ EASIEST OPERATION OF > : 


The smallest office girl 
can raise and lower the 
typewriter with one 
hand, proof that this de- 
sign has the secretary 
in mind. 





WRITE NOW for price list and discounts to: 


AN BROTHERS DESK CO. 
my ANGELES 7, CALIF. 


ee 
























the famed document. 

The Mosler firm built the vaults in the gold deposi- 
tory at Fort Knox, Ky., as well as the famous vaults 
which withstood the atomic bombing at Hiroshima. 

The old Chicago headquarters of the firm were at 
214 W. Jackson Blvd. 





Herbert Goodman Promoted by Rem-Rand 


Appointment of Herbert H. Goodman, branch man- 
ager of the Washington, D. C. office of Remington 
Rand Inc., as a vice-president of the company was 
announced recently. 

Mr. Goodman, who started with the Rand organiza- 
tion 32 years ago as a mail boy in the North Tona- 
wanda, N. Y. office of the company, will continue to 


HERBERT H. GOODMAN 





make his headquarters in Washington, the announce- 
ment said. 

Born in North Tonawanda on September 3, 1904, 
Mr. Goodman went to work for James H. Rand, Sr., 
father of James H. Rand, the present president and 
board chairman of Remington Rand, at the age of 
15, and has remained with the company. without in- 
terruption since December 1, 1919. 

He joined the Washington staff of the company in 
1934, as a salesman, and in 1946 became manager of 
the systems division in Washington. In September, 
1949, he was advanced to senior branch manager in 
the Washington office. 





Burroughs Appoints Two Branch Managers 


Willis E. Morgan, general sales manager of Bur- 
roughs Adding Machine Company, has announced the 
appointment of two branch managers. 

Named at Corpus Christi, Tex., is Carter Whitt, who 
joined the Burroughs organization at Dallas, Tex., in 





CARTER WHITT ALLEN A. MEYER 


1934. Since 1950 he has been regional sales promo- 
tion representative at Dallas. 

The new appointee at Brooklyn, N. Y., is Allen A. 
Meyer, who has been a member of the Burroughs or- 
ganization since 1919. In 1942 he was appointed zone 
sales manager for the Chicago office, the position he 
has held until his present assignment. 
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ANOTHER VALUE POINT 


Ten times the probable load won't even 
strain a Sturgis metal base. Designed 
with a low center of gravity so it doesn’t 
tip, finished with infra-red baked enam- 
els that resist scratching, a Sturgis metal 
base is so ruggedly built it will outlast 
the person who sits in the chair. 


hides casters and pro- 
tects shoes ...has stain- 
EYECUTIVE @ less steel scuff strips 
-+-permanent sound- 
deadening treatment 


steel spindle bearing 

TENO insert...4 steel caster 

$j socket inserts... futur- 

luminum 8 istic one-piece design... 
from permanent-form 
molds 


smartly arched tube 

ENO legs...securely welded 
in hub... attractive hub 
cover... economical in 
production 


And it’s Value Points such as these that 
make it “smooth rolling” for Sturgis 
Dealers, and build repeat business for 
the complete line of Sturgis Chairs. 
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Summer Slump? 





You get volume and profit right through the 


summer when you sell Meilink safes 


That's because Meilink dealers are backed by 


active factory promotion—everything from a 


planned dealer display to hard-hitting ads and 
sales promotion pieces that bring in live prospects. 





rs  MEILINK MODEL 30, 2-HOUR B-LABEL 
»- ~~ Solid money-maker for Meilink dealers. 42 


Inches high, weighs 850 pounds. Interior 
~~ equipment optional and can be widely varied. 





Underwriters’ Label! guar- 
antees high standards of 
construction. The “Class 
T-20" rating eorns a 
20% reduction in bur- 
glary insurance premiums. 
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MEILINK STEEL SAFE CO. 





Fast-moving Line! Meilink’s line offers 
something for every customer, from big- 
gest to smallest units, for home or office 


use. 


Full 40% Mark-up! There's no “factory 
squeeze” on Meilink dealers. They get a 
margin that makes Meilink one of the most 


profitable heavier-goods lines. 


No Factory Competition! No danger 
of a factory branch underselling you be- 
cause Meilink has no factory branches. 
Meilink deals exclusively and directly with 


its dealers! 


Now is the time to SELL 


HLERCOLES 


BUSINESS MACHINE STANDS 


Immediate deliveries on most models 


Toledo 6, Ohio 
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Clary Changes to Regional Plan 


Increased sales volume and an expanding dealer and 
branch organization have necessitated a change in na- 
tional sales policy by Clary Multiplier Corporation, M. 
s. Bandoli, vice-president of distribution, recently 
announced 

The company is converting to a regional distribution 
plan with the U. S. divided into three areas. Factory 


branch offices and dealers in each area will report 


to their area headquarters in San Francisco, Chicago 
or New York City 
Mr. Bandoli has 
this new progra 
Coast dealer dist1 
to head an 


named four Clary executives to head 

They include J. L. Jackson, West 
t manager, who has been promoted 
tate area with headquarters in San 


17 
a4 





K. A. ADAMS J. L. JACKSON 





R. T. PRATT FRANK L. RANDALL 


Francisco. Mr. Jackson is well known in the west 
where he has been in the office equipment sales field 
for a number of years with Clary and other companies. 

Chicago 1] headquarters for the midwestern 
states, and K. A. Adams, former director of dealer 
Sales, has been named to head this region. Mr. Adams 
has headed Clary’s dealer division for several years. 
He was formerly independent office equipment 
dealer in Peoria, Illinois. 

The eastern re n will be under the supervision of 
Frank L. Randall, who has been promoted from direc- 
tor of branch sales to head the New York City office. 
Heading up the home office supporting staff in San 
Gabriel, Calif., is R. T. Pratt, former director of na- 
tional account ) has been named assistant sales 
manager. Mr. Pratt will be assisted by Edward Cava- 
nagh and Jack Hamilton. 

Clary sales art nning about 40% ahead of the same 
period last year, Mr. Bandoli says, and the corpora- 
tion’s earnings are almost double the previous level. 

A large expansion in the number of authorized deal- 
ers helped influ the decision to open regional 
headquarters. It was felt that this plan of operation 
would bring dealers, especially in the east and central 
areas, closer to management, Mr. Bandoli concluded. 
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WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301 '/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 3011, 
is so beautifully designed ...so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 
No. 300 (without arms), Write for illustrated 
literature and prices. 


STANLEY MANUFACTURING CO. 
2310 N. Main Street, Fort Worth, Texas 
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“YOUR NEVA-CLOG WILL 
LAST INDEFINITELY... .... 


the simplest care _— 
keeps it perfect!’’ 






NEVA-CLOGs ARE 
BUILT TO LAST 
; ae These days that’s more important than 
Sy Ayal ost ever. * Complete instructions are 


NEVA-CLOG 
STAPLES 


NEVA-CLOG — the 
Pinch Point Staple 
Pierces better, easier; 
no burrs, no rough 
spots, always uniform, 


NEVA-CLOG Products, Inc. 
Logon Street, Bridgeport, Conn. 





Exclusive Canadian Distributor: 
CANADIAN STAPLES LIMITED—Montrea!, Toronto, Winnipeg, Vancouver 
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Oxford Appoints Maxwell (Andy) Anderson 


The Oxford Filing Supply Company, Inc., has an- 
nounced the appointment of Maxwell (Andy) Anderson 
as a sales representative. He comes to Oxford with g 


MAXWELL ANDERSON 





fine background of office supply store experience with 
Nelson’s, Greeley, Colo. 

Mr. Anderson will make his headquarters at the 
Oxford plant in St. Louis, Mo., traveling through 
Missouri, Oklahoma, Arkansas and southern Illinois, 





Cel-U-Dex Adds Three Representatives 


The Cel-U-Dex Corporation, Brooklyn, N. Y., has an- 
nounced the addition of three representatives to its 
growing sales-force. 

In the southern Atlantic States from Washington, 
D. C., to Florida, Ernie Lowthorp is serving the ter- 
ritory. Ernie, a vet of World War II and ex-salesman- 
ager of a prominent stationery house in Washington, 


ERNIE LOWTHORP 





BILL JAFFEE Cc. E. ADAMS 


will be handling the Cel-U-Dex line in addition to the 
Elbe line, which he is presently carrying. 

Bill Jaffee has taken over the Central Atlantic 
States of Maryland, Delaware, Eastern Pennsylvania 
and New Jersey. 

The states of Michigan, Indiana and Kentucky will 
be covered by C. E. Adams. He is a familiar figure i 
this territory. 
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Get more volume ..get more repeat orders 
. . GET MORE PROFITS! 






GUEST CHECKS 


37 different styles, 
steck end printed- 

















A compiete line te-order . . news- 
of popular, fast- print, bend or beard 
E i i . stubbed and 
moving items in plain, single ond 


a wide variety of duplicate styles. 


sizes, styles and 





quality. 





ENNIS SHIPPING TAGS 


Stock or printed-te- 
order all weights 
and colors. Single or 
gongs, with or with- 
out fasteners at- 
tached. 














TAG & SALESBOOK CO. 


Manufacturers of Paper Products 
FACTORIES AT ENNIS, TEXAS . CHATHAM, VA. 


Branches in Houston, Dallas, Birmingham, New 
Orleans, Albuquerque, los Angeles, Denver 
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METAL OFFICE FURNITURE COMPANY @ GRAND RAPIDS, MICHIGAN| ni 
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Will Winnes Co. Announces Personnel Change 


The Will Winnes Company, Inc., Cincinnati, Ohio, 
through Will Winnes, general manager, and Milton S. 
Pickle, vice-president, recently announced a change 
in personnel for covering part of its territory. 





EXCHANGE CONGRATULATIONS AND GOOD-BYES—James Cc. Crell, 
(left), congratulates Paul C. Stoepel who has taken over his territory 
for Will Winnes Co. Mr. Crell has left the firm to take up new duties 
os a manufacturers’ representative. 


James C. Crell has resigned his position to take 
up new duties as manufacturers’ agent for the Taylor 
Chair Company and the Commercial Furniture Com- 
pany 

Paul C. Stoepel, who has been with Will Winnes Com- 
pany for five years, changes from his responsible post 
in the order department to succeed Mr. Crell. He is 
well acquainted with the field through his previous 


connections with the company. 





Eureka Specialty Appoints Coty 


James H. Dunham, Jr., president of the Eureka 
Specialty Printing Company of Scranton, Pa., an- 
nounces the recent appointment of C. Kenneth Coty 


C. KENNETH COTY 


to the position of 


general sales manager. 

“Mr. Coty brings to Eureka a broad knowledge of 
modern sales, advertising, and merchandising methods 
gained in several key executive positions held during 
the last 15 years in the Bauer and Black and Kendall 
Mills divisions of the Kendall Company of Boston and 
Chicago,” said Mr. Dunham. 





Beamus Appointed Old Town Distributor 
Beamus Office Supplies, 615 N. Broadway, Oklahoma 
City, Okla., was recently appointed as exclusive dis- 
tributor for Old Town duplicator machines and sup- 
plies. The firm, owned and managed by R. O. Beamus, 
celebrated its seventh anniversary last March 1—EVH 
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VUL-C 


TRADE MARK 





Colors—aAll sizes made in standard colors—maroon-brown and 
olive-green. Gray also available for use with gray 
office furniture. 





profits! 


























\\~ improved 


Waste 
Baskets 


guaranteed 
5 years 


New Vul-Cots sell because colors 
don't chip off—rims don't break! 
Made of hard vulcanized fibre, 
they are light weight, noiseless, 
durable and attractive. Exclusive 
bonded seam construction gives 
added strength—improves ap- 
pearance. Easy to handle—easy 
to clean—they are practically 
indestructible, don't crack, 
splinter, dent, rust or corrode. 
Cut maintenance and replace- 
ment costs—save money on han- 
dling waste. Because Vul-Cots 
offer your customers more for 
their money —there’s more money 
for you in selling Vul-Cots. Write 
today for catalog price sheet— 
Dept. OA-8. 


The Round Taper— most popular of 
all Vul-Cots for general office and 
schoolroom use. Takes up small space, 
is neat and attractive. Two sizes, 
nos. 2 and 3. 


The Square Taper—a distinctive 
style, popular with executives and 
ideal for reception or board rooms. 
One size, no. 5. 

The Round Straight—specially de- 
signed for washrooms, basements, 
ticker rooms, lobbies, shipping and 
mailing rooms. Two sizes, nos. 9 
and 10. 
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They love it, when it’s a 





No. 1760 


SECRETARIAL POSTURE CHAIR 


Secretaries .. . bless ‘em... 
@ one who doesn’t realize the importance of good posture. 
And it doesn’t take them too long to develop certain definite 
ideas about which type of posture-correct seating they like best. 


are pretty smart. There isn’t 


That's probably why JOHNSON SECRETARIAL CHAIRS have 
made such a hit—they spell comfort and good posture for any 
girl who operates any type of office machine all day long. 


Take for instance this No. 1760 Posture Chair. Here's a model 
that'll take the eye of any girl. Comfortable, completely ad- 
justable and a fatigue chaser. The large oval shaped seat is 
smoothly saddled and cushioned for day-long comfort. The 
divided cushioned back-rest is designed to eliminate tiring 
pressure on the spine. Available in your choice of finishes 
and leathers. 

Chairs like this are a good sample of what 

you'll find in the complete line of high 

quality JOHNSON CHAIRS. Learn the full 

details now. Write or wire for the complete 

catalog. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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New Autos Top Eversharp Contest Prizes 


Six winners of Eversharp, Inc., contest prize auto- 
mobiles have been announced, the fortunate persons 
residing in Baltimore, Washington and Philadelphia, 
Three of them were consumers who gave best answers 
to why they prefer to buy Eversharp products. Three 
were dealers who gave the best reasons why they 
like to sell Eversharp products. 





WINS “WHY | PREFER EVERSHARP” CONTEST—Irving Kathman, vice- 
president in charge of sales of Eversharp, Inc., looks on as Emmanuel 
Willett (center), is congratulated by Vice-president Alben W. Barkley. 


Similar contests currently are being run in Boston 
and Buffalo, N. Y., and others are to be staged in addi- 
tional cities. 

Consumer winner in Washington was Emmanuel 
Willett of Catholic University. Willett, from Fancy 
Farm, Ky., received his car and congratulations from 
a fellow Kentuckian, Vice-President Alben W. Barkley. 
The consumer winner in Philadelphia was 16-year-old 
Ronald Greenwald, an Upper Darby high school stu- 
dent. A. N. Nidecker, a druggist, was another Phila- 
delphia winner. 

Dealer winner in Baltimore was William Weiner, a 
pharmacist. John S. Walker of Baltimore was a con- 
sumer winner. 

In Washington, Benjamin Brett, a pharmacist, was 
a dealer winner. 





C. W. Sutton Buys Interest in Firm 

Charles W. Sutton recently puchased the interest of 
E. F. Capshaw in the partnership operating the Capitol 
Typewriter & Office Supply Company, 212 N. Harvey 


CHARLES W. SUTTON 


Ave., Oklahoma City, Okla. This is Mr. Sutton’s first 
venture in the typewriter business. His former connec- 
tions have been in the finance, banking and construc- 
tion businesses. 

Other members of the firm are Carroll Bays and 
James D. Bushman. A partner since 1946, Mr. Capshaw 
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“Dear Boss, Gee 

I sure do love 
that ALMA 

DESK?” 








THE ALMA DEBONAIR 
900 SERIES 








From the youngest secretary in a two man firm to the 
presidents of some of the biggest businesses in America, 


an Alma Desk has powerful appeal! 


Versatile styling, functional design, and top quality Crafts- 
manship are a few of the reasons why Alma Desks are so in demand. 
Add these features to Alma’s famed Wise Economy and you have a 


sales combination that can’t be beat! 


Satisfy today’s Buyers who want the most for the least .. . 





Stock and Sell Alma Desks for Bigger Sales! 








ALMA DESK C 


HIGH POINT, 





OMPANY 
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es, the building was burned out 
yesterday but they’re ready to 
carry on. You see, they were fighting 
more than fire—they were fighting 
time—the most critical factor in bus- 
iness today. 

This firm’s very existence depended 
on records and their immediate avail- 
ability. Accounts receivable and pay- 
able, inventories, cost records and all 
vital data lived through this blaze and 
the business went on. 

Shaw-Walker ‘“‘time-engineered”’ 
Fire-File Desks can prevent business 
disaster for you, too. They provide pos- 
itive 24-hour point-of-use fire protec- 
tion and organize every detail so as 
to ensure top speed production of all 
accounting work. 

In its fifty years’ experience Shaw 
Walker has developed 34 different 
types of fire-rated cabinets. And there 



















THIS AD APPEARING IN TIME, NEWSWEEK, U.S. NEWS AND BUSINESS WEEK. 


Sacwieg Mite rotor saved oie busieets/" 


are Shaw-Walker desks, chairs, Fire- 
Files, filing cabinets, loose-leaf and 
payroll equipment—everything for 
the office except machines—each 


“time-engineered”’ for the needs of 


every job and worker. 


Convenient, unclut- 
tered work space for 
maximum efficiency. 


Accounting machine 
desk fire-insulated on 
all six sides. 


Easy-operating draw- 
er reduces fatigue. 
Free-coasting, floater- -——___—_—~ 


bearing slides 










If you are setting up a new busi- 
ness, or merely wish to modernize 
worn, outdated offices, use Shaw- 
Walker equipment throughout. It 
will help you make the most of every 
minute, every working day! 


Fire-protected drawer 
holds removable trays 
for accounting records 
of every size. 


> For speed patented 


trays automatically 
produce wide V-open- 
ing wherever fingers 
touch forms 


Point-of-use fire pro 
tection for accounts 
saves steps— speeds 
machine production. 


~ 





SH AW-WALKER 


The booklet, “Time and Office Werk,” is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
A wealth of information on “time-engineered ‘office systems and equip- 
ment. 36 pages! Many color illustrations! Just off the press! Write to- 
day, on business letterhead to: Shaw-Walker, Muskegon 4, Michigan. 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the Worid 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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retired from the firm in order to devote his full time 
to his business in Ardmore, Okla., where he owns the 
Texhoma Office Supply Company. 

The Capitol Typewriter Company was originally es- 
tablished at 504 W. Main St., in 1918 by W. P. O’Neal, 
then a Royal Typewriter representative, and his 
brother, the late J. O. O’Neal. The O’Neals later sold 
the business to a Mr.. Nicholson of Wichita, Kans. In 
1926, Mr. Nicholson sold to Mr. and Mrs. James Wikoff. 
For a number of years they operated the business to- 
gether at 104 N. Broadway. Later, it was owned and 
operated solely by Mrs. Lea Wikoff, who, in 1935 moved 
it to 26 N. Robinson avenue, adding the .R. C. Allen 
line of calculators. 

In 1937, the busi ness was considerably expanded and 
moved to 208 N.W. First St. Mrs. Wikoff married J. B. 
Lawton and they both operated the business at that 
loction for about nine years. 

In Saotenaber 1946, when the lease on First St. was 
lost to the expanding John A. Brown department store, 
Mr. and Mrs. Lawton sold their business to Carroll 
Bays and E. F. Capshaw. Mr. Bushman joined the firm 
in 1947, buying part interest from Mr. Capshaw. 

The firm, which specializes in duplicating supplies, 
holds an exclusive in Oklahoma City on American 
Stencil Manufacturing Company’s “Sure-Rite” line. 

The company also has exclusive on Clary adding 
machines and Clary cash registers in nine central Okla- 
homa counties. The counties are: Oklahoma, Potta- 
wattomie, McClain, Logan, Canadian, Cleveland, Lin- 
coln, Kingfisher, and Grady.—_EVH 





NEW FRONT FOR R. E. HUFFMAN CO. 





A front view of the store of R. E. Huffman Co., Aberdeen, S. D., where 
the ground floor and basenient have been remodeled. The front has 
been redesigned completely, the entrance formerly being in the space 
now occupied by the display at the right. This display extends 10 
inches out into the sidewalk, utilizing pillars which formerly flanked 
the sides of the entrance. All of the entrance woodwork is natural 
finish California redwood. The entrance arrangement, which is a 
magnet to passersby, provides ample shelter for window shopping, 
regardless of weather conditions. The floor of the middle display is 
18 inches above sidewalk level. It is an extension of the floor of the 
store and at the right height for window display. The distance from 
the front walk up the ramp to the door is 18 feet and it provides 
space for three well-designed showcases. (Sfory appeared on page 
60 of the May issve 


OL » Shek 


Mr. and Mrs. Henry I. Coleman announce the birth 


of a daughter on June 5. Mr. Coleman is president 
of Nathan Coleman & Son, Savannah, Ga., and past 
governor of Fourth District NSOEA. 
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Model 6-6-0 
Full keyboard 
adds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key Corbeacd 


adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


FOR MORE INFORMATION ON THIS 
ACT NOW PROFIT-MAKING OPPORTUNITY 

WRITE, WIRE OR CALL TODAY! 
VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 


World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 





is —_—_ See ee ee ee ee cee —_—_—__—_—_—ea|- 
[| VICTOR ADDING MACHINE CO., Chicago 18, il. Dept. O. A. 8-51 | 
i 1 om interested in the new Victor Champion line of adding machines. 
Please send details to: | 
| Nome :.. . —i< i 
| Address : ‘ , i 
| City: , ; - State: ue 
, Territory where | am now selling: 











pe. My CHRISTMAS SALES. 
and PROFITS... 


with the New Apsco Model 51 
Pencil Sharpeners! 


NEW Chicago Deluxe Model 5! 
A wonderful budget item 
for your customers who want 
more value per dollar. 
Sharpens all standard-size 
pencils. Has unique Apsco 
“lock-tite” receptacle. Can 
be mounted in any position. 








NEW Premier Deluxe Model 5! 
The ultimate in home pencil 
sharpeners. Sharpens all 
pencil sizes with ease and 
perfection. Forward feeding 
of pencil automatically stops 
when desired point is ob- 
tained. Saves time and 
pencils, 





GET READY FOR CHRISTMAS NOW! 
STOCK APSCO... the perfect 


NEW Giant Deluxe Model 51 
The smart buy for sharp 
shoppers. Revolving center- 
ing disc takes six different 
pencil sizes. Beautifully 
styled. Built for lasting dura- 
bility. Famous Apsco under- 
cut cutters. 


“under $5.00” gift for any occasion! 


NEW Apsco 
Christmas Package! 


See us at the NSOEA Convention! 
You are cordially invited to make Apsco booth No. 78 
your headquarters during your visit to the NSOEA 
Convention, Stevens Hotel, Chicago, September 22-27. 


FREE SALES AIDS! USE HANDY ORDER BLANK! 


AUTOMATIC PENCIL SHARPENER CO., Dept. Q 
336 N. Foothill Road, Beverly Hills, California 


Please send me the following: 


Three-dimensional Christmas window or counter 


display. 


Sales literature on following sharpeners: 


_.New Model 51 Midget _.__.__2N 


Christmas packages for stock on hand: 


_Chicago 


See 


[7 COSTS LESS 70 SELL THE BEST/ 
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Giant Premier 


Wading Balls: 


Mrs. Barbro Friden Carroll, daughter of Mrs. Carl M. 
Friden of San Francisco, and the late Mr. Friden of 
the Friden Calculating Machine Company, was married 
on May i2 to Leo Earle Alexander. The bridegroom is 
the son of Mrs. Peter Goerz of La Mesa, Calif., and 
Fred P. Alexander of San Mateo, Calif. 

The ceremony was performed in the garden of 
Queen’s Surf, Honolulu, Hawaii, with Judge William 
M. Dean officiating. 

The couple will be at home at 380 Portlock Rd., after 
their honeymoon in Hana, Maui. 

Mr. Alexander is proprietor of Friden Calculator 
Agency at Honolulu. 


* * ” 


The marriage of Miss Loyde Frias Oliveira and Wil- 
liam Charles Germley Ortel was solemnized on Tues- 
day, June 12, at the home of Mr. Ortel’s parents, Mr. 
and Mrs. Ralph B. Ortel, Spokane, Wash. The bride, 
who is a senior majoring in organ in the school of 
music at Yale University, is the daughter of the Rev. 
and Mrs. John J. Oliveira of Leiria, Portugal. Mr. Ortel 
is an atomic energy commission predoctoral fellow in 
physics at Yale University. He is the grandson of Mr. 
and Mrs. Will J. Ortel, Spokane, Wash., and of Charles 
F. Spencer and that late Mrs. Spencer of that city. 
His father, Ralph B. Ortel of Shaw & Borden Company, 
Spokane, Wash., is editor of Business Builders, ap- 
pearing in OFFICE APPLIANCES. 


* * * 


Virginia Bloch of Wausau, Wis., and Arthur H. Ames 
exchanged nuptial vows June 23 at the Trinity Luth- 
eran Church, Wausau, in an afternoon ceremony. 
Numerous friends and relatives attended the services 
and also the reception immediately following in the 
Crystal Ballroom of the Hotel Wausau. 

The new Mrs. Ames, daughter of Mr. and Mrs. Wil- 
liam A. Bloch, Wausau, attended the University of 


THE FORMER VIRGINIA BLOCH AND ARTHUR H. AMES 


Wisconsin and is a member of Alpha Phi Sorority and 
Alpha Delta Theta, an honorary professional group. 

Arthur Ames, son of Mr. and Mrs. Hazen R. Ames, is 
a graduate of Kemper Military School, Booneville, Mo., 
and also attended the University of Wisconsin and is 
a member of Chi Psi Fraternity. He received his second 
lieutenant’s commission June 15 of this year. 

The newly-married couple left for a two-week honey- 
moon in Bermuda following the wedding reception, 
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COLE’S new INVENTION 


Dial Locks a 


of drunews automatically 


Used in 
Government 
Offices 





Used for 
Top Secret Work 
in Many Plants 


Your records are as safe in Cole's ‘DOUBLE SAFEGUARD" 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade *‘A"’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 
last a lifetime. 


No. 2106*° 


FOUR DRAWER FILES 
No Wide High Deep Pas 


1004Y .. Letter Size..14%" 51%” 28% ° $106.90 
8004Y.. Legal Size..17%° 51% 28% 118.75 
Grained Walnut, Mahogany or Knotty Pine finish, $15.00 additional 








TWO DRAWER FILES 


No. Wide High Deep pawl 


1002Y .. Letter Size..14%° 30%° 28% ° $ 79.50 
8002Y .. Legal Size..17%" 30%" 28%" 84.75 


Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 
Prices slightly higher in Texas, Colorado, and West of the Rockies. 


ee) & - ee ee ae ee ee ee ee ee ee ee Ge On me a ee 
285 Madison Avenue, New York 17, New York 
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RECORDS EASILY—No more 
id fuming. With Pronto files you | 
just as easily as in your regu 


C&—Constructed so that th 
ond stack as high as 


Prva 


SIZES AND PRICES 





FIBRE BOARD STEEL 


DRAWER FRONT | DRAWER FRONT 
Suggested Uses oe tacts —_ 
File PRICE 1 Fi PRICE 

|| Width Height Length) No Single Carton | . Single Carton 
————EEEEEE ee - ——EE - 

{Letter Size 12% .. 10% E210 $ 
tletter Size . . 12% = E210S 
flegal or Cop 18% , |} E510 
Invoices 1% .. Me. | E109 

*2 Rows 8x5 Forms 10% : E108 
*Invoices or 2 Rows 8x5 WW% .. a E108M 
Freight Bills - | €97 
Checks 10%, . _ E104 
Drafts or Checks % . qs | £94 
Drofts or Checks 5 ‘s | E94M 

5x8 Forms 8% « Bees | €85 
Deposit Slips (2 Rows) 8% .. 5%. | E8ss 
Deposit Slips 8% ‘ : E84 
Tabvlating Cards a. is es E73 
*3x5 Cards (3 Rows) cig ig ’ | £64 
*4x6 Cards (2 Rows) a 5 : E24 
*3x5 Cards (2 Rows) / | 
Vouchers (Upright) 


tledger Sheets ete 1 ; a. 

tledger Sheets . r rn 

*These numbers have removable divider partitions. {Packed 6 to a carton—all others !2 to a carton FILE CORPORAT' 
2 


85 MADISON AVENUE, NEW YORK 


Inside Dimensions 


.. $4.45. . $4.35 
. 435 4.25 
5.60 
3.95 
4.25 
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Prices slightly higher in Texas, Colorado, and West of the Rockies. 1150 
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/YOUR CUSTOMERS’ 
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WITH THIS PROFIT-MAKING ‘COMBINED LINE 











The Remington Quiet-riter TOPflight Nylon Ribbon TOPflight Adding Machines 


Feature-for-feature, dollar-for- One of a family of typewriter and Unmatched for dealer profit 
dollar—by any standard of duplicator supplies packagedexclu- because they are the fastest 
comparison—no other portable sively for dealers... designed to fit selling ... largest selling line of 
can equal Quiet-riter for sales every customer need... priced for dealer model adding machines 
appeal and customer approval. quick turnover—and for promt! _on the market today! ’ 


om * a 
e a oe ~s Jai OIE - 7 Saree | 


Remington. Frland 


DEALER e Remington Portable Typewriters 
© TOPflight Adding Machines 


SALES Invincible Typewriter and 


Duplicator Supplies 


DIVISION Victor Safe & Equipment Products 


315 FOURTH AVENUE, NEW YORK 10, NEW YORK 
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that sets the TEMPO NE 
in SPACE SAVER DESKS! 


The “JUNIOR SIX” 6F59-59°%X31"-ILLUSTRATED Above— 


Wherever conservation of office space is the dominant sales factor, the “JUNIOR SIX” fills the bill 
perfectly. “JUNIOR SIX” 6F 59—59” x 31”. Solid genuine Walnut exterior. Solid Oak interiors. 
Wood sealer on all drawers to prevent swelling and shrinking. Brushed brass pulls, inset and flush. 
Adjustable height 29” to 31%”. Inside drawer finished. Center drawer locks all drawers. Corners 
have %” radius round on %” lumber rim and posts. 











The SIX SERIES includes the “Senior Six” 6F66—66” x 36” as well as the “Junior Six” described 
above. This “SIX SERIES” is complete in every way. For the executive Panel End Table (66 x 36), 
the Phone Console, the Hutch Cabinet, the Book Case, the Costumer, the End Table, and the 
Wastebasket—all in Genuine Walnut. For the clerical personnel a Secretarial Desk, left or right, 
a 48” Secretarial, the “JUNIOR SIX” and a 78” Conference desk with an overhanging top. 


The JASPER DESK Company 


JASPER, INDIANA 
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and upon their return are residing in LaGrange, III. 
Arthur is employed by the Ames Supply Company, 
Chicago office 

* + * 

Ronald Freeman, stationed with the U. S. Army at 
Honolulu, Hawaii, and otherwise associated with his 
father in the business of Harvey Freeman & Son, Long 
Beach, Calif.. was wed to Betty Jo Menke of Long 
Beach, Calif., on June 27. His parents went to Honolulu 
to attend the ceremony there, Mrs. Freeman sailing 
from Los Angeles June 8 and Harvey Freeman travel- 
ing by Pan American Airlines June 24. 





Wesley Stevens Establishes Missouri Firm 

The Stevens Office Supply Company was recently es- 
tablished at 418 E. Commercial St., Springfield, Mo., 
by Wesley Stevens. Mr. Stevens was formerly in charge 
of the store department of the Inland Printing Com- 
pany 

Mr. Stevens has assembled a representative stock, 
including typewriters, adding machines, and other of 
fice machines; office furniture, files, cabinet, office 
equipment and supplies, including comprehensive lines 
of loose leaf systems 

Among items offered by the Stevens Company are: 
Globe-Wernicke furniture along with other makes of 


WESLEY STEVENS 





office furniture, Boorum & Pease and Wilson Jones loose 
leaf systems, duplicator machines and supplies, Dioxn’s 
Ticonderoga pencils and other brands. Eagle Brand 
typewriter papers and Mittag & Volger, Inc., carbons 
and ribbons are among exclusives. 

Mrs. Wesley Stevens is bookkeeper and floor sales- 
man. Two outside men are employed. 

Mr. Stevens has been aligned with the office supply 
business for 27 years, most of that time with the In- 
land Printing Company. He worked a short while for 
Gardner Printing Company prior to joining the In- 
land Printing Company. He held various positions at 
Inland Printin ‘company before becoming manager 
f the store department. 


For his own business, Mr. Stevens selected the East 
Commercial St. location, because there was no other 
office supply business in the north-side business dis- 
trict, of which Commercial St. is the principal busi- 
ness street EVH 





Edge Firm Moves in Springfield, Mo. 
The Edge Typewriter & Adding Machine Supply of 


Springfield, M recently moved to a location next 
joor, taking the room at 323 S. Patton Ave. formerly 
ccupied by the Call-Crawford Company. 

The business is operated by Kenneth Edge, who was 
outside salesman for the Moseley Typewriter Company 
ai Springfield prior to opening his own business in 1949. 

In addition handling new portables, Mr. Edge 
specializes in sales, rentals and repairs of typewriters, 
new and used adding machines, sales, rentals and 
repairs. He is an authorized dealer for Remington- 
Rand adding machines.—EVH 
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IN FINE WOOD 


by GUNLOCKE 


This Gunlocke chair is smartly styled in 


the modern manner. It will lend an air 
of distinction to any office. It's designed 
to give support in a natural sitting posi- 
tion for efficient working comfort. 

It has sound, sturdy construction, as- 
suring long service life. There are com- 
panion chairs for office uses. Write us 


for further details today! 
Chairs for yur QD Working Comfort 


Gob, H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW TORK 
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STYLE V 






on-Built 


FOR A 
LIFETIME OF 
TROUBLE-FREE 

SERVICE 


SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you. 


You know this is true... so, SPECIFY 
SENG CHAIR ACTION CONTROLS 


on the office chairs you buy. 


It’s good “profit-insurance.”’ 


SENG 1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 


SINCE 187 WORLD’S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 
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Philip Walker Carter, 
younger brother of Richard B. Carter, and for many 
years a director and clerk of The Carter’s Ink Com- 
pany, died on Thursday, June 28. 

Mr. Carter was born on June 24, 1887. He attended 
Milton Academy and Harvard University, graduating 
from the latter in 1910. Following his graduation, he 


THE LATE PHILIP 
W. CARTER 





was associated with the company for three years. His 
interest turned to social welfare work and journalism 
and it was in those fields that he spent the years lead- 
ing up to his death. He was particularly interested in 
helping boys and organized Sea Scouting in his home 
city of West Newton, Mass., and for many years pub- 
lished the magazine, “The Onen Road for Boys.” He 
was a veteran of Worid War I. 

Surviving are his widow, four children, five grand- 
children and two sisters, Mrs. John P. Beach of La- 
Crescenta, Calif., and Mrs. George’ P. Metcalf of Dux- 
bury, Mass. 

+ + + 
Thomas G. Forbes, 


71, of 8 S. Maple Ave., Park Ridge, N. J., died June 24 
in Hackensack (N.J.) Hospital. Mr. Forbes was presi- 
dent, when he retired two years ago, of Mittag & 
Volger, manufacturers of carbon paper and typewriter 
ribbons. He had been with the concern 52 years and 
devised many of the formulas it used. 

For many years Mr. Forbes was treasurer of the 
Carbon & Ribbon Exchange in New York. He was 
Town Registrar of Vital Statistics in Park Ridge for 30 
years. His widow, Mrs. Flora Bedell Forbes, survives. 


+ + - 
John F. Ahlers, 


72, who retired from the National Cash Register Com- 
pany, Dayton, Ohio, in 1949 after 50 years with the 
firm, died July 2. He had joined the firm on a bench 
job and rose steadily in the organization to become the 
head of the educational department. He was long 
prominent in Dayton civic affairs. Three daughters, a 
sister and four grandchildren survive —AK 


rt & 


William Lomax Regan 


45, died Sunday afternoon, June 24, at his residence, a 
hotel in St. Petersburg, Fla. Arriving one month before 
from Belzoni, Miss., Mr. Regan was a retired salesman 
of office machines. He was a World War II veteran. 
Surviving are two brothers, B. N. Regan and Elliott 
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Commercial Office Equipment 


"For Better Business Living” 








INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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“Icansell (—— 
Victor Stencils | 





‘because I know that Victor Duplicating Sten- 
cils produce sharp, clean reproductions without fuzzy 
or cut-out letters that are the usual cause for cus- 
tomers’ complaints. These quality stencils have the 
plus factor of giving long runs, too—and they can be 
filed for re-use months later without drying out or 
cracking. 

“As an extra-profit maker, I always tie in sales of 
Victor quick-drying duplicating inks for jet-black 
reproduction, and Victor stencil correction fluid for 
neater, cleaner corrections. Yes, when I sell Victor 
duplicating supplies, I have a perfect combination I 
can sell with confidence because it means complete 
customer satisfaction and repeat sales! 














Please send me FREE samples of your stencils, and 
show me how to have satisfied stencil customers and 


high profits. 


DEALER NAME 





ADDRESS. 





CITY. ZONE____STATE 
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G. Regan, both of Belzoni.—JL 
+ F- + 


Limuel W. Hudson, 

50, president of the Star Printing Company, Muskogee, 
Okla., died April 19. Mr. Hudson had been associated 
with the firm for 25 years and as sales manager 
traveled over eastern Oklahoma.—EVH 





Stout Specialty Company Incorporates 


Stout Specialty Company, Inc., office supplies and 
equipment, filed articles of incorporation in New York 
State June 21. Capital stock was listed at $5,000. Di- 
rectors are O. Gregory Burns and Nicholas K. Burns, 
both of 21 Fountain St., Clinton, N. Y., and Pearl 
Walker, 30 Mulberry St., Clinton, N. Y.—EEG 





Higgins Plant Closes for Vacation 


The Higgins Ink Company, Inc., closed its plant at 
271 Ninth St., Brooklyn, N. Y., beginning Friday after- 
noon, July 13, until Monday morning, July 30, for 
annual vacations 

During this shutdown deliveries were suspended and 
orders received in the office after July 10 may not be 
delivered until after July 30. 





Incorporate Cardinal Office Supply 


Articles of incorporation were filed in New York 
State June 19 for Cardinal Office Supply, Inc., office 
furniture and equipment. Capital stock was listed at 
100 shares no par value. Directors are Nathan Jaffe, 


1881 Morris Ave., Bronx, N. Y.; Murray Pulewitz, 2239 
Creston Ave., Bronx, N. Y., and Irving Fields, 220 E. 
18th St., Brooklyn, N. Y.—EEG 
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Vocatron, a new portable intercommunicator that requires no wiring, 
was recently featured in a window display by Horder’s, Inc., Chicago. 
The new device, made by Vocaline Co. of America, Inc., simply plugs 
into existing electric outlets and instant communication is established 
between two or more units at desired points on a common power 
meter and fuse box. Horder’s reports an extraordinary response to 
the display 
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en your Nd 
customers 


DRAFTING 
EQUIPMENT 









Feature the 
line that meets the 
demand for the utmost 

in utility, the best in modern 
design, the most economical in cost. 


e Faster Selling © New Improvements 
e Better Looking e Lower Costs 
e All Wanted Features @ Higher Profits 







#F3445 
Sectional 
Planmaster 






Write today for 
illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
1883 Atlantic Avenue 
Brooklyn 33, N.Y. 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI. 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 
NEW 


Handsomel y 
Illustrated 


CATALOG No. 96 


and 


Price List 






RASTEWA 


& COMPANY, inc. 


80 DUANE ST. NEW YORK 7,N_Y. 
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NOMDA Convention Story 


(Continued from page 20) 


and convenient, allowing ample opportunity to see 
the latest in office machines and equipment, displayed 
by nearly 30 manufacturers. 

Manufacturers spared no efforts to make the dealers 
“feel at home” both in the booths and at the hos- 
pitality rooms maintained at the Hotel Statler. 

Ames Supply Company of Chicago provided free 
cigarettes for convention visitors and Shipman-Ward 
Manufacturing Company had a popular feature in a 
“baseball game” for which many prizes were given. 
Remington Rand Inc., conducted a TOPflight mystery 
contest with a Conover model, Miss Shannon O’Day, 
as a featured attraction. 

Clary Multiplier Corporation was host to many 
dealers and used an efficient organization including 
M. 8S. Bandoli, vice-president; K. A. Adams, director 
of the dealer division; Whitney Drayton, director of 
advertising, and District Managers Paul Reichle, W. L. 
Brower, W. S. Watkins, Frank Randall and Edward 
Newton. 

Following are brief descriptive references to dis- 
plays, including products shown, company names, and 
names of those who were in attendance at the booths: 

Allen, R. C., Business Machines., Inc., Grand Rapids 4, Mich.—On display 
was the firm's fu ne of typewriters, adding machines, cash registers and 

kkeeping machine Emphasis was given the two latest cash register 

jles. the No. 200A and the No. 315. In charge of the exhibit were M. M. 
Ludlow and W. H. Duetting. 

Ames Supply Co., Chicago 6, Ill.—Featured was the Ames Futuristic 5-Star 

stens. Blow-up photos told the story of their manufacture from raw rubber 

e finished platen in addition to the samples. in attendance were Hazen 
R. Ames, president: J. D. Marvil, vice-president and general manager; Harry 
Harmon, laboratory technician, and Luis de Olazarra, vice-president in 

harge of sales. 

Barrett Adding Machine Division, Lanston Monotype Machine Co., Phila- 
delpiha 3, Pa.—Exhibited was the Model BI92E Barrett electric printing cal- 
slator, the Model B!92 hand-operated printing calculator and the Model 
8 Barrett figuring-listing machine. Allan J. Henderson, assistant manager, 
ss in charge of the booth. 

Clary Multiplier Corp., San Gabriel, Calif.—Clary adding machines and 
ssh registers were featured here. In attendance were M. S. Bandoli, vice- 
president; K. A. Adams, central regional manager; Frank Randall, eastern 
regional manager; Whitney Drayton, advertising and promotion director: 
W. S. Brower, W. S. Watkins and E. E. Newton, all dealer district managers. 


B 
w 


Indiana Cash Drawer Co., Shelbyville, Ind.—Various models of Indiana 
ash drawers were used in conjunction with adding machines. Under-counter 
ssh drawers and Indiana cash registers also were displayed In charge 
were William Showers, Joseph Showers, Richard Showers and Forest Abell. 
Inkopys, Inc., New York 17, N. Y¥.—Inkopys, designed to eliminate the 
ise of carbon paper and eraser, were shown here. Max Pollack, president, 
was in attendance 

Intasco Corp., Chicago 12, Ill.—Posting trays, posting boxes and posting 
tray stands were featured here. In charge of the exhibit were L. P. Bullat 

C. Caddy and A. G. Shennan. 

Ken-Add Machines Co., Duluth, Minn.—Iintroduced here was the Ken-Add 
ew purse-size adding machine with the magic slate for home use. Its uses 

students, bowling team captains, retai| store clerks and salesmen 

wW pointed out. Mr. and Mrs. Ken Panghorn were in attendance. 

‘tise Steel Products, Chicago 5, Ill.—Typewriter and utlility stands were 


played together with posture chairs and desk side chairs 
"Master Addresser Co., Minneapolis 16, Minn.—Master addressers models 
N 25, 40, and 40-H were shown here together with the Lab-L-Master. In 
harge of the exhibit were George Herrmann and A. J. Wright 
Mitteg & Volger, Inc., Park Ridge, N. J.—On display were carbon papers 
1 typewriter ribbor all types of business machine ribbons, nylon ribbons 
plate estorer, hand eaner, type cieaner, autographic register rolls and 
ressing rolls ntroduced at this time was the new Silk Spun carbon 
e. In charge were Clifford W. Bergere, general sales manager 
ke, assistant sales manager and J. Suydan assisted by Paul Going 
M Wilson, R. S rg, W. F. O'Brien and L. Fantacone 
National Cash manner Co., Dayton 9, Ohio—The firm's complete line of 
g machines and desk model bookkeeping machines was on display 
N. Williams, sales manager-dealers, was in charge of the display. 
Olivetti Corp. of America, Dearborn, Mich.—Featured here was the No. 
14/5 printing alculator with fully automatic multiplication and division 
ynd giving a printed answer. William R. Van Ittersum, American Office 
Machine Sales, Michigan distributor for Olivetti, was in charge of the booth. 
Paillard Products, Inc., New York 16, N. ¥Y.—On display was the Hermes 
Rocket portable typewriter, the Hermes ''2000"' full-featured portable and 
Her mes Ambassador, the new commercial typewriter. Also shown was @ 
Bolex moving picture camera by Paillard. attendance were R. C. Smith 
nanager of the Hermes typewriter division; Len Hayes, special repre- 
tative, and Hans Stauder, vice-president and general manager of Paillard 
Polk Bros. Typewriter Co., Chicago 47, III. exhibit were Smith-Corona 
ypDewriters fice mode rebuilt by Polk Bros. Pre sion ground recovered 
ate and feed for al makes of typewr tere snd other fice machines 
we displayed. Stan Polk was in charge of the boot 
Pesiien Distributors, Inc., Salt Lake City, Utah—Against a background of 
pe Jesigned fixtures were shown the new Precisa manual with the new 


ew key boérd and-subtraction button instead of the old lever action: 
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- Opens New Accounts—MakeEs O_p AccouNTs NEw CusTOMERS 
% The universal need for these Files, labeled for withstanding extending to full depth. Two steel, spring-bolts securely 
standard 1-Hour fire endurance, explosion and impact tests, hold each drawer closed for 24-hour-a-day fire protection. 
is especially urgent under emergency conditions. Each drawer forms an independent insulated unit, protected 
rs by the same reinforced monolithic fire-resistive insulation 
. For Secret — Restricted — Confidential Documents. used in H-H-M Class “A” and “B” Underwriters’ Labora- 
yn Government agencies, defense contractors and executives tories’ tested and listed safes. Insulated Safe Record Files 
. need positive control over these documents to prevent un- are available in 4-drawer legal and letter sizes. 
authorized access to vital information. H-H-M Files answer 
, their varied requirements by providing independent locks Write for full information on these new Files backed by the 
for each drawer. exclusive H-H-M franchise that helps you increase sales and profits. 
: Individual And Dual Control Options Any of the 
: following may be specified for one or more drawers. Single- 
j key CORRUGATED KEY LOCKS for individual control, : , ee 
‘ a , , ‘ a “ - yuu rT} ‘ +) ye e " 
2 | keyed alike or differently. Key-changing COMBINATION CThINO-Hall- Harv Sate U0. 
. LOCKS that foil all attempts at manipulation, for indi- 
d vidual control for dual control by adding key-locking ; " HAMILTON, OHIO 
; dials. Two keys, CHANGEABLE KEY LOCKS for dual 
d control, with guard and opening keys set as required. 
*) Craftsmen in . . . Safes ® Insulated Record Files © 
: : J] Vault Doors © Money Chests © Rotary Record Files 
Easy Operation — 24-Hour Protection. Drawers open AS =. © Steel Storage Files * Bank Vault Equipment 
4 . - ‘ > v Drive-in Windows ® Depositories © Under-Counter 
easily on heavy progressive ball bearing, roller suspensions, 4 says* Work © Stainless Stee! Hospital and Building Products 
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No. 4858 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY NORTH CAROLINA 
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Haskell Elected SoundScriber Director 


Walter J. Nile president of the SoundScriber Cor- 
rati nn that the company’s board of di- 
Francis L. Haskell of Bristol as 
dit kell is office manager and chief account- 
int of Wallace Barnes Company division of Associated 
Spring Corporation. He has recently been elected vice- 
president of the National Office Management Associa- 

, Y iternational convention in New 


gure in office management cir- 
: made outstanding contributions 
to his professi He is a charter member and past 

t rtford Chapter, NOMA, and the 
first member 1 eceive the merit award of the Hart- 
ford Chapter. I vo years he was national director 
representing the New England area. Mr. Haskell has 

‘1 articles on various phases of 
ind has been a prominent speaker 
several professional groups in the East. He is also 
the Hartford Chapter, National 
Accountants. 





Appoint Manager of Buffalo Firm 

f Paul A. Wesling to the new posi- 
the Eaton Office Supply Co. Inc.’s 
retail store at 331 Washington St., Buffalo, N. Y., was 
announced by President Richard W. Eaton. 

Before joining Eaton Office Supply, Mr. Wesling was 
rith Swift & Company, S. M. Flickinger Company and 
the Home Dairy Cafeteria —GET 
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Pressboard Folders are ideal 
for bulky papers and in per- 
manent files which are subject 
to extra hard usage. They are 
furnished in one and two inch 
expansion letter and legal sizes 
plain or metal tab round cor- 
nered. When equipped with Im- 
perial metal tabs they are practically 





indestructible. 
Send for Price-O-Log No. 50. 


Imperial [Methods (0 


FOREST PARKA ILLINOIS 
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POSTAL SCALES 


i i iling 
Jete line of office mal 

2 en the market today- 
s. to 50 Ibs. 


Four models — Capacities 2 Ib 
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Model 1546 
A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
tes postage for air and 
rst class mail, and for 


merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3"’. 
Dimensions overall 51/2" x 


to a carton. Shipping 
weight, 1% Ibs, 


Model 1509 


The postal scale for 
average office use. Ca- 
pacity 5 lbs. by 2 
ounce. Computes 
ge for airmail, 

rst class and mer- 
chandise up to 4 Ibs. 
Dial 62", glass covered. 
Platform 51/2" square. 
Dimensions overall 61/2" x 
62" x 9/2". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 








Model 1530 


Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 642", glass covered. 
Platform 51/2" square. 
Dimensions overall 6/2" 
x 62" x 92". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 





Model 1515 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 


for all postal zones. 
Dial 8’, glass covered. 
Platform 7” square. 
Dimensions overall 

8” x 72" a 10”. 
Packed one to a carton. 
Shipping weight, 81/2 Ibs. 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 272, Illinois 
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Meetings — Conventions — Dinners 
(Continued from page 106) 


Until Somebody Sells Something,” to say that, with- 
out salesmanship, Americans will lose their freedom 
of choice and eventually the whole free enterprise 
system may be endangered. 

A strong plea for more stringent governmental con- 
trol over industry was entered by Charles E. Wilson, 
Director of Defense Mobilization, at the convention. 

Mr. Wilson’s plea, voiced in his absence by ODM 
General Counsel Herbert E. Bergson, called for addi- 
tional powers in both production and stabilization; the 
authority to pay subsidies as needed in order to secure 
needed raw materials from abroad; aut?.ority to build 
government plants; power to set up government cor- 
porations; authority over commodity markets; rent 
control; and additional subsidies required to fix parity 
on certain agricultural commodities. 

N.S.E.’s annual “Business Statesman of the Year” was 
presented to Mr. Wilson in absentia. He presented a 
brief acceptance address via telephone from his Wash- 
ington residence, where he is recovering from a recent 
injury. 





Over 60 at COMDA June Meeting 


A steak dinner in combination with a number of 
important subjects on the program attracted an at- 
tendance of more than 60 at the regular meeting of 
the Chicago Office Machine Dealers Association in the 
Maryland Hotel, Chicago, Tuesday evening, June 12. 
Visitors from Milwaukee and Indianapolis were pres- 
ent, as well as many members from downstate IIli- 
nois. 

Under the chairmanship of President Harvey Miner, 
Miner Business Machine Company, Kankakee, III., the 
meeting program moved briskly. A short humorous 
address by Amos Robelard, immediate past-president 
of the Illinois Bar Association, was followed by a dis- 
cussion of the present status of Fair Trade agree- 
ments on portable typewriters. Reports from the 
manufacturers indicate that steps are being taken 
to get all dealers to sign agreements so that prices 
will be maintained despite the Supreme Court deci- 
sion that nonsigners of agreements are not bound by 
the minimum prices stated in the agreements. 

Jack Weiner, Belmont Typewriter Sales & Service, 
Chicago, introduced three members of the legal staff 
of the Office of Price Stabilization in Chicago. The 
OPS men reviewed the price control situation in gen- 
eral and then went into some detail about Regulation 
No. 34 as it relates to the rental, repair and main- 
tenance services on office machines. No. 34 requires 
listing of prices or rates for rentals and repairs as 
determined by the highest prices or rates charged 
during the base period of December 19, 1950 to Jan- 
uary 25, 1951. The regulation was issued on May 11 
and required that prices and rates be filed with OPS 
by June 15. That gave dealers present only three 
days in which to prepare lists for filing. 

Three new products—Clary electric adder, R. C. 
Allen cash register, and Webster-Chicago electronic 
memory tape recorder—were displayed and demon- 
strated. The evening wound up with the election of 
the following as directors of NOMDA: Larry Walter, 
Peter Paul Mechanical Service, Chicago; Bruce Brown, 
Bruce Brown, Inc., Chicago; Jack Teeter, Hammond, 
Ind.; Elmer Beutler, Typewriter Specialists, Chicago, 
and Harvey Miner, Miner Business Machines Com- 
pany, Kankakee, III. 





GLTC Bids Carl L. Kaufman Farewell 

The Great Lakes Travelers Club luncheon of Friday, 
June 29, was a special occasion in that the members 
said farewell to a faithful and active member of many 
years standing—Carl L. Kaufman. 

Carl has now retired from active service with Speed 
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Bell & Howell Recorder 
equipment built by Bell 


Modern microfiln 


& Howell, and sold by Burroughs, is the 
finest obtainable. It reflects Bell & Howell's 
acknowledged leadership in the field of 


precision instruments for fine photography, 
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BURROUGHS MICROFILMING 


Every business has its indispensable records—documents that 
contain the vital information it lives by. And every business risks 
the loss of this information as long as its only records are on paper. 





It’s a needless risk, too. Every business record can be made per- 
manently secure . . . easily, quickly and inexpensively. Every 
business record can be reduced to a small fraction of its original 
size ... conveniently stored in small fireproof safes or metal con- 
tainers, or mailed away for safekeeping. Every business record can 
be safeguarded with Burroughs microfilming. 


Burroughs can help give your vital records the protection they 
need ... can help you apply the speed and economy of micro- 
filming to both the day-by-day and year-by-year 
record keeping of your business. Find out how— 
call your Burroughs office today or write for your 
copy of the booklet “Safeguarding Vital Records.” 
Burroughs Adding Machine Co., Detroit 32, Mich. 





WHEREVER THERE'S BUSINESS THERE’S 


Burroughs 
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There is no other Carbon Paper like 


WETALLIC-BACK FLAGSHIP 


that's why if builds Repeat Sales for you! 







Your customers may buy 
FLAGSHIP for its competent 
look, but what brings them back is 







the way it performs. They find it is easy @ Flagship is curl-proof, 


4 ‘ not just curl-resistant 
and clean to handle, that it reproduces with 





“top copy” sharpness and outworks ordinary carbon 


papers. Then when they're ready for more, the same patented © Flagship’s metallic back 


means extra wear, 


a I ” h . . . | . 
metallic plating that attracted their attention in the first place, easier handling 


guides them back to you. For only from you can they get “the carbon 





paper with the metal back.” Exclusive FLAGSHIP, you see, is sold 

only through franchised dealerships. A few territories are still ._ — pmenes 
ermanent copies 

open. A note, a postcard or a wire will bring you the whole ‘ f 





story of this wonderful new product and the entire Allied line of 


profit-producing carbon papers and ribbons. Address Dept. A. @ Flagship allows 
smudgeless erasures 


CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles (5 
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Pruducts, Inc., and is shortly leaving for permanent 
residence in the warmth and sunshine of Florida. 





Honor Rem-Rand Salesman 

L. A. Carter, Remington Rand typewriter and adding- 
calculating machine salesman, was recently elected 
industrial “Salesman Of The Year” by the Denver, 


(Colo.) Sales Executive’s Club. The honor award was 
presented to Mr. Carter by the mayor of Denver at a 
banquet attended by more than 600 business ieaders. 


Principal speaker at the banquet was Arthur H. (Red) 





SALESMEN OF THE YEAR—L. A. Carter (center) of Rem-Rand and 
Bernard Shahan (right), Equitable Life Assurance society, receive 
trophies as Denver's “best non-retail salesmen” from Mayor Quigg 
Newton of Denver 


Motley, chairman of the board of the Sales Executive 


Clubs of America and president of Parade publication. 

Top honors were voted to Mr. Carter as the “out- 
standing” retail salesman by a poll of Denver busi- 
ness executives. His selection over more than 150 
other salesmen was made on the basis of his sales 
volume, his service to customers and their companies, 
his helpfulness to new salesmen and his community 
offers 

Mr. Carter was complimented further by Remington 
Rand officials, who declared themselves to be “very, 
very proud” of his achievement. 





Connecticut Valley Stationers Play 


The annual outing of the Connecticut Valley Sta- 
tioners Association was held at Farmington Country 
Club near Avon, Conn., on Thursday, June 28 with a 
goodly attendance of 95 stationers enjoying a day of 
golf, a banquet and dancing to a full size orchestra. 

Wives of the C.V.S.A. members enjoyed the day’s 
outing with their husbands. 

President Charles B. Burt, Burt & Dell, Hartford, 
Conn., presided at the banquet and prizes were pre- 
sented to thes« lf winners: 

Low gross—Dave Abramson, Plimpton’s, Hartford, 
Conn 

Low net—Russ Goss, Gunlocke Chair Company. 

Ladies’ putting—-Mrs. Uhlman, Northhampton, Mass., 
i guest 

Nutmeg” tropl New England Travelers Club. 





Orlando, Fla., Firm Appoints Jack Kline 


Appointment of Jack H. Kline as assistant manager 
of the Orlando Office Supply. Company, 29 E. Pine St., 
Orlando, Fla., has been announced by Alex E. Young, 
owner of the 

Mr. Kline has just returned to Orlando after serving 
in the home office of the Ballard and Ballard Company 
as product sales manager. Prior to that he served with 
the company in Norfolk, Va., as branch manager.—JL 
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Watch them GO! 








SPONGE RUBBER STAMP PADS 





12 Superior Features 
Make SPEED-MO a Fast Seller! 








@ It’s Silent @ Clean, Sharp @ Large, Natural 
@ It’s Sweat Proof impressions meee es, 
, @ Cleans Stamp e In- 
@ it’s Dust Proof While Inking definitely 
pie tig 2 02 © Full Rich Inking 
@ It's Snag Proof © Easy on Rubber @ No Scraping 
@ It’s Long Lived Stamps Before Inking 
Quick turnover plus liberal 
discounts means more profits, 
easier inventories for you! 
tn Canada, for plete informati write 
Bossence & Co., 52 Homewood Ave., Hamilton, Canada 
701 MAIN STREET . ORANGE, MASSACHUSETTS 
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Designed for the 
General Office 


4825% 


Taylor 


Posture Chair 


with pivotal Follow-through Back that 
gives comfortable support in every 
position. Soft foam rubber cushioning. 


> Write today for catalog and 


open territory. 


The*Taylor Chair Company 


FOUNDE BIé 
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News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Comes now the announcement that the White Com- 
pany’s formal opening, originally announced for June 
1, will be held on June 25. Ye Scribe’s schedule calls for 
him to be in other parts so it will be impossible for me 
to “cover” this gala occasion. Otherwise, I’d be right 
there at 1216-22 First Ave., Columbus, Ga. 

- * ” 

We got a new mama and papa in our midst. Fact 
is, we got two of ’em, but we will have to take ’em 
one at a time. Tom Simon and “Nat,” of Long Office 
Supply Company, Miami, Fla., took upon themselves 
a baby boy on May 24. I didn’t get my seegar so if 
any of you travelers see Tom tell him I said you could 
have mine. (Mama don’t let me smoke yet.) 

* * * 

The other new addition is by one of our “old,” new 
papas. Joe Hutchinson, Fowler’s, Charlotte, N. C., 
writes me that the “Mrs.” presented him with a 
“whopper” of a baby girl on June 6. This one weighed 
in at 9 pounds, 5 ounces. Joe says the boys, Eddie, 6, 
and Harry, 4, are already calling her “big sister” and 
Ma and Pa call her “our big girl.” Even in these 
times of “big” everything, that one would be classed 
as a “big deal.” Sarah Linda is the name selected by 
the proud parents. 

* ” * 

We have four candidates for the “sick, lame and 
lazy” column this time. “Uncle Dan” Dixon, State 
Office Supply Company, Tallahassee, Fla., is having 
more trouble with his “rheumatiz” and may have to 
spend a week or so in the hospital. George Almand, 
Cole & Company, Ocala, Fla., had a “session” with a 
hernia operation but was out of the store only 10 
days. Mr. Newell, Long Office Supply Company, Miami, 
was to go to Iowa on June 1 for an eye operation. 
Haven’t been able to find out how it came out so if 
any of youse guys get any information lemme have it 
so I can let you have it. Lou Lyon, Barnett’s, Miami, 
was in the hospital when I was last there. Paul says 
it was for a check-up of some kind and not one of 
those “cutting” scrapes people have a way of getting 
into with surgeons. Hope Paul has his “right hand” 
back long before this hits the streets. 

* ” ~ 

Every now and then an “oddity” hits the papers but 
when they are about people we don’t know we seldom 
pay much, if any, attention to them. However, when 
one of them is about one of our “people” it fairly 
pops out on the page. Such was the case while I was 
in Tampa. There was an item on the sports page 
about a golfer making a “birdie” and a par on the 
same hole. This well nigh impossible feat was per- 
formed with practically no effort (for him) by Cosmo 
Williams, Williams Stationery Company, Sarasota, Fla., 
by hitting a walloping drive on his club’s tenth hole, 
decapitating a jay bird about 50 feet from the tee and 
still traveling on straight down the fairway for 225 
yards. Cosmo then proceeded to go on and finish the 
hole in regulation par. He is having the “bird” stuffed 
with the golf ball serving as the head. Anybody want 
to try to beat Cosmo’s score?? 

* . ” 

Harry S. Randall, an officer of Pinellas Printing & 
Stationery Company, St. Petersburg, Fla., has acquired 
the principal interest in the corporation and will be 
its president and general manager. E. B. Peterson, 
the recent president, has sold his interest. Mr. Ran- 
dall went with the firm in 1939 after 28 years with 
Scranton’s, Inc. of Rochester, N. Y. 

. 7 . 

I hear that Rae’s Stationery, Coral Gables, Fla. has 

changed hands. Anybody want to send me the details? 


* * * 


Zac Smith, our “pres,” seems to have gotten tired 
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"it won’t hurt a thing — it’s a Browne-Morse desk” 


“That little fire won’t hurt this desk. It’s one of those Browne-Morse desks with a fire- 
resistant top. Sure, it would leave an ugly scar on most desks, but see, it wipes right 
off so you'd never know it happened. I’ve wiped plenty of water spots and cigarette 
marks off this desk since the boss got it. It would look like all the others around 
here if it weren’t for that amazing top.” 
Sure, Sally, you can build a fire on a Browne-Morse desk without damaging results. 
It has an exclusive Plastite Top that retains all its original beauty after accidents 
that would make conventional tops unsightly. To build a desk like this takes high quality materials and, 
as you know, these materials are not always available in the quantities desired. 
So, if often we are unable to satisfy your needs, remember it takes more and better 
steel to build desks with the design features and lasting qualities of Browne-Morse desks. 


Architects of Efficiency for America’s Offices 


Browne-Mbrse 


MUSKEGON MICHIGAN 
MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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Making 
Specialties 
is One 


QUALITY PARK ENVELOPE CO) | Qasliry Pek 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 







The regular line of Quality Park envelopes is known 
nationally .. . but Quality Park Quality Products 
include MORE than a regular line. There are special 
purpose envelopes and folders of odd sizes and shapes 
made to order for specific purposes . . . special file 
folders, portfolios for samples, school savings 
envelopes, insurance policy covers, bank collateral 
envelopes, special key tagtainers . . . and so on. 
Wherever there is a need for an envelope specialty— 
Quality Park will meet the need with quality service 
on a quality product quality packaged. Offer your 
customers this custom service. 


Sold Through Dealers Only 
ee 
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of his “local” diet of travel and was to take off for 
England on June 6 to attend the stationers’ conven- 
tion of Great Britain and Ireland. After a rather fast 
trip about the “tight little island” he was to jump 
over to Paris for a “rest.” (That’s exactly what the 
man told me—REST). That boy do get around, don’t 
he 
> om . 

Charlie Hucke, our Southern Travelers hard-hitting, 
hard-working and just plain hard, secretary has asked 
that all you travelers that have not returned your 
ecards with the proper information on same re your 
lines, and so forth, get them in AT ONCE unless you 
want the old stuff to go into the new roster, which is 
about to go to ress 


. » + 


Did you good people know that Arne Skagseth, Skag- 


seth’s, Miami, is holding down the job of Vice-Consul 
in South Florida? Sho is. Arne is kept busy “Consul- 
ing” by clearing ships, visitors and handling sick 
cases. One small factor missing in this deal is the 
country Arne is consul for. I think it is Sweden but 


don’t jump on me if it’s Norway. All I know is I’m 
in the right church 
* o . 

Last time I was in Powell’s Office Supply Company, 
Sanford, Fla., Dot had a swanky trophy on her desk 
that turned out to be the Powell Trophy, given each 
year to the best lady golfer in her country club. Good 
thing Dot is the donor or those other gals would have 
some tough sledding even getting a look at it. Dot 
swings a wicked club 


+ * * 


Huncan dines again! Steak is getting so doggone 
high that even my expense account is hollering so 
I’m going to leave the cows out to pasture and swing 
over to some of the best spaghetti anywhere. This 
dish cooked right and served in a nice atmosphere is 
pretty hard to beat. I’ve found both of these factors 
present at Sam’s Spaghetti House, 73 Poplar St., Nash- 
ville, Tenn. This is just off the main drag and oppo- 
site the entrance to the auditorium. (you cawn’t miss 


Sam serves pizza pie and any other Italian dish 
you may fancy. The atmosphere is of the best and 
air-conditioning is present. I’m quite sure you, and 
the lil lady, will enjoy a meal with Sam so when 
next in Nashville look him up. 

Some time a I gave you a good steak place in 
Albany, Ga., Johnnie’s Victory Club. Johnnie is mov- 


ing from the ith side of town to the north side so 
make a note of this and it will save you a trip. The 
new location i n the old highway north of town 


where the road es over a lake. He is in the old White 
Spot restaurant next to the American Legion Home. 





Burroughs Opens New Scranton Branch 

Burroughs Adding Machine Company has announced 
the opening of new and larger branch quarters in 
Scranton, Pa t 1916 Boulevard Ave., at the junction 
if Green Ridge Corners. 


These new sales and service headquarters provide 
is not only ith better facilities for meeting the 
needs of oul ist ers in the fast-growing Scranton 
area, but very b y needed space for the expanding 
Burroughs organization,” J. W. Finn, Burroughs branch 
manager, state dur business has increased two and 
one-half times our branch personnel has almost 
doubled since the end of the war.” 

The new brancl iilding is a one-story brick struc- 
ture with brick front, and comprises 3,500 square feet 
of floor space. At 118 Adams Ave., the old branch 
address. only 2: quare feet were available. Facil- 


ities include general offices, sales and service and 
demonstrating rooms 

The Burroughs branch was established in i908. 
Today, it serves business not only in Scranton itself, 
but in other important communities in surrounding 
Pennsylvania ties 
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NEW IDEAS 


TO HELP INCREASE 
YOUR SALES 
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Here’s an item that will bring you 
many extra sales without effort 


Rouwles 
BLACKBOARDS 


You can sell them 
everywhere! 





Stores 
Offices 
Schools 

Churches 
Garages 
Recreation Centers 
Factories 
Market Places 





Homes 
Warehouses 
Clubs 
Institutions 
Playgrounds 


Rail and Bus 
Terminals 





You'll be surprised at the big profitable market that's 
waiting for you when you try offering Rowles Portable 
Blackboards. Prospects are everywhere . . 
type of business. This business can be yours by simply 
featuring and displaying one sample blackboard. No 
need to carry a big inventory. Take orders and ship 


. in every 


direct from factory. A style and size to meet every need. 


WRITE TODAY FOR BULLETIN 264-F 


EUW. A ROULES CO. 


ARLIABRGTOR BHEIGHTS. \LLI¥O*% 
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News Notes from NSOEA District No. 5 


JIM CRELL, CORRESPONDENT 
6236 BONA VISTA AVE., CINCINNATI 13, OHIO 


The Detroit Chapter of the Fifth District Travelers 
Club held its summer outing at Glen Oaks Country 
Club, 30500 Thirteen Mile Road W., Detroit, Mich. 
Wednesday July 25, ladies invited. 


* ” * 


Gene Grenon of Leonard’s in Detroit recently at- 
tended the Canadian Stationers meeting in Windsor, 
Canada. 

While on my recent trip to Detroit, I attended as 
Gene Grenon’s guest, the quarterly stationers’ meeting. 
The attendance and business meeting were excellent. 
Gene presided in his usual efficient manner. A repre- 
sentative from each stationery store in Detroit was in 
attendance, eager to serve or perform for the better- 
ment of the group. 

> * . 

After the stationers’ meeting, all members of the 
group were invited to the new Jerry L. Smuck Com- 
pany., 20094 Livernois, Detroit. Jerry is featuring many 
innovations in his new show rooms. Let Jerry show you 
his new line imported from Hawaii, “Monkeypod Ware”. 
Congratulations, Jerry, on a beautiful place. Also thanks 
again on behalf of the stationers, and myself, for the 
invitation. 

* = * 

Other travelers seen in Detroit during my first 
official visit were: Jack Luke, Ted Hale, Billy Kane, Cal 
Long, Bob Crippen, and Al Stringe. 

* + * 

The new officers for the Detroit chapter were elected 
recently. Bill Lashbrook, Esterbrook Pen Company, is 
chairman; Walter DeGroft, Sanford Ink Company, 
vice-chairman; Jim Barrett, Minnesota Mining & 
Manufacturing Company, secretary, and Don LaVigne, 
Rockwell-Barnes Company, will assume the publicity 
duties. Don LaVigne is responsible for these bits of 
news which we are glad to get from our Detroit Chap- 
ter. 

” * + 

May 7 was the last official meeting of the Detroit 
Chapter as we go to press. The meeting was held at 
Carl’s Chop House. Bill Lashbrook presiding. Guests in- 
cluded Bill Kane, our new Fifth District president, and 
Frank Graham, our new vice-president. Two very popu- 
lar and efficient travelers head up our group this year. 

~ . 


On May 4, Mrs. Bill Leonard gave birth to a son. 
Bill is with Service Office Supply in Detroit. 
* - - 


The wife of Marcus Jacquemain, Gregory Mayer & 
Thom, was injured recently in an automobile accident. 
Mrs. Jacquemain is now recovering at home. 

+ > * 


A pleasant thought. While making out that itinerary, 
why not drop a card to one of our boys in the Armed 
Forces. He would appreciate it. 


+ * > 


The recent Cincinnati outing was certainly well at- 
tended by all parts of the Fifth District Travelers Club. 
The attendance was too great to mention all of the 
names, but all points in our group were represented. 
Our governor-elect, Pat O’Connor, was in attendance 
as well as our present governor, Don Crile. 

The entire committee in Cincinnati is to be congratu- 
lated on a job well done. 

. : * 

A new firm in Springfield, Ohio, is the E. W. Thomp- 
son Company, 804 W. Main St. The manager is O. W. 
Allen. This store is a branch of the Thompson Com- 
pany in Columbus, Ohio. 


7 * * 


John Maxwell, the Findlay Printing and Supply Com- 
pany, has issued a schedule of closing hours of Ohio 
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for you...... 
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UNIT MASTERS #500 and 
“ECONOMY” 
GRADES 


Combined Spirit Carbon and 


© 
-_ 
Master Paper. Unusually clean and 


Liquid Duplicator 
Sa ay SUPPLIES 


original impression is clearer 
842"x11l"’" and 814"x 14". 








DUPLICATING 
FLUID 


Scientifically developed formula . . ° . 
Leading companies, schools and _ institu- 


tions prefer “Rite-Copy” supplies because 
they do assure stronger, brighter, sharper, 
cleaner, “Mirror-Clear” reproductions 
every time! This greater dependability 
simplifies your sales problem—keeps cus- 
tomers coming back, again and again. So 
for bigger, repeat-profits—stress the 
“Mirror-Clear” feature of “Rite-Copy” 





for “Copy-Rite” Liquid Duplicators 
and other Spirit and Direct 





Process Machines. Quick drying 
to prevent smearing Provides 


maximum runs of clean 





copies. Gallon containers 














aad 4500 Liquid Duplicator Supplies! 
Specially prepared for long runs IMPORTANT SALES HINT: 
of sharp, legible impressions. 
9x11" and 9°x14"— In many cases, Contractors doing govern- 
purple, red, blue, green and black. ment work must submit government Form 
DD250, completely filled out and in the 
multiple designated. Copy-rite Duplicators 
are a “natural” for this type of work and 
COPY PAPER. Highest grade sulphite paper to insure uniformly bright and Dealers interested in cashing in on this 
clear copies. Sizes: 8Y2"x11" and 844"x14". BACKING SHEETS. Frosted market should be able to find the names 
lamilux sheets with even surfaces for sharp, clear impressions. Compensates of Contractors in their locality by contact- 


for irregular platens and other uneven surfaces. 82" x 11" and 84" x 14” 
CORRECTION PENCILS for quick, clean changes with less effort... 
CLEANSING CREME. Removes stains quickly and harmlessly. Contains Lanolin 


ing local governmental agencies. 


WRITE TODAY FOR FULL DETAILS! 


¥ 


WOLBER DUPLICATOR & SUPPLY CO 


for complete skin protection 


1203 Cortland Street aliaeke 
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You can always throw a ringer when you 
pitch with GUSSCO “Filing and Finding’ Sup- 
plies. Day after day, year after year, deal- 
ers run up sales scores which not only keep 
their cash registers ringing but make filing 
and finding easier, quicker and surer for 
their customers. 


Equip all your salesmen with a Guide-O- 
folder Demonstration Kit. Ask them to use 
it for all their catalogs, price lists, etc., so 
their customers can actually see how easy 
it is to file and find. Ask them to be espe- 
cially alert for opportunities to suggest ap- 
plications in their customer's offices. 


Ringers keep the cash register ringing—keep 
throwing them with GUSSCO. 


GeO felon 


Pat. Pending 


THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


Guide-O-folders increase the speed and ac- 
curacy of filing and finding. All weight of 
the folders and contents is suspended on 
the steel side frames, eliminating all the 
pulling and tugging usually encountered 
by file clerks in filing and finding. The 
adjustable metal tabs make them readily 


adaptable to every filing system. 


Transfile 


Fibre Board Transfer Files. Stacked by the hundreds or 
as single units, TRANSFILE Files are the low cost way to 
keep all records at the finger tips. Each is a complete 
filing unit in itself. Shipped flat, they fold together easily 
and quickly without screws, bolts or tools. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 








3 Styles—13 Sizes 


NEW YORE Gs, Nae. 
VEST COAST REPS. — GUSSCO SALES INC.. 337 WINSTON ST., LOS ANGELES 13, CAL 
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cities of over 10,000 population. Each city was cross- 
checked by this firm for this service. Certainly does 
help the traveler in planning his trips during the 
summer m tn 


. > > 


The Cleveland Chapter of the Fifth District Travelers 


held its monthly meeting in the Club Room of the 
Hickory Grill in Cleveland recently. Those present were 
Charlie Behaty, Cleveland News; Earle J. Maule, the 
Reyburn Manufacturing Company; Bill Kane, Oxford 


Filing Supply Company; Will Kaiser, Sanford Ink 
Company; Frank Graham, Bates Manufacturing Com- 
pany; Herm Davis, Central Ohio Paper Company; Dixie 
Carroll, Eberhard Faber Pencil Company; Ace Burton, 
Associated Stationers Supply Company; Jack Clark, 
W. A. Scheaffer Pen Company, and Ted Hale, F. Ray- 
mond Hale Company 
. > > 


Thanks to Will Kaiser in helping with our news notes. 


The Cleveland outing this year was a successful event. 
Perhaps we will have more news on this in our next 
issue 

o * * 

A new member of our group, Mr. Pilkington, is now 
representing Sturgis Chair Company in this territory. 
> * 7~ 

A sudden thought, the NSOEA show in Chicago is 

ist a few wer ff. See you all there. 

> » - 

Best wishes to Will Winnes for a speedy recovery. 
Will suffered from too much work, and not enough va- 
cation. Will can be reached at his home in Cincinnati, 
Ohio, where h« recuperating. 

. > *” 

Miles Fox is now progressing nicely at his home. 

> . > 

I received word from Fred Belt, of the West Virginia 
Office Equipment Dealers Association that their next 
meeting would be on July 28, 2:30 P.M., at the Frederick 
Hotel. Presid Compton has another very fine pro- 
gram arrang for this meeting. Hanly Morgan of 
Huntington has arranged for a golf match Saturday 
morning, so let’s all turn out for this event if possible. 





Rosengren’s Book Store Moves in San Antonio 


Rosengren’s Book Store has moved from 105 E. Travis 
St., San Antonio, Tex., in the Milam Building to new 
quarters at 305 E. Pecan St—_JHR 





STUDENT WINS UNDERWOOD TYPEWRITER 


e7% 





Robert W. Shaw (center), senior at the East Hartford High School in 
Connecticut, receiving an Underwood portable typewriter which he 
won as first prize in the statewide scholastic writing awards com- 
petition. The presentation was made by James F. Looby, (left), editor 
of the “Hartford Covrant’s” Parade of Youth, while Stanley H. Loren- 
zen, Principal of East Hartford, looks on. The competition is an an- 
nual event sponsored by the Parade of Youth and “Scholastic Maga- 
zines 
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1 Complete Customer 
SATISFACTION 


2 Protect Business 
REPUTATION 


3 Every Guarantee of 
FUTURE PROFITS 


Remember. . 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition 


DARNELL CORP LTD 


LONG BEACH 4 CALIFORNIA 


60 WALKER ST NEW YORK 13 W Y 


46 


| LINTON HICAGO 6 
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fustrits 


Report Card 





Pockets 


School-Time is just around the corner—and with it 
comes Report Cards and the problem of keeping them 
presentable during long months of ‘Hip Pocket Filing.’ 
Which is precisely why we want to tel! you about Justrite 
Report Card Pockets. 


Justrite Report Card Pockets have long been a 
favorite in both Public and Parochial! schools for protect- 
ing report cards while being carried by pupils. They are 
durable and will withstand much rough usage. Available 
in a wide variety of sizes, and in many grades of stock, 
they come either plain or printed to your copy. 


As an Advertising Media 


Many schools will use them with an advertising 
imprint when supplied to the schoo! without cost. Report 
Card Pockets are an excellent, long lived ad for Banks, 
Fuel Dealers, Opticians, Merchants, School Supply Stores 
and others. They carry their advertising message to 
parents at home as well as to the pupil. 


Write today for samples and complete 
prices. Special size samples will be furn- 
ished on request. For any Specialty Envel- 
ope Problem consult Justrite first. 





/ 
oc bel K hi ios 


ENVELOPE “xx COMPANY 


SAINT PAUL 


CHICAGO 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 

You all love a good, true fish story. Harold Hansen 
of W. A. Fisher’s Office Supply & Printers, Virginia, 
Minn., travels the north country calling on the iron 
mine offices as well as gathering and taking commer- 
cial photographs of tourist resorts. When he relaxes 
he is at home in his summer cabin and from his own 
dock gets his limit of walleye pike. Solid comfort. 

” * ” 


Phil Carlson of the Range Office Supply & Equip- 
ment Company, Virginia, Minn. recently enjoyed fish- 
ing with a party of his customers at Trout Lake on the 
Gun Flint Trail. Early season is the best for fishing— 
that’s right, isn’t it, Phil? 

” o * 

The city of Virginia, Minn., is very proud of its new 
hotel, The Coats. Rates as elsewhere, but with the fine 
individual luxury, it’s well worth your visit. 

* + * 

I also have a fish story. Limits of walleye pike and 
crappies were returned for exhibit—the crappies 
1434x6x2 inches. They were caught after 9 p.m. and be- 
fore 4 a.m. The rain was heavy and the lake rough 
but we got the fish. Yours truly. 

+ 7” 7 


A Texas true story. Tom Norris of Columbia Art Com- 
pany, the Success calendar pad firm, of Milwaukee, 
Wis., had a few of his salesmen up to the Lake of 
Woods fishing. The one from Texas, Ward Silliman, 
Says they returned with 350 pounds of fish. and that’s 
fishing! 

7. Ba e 

While working my western Canadian territory, I 
was very happy to meet Ed Stivers of Sanford Ink 
Company. Meeting our Canadian friends is always 
enjoyable, isn’t it, Ed? 

” * * 

Two friends met. “I’m going to Yellowstone Park,” 
informed one gleefully. “That’s great,” enthused the 
other. “Don’t forget ‘Old Faithful’.” “Forget it,” ex- 
claimed the other new tourist, “I’m taking her with 
me.” F.C. 

* - * 

Start writing your fall itinerary. Don’t forget the golf 
party at Southview Country Club at St. Paul, Tuesday, 
August 7. Come early and spend the day and bring 
someone with you. 

* & - 

From the Great Lakes Travelers Club comes a wel- 
come to all in the Seventh District to an all-day golf 
party at North Hills Country Club Friday, August 10, 
on Highway 41, north of Milwaukee. 

” + ™~ 

Ed Manning: “I want a ticket to New York City.” 

Ticket Agent: “By Buffalo?” 

Ed: “That’s O.K., if the saddle is comfortable.” 

« *~ * 

Short but true, these notes. I was in Western Canada 

on a business trip. Grand people, those Canadians. 
* * * 


“From the land of the sky blue waters.” 





John Voss Back in Army Service 

John Voss, formerly on the sales staff of the Capitol 
Typewriter and Office Supply Company, 212 N. Harvey, 
Oklahoma City, Okla., is back in Army service, located 
at present at Camp Chaffee, Ark., where he is in charge 
of office equipment maintenance. 

Mr. Voss, member of the reserves when called back 
into service, retained his rating from the last war, of 
master mechanic on office equipment. Prior to the last 
war he was in charge of the maintenance department 
at the Capitol Typewriter & Office Supply, and re- 
turned to that position after being discharged from the 
Army, but later moved up into sales ——EVH 
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Eq00/ad Office Furniture 
Builds Confidence For You 
And Your Customers 









Leopold office furniture installation for 
City National Bank, Houston, Texas, 
by ‘Finger Office Equipment Co. 





\ 
or businessmen throughout the country 
appreciate the value of attractive office furnishings in gaining 
the respect and confidence of their clients. 
Leopold desks are both functional and handsome in 
styling . . . designed to inspire customer confidence and 
to improve office efficiency and morale. These 
factors mean more sales . . . more profits for the 


user and the dealer. 


tnt LEq00/7 ‘OMPany 


BURLINGTON, IOWA 





MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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for Greater 
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a i S Visibility Si 
‘ MITH wants guides with large letters. I. 
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BIG LETTERS 























= requires guides that can take rough usage. a 








= problem — guide insert must be wider than 


standard. 














WIDER TAB pat 


Rees 
lo  o ° 


3 LEGIBLE LINES 





Ms CAGE 
MaSMes 











ie demands inserts that can take three lines of oe 
type. 












—— a SAID: “We must have guides light in weight.” wit 











S ROWN: “The Angle-Tab is a MUST with us.”’ win 
“SEL-TAB" IS THE BUY! 


SELL set-ras Tenite Guides. o 
STOCK sét-1A8 Tenite Guides. SEL-TAB Guides “ring the bell”-| Equ 
Consult factory on Specials. they meet every filing requirement. 870 


* Tennessee Eastman Corp. Trade name, 


3 SE CORPORATION 




















500 § CLINTON STREET = « “Reise (| Ee 
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News Notes From NSOEA District No. 8 


BY E. J. MITCHELL, CORRESPONDENT 
239 BELT AVE., ST. LOUIS 12, MO. 





—— 


MIDWEST TRAVELERS ANNUAL 
GOLF OUTING 


On Friday, A ist 24, at Santa Fe Hills Golf 
& Country ( 86th and Holmes Sts., Kansas 
City, Mo., 1 ers and dealers are invited to 
play golf, horse shoes, soft ball, canasta, bridge, 
poker and ¥ ave you, starting at noon and 
ending whk e last man is gone. Robert H. 
“Bob” Krohne American Pencil Company is 
hairmal e will be assisted by a very 
ympetent ittee. There will be prizes for the 
vinners of f the events and a fine buffet 
linner of } e ribs of beef and tender baked 
im, with 1 iscious trimmings. Come, Trav- 
rs! Come, Dealers! 


RIDAY, AUGUST 24 











The Midwest Travelers of Greater St. Louis held 
their monthly incheon meeting at Busch’s Grove, 
St. Louis Co June 30, under the chairmanship of 
I. Voda of the Wallace Pencil Company. The guest 
speaker was George Barnard Gannett, president of the 
George D. Ba Company, St. Louis. 

* > ~ 

H. E. Patterson rmer sales manager of Felton & 

Wolf Company, |! oln, Nebr., recently joined the 
ition of Zaiser’s, Inc., in Des Moines, Iowa, 
nt er and buyer. 

‘ = > 

Louis included George Ohland 
iture Company, and his hand- 

whom George is introducing 
rade tl the Midwest. 


* * 


Recent calle S 
f . ‘ } 


. Rept rting recently by telephone (being unable to 
: rs ' was our Irish tenor, James 
rum & Pease Company, who was 
annual vacation 
> > 

S. M. Babson, president and sales manager of 
the Bates Maz ring Company, spent several days 
in the Midwée ith his company’s representative, 
Lee Gamel Kansas City and other larger 


A ng distance telephone recently 
wa Miss Vivian Fairow of George E. Baird & Son of 
Kansas City, M stated that she had just re- 
urned fri vacation, where she visited 
with her brothe is in the U. S. Marines, and 
with Mrs. Carol Talty, widow of the late Clifford W. 


ry } 


Talty, form r of Gallup’s, Kansas City, Mo. 
: > > 
O hearty ilations to Miss Mary Jo Latsch, 
f I 1 Bi Lincoln, Nebr., on her winning 
is} licized in the May Orrice APPLI- 
NCI This yi y has won numerous awards for 
mplis} in advertising and display work. 
> > 
O to Godding’s Office Supply & 
Equipm é S Eldorado, Kans., on their fast 
growth and rece <pansion. 
> > 
Several of the J er, Ind., office furniture factories 
will be closed { annual vacations for all employees 
the last week of June and first week of July. The 


me! f ea uctory will likely receive notice 
from their respective suppliers of the exact dates. 


. 7 . 


to always include some of the 
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| CARBON 
| PAPERS | 


ae 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER e@ TABULATING 
ADDRESSOGRAPH e TIME STAMP 
BOOKKEEPING MACH. e@ ADDING MACH 


HECTOGRAPH SUPPLIES 


CARBONS e MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


‘aelelema@ | ite), mc) ti) 4 ote G1. leet) a 
A patented Codo feature included in each Box of Super 
Keen-Rite 


Treated Super-Kote not for sale 


Co 


764 W. Monroe t 101 Wood 
Chicago 6, tl 


“MFG. CORP. 


Factory Coraopolis, Pa 


70 Lafayette 


Pittsburch New York 1? 
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There’s only ONE 





THE MARKING PENCIL THAT 


hoa on Evorpthing 


Whiles. on 
Ta 


Unites on 
Collyshane! 


EVERYBODY wants LISTO 


That's why a small investment means BIG PROFITS! 


*‘Nobody wants anything but LISTO!,” dealers report, “That's 
why we feature LISTO exclusively.”’ That's the story everywhere 
—for there's only one LISTO... the best advertised, the biggest 
selling marking pencil in the world. National magazines, as well 
as leading trade publications tell the LISTO story millions of times 
a year. Cash in... feature LISTO! 

Only LISTO has the patented 
“Grip Type Sleeve” that grips the 
entire length of the lead. Prevents 
breakage, the leads do not fall out. 


EXTRA HEAVY LEADS 
THAT DON'T BREAK in 
6 CoLors .".".".", 


Black Blue 
Red Yellow 
Green Brown 








SOLID COLORS 
TO THE BOX 





n Extra Sleeve in Every Box of Leads 


LISTO PENCIL CORP. Aiomedo. Coli 


LISTO PRODUCTS, LID., Vancouver, 8 ¢ 
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sadder events but do wish to inform you of the pass- 
ing in recent weeks of Mrs. Amanda Koeller, wife of 
David Koeller, Jr., president of the Blackwell Wielandy 
Company of St. Louis. 

Also, on June 5 of the passing of Hobart J. Finney 
of the office furniture department of S. G. Adams 
Company, St. Louis, after a short illness. 


* * > 


To all who may read this we ask that you send to 
the address shown at the start of these notes the 
names and military addresses of any of your em- 
ployees, or co-workers, who are now in the services 
of Uncle Sam, and we shall try to keep some mail 
going to them from various members of the industry, 


+ * . 


Contributed by Dave C. Neuhaus of Kansas City, 
Mo.: 

President Ray Baldwin of the Kansas City Stationers 
Association presided at their regular monthly meet- 
ing on Tuesday evening, June 12, at Nance’s Cafe in 
Kansas City, where cocktails and a delicious dinner 
preceded the business session. 

Arrangements were discussed and plans made for a 
joint dealers and Midwest Travelers Christmas party 
to be held in December, with Paul Baird of George 
E. Baird & Son as chairman of the committee on 
arrangements. Attendance prizes for the June meeting 
were donated by Dave Neuhaus, manufacturers’ rep- 
resentative, and won by Frank Rutherford of Ruther- 
ford Office Supplies, Inc., and E. A. Roberts of Demaree 
Stationery Company. 





Pitney-Bowes Head Tells of Unusual Sale 


Walter H. Wheeler, Jr., president of Pitney-Bowes, 
Inc., is the author of an article, “The Sale I Never 
Forgot .. . One Sale Led to Another,” appearing in 
Printer’s Ink issue of June 22. This is one of a series 
of sales stories told by company heads to Herbert L, 
Stephen, field editor. The moral of his story, which 
tells of how one sale brought on another, is “You can’t 
tell from appearances—ask for the order.” 





Moore Business Forms Appoints Haslip 

Neil Haslip has been appointed city manager for the 
Beaumont, Tex., office of Moore Business Forms, Inc, 
according to C. S. Roush, general sales manager.—JHR 





VICTOR VISIBLE MINNEAPOLIS SCHOOL 





Shown in attendance at the Victor Visible Training School held at 
Hotel Curtis, Minneapolis, Minn., May 14-18 are (left to right): FIRST 
ROW—Wayne Sieg, S.'J. Bina Co., Grand Forks, N. D.; K. E. Hagene, 
Oshkosh Office Supply Co., Oshkosh, Wis.; John L. Christman, General 
Office Supply Co., Appleton, Wis.; SECOND ROW—B. V. Joern and 
Glen Rylander, Eau Claire Book & Staty. Co., Eau Claire, Wis.; James 
Ellingsen, A. & E. Staty. & Office Supply Co., Stevens Pt., Wis.; Eliot 
Buhl, Zaiser’s, Inc., Des Moines, lowa; THIRD ROW—L. G. Pratt, L. G. 
Pratt Co., Fargo, N. D.; Otto Berg, Fred Hauser and Rollin E. Olson, 
Miller Davis Co., Minneapolis, Minn.; STANDING—J. B. Furay, Eov 
Claire Book & Staty. Co., Eau Claire, Wis.; H. W. Barnes, Victor Safe 
& Equipment Co., New York, N. Y.; Chester W. Sheets, Victor Safe & 
Equipment Co., Minneapolis, Minn. 
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beauty unequalled 
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HAT PRODUCES REPEAT SALES! 












“CHAIRMAN” 


FLUORESCENT 
line that 


T H E 
>st two-tube 


General's nine : 















a_ silken smooth 


; ish 

» mate hless finis the seam- 
- “e touch and lasting- ooom antique 
to the > shade with the smart mg te 
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ape Pape m to the extra weight in features 
gold a , E Ballast you pf 
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For Immediate Shipment 


No. 653 (above) Platinum Chrome, General’s 


new finish with the rich silver cast. Goes anywhere. 


No. 652 (not shown) Metalescent Bronze, Gener- 
al’s new Gold Bronze has depth and a fine lustre. 


WRITE TODAY for the 
NEW 1952 FOLDER 
ON THE LINE THAT 

PRODUCES REPEAT SALES 





OVER 50 YEARS OF LIGHTING SERVICE SINCE 


1896 
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“GRAND 
RAPIDS” 


OFFICE UNITS 


» - convert crowded, noisy, inefficient office areas 
into quiet, work-promoting private offices. 


-- Low Cost! Installed In Minutes. 


CUT DOWN OFFICE SOUNDS 
Sturdy SOUNDEX partitions absorb office sounds. Trans- 
lucent panel at top insures privacy, admits restful diffused 
light. Installed without tools. 


SAVE FLOOR SPACE — INCREASE WORK SPACE 
Space saving L-shape desk provides 50% more work space 
in less floor space. Formica top is cigarette-proof, mar- 
proof, stain-proof . . . stays good looking longer. 


FLEXIBLE — INTERCHANGEABLE 
Hundreds of arrangement possibilities. May be installed as 
single units, or suites of offices. Quickly added to, re- 
arranged, or moved to new locations to meet future needs. 


MORE ACCESSIBLE STORAGE SPACE 
In addition to roomy desk drawers, optional bookcase and 
file baskets and efficient easy-to-reach storage and work 
snace. 


G.R. PRODUCTS, INC. 


140 Federal Square Building 
Grand Rapids, Michigan 


DEALERS: You'll find this the hottest, fastest-moving item you can 
add to your line. Sales from limited distribution during past six 
months proves that “Grand Rapids” Office Units have consumer 
acceptance . . . can be sold at a profit. WRITE FOR INFORMA- 
TION TODAY! 
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Use present office furniture with 
SOUNDEX partitions alone. 


“Grand Rapids” Office Units available 


in executive and stenographic styles. 
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News Notes from the Maritime Provinces 


w. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 


Covey, the Stationer, Fredericton, N. B., has added 
office furniture of all kinds including desks, chairs, 
tables, filing and storage cabinets, as well as appliances. 

> 7 - 

The Maritime Provinces’ representative of J. & L. 
Taylor, Ltd., Toronto, Ont., had charge of installation 
of the safe and vault facilities at MacKinnon Hall, a 
new building recently opened at St. Francis Xavier 
University, Antigonish, N. S. G. W. Grant, who has his 
base at Halifax, N. S., is the Taylor representative in 
the Maritimes and is a veteran of safes and vaults. 


He has been called on in many emergencies to open 
locks of safes and vaults and also jail cells. 
* . om 
R. H. Davis & Company, Yarmouth, N. S. retailers 


and distributors of office supplies and equijfment, has 
instituted a rental service for standard and portable 
typewriters, adding machines, cash machines, duplica- 
tors, dictating machines, portable addressers as well 
as sales of all these and interphones, check writers, 
filing drawers and cabinets, and office furniture. 
~ = + 

The Marshall-Schofield, Ltd., successor to Marshall- 
Stevens, Ltd., and formerly located on Princess St., in 
St. John, N. B., is now located nearby on Prince Wil- 
liam St. Besides Royal typewriters, Marshall-Schofield 
is regional distributor for Autographic registers, A. B. 
Dick mimeographs, Ediphone Voice Writers, Odhner 
adders, F. & E. check protectors, Ditto One Writing 
System, Friden calculators and VisiRecord card sys- 
tems 

D. H. Gosse, Ltd., of St. John’s, Nfid., has full cover- 
age of Newfoundland in selling and servicing Royal 
typewriters. Included in the territory are the U. S. 


Air Force bases and naval base, and Gander airport. 
a « * 

At Digby, N.S., J. J. Wallis operates sales and service 

in office supplies and appliances in affiliation with 


publishing a weekly newspaper and commercial print- 
ing business. Edith Wallis is his chief assistant. Cov- 
erage is of southern Nova Scotia. 
” a7 a 
Soulis Typewriter Company, Halifax, N. S., has been 
using a theme, “Keep Track of Your Cash,” in promot- 
ing sales for Smith-Corona cashiers, through the Mari- 


times, and particularly Nova Scotia Province. 
+ . 

The demand for office appliances and furniture in 
Labrador is constituting a new record, because of the 
current industrial] defense development of that 
bleak territory by the U.S. and Canadian governments. 
The demand for the office help is also keeping pace 
with the demand for the equipment. Young women 
have been going to Labrador by air out of Moncton, 
N. B., Sydney, N. S. and Harmon and St. John’s, Nfid. 

+ > . 


For many years, season after season, Vic Lewis of 
Moncton, N. B., and previously of Halifax, N. S., parti- 


tipated in top senior baseball play of the Maritime 
Provinces as a pitcher. Now, having retired from the 
baseball, he has turned to golfing and his game is im- 
proving the more he practices. He is on the road sell- 
ing office appliances and supplies, for himself. 





Marchant Opens New Camden Office 


The opening of a new sales and service office for 
the Marchant Calculating Machine Company in Cam- 
den, N. J., and the promotion of B. B. Gambrill to the 
position of local agent for the company was announced 
recently. Mr. Gambrill has been sales representative 
at Camden for Marchant for the past two years. 

The new office is located at 704 Market St. Service 
will continue under the direction of Andrew G. Bain, 
assisted by Clyde A. Pugh 
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For More Sales and More Profits! 





MODEL 40 


$4450 


(Plus Fed. tax 
& supplies) 








MODEL 25 


$2450 


Plus Fed. tax 
& supplies) 





Stock the Complete Master Line 
A complete line of spirit process addressers with extra 
value in every item. 
Model 40 Automatic tape advancement, adjustable mar- 
gin guide, adjustable fluid control. 
Model 25 Low-priced, simple and efficient. 


Model 40-H Moderately priced, foot-operated machine 
for high production of the largest mailing lists. 


Lab-l-Master A new sytem for addressing shipping la- 
bels and tags. 

There is extra quality in Master Addresser Carbon Rolls, 
Printed Address Tape, and Printing Fluid. 


Nationally advertised every month 
NO STENCILS « NO PLATES « NO RIBBONS « NO INK 
e It pays to be a Master Addresser dealer. 
Write today for full details 


flledi@e rh eee C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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The easy adaptability of the Indiana to every 
type of small business is one of the reasons why 
dealers have found it to be a good sales item. 

Prospective users quickly visualize the ease 
with which records are kept. Every transaction 
recorded as it occurs. 
sales record by departments or commodities and 
a full cash record is available every day. any time. 


A complete, confidential 


Look into the sales possibilities of the Indiana. 
Use the coupon above or write. 


VITA 


SHELBYVILLE, 


CASH 


DRAWER CO. 
INDIANA 
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Pacific Northwest Notes 


Cc. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


Paul Grace of the Seattle Chapter of the Nationa] 
Office Management Association was the principal 
speaker and guest of honor at the recent monthly 
meeting of the Tacoma Chapter at the University- 
Union Club of Tacoma, Wash. 


- . ” 


Arthur R. Brayden of the Spokane Paper & Sta- 
tionery Company of Spokane has been recently elected 
chairman of the Inland Empire Purchasing Agents’ 
group of the Washington Manufacturers Association. 


* * * 


Eddie Obinger, department manager of the Pacific 
Stationery Company of Portland, Ore., was master of 
ceremonies in the dedication of the new industrial 
building cOmpleted recently for the Pauli Packing Com- 
pany, S. 81 N. E. Columbia Blvd., Portland. 


* * ” 


Although Harry C. Troll, buyer for the City of Seattle 
in its purchasing department, was guest of honor at a 
birthday party arranged for him recently, George Baird 
of Trick & Murray and Minor Pelly of Lowman & 
Hanford Company, two leading stationery organiza- 
tions of Seattle, were specially honored guests at the 
anniversary event in the Arctic Club of Seattle. 


x * x 


Mrs. Emma Darst of the North Pacific Bank Note 
Company of Seattle, Wash., has been recently elected 
vice-president of the women’s group of Purchasing 
Agents Association of Washington. 


* * * 


Stationer Thomas M. Pelly, who is president of the 
Seattle Chamber of Commerce, gave the G.O.P. in his 
city opportunity to hear him upon a subject currently 
popular with businessmen, i.e., ‘““Debased Currency and 
Inflation,” which he delivered before members of the 
King County (Wash.) Young Men’s Republican Club 
recently at the Cirque Club. 


+ * > 


E. Lyle Goss, manager of the University Book Store 
at Seattle, has purchased entire stocks of W. Ward 
Davison’s store in the Wallingford district as Mr. 
Davison goes entirely into the appliance business. 


* * * 


J. E. Wilcher, president of Office Machines, Inc., at 
821 Third Ave., Seattle, was recently elected to mem- 
bership in the Seattle Chamber of Commerce. 


* - * 


The Ellensburg Capital, newspaper of Ellensburg, 
Wash., has recently been appointed as the local dealer 
for Royal typewriters, Victor adding machines and 
Friden calculators. New and used machines are stocked 
along with typewriters and office supplies in the special 
sales rooms of the weekly newspaper across from the 
Ellensburg post office. 

* . . 

Ole Bacon of Dictaphone Corporation at 1610 Center 
St., Tacoma, Wash., has recently been elected to mem- 
bership in the Tacoma Chamber of Commerce. 


* al * 


The Lynden Book shop, of Lynden, Wash., owned by 
John Stap, has recently been appointed agent for the 
Speed-o-Print mimeograph machines. 


+ « . 


A new photo contest of Lowman & Hanford Com- 
pany, Seattle, running to July 15th, has been stimulat- 
ing trade and traffic into their stationery stores. 


” * . 


H. L. Van Ness, district manager at Seattle, Wash. 
of the Dictaphone Corporation, has been elected 4a 
president of the Sales Executive Club of that city. 
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AND HANDY! 
PRINT-O-STAMP saves hours and dollars in ad- PRINT-O-STAMP, the newest type of mimeo process 
dressing gummed labels in quantity. Makes im- hand stamp, is making sales and profit history! 
prints, special headings, check endorsements, in- It works fast, the ink Bee fast, won’t smear, it’s 
structions, memos, etc. PRINT-O-STAMP can waterproof . . . quick, easy, inexpensive. Just 
make any kind of stamp at amazing low cost to type stencil, snap on, and it’s ready to print 
your customers . . . at sensational profit to you! on anything! 
<a Beautifully Packaged in Self-Selling Carton . 






Y > cc ‘ e 
sano Gnectal 
= INTRODUCTORY OFFER! 


A complete PRINT-O- 





STAMP kit, inked and Distributed exclusively by the 
ready for use, with all Manufacturers of the famous 
stencils, PRINT-O-MATIC AUTOMATIC CARD-SIZE DUPLICATOR 


i . accessories .. . 

ink, brush, stylus, writing 
plate . . . included FREE 
in an attractive, colorful, 
self-selling counter dis- 
play with order for first 
12 PRINT-O-STAMPS 


ae ight w 
GET FACTS on library of pre- : —— 7 wages 
cut PRINT-O-STAMP stencils displayed.- People stop, 
‘< professionally —— to fit look, try it, buy it. Call 
almost any need. Low retail price, . 
high mark-up . . . another source your Jobber, or write 
of PROFIT for you! direct, NOW! 
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Funetion of the 





in today’s TOPsy TURVY * Market 


The Oxford representative calls on you—not as a salesman 


eager to land an order, but as a trouble-shooter trying to be 
helpful. 

He has latest information from the Oxford factory on pro- 
duction schedules and probable shipping dates. He can sug- 


gest improved order procedure. For example: 


1. Frequent orders for smaller quanti- 
ties instead of large, months-apart 


stock orders. 


2. Ordering in exact carton-quantity 


units, which will speed up shipments. 


Sometimes he can even expedite for you, particularly on 
“sold” orders. He will know if there is another dealer in 
your area who is long on the item you need, from whom 
stock can be borrowed. 

Yes, his primary concern is to service his accounts with 
critical Oxford supplies, using all the ingenuity and knowl- 
edge at his command. And the entire Oxford organization 


is supporting him, to our utmost production capacity! 


Oxford 


Reo 





FILING SUPPLY COMPANY, INC. 


Garden City, N. Y. St. Lovis 2, Mo. 





Oxford Salesman 








The 
OXFORD FIELD STAFF 


» 


M. Anderson 
H. Armitt 

W. C. Beyer 

C. Cameron 

R. J. Davis 

L. C. Goodhand 
J. T. Hurley 
W. R. Kane 

D. Keltner 


. O. Morgan 
. Mott 
. E. Petersen 


. Reynell 


> FP PP © 


. Ryan 











*This is a “Topsy Turvy’’— 


turn page upside down and 
see how the picture changes, 
just like today’s market! 


Filing Folders © Filing Guides ¢ Fiberboard Files « Index Cards e 


Red Fiber Envelopes 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


Joe Davis, General Fireproofing Co., president of the 
Rocky Mountain Travelers, doubled well in the role of 
host and chef as he fed other officers of the club at 
a get-together breakfast at his home June 10. 





ROCKY MOUNTAIN TRAVELERS—Seen at recent get-together breakfast 
ore these leaders: Glenn Barclay, W. H. Kistler Staty. Co., secretary; 
jim Haynes, American Pencil Co., vice-president; Keith Gordon, 
Boorum & Pease Co.; Joe Davis, General Fireproofing Co., president, 
and Ed Robinson, Sanford Ink Co., correspondent, sergeant-at-arms. 


After the feast, plans were presented for the coming 
year and committees were set up. 

Attending were Mr. and Mrs. Glenn Barclay, W. H. 
Kistler Stationery Co.; Mr. and Mrs. Jim Haynes, Amer- 
ican Pencil Co.; Mr. and Mrs. Ed Robinson, Sanford 
Ink Co., and Mr. and Mrs. Keith Gordon, Boorum & 


Pease Co. Being out of town, Dan Koss was unable 
to attend 
President Davis named a convention program com- 


mittee headed by Jim Haynes and assisted by Joe Sim- 
mer, Bob Duer and George T. Wall. This group will 
work with Governor Frank Creer in planning the 1952 
convention at Salt Lake City, Utah. 

Social committee is headed by Dan Koss as chairman, 
assisted by R. E. Okerstrom, Frank Lipp, Gardner 
Griffith and Chris Schmutzler. Directed by Jim Haynes, 
this committee will welcome guests and help in the 
various social functions at Salt Lake City. Additional 


duties of this group include arranging of dates and 
sites for the tentative calendar of club activities in- 
cluding 

July, golf tournament; August, progressive dinner; 
September, canasta or bridge party; October, late golf 


match; November, ice skating party at Denver Uni- 
versity rink; December, travelers’ Christmas party, and 
February or March, pre-convention meeting. 

Assisting Secretary Glenn Barclay at the convention 
will be the registration committee consisting of Ed L. 
Robinson, chairman, Byron McGarvin and Pete Mas- 
terson. 

The constructive activities committee is composed of 
Keith Gordon, chairman; Ed L. Robinson, Carvel Mc- 
Williams and Ernie Sawyer. The first project agreed 


upon is to form a toastmasters’ club as a part of the 
avelers’ club. As a second-year project it was agreed 
to form a book review club to study volumes on selling, 
marketing and merchandising. 

Co-operation of all members is asked to make the 


ambitious program successful. All of the special social 
functions are to be “Dutch.” 


> . 
The Nisbett Stationery Company, 1607 Carey Ave., 
Cheyenne, Wyo., announces the opening of a book and 
tard shop at 1610 Capitol Ave. Extensive improvements 


ire being made by Owner Morton Nisbett and Buyer 
jim Ferris at the present store, where they will be 
setter equipped to adequately display office supplies 
ind equipment 


» ° 


Herb Johnson of Kendrick-Bellamy Stationery Com- 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


6 Qbs— 
DO roms 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B192 HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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WHEN ORDERING SPECIFY: 


\ Ww 
SURERDEX 


TRADE MARK 


THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 





THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET ° BROOKLYN 1 . N.Y. 
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pany and Mrs. Johnson are enjoying their vacation in 
California. “Doc” Evans of Sanford Ink Company spent 
an enjoyable afternoon and dinner hour with the 
Johnsons when they met in Los Angeles. 

a + > 

Also away on vacations are Mr. and Mrs. Gus Lipp 

of W. H. Kistler Stationery Company. 

* +. * 


Earl Morris of Carpenter Paper Company has been 

away from his desk, confined by illness. 
* . ” 

Information has been given the writer that Adrian 
Pembroke, Sr., has been ill and confined to a hospital, 
All of his friends wish him well. 

~ ~ - 

Norders Office Supply Company, Denver, has moved 
to a new location in this city. Walt tells me that it is 
planned to tear down the building where the firm wag 
formerly located. 

x 7 ” 

Carvel McWilliams and family are vacationing this 
week. The Globe-Wernicke Co. will do without a few 
letters, and so forth, until Carvel returns. He is sup- 
posed to be fishing. 

a “A o 

Tall fish stories are heard now and then but it takes 
Byron McGarvin, Eagle Pencil Company, to prove it. 
He is showing snapshots of two nice “big ones” caught 
in Wyoming recently. Seeing is believing. 

~ * + 

Again, I earnestly make a plea to you fellows of 
the road. Won’t you please forward any news items 
from around the territory? Thanks, a million. 





Issue New Book on Collective Bargaining 


Titled “Collective Bargaining” and prepared espe- 
cially for home study, a new book has been authored 
by E. W. Mounce and Robley D. Stevens. Prof. Mounce 
is a member of the faculty in law and labor relations 
of the University of Maryland and formerly served with 
the U. S. Department of Labor. Mr. Stevens is a labor 
relations consultant at Washington, D. C., and has been 
a frequent contributor to Orrice APPLIANCES on the 
subject of labor relations. 

The book, which provides complete information on 
the subject of collective bargaining for shop stewards, 
foremen and supervisors as well as others interested in 
co-operation between the employer and his union, is 
published by the International Textbook Company, 
Scranton, Pa. 





IBM Plant Closes For Vacation 


The International Business Machines Corporation 
plant is being closed for a vacation period from July 3 
through August 5. 

During this time materials were not to arrive at 
the plant with the exception of those specified on or- 
ders which are identified with Government contract 
numbers. 





Rem-Rand Takes New San Antonio Location 


The San Antonio, Tex., offices of the Remington 
Rand Inc., are now located at 415 S. Main Ave., after 
years spent at 316 S. Presa St. Considerable more 
floor space is available for display and a feature is 34 
motion picture room for visual showing of moderm 
office machines in operation —JHR 





ae Opportuni lies as 


Wants More Lines in Office Equipment Field—James M 
yan St., Denver 9 5 manufacturers’ representative, wishes to obteit 
fice cha ss we 5 ther items in the fice eo 
’ s territory wi udes Utah, C rad 

B 3s, Mont., and El Paso, Tex. 
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PINS 
PAPER CLIPS 
PAPER FASTENERS 
STAPLES 
THUMB TACKS 





The Most Complete Line 
of High Quality Desk and 
Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 
LARGEST 


PAPER CLIP 
MANUFACTURERS 
IN THE WORLD 














The ey of MONARCH BRAND Paper Fastening Devices is predicated on 
many years of successful performance in the world of business. In these difficult days 
demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 





900 EAST 9STH STREET 





CHICAGO 19, ITLLINOTS 











No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 


The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxurious, comfortable, durable and practical BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line. 











No. 667 Judges Chair, a truly distinctive number. 
Backs of foam rubber. 


Arms and 
Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 


Upheld le Handhre 
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133 BLEECKER ST. 
NEW YORK 12, N. Y¥ 


MANUFACTURERS OF 
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Sengbusch Announces 
LE Desk Fountain Pen Sets 


Designed for effortless writing 
- « « and moderately priced fo sell fast! 


For more than 48 years, Sengbusch products have been famous 
for writing ease and efficiency. And here’s Sengbusch’s latest con- 
tribution — beautifully styled desk fountain-pen sets with compact, 
weighted base made from lustrous plastic, and the flat front panel 
of this base adapts itself to good-will and friendship imprinting. 

Writing is a pleasure, too. Every set is equipped with the re- 
markable Tredin screw-in feed and point — 15 different styles are 
available so that your customers can select the Tredin point they like. 

Moderately priced to move fast, these new sets can build an at- 
tractive volume for you. Model DE-100 with iridium-tipped, gold- 
plated point sells for only $3.15 — Model DE-500 with chain and 
iridium-tipped, gold-plated point $3.40. If stainless-steel point is 
selected deduct 40 cents. 

Cash in on this new Sengbusch contribution. Stock up now — 
and with your order you get promotional advertising pieces — 
catalog sheets, attractive display card, and blotters with your imprint. 


Choose the Veedin Point for Your Kequitement 
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NEW 
FLUORESCENT 


TECHNYSCOPE 













4. The Lighting Unit 
can be purchased 
ind attached to any 
ae) PECHNY 
nia @) 2: 
he Lighting Unit 
and its component 
parts, 1f used wit 
A Caro V—60= cv 

guaranteed for 
period of one year 

6. Each Lighting Unit 
has the Underwriter 


|_ab. label 





MODEL F-2 


$35.00 
COMPLETE 







TECHNYGRAPH CO TECHNY, ILLINOIS 
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Y/REGON ERAILERAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 


Sam Colton, “Your Office Boy”, from Medford, Ore., 
shortened his stay at Gearhart’s recent convention to 
make a very important trip to Eugene. Arriving there, 
he embarked on his long-looked-forward-to journey 
“across the hot sands” and his loyal rooters were well 
rewarded by their attendance. Sam gave his camel a 
great ride! 

. a - 

One of the Northwest’s best known travelers has 
recently deserted the Oregon Trail to rejoin the armed 
forces. Ed Moore, who flew many missions over “The 
Hump” in the recently concluded world argument, has 


reported to Shoemaker Field, Calif., where he will once 
again take wing. We will be looking forward to wel- 
coming Ed at some future Stewart Hotel Monday 
luncheon to hear how his new jet compares to his old 
Flying Tiger 
> = > 
Missouri has added another famous citizen to its 


rolls of late. Hallmark’s Verne Alder is now a gentle- 
man farmer within its boundaries and will be glad to 
answer any readers’ questions on either pigs or pop- 
corn, with both which his farm is directly con- 
cerned 
oa : > 

Phil Schneider, Northwest Office Equipment Com- 
pany, Seattle, Wash., was the “Big Roar” at the recent 
Lion’s convention in Coeur D’Alene, Ida. Phil not only 
carried off one of the high offices, won the popularity 


contest, garnered an attendance prize, but really 

worked wonders on the local slot machines as well. 

Queried as to his system with the latter, Phil gives all 

credit to previous experience at Harold’s Club, in Reno. 
. = = 

Bud Brodie, popular buyer for Shaw Stationery Com- 


pany, Klamath Falls, Ore., recently journeyed to Okla- 
homa for a family reunion where he reminisced with 
his three brothers and sister. Bud reports, however, 


that all the oil in Oklahoma’s Osage County couldn’t 
lure him back from that trout fishing and duck hunt- 
ing that he has learned to enjoy just on Klamath’s 


outskirts 
. + 
Mrs. Morgan is moving her Coquille Stationery Com- 
pany to a new location in that town. A new building 


is being built for her and she is looking forward to 
welcoming you travelers with all those new items you 
have been promising the trade for fall delivery. 

* = 


Medford Stations 
member of the 
Tour to the Grand 


Company’s Walt Young was a 
personally-conducted Blue Line 
Canyon and desert country of 
Arizona. When next you call Walt won’t detail his mule 
trip to the bottom of the Grand Canyon, or his floating 
in the Great Salt Lake, but he will entertain you with 
his Mormon kettle drum and the romance surround- 
ing its discovery. Dates back to 1851, too! 

- * > 

Eagle Pencil Company’s Bob Anderson is the new 
Oregon Trail Traveler entertainment chairman for the 
current year. Bob promises that this year’s annual 
picnic holds many surprises and innovations for those 
Travelers attending. So don’t stop to wonder—come 
out to Lake Wilderness and find out! 

“Out Where the Hand Clasp’s a Little Stronger” 
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HIGHEST 
QUALITY 


Prompt 
Efficient 


Service 


Specializing 


in 
packaging 
under dealer's 


private imprint 


“The Complete 
Line” 
Stands the test 


of time 





*tconos even 


DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


HERE IS YOUR CHECK 
LIST... 


CARBON PAPER 


Typewriter 

Pencil 

Billing 

Saddleback or Reverse 
Speed-o-form 
Hectograph 
Stencil 

Binder 

Jacket 

Book 

One Time 

Special Strip 

For Ozalid process 


INKED RIBBONS 


for 

Typewriters 
Adding Machines 
Billing machines 
Bookkeeping machines 
Addressograph 
Dupligraph 
Speedaumat 
Multigraph 
Multilith 

Daters 

Time clocks 

Flat bed presses 
Special purposes 


CARBONIZED ROLLS 
for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 

Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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Super-Sellers for 
School Days and Office-Days 


s yp Loe 
CORRECT 
MISTAKES 
IN 
ANY 
LANGUAGE! 


a) 
y, 





Speediest selling 
“utility-novelty”! 
Rubber eraser in 
attractive trans- 
parent holder with 
pocket clip. Red 
rubber (No. 825C) 
for pencil erasing; 
gray (No. 827C) 
for typewriting 
and ink. Boxed by 
the dozen. Also 1 
doz. assorted on 
card (No. 825- 
827C). Refills, of 
course. 












RED for Pencil 


ne aonees all aveser co. for sere “su amen 














No. 345 ASSORTMENT 


3 dozen assorted, of most popular 
styles in Weldon Roberts Erasers 
in attractive, display-box assort- 
ment; 1% doz. No. 333 India, 1 doz. 
No. 555 Duplex, % doz. No. 444 Nile. 


NO. 3688 TAPER TIP (Red) 
NO. 3698 PENCIL KNOB (Red) 


For the countless students and office 
workers who want business-like 
oversize erasers right on the ends 
of their pencils! On cards: Taper 
Tip, No. 368C; Pencil Knob, No. 369C. Also in 1 gross boxes. 





PERFECT 
PENCIL 
KNOBS 





Place your order 
now for these pop- 
ular priced, fine 
selling numbers 
ALWAYS | in big 
demand! Attractively carded or display-packaged to sell on sight. 


WELDON ROBERTS RUBBER CO. 


World’s Eraser Specialists 
6th Ave. & No. 13th St. 


Weldon Rotenly Granann 





Newark 7, N. J. 


Y Mistakes tht Any Language 
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Canadian News Notes 


S. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 


The Stationers Guild of Canada Inc., has had a 
healthy increase in membership during the past year, 
Fred R. Smart, secretary-treasurer, reports. Some 15 
new companies have been added recently and the pros- 
pect for further additions is good. The Guild’s group 
insurance and welfare plan has completed a good year. 
The “Food for British Stationers’ Fund”, conducted by 
the Guild during the past few years, has been closed 
out, with 496 parcels shipped overseas, following total 
contributions of $4,646.46. 

Mr. Smart recently commented: “This should be a 
successful year in every respect. Generally, the trade 
appears to be in a period of volume business. There 
are reports indicative of a tightening up of supplies 
in many lines. There is no question that rising costs 
will continue. We are all going to experience increased 
taxation. Wherever possible, cast your sights well ahead 
and endeavour to catch the broad effect of any contem- 
plated action. You are very fortunate, being in a busi- 
ness that serves business; that is not drastically af- 
fected by style changes, that is not entirely dependent 
on seasonal operations but that enjoys something of 
a stability that should develop confidence and a will 


to work.” 
. * ” 


Eberhard Faber Pencil Company of Canada, Ltd., 
recently announced the establishment of a complete 
manufacturing plant in Actonvale, Que., which will 
commence operations shortly. The company has also 
opened an office at 48 York St., in downtown Toronto, 
where the business of the Canadian division will be 
conducted. For the past 18 years, management, sales 
and other activities of Eberhard Faber in Canada have 
been directed by Luckett Loose Leaf, Ltd., Toronto. The 
Eberhard Faber Pencil Co., Canada, Ltd., will continue 
to have the Luckett Loose Leaf, Ltd. sales representa- 
tives act for it in the provinces of Manitoba, Saskat- 
chewan, Alberta, British Columbia, Nova Scotia, New 
Brunswick and Prince Edward Island. Eberhard Faber 
Pencil Company Canada, Ltd. will assume management 
of its own sales in the provinces of Ontario and Quebec. 
Eberhard Faber sales will be supervised by Louis M. 
Brown, and manufacturing under E. Q. Bochlin, each 
holding the position of vice-president in both the Cana- 
dian and parent companies. 


* * * 


Roy W. Keeley was recently appointed general sales 
manager for the tapes and related productions divi- 
sion of Canadian Minnesota Mining & Manufacturing 
Company, Ltd., London, Ont. Evans Newcomb is gen- 
eral sales manager of the firm’s abrasives and related 
products division. Mr. Keeley has been associated for 
over 20 years with Canadian Durex Abrasives, Ltd., the 
past few years as sales manager of the tapes division 
of that company. Mr. Newcomb has over 30 years’ 
experience in the abrasives field. During the past 20 
years he has been with Canadian Durex Abrasives, 
Ltd., recently as sales manager, abrasives division. 


* * * 


Joseph L. Seitz, president of Underwood, Ltd., Tor- 
onto, reports that 63% of all parts which go into the 
production of the Canadian-built Underwood type- 
writer are now being produced in Canada. Production 
of the first of a new line of portable typewriters at 
the Canadian plant was started recently. They are also 
being produced for export. Less than 15 years ago the 
Canadian content of machines built here was only 10%. 


* * * 
Ralph N. Isaac has been appointed sales manager for 
Canada of Dixie Cup Company, Brampton, Ont. He 
replaces Vern Mahoney, new Metropolitan New York 
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Reinforced File 


@ Make 
@ Reinf 


Read 
Fit al 
Nor 


Advertisements 
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Weary, dog-eared folder tabs are difficult to read — 


sance to office personnel. 


Dennison new Reinforced Tab Labels ........ 


NEW! Reinforced File Folder Tab Labels 


* 


offer a quick and simple remedy— just slip a strip in- It's just as easy as ordinary Pe it makes worn 
to a typewriter...type the headings... and stick them folders as good as new — gives 4 


over the old folder tab. 





ur customers should know about Dennison 


Folder Tab Labels: 


worn folders as good 


rce new folder tabs w 


rm a triple strength tab f 


as new. 
rhile labeling. 


or long wear. 


to use in easy-to-type strips. 


L¢ cut folders. 


dges to catch on paper 


lors for easy subject classification. 


Ss. 


now appearing in Office Management and 
The Office are telling your customers about 





@ NON-PROTRUDING POSTS 

@ TWO-INCH WORKING SPACE 
@ UNLIMITED CAPACITY 

@ DIRECT SCREW COMPRESSION 


@ MECHANISM GUARANTEED 
FOR LIFE OF BINDING 


@ COVER RELEASE LEVER 
@ AUTO-RAISE COVER 
@ FLEXIBLE-SECTIONAL POSTS 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 





-lasting tri 
strength to new folders. — 
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PERMA 
CHAIR MATS 


Are Reversible 
Beveled Edges — Black, Brown, 


Green, Maroon, Grey 
$5 al d Huo 


Style 9648. Style 9649. 
36” wide, 48” 48” wide, 54” 
to end of lip. to end of lip. 










“Use only 

} rubber 

} casters | 
on me. 


LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


GEO. E. FOX & CO. 


SAMPLE ROOM. OFFICES AND FACTORY 
1051 N. THROOP ST., CHICAGO 22, ILLINOIS 














STEEL storage 












OUTSTANDING FEATURES 


. Brass finish cardholder and handle. 
Four rollers for ease of operation. 
Index guide rod with brass knob. 
Positive and simple stacking provisions. 
5. Self-locking follower available. 
Available in both a beautiful Hammerloid 
Gray or Office Green oven baked finish. 


LETTER and LEGAL SIZES 
VANGUARD 
Engé ing E M ing Ca. 


53 WEST JACKSON BLVD., CHICAGO, ILL. 





ki Fae 







1 who 
a 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 








Your Business will have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 















OW, J. K. Lasser has written a new guidebook especially 

for proprietors and operators of smal! stores, factories, and 
service companies that shows how to buy, sell, manufacture, 
soerrte._goustel, . handle all parts of your business better. 
In it, yi Mil Wha’ an amacing list of do’s and don'ts—ideas, 
methods, pointers, to help the small businessman not only stay 
in business, but also, more important, make a satisfactory profit. 


HOW TO RUN A 
SMALL BUSINESS 


1001 profit- 
building ideas 


By J. K. Lasser, C.P. A. on; 


Adjunct Professor of Taxation, Chairman, TAXES 
Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x 9, $4.50 PRICING 
HIS book is a valuable, realistic guide to sound, profit- FINANCING 
able, enduring business management. In the form of 
check-lists and brief fact-filled statements, it covers every- MAIL ORDER 
thing from how to get good records and check a customer's CREDITS 
credit . . . to how to train new salespeople and lay out a 
plant. Presents every opportunity for building business etc., etc. 


plugs every loophole for escaping profits. 


-SEE THIS BOOK 10 DAYS FREE - 


McGraw-Hill Book Co., Inc. 

330 W. 42nd St., New York 18 

Send me J. K. Lasser’s How to Run a Small 
Business for 10 days’ examination on approval 
In 10 days I will remit $4.50, plus few cents for 
delivery, or return book postpaid. (We pay for 


13 big sections 

provide scores of 

ideas on: 

® How to Build for Profits 

© How Best to Handle Your 
Credit 








Installment delivery if you remit with this coupon; same 
Sales return privilege.) 
* How to Buy an Estab- — 
lished Business Address 
oo Serre Zone State 
*® How to Operate a Store . 
Most Efficiently Company 
How Make Profi : Position .. a aa | _ OA8-S1 
. Wholesaling a = hes This offer applies to U. S. only. 
’ . 
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your CLEARTYPE MAP | 


DEPARTMENT IS READY TO MOVE 




























We have broken all precedent with the 


acture and production of a dealer file 


manuf 6 a complete line of 


and display unit to handl 

CLEARTYPE MAPS. 
Ask for details a 

ynit, help you to advertise o 


to YOU. 


bout how we install this 
nd bring PROFITS 










Reply Dept. A-1 
AMERICAN MAP COMPANY, INC. 
16 East 42 Se. NLY. 17, NLY. 
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sales manager for the company. Mr. Isaac has long 


been active in the paper cup and container industry. M 
ES IN INDUSTRY 
ie tas NA s 


Carbon Paper Service Bureau, Toronto, has opened a 
branch store at 92 Adelaide St., W., in the heart of the 
iowntown financial and business section. W. J. Brisbois 
IS Manager 


> + . 
Chet Hall, a native of Boston and resident of St. 
John, N. B., since 1920, recently joined the sales forces 
if Rexel Products of Canada, Ltd., Toronto. 


* x » 


The Bay Office Furniture Company, associated with 
the Bay Salvage Company, Ltd., is now operating suc- DESK TOP EQUIPMENT 









essfully from its new handsome modern office furni- 
ture showroom. The firm is representing a number Quality, efficiency and years of depend- ee ek 
of well known Canadian manufacturers of office fur- able service have placed the Bert M. wrung Seren Ses 
niture and equipment Morris Company foremost in the field of ink for months of 
: . writing without refill, 
oP ee of better Desk Top Equipment. Many Absolutely will not 
—_ . . ‘ . . fe 
The Erie Maintenance Service, owned by Walter famous users have their emblems im- five quiekly replace- 
Pinch, is now operating a home, office and business printed in gold. ee 
servicing business at 9 Poplar St., Leamington, Ont. motte, Wend. stud. 
* * * THERE 15 NO SUBSTI. 
TUTE FOR QUALITY, All 
tadio Electronic Service, Sault Ste. Marie, Ont., pony GH 
specializing in radio and electronic sales and service, pew ah —/ pt yd 
also business office accessories, is now located in its pet OF aaaal for 
new premises at 220 Queen St. east, that city. Mascar- 
delli Bros., are the owners and operators. Dealers in 
Royal typewriters, Burroughs adding machines and 
other office equipment, the firm has been in business 
since 1935 
. * > 
International Business Machines Company, Ltd., Tor- 
onto, recently held the formal dedication of its new 
plant and head office on Don Mills Rd., in the Toronto 


STURDINESS- EFFICIENCY 
SMARTNESS 


These are combined 
in the superior design of 
all Desk Top Equipment 

manufactured by 


suburb of North York township. The firm has had a 
plant on Campbell Ave., Toronto, for many years. The 
Toronto sales office and service bureau will continue 
to operate as heretofore from 36 King St., E., in down- 
town Toront 








> > ’ 

Underwood, Ltd., Toronto, had a fine display in the The Bert M. Morris Co. 
recent industrial affair held in the arena at Sarnia, The setting shown — pen 
Ont., under the auspices of the Sarnia Junior Cham- —_~ 4 —— — 
ber of Commerc: BERT M. MORRIS CO. phone rest are a rich ap- 

* * * Desk Top Package Deals pointment to any desk—the 

One of the outstanding features of the fourth Inter- No. 100 and No. 200 stamp of an exacting, effi- 

- , : °. cient executive. The com- 
national Trade Fair held recently at the Canadian Na- Inquire about the surprisingly low cost plete setting retails for 
tional Exhibition grounds, Toronto, was the office of completely furnishing o desk little more than the cost of 
equipment display which covered the field from staplers with these items. one higher priced—compar- 
to the most complicated equipment. A wide range of te amas Ge ae 
office furniture of modern design, made from both 
wood and steel, and incorporating a number of the _——— —— | 


newest features comprised a large part of the exhibit. enna 8 2 = 


The products of five nations—the United States, Can- set with “thread-in™ point 


— . . section. A real time and \ of. s 
ada, England, Italy and Holland—booked space. Eng- money saver In anv OMe. eo | f iter 
land was the leader from the standpoint of space taken. 


Altogether there were 12 miles of aisles along which 
BOOK ENDS — at last — 
inexpensive book ends to 
match modern office fur- i 
‘ ’ , ; 





buyers and visitors could stroll. Last year, 90% of the 
buyers were Canadian businessmen. This year, a greater 
proportion of foreign buyers were there. Office supply, 
furniture and equipment firms reported substantial 





niture 
orders received as the result of their displays. Twenty- STUB BROAD MEDIUM FINE EXTRA FINE 
eight nations were represented this year at the fair as 
compared with 34 nations last year. 


aes ; = ‘ , y — 
rhe sport floodlight campaign started recently in v—_? 
the town of Newmarket, Ont., was given a most gener- " 


jus start by Gordon Manning, general manager of the 


: ~ vt ae ; : . le AY—strong two ASH TRAY—A real He-Man 
Office Specialty Manufacturing Company, that place. yy Ag og a A Sol suspension allows ach Wray Glass lined. per- 
‘ost th light for ¢ -ni , > wac ronze ba at drops as access from entire front fect for any desk or con- 
C of the lights for after-night sports was placed at bronze bar that Gandard and both sides. Tiers ference table 
just under the $6,000 mark. box style quickly added. legal or 
letter size 
* o * 





William A. Gray, divisional manager of Willson Sta- 


tionery Company, Regina, Sask., was transferred re- BE RT M, ORR t Ss co. 
cently to the Calgary division of the firm. Mr. Gray left 
Regina on July 1 to take a motor trip with his family Dept. OA-1, 8651 West Third Street — Los Angeles 48, California 
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aluminum 
chairs 


In these days of restrictions and material 


shortages, we are all prone to neglect the 


element of salesmanship. 


FINE-REST is even now preparing promotional 
weapons to help our Dealers capture their 
share of the business when once again we are 


operating in a free market. 


ALUMINUM SEATING ( giperalien 


S. CHERRY STREET KRON 8,OHIO 





Dishiibuler AETNA SAFE CO., 46-50 W. 29th ST., WN. Y. 
METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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to eastern Canada before becoming divisional manager 
in Calgary in August. 
. 7 

Trade Equipment Corporation, a new concern deal- 
ing in office furniture and equipment, is now operating 
at 66 Dundas St., E., in downtown Toronto. 

> * 

James Lloyd & Son, Ltd., importers and wholesalers 
with head office in Stratford, Ont., recently established 
a new warehouse and office at 143 North Victoria St. to 
serve Sarnia and district. The Sarnia warehouse will 
stock a wide variety of paper goods, including paper 
bags, towels, and cups. 





New England Travelers Club Notes 


Andy and Laura Maish recently celebrated their 
fortieth wedding anniversary; Guy and Betty Hart 
their thirtieth. 

- 7. * 

Janet Eileen Souza was born April 21 to Mr. and Mrs. 
Joseph C. Souza, making two girls and a boy for the 
family. Joe is the buyer and manager of Boyd’s, Inc., 
of Malden, and Mrs. Souza will be remembered as the 
charming receptionist at Samuel Ward Mfg. Co. 

* +. - 

Lt. Dick Kilpatrick, president of Hartford Office 
Supply, Hartford, Conn., recently enjoyed a 24-hour 
visit with his family and friends before leaving for 
Europe. 


* * * 


W. B. McManus, vice-president of Thorp & Martin 
Company, played the lead in a performance of the 
“Father of the Bride” on May 19 when his daughter 
was married. 

* ~ *” 

Bene & Company have acquired the building at 156 
Dorrance St., in Providence, R. I., and it is being re- 
modeled for the firm’s own use. 

o “A ~ 

Robert F. Russell was recently elected president of 

Samuel Ward Manufacturing Company. 
& * ~ 

These items are taken from the May issue of the New 

England Travelers Club News edited by John F. Nackley. 





Office Booklet Stresses Human Factors 


“People Are More Important Than Anybody,” says a 
new booklet published by the Wood Office Furniture 
Institute. In selecting office furniture and planning 
office layout, colors, lighting and other environmental 
features, the booklet points out, office management 
should capitalize on every human factor affecting office 
workers’ comfort, efficiency and morale. 

The booklet, while giving information about latest 
improvements in modern wood office furniture, is 
written in an informal manner, with humorous illustra- 
tions by Leo Hershfield. 

With critical office manpower problems facing busi- 
ness and industry, “People Are More Important Than 
Anybody” describes many factors having a bearing on 
employees’ attitudes, turnover, productivity and ab- 
senteeism. “Tooling up” is just as important in the 
office as it is in the industrial plant, the booklet points 
out. 

The new booklet is available at office furniture 
dealers, or can be obtained from the Wood Office Fur- 
niture Institute, 730 Eleventh St., N. W., Washington 
1 o. ©. 





Gene Malloy Wins Mosler Sales Contest 
Gene Malloy, Malloy’s Business Machines Company, 
Houston, Tex., won the Mosler Safe Company’s recent 
contest for first salesmen in the Southwest region to 
send in an order for an “A” label safe or “X-60” chest. 
EVH 
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HOME DESK ACCESSORIES 


in Genuine Leather 


Matching Colors 


The group illustrated (to match our Nos. 
212 and 215 series. See page 11 of our 
general catalog) is popular for home use. 
Available in nine colors and the pads are 
made in sizes 12x 19, 14x 24 and 19x 24. 
If desired, pad and accesso- 
ries are individually boxed. 






Also specialize in quality 
commercial accessories. 











THE CHICAGO DESK PAD CO., INC. 
9 NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS 





| 





STORAGE—-W ARDROBE—COMBINATIONS 
COUNTER AND DESK HIGH UTILITY AND SMALL 
PARTS UNITS. NON-SUSPENSION LEGAL AND 
LETTER FILES. 


Illustrated Literature and Price Lists Available. 


KEYSTONE STEEL EQUIPMENT CO., INC. 
15 LOMBARD ST PHILADELPHIA 47, PA. 
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La Salle COSTUMERS 


SMOKERS (6) Ait meret snutier type. 
Designed especially for Office Use 


2 to 4 Weeks Delivery 











No. 155 Heavy 
gauge steel No. 150 
costumer. SMOKER 


atte ed “collar’ 
Hook Patented “ , 
4 keeps top rigid at 
all times. Substan- 
tial, 11” heavily 
weighted base, 8” 
amber glass liner 
in 9%" diameter. 
Height to top of 
glass liner 24)". 
: Satin chrome fin- 
2 oe we ish. Shipping 
ie weigh 13 Ibs., as- 
oar sembled ready for 
Finish: 
Grey or Olive use. 
Gray with 
chrome hooks 
Packed in units 
of six. Shipping 
weight 60 Ibs. 





Sturdy con- 


Write for Catalog. 


LA SALLE PRODUCTS CO. 
2216 N. Clybourn Avenue Chicago 14, Ill. 


















The Binding of 
OFFICE RECORDS 








—at its Simplest and Best 
with 






ACCO FASTENERS 


ACCO PRODUCTS, Inc. 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Limited, Toronto 
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. » “this 


CLIP BOARD 
DISPLAY 


does the trick” 
say Office 
Equipment 
Dealers 
Every- 

where 









YOU TOO can Sell More Clip Boards with 
this new Counter Display — it’s FREE with 
our Clip Board Display Package. 


Write for Complete Details 





Manufacturers of 


CHAIR MATS — CLIP BOARDS 
















(QUALITY on) 
HaenguAn 
HARDBOARD FABRICATORS, INC. 


59 BRANCH ST * Stet OUIS.7.MO 












STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
& 





Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 

36” wide, 18” deep and either 72 or 78” high. 

Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING Co. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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More salable because they keep wraps 


"in press." 


Improves health and morale—iower ab- 


senteeism 


WRITE FOR BULLETIN NO. OL-13 


[ 






vo 


624 So. Michigan Ave., 


GEL - PETERSON CO. 


LOCKERETTE 


Combines the best 
features of both 
lockers and coat 
racks 


Wraps are exposed to air 
and light. Employees do not 
face the weather in damp 
wraps that have been crum- 
pled in dark lockers—do not 
eat soggy lunches, soaked 
by wet hats or gloves. Each 
person has his own spaced 
coat hanger, ventilated hat 
shelf and 12'' x 12° x 15" 
deep lock box for lunches, 
tools and personal effects 

Lockerettes save space too 

the No. 6-12 (2-col- 


umn) accommodates !|2 peo- 
ple in 6 feet; the No. 9-18 
(illustrated) 
18 in 9 feet 


accommodates 


rerrerers 





Chicago 5, Ill. 


Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 


WIDEST SALES APPEAL 


- Fane 
5 


i 


v 


Vv 
Mah DEALER INQUIRIES INVITED 


GET THE FACTS, THEN 


THE PROFITS! 


NUFACTURER 
OF SAFES 
FOR OVER 


BRUSH-PUNNETT CO.'@ 


*eNres. 545 WEST AVE 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 


2012 Huntington Dr., South Pasadena, Calif. 


J. A. Freeman & Company, 35 S. Los Robles Ave., 
Pasadena, and 238 W. Main St., Alhambra, on May 11 
opened a third store at 212 N. Brand Blvd., Glendale. 
The new building is of brick construction and has one 
story with mezzanine. Three-fourths of the area is 
rented to the Hedy Children’s Shop and the Snyder 
Pen Company 

The floor is of marbelized asphalt tile, harmonizing 
well with the green walls and light ceiling. Slim-line 
lighting has been installed and the birch furnishings, 
including fixtures and show cases, are specially built. 

The store, which faces west, has an attractive window 
and a large shadow box with tropical plantings. In 
addition to typewriters and other office machines, a 
stock of small household appliances and radios is 
carried 

Robert Freeman, son of J. A. Freeman, the proprietor, 
has been appointed manager of the Glendale store. He 
has been associated with his father in the Pasadena 
store for some time 

. * * 

Loren Wilson, sales manager for the Milo Harding 
Company, 432 W. Pico Blvd., Los Angeles, who at this 
writing has just returned from a trip through the East 
and Midwest, states that on the whole he found a 
spirit of optimism among all wide-awake office equip- 
ment dealers and that all reported good increases over 
the corresponding period of last year. 

Mr. Wilson says May was the largest month in Milo 
Harding history and that due to the expansion program 
now under way, the company is contemplating taking 
on additional salesmen for their duplicating machines 
and supplies 

om * * 

Peter Masterson, western representative for Acco 
Products, was recently appointed publicity director for 
the Golden State Travelers Club to succeed Ralph 
Maneval, A. W. Faber-Castell Pencil Company repre- 
sentative, who has held the position for the past one 
and a half years 

Mr. Masterson states that at this writing, plans are 
nearing completion for a fishing party to be held 
Saturday, July 14, at San Clemente Island. 

A golf party is planned for the Travelers for August 
3 with L. V. Hall of the R. L. Smith Company as chair- 
man, according to Mr. Masterson, who states that 


reservations indicate that there will be a very good 
attendance at this event also. The golf party is to be 
held at the Riviera Country Club, Santa Monica. Mr. 
Masterson says this is a particularly fine golf course, 


so everyone should enjoy playing. 


. * * 


Elmer E. Anderson of the Anderson Typewriter Com- 
pany, 120 E. Colorado St., Pasadena, representatives for 
Royal typewriters and Art Metal files and desks, reports 
that the company has recently added the Ditto Inc., 
line, thus making a well-rounded group of office equip- 
ment available to customers. 

The Anderson Typewriter Company, like many other 
firms, has lost several men to the armed services. 
Douglas Anderson, Mr. Anderson’s nephew, is one of 
four who have recently left the company. Douglas, 
who was in the r corps during the last war and who 
is a member of the reserves, is now stationed at Ran- 
dolph Field, Tex 


> + “ 


Gordon E. Miller, one of the proprietors of the South- 
ern California Adding Machine Company, 943 S. 
Broadway, L« Angeles, and past president of the 
National Office Machine Dealers Association, left June 
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listinctve quality 
creates a nationwide demand 
for JASPER SEATING CHAIRS 











Dealers know .. . Buvers 
of office furniture know .. . 
there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an ex- 
cellent example of what we 
mean. Fair Price * Un- 
equalled Comfort * Quality 
Construction * and Finish ¢ 
Eye Appeal. Available in 
Deep Buff or Top Grain 
leather—also Du Pont simu- 
lated leather. Offered in gen- 
uine American black walnut, 
northern birch and Indiana 
white quartered oak. Dealer 
inquiries invited. 


santo nporel ad 


JASPER SEATING COMPANY 


JASPER e« INDIANA 


No. 1602 
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THE LABEL 
OF QUALITY 


The world’s finest line of 
steel office furniture made 
to suit the most discrimi- 
nating buyer. 





“We sell to the dealer—Our product 


sells for him” 





Peerless Steel Equipment Co. 


Unruh and Hasbrook Aves. 
Philadelphia (11) Penna. 


LOS ANGELES CHICAGO NEW YORK 
Philip J. Blair Co. H. E. Parliament J. J. Galen 
1429 Los Angeles 51 First Nat'l Bank Bidg. Suite 854 Bush Tower 
130 W. 42nd St. 








24 to attend the National OMDA convention in Detroit. 
From there, he planned to go on to Boston and New 
York to do some buying. 

C. Elmer Anderson of the Anderson Typewriter Com- 
pany, Pasadena, life director of the National Office 
Machine Dealers Association, and John D. Romano of 
the Fresno Valley Typewriter Company, Fresno, Calif., 
the national treasurer, also attended the Detroit con- 
vention. 

* ae * 

R. H. Strait, manager of the A. C. Vroman Office 
Furniture and Fixture Company, 1271 E. Colorado St., 
Pasadena, reports that D. E. Vinney has recently been 
appointed salesman in the office furniture department 
to succeed John Steffen, who has resigned to accept a 
position in Hamilton, Ontario, his former home. 

Mr. Steffen, prior to coming to Pasadena, worked for 
this same company which then handled only stationery 
and office supplies. Recently an office furniture de- 
partment was added and because of the experience 
gained by Mr. Steffens at Vromans, he was asked to 
return to Hamilton to take over the managership of 
the new department. 

Mr. Strait states that both the office and shop equip- 
ment required for the building recently completed by 
the Consolidated Engineering Corp., 300 N. Sierra 
Madre Villa, Pasadena, was furnished by Vroman’s. 


* * * 


Rod Nern, proprietor of the Nern Office Furniture 
Company, 514 N. Brand Blvd., Glendale, and Mrs. Nern 
have returned from a recent vacation and business 
trip which took them to many points of interest. They 
first went from Los Angeles to Detroit where they 
picked up a new car. From there they made the rest 
of the journey in the new auto, going as far south as 
New Orleans, points in Alabama and Florida. On the 
return trip they stopped at Carlsbad Caverns and 
several other interesting places. 


+ * * 


Glenn C. Leslie of the Glenn C. Leslie Company, 3300 
Beverly Blvd., Los Angeles, distributor for Auto Typist, 
attended the general sales meeting held at the Auto 
Typist factory in Chicago, June 11 through 16, for 
distributors who made their quota for the fiscal year 
ending July 1. Forty-five were present. 

Mr. Leslie reports that his company, which covers 
Southern California and Arizona, is now the third 
largest Auto Typist distributor in the world, with Chi- 
cago ranking first and New York second. 

The personnel of the Los Angeles office has been 
increased during the past months due to the growth in 
business. Walter Christiansen has been added to the 
staff as assistant service manager. He spent 15 years 
in the Marine Corps as maintenance manager of office 
machines. 


* 


Otis L. Johnson, head of the Pasadena branch of the 
National Cash Register Company, 906 E. Green St.., 
Pasadena, past president of the Los Angeles chapter 
of the National Association of Cost Accountants, ac- 
companied by Mrs. Johnson, left June 20 for Chicago 
to attend the thirty-second International Cost Con- 
ference, June 24 through 27. There he received one 
of the Stephenson banners awarded the Los Angeles 
chapter for taking fourth place in the international 
performance competition held among the 107 chapters. 
The presentation was made by William B. McCloskey, 
national president, at the association’s traditional an- 
nual dinner. Last year the Los Angeles chapter was 
awarded the Stephenson trophy. 

Others from the Los Angeles chapter who attended 
the conference were Howard J. Mackin, former pub- 
licity director and now program director for 1951 and 
1952; H. Leslie Rogers, one of the national directors; 
Robert Derby, one of the national vice-presidents; 
Herbert G. Boles, president of the Los Angeles chapter 
for 1951-52; J. M. Boyle, Los Angeles conference chair- 
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Rugged, die cast, die- 
plate dater that 
shows days, months 
and years with made- 
to-order copy on the 
die plate. Available 
in 9 different sizes. 


Write for 
catalog “’C’’ f 


WM. A. FORCE 
& COMPANY, INCORPORATED 
NEW YORK 13, WN 


64 WHITE STREET 


TYPEWRITERS 
Nu WN 43- 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


ew — = an rs) 


—THE LOWEST IN PRICES 
REGALRITE BRAND 


RIBBONS AND CARBONS 
PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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THREE QUARTERS OF A CENTURY’S SERVICE 








PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 











Order from your Wholesaler 


MODEL 3... Punches 3 holes 
14° dia., spaced 44" on centers, 
4" from back binding edge — 
standard spacing 11" x84" sheets. 

















NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 






‘PAPER PUNCH 






WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST., SAN FRANCISCO 2 


DICTATING MACHINES 


CLEARTONE 
CYLINDERS 


. 
WIRE SPOOLS 
* 
SUPPLIES 
* 
DISCS 











mate 
weenens 


GUARANTEED 
REBUILTS 


. 

LATE MODEL 
DICTAPHONES 
EDIPHONES 
AUDOGRAPHS 
SOUNDSCRIBERS 


AMERICAN DICTATING MACHINE CO., Inc 


ESTABLISHED 1923 


65 MADISON AVE., NEW YORK 16, N. Y 
Telephone MUrray Hill 4-3554 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10”x10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 






cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (!) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4, Release pressure, extract 
¢ PLATENS 11”x13” all from Eva-Press and 
e INSIDE CHASE 10x12” have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 





The New Improved 


Wright 
SPIRIT DUPLICATOR 


No Inkl No Stencils! 
No Gelatin! 


No Type! 





LISTS ONLY 


$6950 


PLUS TAX 






Does everything the highest price machines do. Handles any 
size sheet up to 9 x 14. Perfect copies up to 5 colors in one 
operation. Simple operation. Enclosed  self-draining fluid 
moistener. Automatic release handle. 

WRITE FOR LITERATURE & DISCOUNTS 





For LONG runs get the first economy-priced ECON-O-MATIC | 
—a Complete Mimeograph, postcard to letter size, $3495 | 


| with exclusive features. Popular from coast to coast. 
| PLUS TAX 


I 











_ WRIGHT DUPLICATOR DIVISION 
HART MFG. COMPANY 


2400 ENDICOTT ST. ST. PAUL 4, MINN. 











a MUA | 
Pelougé -\— im NW 


SPEEDS PROFITS YOUR WAY WITH BIGGEST POSTAL 
SCALE IMPROVEMENTS IN 39 YEARS! 


Dealers claim these scales 
hit the jackpot for sales! 





*® RED POINTER BEHIND DIAL 
—Instantly shows all postal 
and airmail rates 


* WEIGHING TIME CUT IN 
HALF—Parcel Post Rates ar- 
rangedin easy-to-read table. 


* NON-SWAYING PLAT- 
FORM—Eliminates 
costly errors; 
3-inch wide post 


A 
$ 95 holds platform 
I] steady 









== PROMPT SHIPMENTS ON YOUR CHOICE OF FOUR MODELS: = 
— A-5—Capacity 5 Ibs. by '4 ozs. .. $11.95 — 
— A-10—Capacity 10 Ibs. by ozs. .. 1, : gow 
— A-25—Capacity 25 Ibs. by ozs. (Parcel! Post Only) 11.95 —_= 


A-50—Capacity 50 Ibs. by 2 oz. (Parce! Post Only) .. 12.95 


Remember Pelouze time-tested NATIONAL ond RAPID, as well as 
STANDARD BEAM (2 and 4 Ib.) Scales for added profits. 


For further details, send for colorful catalog sheet No. A-51 


PELOUZE MANUFACTURING C0. 


JE EVANSTON, ILLINOIS 
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BEST BUY in Hand Numbering Machines Today! 


o*1 


5 Movements 







MODEL 


110 


5 Wheels 
e € 
Consecutive s} fe 
Duplicate 
Triplicate LIST 
Quadruplicate e 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE € 
MACHINE Write for 
New 
e Folder 
= 
ALL Order NOW 
f 
Steel oh 
Construction Delivery 











AMERICAN NUMBERING MACHINE CO. 
BROOKLYN 8, N.Y. 


ATLANTIC AND SHEPHERD AVES. 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILL. 
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man; Harry Green, and others from the Northrop Air- 
craft Corporation 

Gerald Case, CPA for the Fernstrom Paper Mills, 
Pomona, Calif., went to the conference to accept the 
Lybrand certificate for outstanding manuscript for 


Los Angeles 

William I. Parke of Virtue Brothers Manufacturing 
Company, Los 
several others 
making last-minute 


Angeles, was also in attendance as were 
whose names are not available due to 
reservations. 





SALES QUOTA BRINGS HONORS—Ray Alba, proprietor of the Compton 
Office Equipment Co., Compton, Calif., receiving the certificate of 
award and membership in the 1950 All-Star Club from Alfred Jensen, 
regional manager of Underwood Corp. 


* ~ » 


Roberts Company, 2223 E. 37th St., Los 
Angeles, reports that an increasing number of dealers 
in Southern California are bringing their customers to 
the company’s attractive show rooms to see the fine 
displays of Stow-Davis executive suites, Steelcase desks 
and Mosler and Protectall safes. Among those who 
made use of these facilities during June were John 
Chamblin, Nelson-Thomas Company, San Diego; Brooks 


The Hunting 


Hough, M. G. West Company, Sacramento; Jules 
Sarrett, Sarrett Office Equipment, Las Vegas; Wells 
Petersen, Petersen’s stationery, Merced; Bert Hender- 
son, County Stationers, Ventura; Wayne Stickler, 


Valley Office Supply, Bakersfield; Jim Colley, Stockwell 
and Binney, San Bernardino, and Harry Ryan, Pacific 
Desk Company, Los Angeles. 


The Hunting-Roberts Company cordially invites all 
dealers and friends who have not visited the show 
rooms or who have not had lunch in their homelike 
lunch room to do so 

Russell Bassett and Jim Raub from the Hunting- 


Roberts Los Angeles office and Dick McElhose from the 
Portland office spent the last two weeks of June at the 
sales training school held by the Metal Office Furniture 
Company, Grand Rapids, Mich. They also visited the 
Mosler Safe Company at Hamilton, Ohio, and show 
rooms of some of the more prominent Chicago dealers 
before returning to Los Angeles. They will be back in 


California calling on accounts in July. 
> > = 
David Hendler, proprietor of the Wilshire Office 


Equipment Company, 147 S. Western Ave., has in- 
creased the size of his service department with the 
thought of compensating for the lack of new machines 
now available. He states that he has many new 
accounts in the immediate Wilshire area for periodical 
servicing 

makes a specialty of selling posture 


Mr. Hendler, whi 


all says tnat ne 


feels that the regular check-up 
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. . . SIMPLEST OPERATION YET! 


Model 3— $125 
Model 13 —$15C 


/ 


/ 


a 
Yj 


MMMM 


MULTO is an amazingly low-priced calculator, 
ideal for small offices, stores, accountants, insur- 
ance men, etc. It is lightweight, ruggedly built, 
designed for all-around service. 





Features: 


e Rapidly handles all fundamental 
operations. 


e Quickly checks invoices and state- 
ments. 


e Instantly calculates cost and sell- 
ing prices. 


MULTO opens up a new field for sales of popular- 
priced calculators. Find out about it TODAY! 


Model 13 MULTO Calculator, similar to Model 3 includes “Back 
Transfer’ feature, permitting continuous operation without re- 
setting figure in keyboord—another 
great time-saving feature! Price $150. 






Telephone: Circle 5-6940 
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A GENTLE SQUEEZE... 
ano it FLOWS with EASE 












y 





SCORES 
AGAIN: 








DRI-RITE BLACK 
DUPLICATING 


... it’s another 
new product 


by 





AN EXCELLENT 
NEW INK IN A 
STRIKING NEW 











THE FINEST RE- 
SULTS ARE OB- 
TAINABLE WITH 
DRI-RITE BLACK 
INK. 


1. No slip sheet- 
ing on any mimeo 


bond. 


2. No slip sheet- 
ing on some rag 
stock. 

3. Extra black 
copy. 

4. Laboratory 
controlled. 


5. Does not de- 
stroy any stencils. 


6. No clogging in 
the pad. 


7. For open or 


closed drums. 


8. Will not hard- 
en in the cylinder. 


9. Climate proof. 


10. Canode Dri- 
Rite Duplicating 
Ink guaranteed as 
above. 





The advantages of this 
8 oz. Squeeze-it plastic 
bottle are many. 


Almost every drop of ink 
can be removed in a flash. 
This is not possible with 
other type containers. 


Shipping weight is less, 
and of course the Squeeze- 
It bottle can not be broken 
or dented. 


The Squeeze-it bottle is 
translucent making a 
beautiful display of col- 
ored inks and also blacks. 


The Squeeze-It bottle is 
available with 4 Canode 
products: Rapid Dry Red, 
Blue and Green, and the 
new Dri-Rite Black. 


PRODUCTS BY 
INK SPECIALTIES CO. INC. 


523 N. Halsted St., Chicago 22, Ill. 


BOTTLE SHOWN 


ACTUAL SIZE! 
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service which he gives, 30 days following every sale, 
whether it is a sale of only one or of many posture 
chairs, has been a big factor in the growth of his busi- 
ness. He also sees that every chair is properly adjusted 
to fit the user when installed. This is part of the 
delivery service. A mail campaign carried on at inter- 
vals during the past few months has also increased 
sales of posture chairs, Mr. Hendler says. 

The Cosco (finger-lift) office chair, made by the 
Hamilton Manufacturing Corporation, Columbus, Ind.., 
has recently been added by Mr. Hendler. 

Mr. Hendler’s son Frank, who graduated with a BA 
degree from the University of California in Los Angeles 
in June, has been commissioned an ensign in the 
United States Navy. 

” + - 

Hal Pettit of the California Typewriter Exchange, 543 
S. Spring St., Los Angeles, and president of the Office 
Machine Dealers Association of Southern California, 
reports that attendance at the association’s June meet- 
ing, which was held at the Verdugo Club in Glendale, 
was the largest in two years and that three new 
members were added to the list. 

E. E. Thornton, proprietor of the California Type- 
writer Exchange, was the principal speaker. Mr. 
Thornton, whose subject was “Key to Profits,” based his 
talk on the following points, creating buyer interest, 
proper demonstrations and closing sales. The next 
meeting is scheduled for July 16. 


* * * 


J. J. Ingraham, supervisor of the sales management 
controls division for Remington Rand Inc., 711 S. Olive 
St., Los Angeles, reports that construction of the com- 
pany’s new office building at the corner of Wilshire 
Boulevard and Coronado, is in progress, and barring 
unforeseen delays should be ready in March. 

He states that the plans are quite revolutionary and 
that when completed the building will be one of the 
finest office equipment centers in Southern California. 
A one-story building, apart from the general offices, 
is to be used for the display of office equipment includ- 
ing every type and kind of machine, furniture and 
other items needed in the modern and well equipped 
office. 





Penn-Mar-Va Travelers Publish New Roster 


Published under the direction of William D. McCully 
and James G. Shearman, roster committee, the Penn- 
Mar-Va Travelers Club members are carrying attrac- 
tive new rosters replete with information concerning 
the organization. 

S. E. & M. Vernon, Inc., contributed handsome loose 
leaf binders and the paper for the rosters. Clar-Guil- 
foyle Company co-operated for considerable saving in 
cost. 

Included in the roster data is a listing of club 
officers, past presidents, honorary life members, hon- 
orary members and addresses, firm representation and 
telephone numbers of members. 





ON DEEP-SEA FISHING TRIP 





The .entire sales and service personnel of the Long Beach office of 
Victor Adding Machine Co. won the trip as the branch achievement 
award for the month. (Story appeared on page 141 of the July issue.) 
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FOR 
THE 
BEST ° | 
LOOK FR 
TO (a)/ay, ~ 
i. -UOMCORS. 
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SALES FEATURES We have 
NMMAB AceTAT pioneered 

) On-FLA INT MATERIAL non-flammable 
weavy 10 PO Acetate Index 
RIGID BEAD ott sKiRT Tabbing at popular 
st prices—We have 

* MMED AREA pioneered a truly 
pROTECTED “over the counter” 
NEW pisPLay display carton to help 

. CARTON 10 retailers show our products 
ATTRACT to consumers. We have... . 
NSUMER yes we have pioneered many 
pe innovations. However, you owe it 


to yourself to try Ezyindex Products 
and KNOW what we mean. 


DIVISION OF 
rusts a) Blimesecueeh) ad ielemm a?) i 


EZYINDEX PRODUCTS CO. Fiusninc w 





Fn 


WESTCOTT RULE CO., INC. 
SENECA FALLS, N.Y. 
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-——TY PEWRITERS— 






° ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNSTRAND—BURROUGHS— VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT—BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 


White for Prices 


Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$12.95 and pays you Extraordinary Profit. 


RELIABLE TYPEWRITER & ADDING MACHINE CO. 


Dept. A-8 301 W. Monroe St., Chicago 6, Ill. 














IT WILL PAY YOU! 


TO 


DISPLAY 
Wim-£-O 


ALL STEEL 


STATIONERY 
RACK 


It's a Fast Seller 





‘ p< h 
HALYV ERS “yoeciaurt saute 





aa, WESTERN 
== UNION 





One of the finest little items that has come along in a long time. 
A dandy leader—sells on sight. Display it—feature it in your 
advertising and you'll find it a profitable item. Fine for home, 
office and factory. Hangs on wall, stands upright, lies flat on 
desk or fits in desk drawer. 


ONLY 32 LIST—LESS DEALER DISCOUNT 
Prices slightly higher west of the Rockies 


102” high, 11%” wide, 4’ deep. Weight 42 lbs. 4 compart- 
ments. Finish—gray hammerloid baked enamel. Secure rubber 
feet on bottom and back. Packed; 6 to a carton. 


ORDER A HALVERSON SPECIALTY SALES 
CARTON 2827 BELMONT AVE. 
TODAY CHICAGO 18, ILLINOIS 
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INDIAN SMOKE SIGNALS WERE USED 
ON OUR WESTERN PLAINS BECAUSE 
THEY COULD BE SEEN FOR MANY MILES... 


— 











NU-VISE PROJECTING SIGNALS 
FOR BUSINESS CONTROL SYSTEMS ARE 
EQUALLY DISTINCT AND EFFECTIVE 
ce IN COMMANDING PROMPT ACTION. 






SIGNALS 
and MAPTACKS 








GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 

















WHAT YOUR CUSTOMERS WANT 
FROM CARBON PAPER 


Buyers want a carbon paper 
that will stand up under any 
conditions, is easy to use, con- 
venient and longer lasting. 
NEV-R-KURL carbon paper 
meets all requirements of the 
most particular buyers. 








Office managers like 
its money-saving fea- 
tures: 
NEV-R-KURL lasts 
twice as long, is eas- 
ier and faster to use. 
$ Copies made with 
NEV-R-KURL are 
permanent—last for- 
ever. 
$ Users are delighted 
by its plastic backing 
to prevent slipping. 
NEV-R-KURL won't curl, tree or wrinkle and it’s 
smudge-proof to prevent stains. 










PeOTrrEe 
TYPE weiree CURAR. PRINT 
mB8ON WOOD STAMP PADS 





CARBON Parte 





FOAM RUBBER 
“Perfect” CHAIR CUSHIONS 
iieeieil ciliian ae 
De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
bk Sand SIZES 





Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


“Perfect” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather. 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move 


Colors: Brown, Green 
Sizes: 17" x 18°—I5" x 17"°— 
14 2 x 15". 


“Softseat’”” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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Texas Travelers Club Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


It looks like I am going to have to put a little dyna- 
mite under some of you boys in order to make a 
newsy column. Why not make an effort to send some- 
thing to me every week? 

7. - - 

I have recently learned that Wolt Stempel was con- 
fined to the Baylor Hospital at Dallas for a minor 
operation and he should be back home by now. 

. ~ ~ 

Henry Loper, who was connected with Kuhlmann 
Office Supply Company at Baton Rouge, La., is now 
covering southwest Texas for Carpenter Paper Com- 
pany out of Houston, Tex. 

> 7 ” 

Bill Anderson, who served many years with Cole 
Company at Corpus Christi, and reccntly with Joe 
Wallis Office Supply at Fort Worth, is reported hos- 
pitalized in Denver for an indefinite period. 

. - ” 

0. T. Blankenship has severed his connections with 
Stafford-Lowdon Company, Fort Worth, to enter the 
contracting and lumber business with ‘his brothers. 
Gene Demanche replaces Blankenship at Stafford- 
Lowdon 

> 7 7 

Just received a flash from Florida which is probably 
going to break the hearts of many senoritas. George 
Barney Manifold Smith, the carbon and ribbon boy, 
was married the first part of June. Congratulations, 
George, from the Travelers. 

- * . 

Charles Royer, associated with his father, Homer 
Royer, in the operation of the Standard Office Equip- 
ment Company at Fort Worth, has reported to Camp 
Pendleton in California for active duty. He is a first 
lieutenant in the Marines. 

. * > 

Bud England has opened the Bud’s Office Supply at 

Snyder, Tex., with a complete line of office supplies. 
* * * 


Toby Widener has transferred his selling ability from 
Toney Printing & Stationery Company at El Dorado, 
Ark., to store manager for Joe Wallis Office Supply at 
Fort Worth 

* om * 

Al Marschall, the gay caballero from New Orleans 
and representative of many lines, developed a frac- 
tured vertebra while on call at Tyler, Tex. He spent 
a week in a hospital and is still convalescing while 
trying to cover his territory. He will be under doctor’s 
care for many weeks 

* . + 

Tullis Office Supply Company at Mercedes, Tex., 
which has been owned by The Cole Company of Corpus 
Christi, Tex., for quite some time, has changed the 
name of the company to Cole Office Equipment 
Company 

+ . . 

Owens Office Equipment Company at Opelousas, La., 
has taken over the office supply and equipment de- 
partment of the World News in that city and is under 
the management of H. B. Owens. 

. . * 

Charles H. Shettlesworth, who left Carpenter Paper 
Company a short while ago and reported as moving 
back to Memphis, Tenn., is store manager for the 
Cole Company at Corpus Christi. 

> . 7 

C. C. Printing Company, Colorado City, Tex., is a 
new firm that has opened up and Luther Watson of 
Watson-Focht Company, Sweetwater, Tex., is the spon- 
sor of the firm 

. a * 

Bob Rollosson, associated with his father, George 

Rollosson, operating Geo. Rollosson & Son, Crowley, 
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All at the 


'51 National Business Show! 

October 22nd to 27th inclusive 
at Grand Central Palace, 
New York, N. Y. 





They'll all be there—the newest and the 
finest in office machines and equipment. 
If you want to see what’s new and who has 
it, it will be at the biggest show of all since 
1904-— the Nationa Business SHow! 


alont Mun National leaders from 


industry and Government will lead this 
year’s Office Week Forum in a series of 
helpful, down-to-earth meetings office 
executives can’t afford to miss. 


THE BIGGEST SHOW — where all new products 
are introduced to the biggest audience. 


THE LARGEST MARKET — national in scope and 
held in New York — world center of business and 
finance — where policy is made. 


THE BEST PLACE — in space designed for dem- 
onstration and display and worthy of your product. 


THE RIGHT TIME — at the beginning of the busi- 
ness year and buying season. 


for details... 
NATIONAL BUSINESS SHOW 
33 West 42nd St. « New York 18, N. Y. 


PEnnsylvania 6-6760 
187 
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La., spent two weeks in a hospital in New Orleans for - 


OUTSTANDING a knee operation and a ene ees resting. 


Don Wittig, who is in charge of the furniture depart- 
ment at Paul Anderson Company, at San Antonio, 
has been presented with a boy, making four girls and 
two boys at this writing. 


* - * 


Herbert J. Wilbourne has taken over the office sup- 
ply and stationery purchasing duties at Wilson Station- 
ery & Printing Company, at Houston. F. Clifton Wil- 


son, Jr., who has been in charge of purchasing for 


SLKOlm the ee many years, is now being groomed for more important 


responsibilities. 


Cesco LOOSE LEAF LI NE Ask Ward Silliman pena bie fishing trip to Canada. 


It is worth listening to, especially the cost of bringing 
the fish home. 


* a” ” 
SIA We have two new dealer members to report for 


NSOEA—Rogers Office Supply at Amarillo, Tex., and 
Henson Printing Company, at Waco, Tex. New field 
FLAT-RITE members to join are Gilbert Sheen, Eversharp; H. A. 
Bredow, Eaton Paper Company; James C. Brown, Au- 

tomatic Pencil Company; Macey L. Harper, Joseph 
Dixon Crucible Company; Ben Garlinghouse, The 
a Globe-Wernicke Co.; Dick Lowe, Browne-Morse 
THIN PRONG Company, and W. T. Martin, Shaw-Walker Company. 
Every traveler is expected to invite eligible dealers 
to become members of NSOEA. Very few are trying to 
THIN-POST help but due credit must be given to Fred Deutsch and 
Jack Fleming in the number of members they have 


signed up. 








o & 








* * * 


Grant Davis, formerly general sales manager of 
Kistler’s of Denver, Colo., is now county sales super- 





MULTI-RITE ACCOUNTING PEGBOARDS visor of Bennett Printing Company of Dallas. 
MULTI-RITE, the New Accounting Pegboard, * * «8 
saves time—writes 3 forms at once. Sells for R. B. Parkinson, store manager for Southwestern 
as little as $10.00. Repeat form orders yield Stationery & Bank Supply at Amarillo, was presented a 
additional profits. Multi-Rite is a long term with a boy on May 26. Mrs. Parkinson and John David 
customer holder. are doing fine. ee 

Added to our growing industry is a daughter, Can- 
FLAT-RITE VISIBLE BINDERS dice, born to Mr. and Mrs. teal Baker of The Baker 


Flat-Rite is the amazing new binder for hous- Company at Lubbock. 
ing Visible Records—it lies 20% closer to the Baker-Rogers can now be found at their new and 
desk. Has a flatter writing surface. Its auto- larger location at 8th & Tyler Sts. in Amarillo, Tex. 

. . « « - « . « 


. * * 
matic shift makes insertion and removal of 7 
: Just received a flash that Sharkey Stovall of Panther 


sheets a City Office Supply of Fort Worth will enter Harris 
THIN-PRONG BINDERS Methodist Hospital for a major operation where he 

will be confined for a month. Also that Flo Beckman, 
A new binder for housing marginal punched wife of Herb Beckman, has returned home after several 
forms. IT’S A CLOSED BACK BINDER, weeks in the hospital. Herb Beckman Stationery Com- 
with a catch that permits the book to open pany has moved to 1725 S. Shepherd in Houston. 


quickly or stay shut. a hele . . 
A four to six-week renovation program is going on 


THIN-POST BINDERS at Elliott Office Supply at Amarillo. A complete re- 
port to follow. 





A perennial best seller for marginal punched 


forms. Does the job economically and efh- Burroughs Occupies New Toledo Quarters 
ciently. Ideal as an inexpensive marginal Burroughs Adding Machine Company has occupied 
punched forms binder. new and larger quarters in downtown Toledo, Ohio, 


: at 2637 Monroe St., J. F. Kuhn, local Burroughs man- 
Get Complete Details On Cesco nner, announced. 

The Line That Builds Sales “These new quarters provide not only better facilities 
for meeting the needs of Burroughs customers in the 
fast-growing Toledo area, but also badly needed space 


for the expanding Burroughs organization,’ Mr. Kuhn 
said. “Burroughs business in this vicinity has almost 
doubled since the end of the War.” 

? Un The Burroughs sales and service organization is 
housed in a new one-story, face brick building, com- 


Long ge = ity - prising over 5,000 square feet of floor space. Facilities 

N include general offices, demonstrating rooms, sales and 
service offices, storage area; and parking facilities for 
customers, at the rear. 














44-07 Twenty-First St. 
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clear plastic rulers and 
drawing devices give you a com- 


plete line t feature for back-to- 


school. Their high quality and mul- 
tiple utility have won world wide 
renown, They're priced for profits— 


_.. designed for eye appeal— 
&) a real ‘Golden Rule” line. 
“= Send for Catalog. 
RULERS © TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS © PROTRACTORS © OTHER DEVICES 


C-T Hl i U ttl limwny 


HARTFORD, COnn. 











Precision-locked 


AUTOMATICALLY means 
BETTER STAPLING 










ARROW No. 202 
Standard Stapler 


*Precision-locked mechanism for Positive-Staple-Control. 


This AUTOMATICALLY means — 


¢ S-m-o-o-t-h, uninterrupted stapling per- 
formance. 
e Safety against JAM-CLOG conditions. 


The complete line of ARROW Stapling Products 
merit your attention. There’s a machine for 
every stapling purpose...in every price range. 


SEND FOR DESCRIPTIVE CATALOG SHEET 
SOLD EXCLUSIVELY THROUGH DEALERS 








es 
Ss Merrow FASTENER [0../NC. 


BROOKLYN 6 NEW YORK 
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The 
Push 
Behind 
The 
Pen 


That's about the only thing we can't supply 
. . « the pen-pushing action that would bring 
us your letter of inquiry! 


If only you would write, we could then send you 
a wealth of facts and figures on just about every 
kind of Carbon Paper and Inked Ribbon known 


to the business world. 


It's easy to learn why the "U.S. Line" is truly a 
dealer's profit line . . . write today! 


For Domestic & Export Trade 


Of t- Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY ST. - PHILADELPHIA 6 PENNA 


; 


LETTER 
BOX FILE 





i - - fre es, <a 
t a > 


A STEADY DEMAND FOR THIS FILE 


This attractive box file has dozens of uses on desk or work table. 
Stands up or lays flat. Covered with long-wearing marble paper with 
plain orange back. Strong suit-case catch keeps out dirt. Pull tab 
at back. Packed 12 to carton. ; 


No. 890 Letter size with A-Z index, 16-division 

No. 891 Letter size with 1-31 index, 31-division 

No. 892 Cap size with A-Z index, 16-division 

No. 893 Letter size with A-Z index, 25-division 
(double-thick Jumbo style) 

No. 894 Cap size with A-Z index, 25-division 
(double-thick Jumbo style) 

No. 895 Letter size with Monthly index, 12-division 

No. 896 Letter size with Monthly index, 12-division 
(double-thick Jumbo style) 


Write for prices and discounts on above, 
also new Catalog of complete Amfile line 





AMBERG FILE & INDEX CO., 1608 Duane Bivd., Kankakee, Ill. 
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CARBON PAPER 





NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 































"AUTOGRAPHS" sell new merchandise, 

resell the old whenever they leave your 
store because they permanently and 
prominently display your store name on 
the merchandise you sell. 


Wh Vee vey nh | ty | 


a“ 
im 
z. By EC: | 


“CHICAGO'S LEADING STATIONERS 





” 
Y 








* ath 
it ees ‘ 
fl priya yi di VANA 
) Perctoualized,... 
Created specially for you . . . your 


“AUTOGRAPHS” design brilliantly 
reproduced in red and black on 
' chrome metal to give your store im- 
== pressive advertising. 
eee 

Adhesive-backed for easy mounting 
on any surface. Order 100 or more 
in either size: No. | (shown); No. 2. 


23/8" x 9/16" 
MMPRESSIONS THAT S7/K/ 


ft 


- ADVER 





WRITE TODAY PIAL Aa 


__on your letterhead for — 
*~ Samples and prices. >\um 
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STREAMLINED FOR GREATER EFFICIENCY 
THE 


DRI-KWIK 


STAMP PAD 





SPECIAL FEATURES OF STAMP PAD BOX: 


1. Cellophane wrapping insures freshness of Pad—your guar- 
antee of a new stamp pad. 


2. Sizes No. 0 (24%4"%x3%”"), No. 1 (234”x4%4") and No. 2 
(344"x6'4"), the most popular sizes, have redesigned boxes. 
Rolled edges and round corners prevent pad cover from 
jamming. 


Extended lip on the cover for fingertip control in opening 
Insert board keeps inside of your pad clean. 


For Performance, Style and Your Satisfaction 
Order Dri-Kwik Stamp Pads and Inks Today 


Complete Line of Crown Self-inkers, 
Daters and Numberers 


New, Improved Porous Price Marking Kits Now Available 


FULTON Marking Equipment Co. 


82 Fulton Street Elizabeth 1, New Jersey 














Joslin Eclipse 


PRECISION TIME STAMP 








FOUR STAR 
SUPERIORITY 


* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLIN wee. company 


MANISTEE MICHIGAN 
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UNITED STATES EXPORTS OF OFFICE 

MACHINES, EQUIPMENT AND SUPPLIES 

Figures for March, 1951, Released in June, 1951, 
by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 





Quantity (Dollars) 
Net Value 

Machines Bookkeeping Nondescriptive New 790 841055 
Machines Bookkeeping Descriptive New 615 923444 
Machines Listing—Adding New 6357 1058419 
Machines Calculating Non-Listing New 3272 928648 
Machines Card Punching, Etc., New 505 68559 
Machines Accounting, Etc., Nes 756 176957 
Machine Parts Accounting, Etc. 1608246 
Machines Addressing 215 1065 
Equipment & Parts Addressing Machines 49501 
Machines Duplicating Ex Lithographic 638 173435 
Machines Duplicating Lithographic Offset 83 104281 
Parts for Duplicating Machines 142612 
Cash Registers New 938 289006 
Cash Registers Used Rebuilt 536 55462 
Parts for Cash Registers 297916 
Typewriters Standard New 16405 1688272 
Typewriters Portable New 10571 706717 
Typewriters Rebuilt 703 42135 
Typewriters Nes. Inc. Used 1492 78594 
Parts for Typewriters 448578 
Staplers & Staples Office 144329 
Machines & Parts Dictating 143618 
Machines & Parts Mail Handling 53629 
Machines & Parts Check Handling 57384 
Appliances & Parts Office Nes. 361561 
Mechanical Pencils All Materials (Doz.) 59955 154602 
Mechanical Pencil Parts 18797 
Mechanical Pencil Refill Leads (Gr.) 13210 6631 
Pencils Ex. Mechanical Black Lead (Gr.) 54674 154155 
Pencils Ex. Mechanical Ex. Black Leads (Gr.) 11638 41310 
Pencil Leads Nes. (Gr 75516 35360 
Pencil Parts Nes 12012 
Crayons (Gr. 20061 33169 
Fountain Pens Ball Type (Doz. 112919 182876 
Fountain Pens Ex. Ball type (Doz.) 190352 871676 
Ball Pen Refill ink Cartridges (Doz.) 16133 16632 
Fountain Pen & Ball Pen Parts Nes. 169904 
Fountain Pen Points (Gr 21308 102291 
Carbon Stee! Pen Points (Gr 10869 17090 
Desk Pen Sets 4852 11760 
ink Writing 80464 
ink Nes 193413 
Carbon Paper (Lb 122480 129015 
Typewriter Ribbons (Doz 18185 59086 
Office Supplies Mes.. 368552 


Nes Not elsewhere specified) 


Financi al Motes w 


wow York, N. Y 


Auth 





yal Typewrite ; ne 
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on page 110 of the July issue.) 


OFFICE APPLIANCES, August, 





nth backlog 


y that deliveries 


ed April 30. 195! 


t w 





1951 


after Federa 


1s $2,633,640 


Roger S. Turrell who is now associated with his brother, 
Jerry W. Turrell, manufacturers’ representative. The Turrells 


cover 1! western states and El Paso, Tex. (Story appeared 





Withstood the fiery Ordeal of LONDON BLITZ 
Tested in Peace — Proved in War is CHUBB’S proud Record 


CHUBB SECURITY FILES 


1-2-3-4 DRAWER CAPACITY with EXTREME DEPTH 


DEALERSHIPS 
AVAILABLE 


Write For 
Illustrated Literature 
And Dealer Prices 





BELOW IS PHOTOGRAPH OF ACTUAL TESTING OF A 


CHUBB SECURITY FILE 

HAVE YOU CONSIDERED KNOWN PROTECTION AGAINST 
UNKNOWN PROTECTION? 

THIS SECURITY FILE HAS UNDERGONE MOST RIGID TESTS. 


IMustrated here is one of the combined fire and fall tests of CHUBB Security 
Files. After being subjected to 2 HOURS intense furnace heat, file was im 
mediately dropped to solid concrete floor, then put back into furnace and 
again subjected to intense heat for a period of half an hour. File was then 
allowed to cool and all contents, consisting of loose papers of various 
textures, found to be perfectly intact. 

Detailed descriptions of construction, special features and tests supplied 
upon request. 


Manufactured by 
CHUBB & SONS LOCK & SAFE CO. LTD., LONDON, ENGLAND 
Makers to the Bank of England 


L. O'D. LEE 


DISTRIBUTOR FOR U.S.A. 


90 WALL STREET NEW YORK 5, N. Y. 
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ACME PUBLISHING COMPANY, 126 W. 22ND ST., 
NEW YORK 11, N. Y.—This firm, operating from a new 
address as given above, has issued a new time card catalog and 
price sheet, illustrating more than 78 of the most popular time 
cards used in factories and offices throughout the country. 
These catalogs are available to the trade and its salesmen. 


DOMORE CHAIR COMPANY, INC., ELKHART, IND.— 
An attractive brochure titled, “Proper Seating Is a Specialty” 
has been issued to eliminate jaded thinking on the subject of 


PROPER SEATING 


IS A SPECIALTY 





chairs. This intriguing presentation in two colors is replete 
with drawings bringing the subject up-to-date from the days 
of the “high stool’ and the “chair on wheels.” Tips on a 
complete seating program are furnished. 


at EVERSHARP, INC., 1800 W. ROSCOE ST., CHICAGO, 
ILL.—A dramatic display case is designed to emphasize per- 

, E DESK C OMPAN Y sonalised points for every consumer preference in the $5.00 
Eversharp pen line. This counter display is of molded ply- 

= a wood, with a clear plastic window in which eight custom-built 
High Point, North Carolina Eversharp pens, with hand-wrought pens ranging from “needle 

are See ere . point” to “stub”, are displayed on a green fabric bed. A com- 
plete assortment retails for $225 and includes 28 pens, 12 
matching pens, and the case and its selection of eight pens. 








THE GLOBE-WERNICKE CO., NOR.- 
WOOD, CINCINNATI 12, OHIO—A 
handy office tool, the “Touch-up 
Sprayer,” has been made available as a 
service to its dealers by The Globe-Wer- 
nicke Co. This 12-ounce sprayer comes 
filled with either Globe-Wernicke’s No. 
49 gray or No. 24 green finish lacquer. 
The lacquer, under pressure, is released 
in a fine spray simply by completely 
opening and shutting the valve on the 
container’s top with the forefinger. The 


company points out that the tool may be Spray F 
used as effectively right in the customer’s H-uP spravlt 
office to touch-up mars and scratches re- FOR Quick, EAS’ 
sulting f delivery i f i DUCH.UP OF < 

‘ g from delivery or moving of equip- ele 


ment as in the dealer’s own warehouse or 
work rooms. It is also suggested that 
dealers’ customers will welcome this tool 
7 ' which they can keep readily available in 
A selection from the Myrtle Expediter their offices for instant touch-up of 

Island Base Series. scratches and nicks. ; 
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At a Time When Shortages 
Threaten “Business as Usual” 


Fiberok Fibre Baskets 


AND RECEPTACLES 


are Shipped Promptly 


= 


® The Market 
For Fibre 
Baskets Grows 


a 


Offices, Schools 
Plants, Institutions, Hospi- 


Defense 


tals Are Live Prospects For 
Fiberok. 





7. 


Sturdily Built of Case-Hardened Fibre With Metal Rim, 
Side-Seam and Bottom, Fiberok Baskets and Recep- 
tacles are Long-Wearing. Attractively* Designed and 
Economical. 





A SIZE AND STYLE FOR EVERY USE 


Write for Full information 











BAINBRIDGE, KIMPTON & HAUPT, INC. 


Wholesale Stationers 


218 GREENWICH ST NEW YORK 8, N. Y. 













bond 


5 


OF 


with 
STARK 
CALENDARS 


A quality line of 


tands and pads featuring all 


vler styles and zes. All stands are made of write or 
metal and equipped with 4 rubber feet 
Calendar pads are lithographed—on high-grade phone for 
paper with the date in red and the monthly complete 
calendar in t 
Fast. 2-color lith nting enable us to details 
ive you the best in q ality a prompt service 


TARK CALENDARS “xcorporcted 


100-112 BISSELL ST. - PHONE 7557 + JOLIET, ILL. 
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ae see your ear sii mer... 


Explain your filing problem to him — and 
if he hasn’t a Smead File, which completely 
satisfies your requirements, he'll get in touch 


with us and we'll build one to answer your 
needs. 
THE ASy 


cad waNuFAcTU 














quality 
f performance 
THE BENTSON 


“Gop-F late 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 








If you haven't received your con- 
venient file folder of BENTSON 


catalogs, write for it today. 


“The Line of Most Assistance” 


‘(6he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 
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WALKIE—RECORDALL Boost Sales with CRAM’S 
® ON THE SPOT ® Self-Serve Display Stand r 
THE ALL PURPOSE 
PORTABLE 
USED ELECTRONIC 
ON SECRETARY i 
LAND o be 
Records interviews, con- 
SEA Srenen, dictation, mma co 
OR ee sales mu 
. 
AIR Weighs only 
9 Ibs. M 
re; 
fez 
h 
Records With le she 
Bag Closed | 
Simply turn ~_ 14 
Concealed ne’ 
Knob - 
- sivi 
Cram Quality Globes are famous for their eye-appeal. 
A Globe Display Stand puts Cram Globes out front, where | 
they almost sell themselves. 
Records reports whispered into the mike while on The streamlined display stand No. 3, here illustrated, occupies floor 
trains, planes or cars. space only 32 x 16 inches. Strong enough to be pushed or pulled 
50¢ worth of batteries will last 50 working hours. while loaded. Weight 20 Ibs. Shipped assembled. 
Write for Descriptive Bulletin No. 95 ? > Write for details on how you may use one FREE | 
MILES REPRODUCER CO., INC. a THE GEORGE F.CRAM CO. INC. | | 
12 BROADWAY NEW YORK 3.N Y 730 E. Washington St. Indianapolis 7, Ind. 
THE POINTED END 
IS THE TYPIST’S FRIEND og 
35-y 
GUARANTEED + 
to tl 
Emo 
retai 
duct: 
me - ~ * price 
You can 9 = 4 POINT 
depend on . 7 is IN A JIFFY RI 
mee , Le YOR 
—_ O SAVES TIME is de: 
These MASTER ce e STAYS CLEAN Simp 
~ menc 
Gealures &  Sfaisdell sr 
abou: 
PERFORMANCE KLENZO from 
DURABILITY 
* DOUBLE BALL BEARING we, ERASER SE 
For Increased  MAREMAED Geanmen BLAISDELL PENCIL CO., BETHAYRES, PA. ay 
Sales from RACES At all Stationers or write on your letterhead for Free Sample * ett * 
—— * SEALED IN FLOATING catalc 
CATALOG NO. 10 SERVICE BY CRAFTSMAN An 
di 
MASTER MANUFACTURING CO. =e 
1676 East 28th St., Lorain, Ohio 4 Dt 
offere 
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DAVID KAHN, INC., NORTH BERGEN, N. J.—Retail- 


ers can attract school trade with colorful window banners now 


PENS & Piycy « 





— 


being distributed by the makers of Wearever pens. This multi- 


colored dealer help measures 9'2 x 29'%4 inches and is gum- 
med, ready to go into the window. It is supplied free of charge. 


KOL, INC., 410 N. SYNDICATE ST., ST. PAUL 4, 
MINN.—A new catalog, No. 651, gives detailed information 
regarding typewriter and other office machine stands. Salient 
features are pointed out and the stands are illustrated. A price 
sheet is included. 


PETERSON LITHOGRAPH & PRINTING COMPANY, 
1405 HARNEY ST., OMAHA, NEBR.—Publication of a 
new 312-page office supply and equipment catalog by this firm 
and its subsidiary, United States Check Book Company, Omaha, 


is announced by John Ford, Jr., secretary. This comprehen- 


sive catalog, well illustrated with half-tone engravings, is the 

“ 

© 

* 

- feterson 

. LITHOGRAPH and 
. PRINTING CO. 
e 

e 

« 

* 

' 

+ 





first from this firm in several years. Listed is an extensive line 
of nationally-known bank and office products handled by this 
35-year-old firm. Modern office furniture in wood and steel, 


| by leading manufacturers, is included. A large section is given 


to the listing of a complete line of up-to-date business forms. 
Emory Peterson is president of the firm which, in addition to 
retailing office supplies in its building at 1405 Harney St., con- 
ducts large printing operations at 1311 Howard St. A separate 
price list accompanies the catalog. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A three-way control of tools, jigs and dies 
is described in a new folder called, “Seven Ways to Save With 





| of detail desired. 


from 


Simplified Tool Crib Control.” Two basic systems are recom- 
mended, Kolect-A-Matic and Kardex, depending on the amount 
If detailed posting of withdrawals and returns 
is required, the Kardex system is recommended. For details 
about tool crib control, pamphlet KD 641 can be requested 


Management Controls Division at the above address. 


SELL CORPORATION, 500 S. CLINTON ST., CHICAGO 

, ILL.—A new catalog of filing methods and supplies, No. 
| 151, has been issued for the industry. Illustrations, complete 
| descriptions and specifications are provided in the 56-page 
catalog. 


- 


| SPEED PRODUCTS COMPANY, INC., 37-18 NORTH- 
|} ERN BLVD., LONG ISLAND CITY 1, N. Y.—A self-vending 
display package holding 12 Swingline Tot 50 household 
staplers launched a sales promotion campaign aimed to alert 
the public to a new home tool. The midget-sized tacker-stapler, 
| offered for customer perusal on the merchandising piece, invites 


| 

/ 
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Genuine molded foam 

cushion of PROPER 

DENSITY not found in 

any cushion that sells 
for less. 


GREAT DELIGHT... 


. we announce that the famous Cramer AIR-FLOW 


CUSHIONS are back . . . im green and brown . . . in 
full quality. Get your order in right away! 


POSTURE CHAIR CO., Inc. 
1205 Charlotte Kansas City 6E, Mo. 


AIR-FLOW 
CUSHIONS 


. . take the jolt 
out of sitting 


True molded foam cushions 
. the basis of fatigueless 
posture seating, used by our 
largest railroads, bus and 
steamship lines to solve their 
difficult seating problems, is 
yours in Cramer AIR-FLOW 
Cushions, plus many slip- 
proof, sag-proof features. 


Wide selection of 
Cramer Cushions on 
Display, 14 sizes, 2 
colors. 


MILLIONS OF TINY 
AIR CELLS 


Announce these cushions to your customers 
with this newspaper mat. In one and two col- 
umn sizes. Your name goes in this space 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


tao 
“HST 
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LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


“SUasp 
ua: 
8x0 
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LITTLE Factory Coopera- 
tion really helps the dealer 


2. 


Q:yqy + 
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to obtain a_ satisfactory .. 
share of the best customer S88 
. ie 
requirements. oe 
my. & 
1S -. 
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LITTLE means profitable, “Ses 
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clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 
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SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


9 





uy 


Write for details and samples. 











oA ~HITTLE. 


Inc. 


MANUFACTURERS 


Factory, Rochester 8, N.Y. 1951 


1888 


“QUALITY EXCLUSIVELY SINCE 1888” 
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customer demonstration before purchase. The company’s 
Swingline Bunny Girl is an arresting feature of the display, 
Copy theme heralds the three general uses of the household 
gadget—“Fix It . . . Fasten It . . . Make it.” 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—Entitled “How Safe Are Your Drawings?” 
and available upon request to the above address, handbook 
SC 688 indicates the multiple dangers to engineering depart- 
ment drawings under defense or war conditions. Equipment 


WAYS T0@ SAVE 
WIth Stmecieiee 
TOOL CRIB ConTROL 


oeerees ore ren 
eeeceeaee oF 
ecm meres cone 


1k Ree ete FOR COO Cem en eHMtTS 





which houses tracings, drawings or specifications must meet 
the high security demands of the Army, Navy and Air Force, 
points out Remington Rand Inc., and the booklet shows the 
kind of fire-resistant protection which is necessary. The 
timely brochure is distributed free of charge. 


WILSON JONES COMPANY, 3300 FRANKLIN BVLD., 
CHICAGO 24, ILL.—A new window display fixture with 
flasher light is now available to highlight 18 different WJ 
lines. It can be used as a complete window display or as a 
center unit with other merchandise built around it. Equipped 





with flasher light and six-foot cord the unit is also effective as 
an interior store display. The fixture measures 40'2 inches 
wide, 2842 inches high, and 9! inches deep. It is solidly 
constructed of heavy cardboard, attractively designed in golden- 
rod and maroon, varnished for ease in keeping clean. It folds 
flat for convenience in storing. Information can be secured 
from the advertising department of Wilson Jones Company 
or from a sales representative. 





Frank Hooles Observe Golden Wedding Date 


Frank B. Hoole, proprietor of the Hoole Stationery 
Store, 950 Main St., Buffalo, N. Y., and his wife, the 


former Lucy E. Lockwood, celebrated their fiftieth 
wedding anniversary on June 27.—GET 
OFFICE APPLIANCES, August, 195! 
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@ A Glass Smooth Plastic Fibre Board 
®@ Vice-like Spring Holds Papers Securely 
@® Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No ‘ No. Size 

200 ( x11’ 205 9” x15%’ 

203 6 x 9” 206 ? 2 

204 x12” 207 15” x20” 
Packed 24 ft Carton Packed 12 to Carton 


Write for descriptive circular and iatest price list. 





WOODALL [NDUSTRIES [NC. 


3500 OAKTON ST. 


Chicago Telephone CO 7-2600 


SKOKIE, ILL. 





wooD 
CLIP 
BOARDS 


OUR 
NO. 99 
ASSORTMENT 
DISPLAY 
WILL 
INCREASE 
YOUR SALES 


DISPLAY 
WITH 
ONE DOZEN 
EACH SIZE 


MEMO 
NOTE 
LETTER 
LEGAL 


IN 
BEAUTIFUL, 
DURABLE 
LAMINATED 
wooD 


The Trademark of Quality 


Write for catalog 
and price list. 


STEMPEL manurActuriNe COMPANY 


2830 Roberta Street Dallas 16, Texas 
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Can you sell 
olfice duphcating supplies ? 


If you are a go-getter, if you have had ex- 
perience in selling office supplies te con- 
sumers, if you own a serviceable car—then 
we'd like to know you. One of the nation’s 
largest manufacturers of supplies for 
stencil, spirit and offset duplicating has 
openings in many areas of the United 
States for hard-hitting salesmen to repre- 
sent our products on an exclusive basis. 
Sell yourself in your first letter—all replies 
confidential, of course. Reply to Box W-108, 
Office Appliances, 100 East 42nd St., New 
York, N. Y. 











VWASO'S 


ALL-PURPOSE 


( hampio 


UTILITY 
STAND 


LOCKING DEVICE ON 
2 FRONT CASTERS 


THE ELBOW TYPE OF 
DROP LEAF ARM 


THE NEW GRAINED 
WALNUT FINISH 
TOP ON MASONITE 


ALL THESE STEADY SELLING FEATURES! 


1," Masonite Top Contin. Piano Hinges 
Black Composition Casters All Stee! Tubing 
Baked Enamel, Wainut; Office Gray 1%” Wheels 





No. 1616 


Improved to Increase Sales—Deliveries Fairly Prompt 


It is easy to clinch those extra sales now that you can 
offer your customers the 1618 Champion with all its 
modern quality, plus the new decorative grained 
walnut finish top on hard tempered masonite. Add 
to these the Champion’s snag-proof, clatter-proof 
qualities, the easy portability, the curved legs for 
greater leg room and you have a winning sales 
maker, a steady profit producer. 


ORDER YOUR NEEDS TODAY! 


MASO STEEL PRODUCTS 


Dept A 81 W. Van Buren St Chicago > Hl 
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Vu 
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arma! |f 


thar . THE ALL 


PURPOSE FLUORESCENT 
~ 
LAMP THAT GOESs 


EVERYWHERE 







Prices Higher 
Denver West 


pout THE NEW Peer IS HERE NOW! 
| The lamp of a thousand uses. 





Only has the patented 
* double-spring device for giv- 
ing finger tip flexibility. sone aie 
™  U.L. approved materials . . . aa ~— 
x bronze, grey and green oven- 18 
fired enamel finishes. i 


DESK MODEL 7 
Puts light where you want it, |? emt %gg500 
\ home, industry or institution. 


_ rere sig llaNnND Peta PITTSBURGH CUT WIRE CO. 


in lamps, available extra. 





















Standard Dealer Discount ac omar 1112-20 Galveston Ave., Pittsburgh 12, Pa. 
FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. . CHICAGO 24, ILL. 


Don't miss this 

































































Opportunity for Profit a 

ie now YOU can | 2 
PE¢. sell GUARDSMAN | 

POSTING TRAYS 

AND STANDS Safety Deposit Boxes 2 
with : : 2,5 

48) 62 63 4 4 Cit 
3 BUTTON MAGIC CaM SES! dil Cl N.) 
om «4 : 70 25 

iad ' ae i | wo 

@ Investigate the ea oe a *s ; 
“uw usa: 1 y Le 89 
many EXTRA sell- - . 25 
: B2 Yur. 
ing features of > o *» 25 
P. E. C. Posting + oz “Se or a 
Trays and Stands. — = “. = Rem 
Learn how 3 But- SAFETY DEPOSIT BOXES Switz 
fon Magic Control * Built to any size ore 
will add speed * Built in any quantity tratic 
and efficiency to * Built to fit space available 2.58 
your customer's * Built to match existing boxes in size and finish Kalen 
machine book- IMMEDIATE DELIVERY _2.55 
. on 50 and 100 box standard sections. ~RICa 
keeping department. Write for details, etc. a 
UARDSMAN SAFE COMPANY | =. 
POSTING EQUIPMENT Cree 

CORPORATION John Robertson ford 

777 HERTEL AVENUE "2 
BUFFALO 7, N.Y. . Miltor 
La Porte, Indiana 255 
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Copies of patents can be obtained from the Commis- 
isioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted June 5, 195! 


Type Action for Typewriting Machines. John C. Veltman, St 
M >. Michelsen, Poughkeepsie, N. Y., assignors 
Af St. Louis, Mo. Illustration. 


45 Paper Feeding Means for Typewriting and Like Machines. W 
He n assignor tc nderwood Corp., New 
Illustration 


Paper Supporting, Feeding, and Severing Means for Calculating 


and the Like Machines H. Bradt, Groton, N. Y., assignor to L. C. 
. Syracuse, N. Y. Illustration. 
Horizontal and Vertical Spacing Mechanism for Chinese Type- 
write B e, N. Y., assignor t nternational Bu 
i y 


| 




















< 


Automat stifying Typewriter. Ronald Dodge, Pough 
tiona Business Machine Core New 


Tens-Carry Mechanism for Calculating Machines W alter 


Addressograph-Multigraph Corp., W 
Pressure S« tive Tape Dispenser. W sselyn, San Dieg 
Record Comparing Mechanism rd P. Wilson, Johnson 
Business Ma t ‘ rt New York 
ustration 
Binder Ring ng Machanism. Cla D. Trusse Turn 
asp-Type e for Envelopes r€ ye H. Matthiesen, ¢ 
Pen Clig M " Melr Park + jnor ¢ 
inkwe RP ohert< lace ncad - f Scranton Pa 
; 
Stapler ; et Belimaw N sssiar 
A Illustration 
Tpewriter Mounting for Carriage Pinions tto Aet Yve 
. re ~" ‘ witzerland 
Granted June 12, 195 
Selective ard jex k tiller ; tates Navy Itlus- 
tration 
Loose-Sheet Holder. Richard Fitz Power. Hamostead Londor 
Birmingham, England, assignors 
B illustration 
Magazine re for Stapling Machines sr A. Wande 


reter > ac 


Method of Preparing Record Cards with Conductive Marks. W 


Writing Instrument b ard Mancshein Fort Madisor wa 


+ Mad wa 


Granted June 19, 195 


Multiple Copy Typewriting Machine. Harry D. Atwood, Rock 
ant ‘ R. —e fc - 
Safety Gua Duplicating Machines b W. Hughs 


Book Marke NV West f nat Mas aS 
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LITEMASTER 
Executor 2 iter 





LITEMASTER 


EXECL 


Neo. 60 





TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


a distinguished new lamp 


No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 


Genuine Telechron 3'/,"" diameter electric clock. 

Smart die-cast base 6'/,"" x 9/,". Height 14%". 

Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce- 
lain white enamel. 

U. L. approved construction and electrical materials. Automatic 
on and off switch. 


Rubber bumpers for surface protection. 
Shipping weight I! Ibs. 
* For standard 15 watt T8 fluorescent tubes. A. C. only. 


Retails for $19.95 


Slightly Higher Denver West 


FLEX0 INTERNATIONAL CORPORATION 
3245 West Lake Street Chicago 24, Illinois 





Designed and created by 


No. 1005 R 
Revolving Chair 


Grand Rapids 





Office Chairs, Davenports 
and related furniture. 


Overall Height 33" 
Overall Width 24" 


Seat Depth 20” 
Between Arms 20" 


Back Height from 
Seat 17" 


Side Arm Chair to 
Match 


Write for Ulustrated 
Literature and Prices. 











GRAND RAPIDS 


LEATHER FURNITURE CO. 


Grand Rapids 4, Mich 


201-207 Front Avenu NW 
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QUALITY WOOD | 


COSTUMERS WW 


72 Inches High 
22 Inch Heavy Base 
4 Metal Hooks 
Oak and Walnut Finish 


Packed 6 per Carton K-D 





— Immediate Delivery — 


No. 1750-—13%4 in. Square Post $7.90 List 
No. 2250—21% in. Sauare Post $11.90 List 


DALE OFFICE FURNITURE 


MANUFACTURERS 
61 West Hubbard Street 


CHICAGO 10, ILL. 
No. 2250 No, 1750 











THE MANDI. MATIC 


WeberWay 


OF ADDRESSING 









Today's Most Saleable 
MECHANICAL ADDRESSER 


Watch for the direct-by-mail adver- 
tising program we've prepared to help 
you sell Weber Addressing Machines and 
a host of other products in your stock. 
Incentive awards—and everything! 


Today's most saleable mechanical ad- 


dresser. Write for 
FREE! > 


details. Weber Ad- 


dressing Machine 

Co., 224 West Cen 

tral Rd.. Mt. Pros ‘HOW TO 
pect, Illinois. BOOST SALES 





BY MAIL" 


WEBER ADDRESSING MACHINE COMPANY 











THE Best ONLY 


e If you want the best in 
Business Card Stock and 
Cases, remember we are 
the originators of the Scored 
Card and have been supply- 
ing the trade since 1902. 











. Casvies ty. the following pa- 
per merchan - 
Detroit, Seaman-Patrick P. 
New York City, Allan & Gray Co ee 


a ore Chatfield & Woods Grand Rapids, Carpenter Paper 


Co 


Cincinnati, The Chatfield [Ia- Houston, L. 8S. Bosworth Co 
per Co. > 


Samples on request. 


The John B. Wiggins Company 
634 S. Federal St. . Chicago 5, Ill. 














FREE DESCRIPTIVE 

CIRCULAR ... 

CANVAS PRODUCTS CO. 
Corner 
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2,557,255. Record Duplicate. Percival W. Brow Winnipeg, Manitoba, 


2,557,320. Nut, Clutch, _ and Expe! Control for Mechanical Saneiie John 


. Sr +h r De T; Ga. assignor + c pt Inc.. Atlant Ga 
7409. Fountain in. Thomas F. Brins Atlanta, Ga., assignor to 
Atlanta Ge 
457 Multiplying er ay George Nolde, Berkeley, Calif, 
r to Marchant sicu ng Machine C illustration. 
563. Ball Point Pen pret ice J. Reed, Middletown Township, Mon 
é unty N j ss 3nor of the ree-eightt ; Anne iJ Ree j . 1 two 
} t Thomas Il, both of Middletow N 
2,557,630. Sectional “Filing Cainet. Frederick harles Brow Bisley 
INlustration. 
634. Fountain Pen. Isaac Eugene x, Kirkw iM 
0. Clip for Pens. Eric E. S. Wad Birkenhead, and srlesworth 
Wallasey, Eng j assignors ft The Lang Pe Lt Liverpoc 
?. Mounting for Typewriters or Other Machines on Cobinets Floyd 
5 tra ) «+ Ww N 7 3S ;r r + Art Me -ta a r C 
w N. Y Illustration 
Motel Fixture for Typewriter Desks. Martin Fox hicag 
T } illustration. 
Record Card for Statistical Machines smes H. Rand, Darien 
NSSIQ R jton Rand, Ir New York, N. Y. Illustration 
715 Follower for Filing Compartments. H W. Regenhardt, Cleve 
} ’ R j F | Woost ' 





























Granted June 26, 1951 


767. Action Blocking or Locking amochantom for Power-Operated 


Typewriters or Like Machines. John F. Kloski, Ha 1, Conr sssignor to 
. ypew New York, N. Y. Illustration 
8 046 Duplicating Machine Feed Construction. Arthur H eib, Mi 
WwW illustration 
8. Comparator for Typewriting Machine Type. Le B. Fuller 
sfield. Vi ; } t Jones & Lamsor } c opr hi 1, Vt 
Illustration 
€ Guide for Correcting Typewriting and L. Nicely ving 
lilustration 
58 ). Drum Stop and Gripper Actuator for Duplicating Apparatus 
- . M ' Mas ssiqnor c ecf ana me assign 
j Ribt & Carbon C f Mass. Illustration 
8 209 enshdedm Desk. Harry Derman, Great Neck, N. Y. Illustration. 
8.277. Monifolding Attachment for Typewriters Bertil Folk Sprin 
Ma Swed ynor to The Egry Registe Dayt 
278 Weaneertner Listening Device. Robert Stone ford, and 
Kunge, & n jnors ft } be f New 
3280 Seusteaionty Gpeestes Eraser for Typewriters and the Like 
’ 4 ~ Lake Calif 
8 405 “dec tg Manifold Record Pad Bert We t New York 
8,432. Magnetic Tape Recorder-Reproducer 
} ) } ? Spe sities C 1g 
558,437. Illuminating Attachment for Telephones rge 
58,458. Combined Typewriting and Computing Machine. Henry L. Pit 
Melt ¢ Fla sig r to U jerw | New y ‘ N y 
Illustration. 
558.546. Alphabetic Index System with gy. Elements Having Check- 
wed Marks Obtained by Punching. Marius d t Rotterda Nether 
58.585. Telephone Dial Attachment. Ralp! 9SSa ‘ 
8,63 Decimal- Vronctor Mechanism in Calculating Machines h 
a: Switz ynor to H. W. Eagli A Z witzerland 
58 66 Telephone Guard. Forrest F. Murray, B kt Ma 
8.699. Casing for Telephone Instrument orga to be Used Either 
as “Desk Set or Wall Set. Johan Christian Bier Lysake ; slo 
h ssig to Telefonaktiebolaget L. M. Er Stockholm, Sweden. 
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THE HANDY NEW 


Memo-oll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 
9%," long. 

Uses requiar Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 













Holder cen- 
tered in 
Roll 


LIST PRICE 
$1.50 Complete 
Extra Rolls 35c each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE. . CHICAGO 13, ILLINOIS 













KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


Ki chairs are scientifically 
ineered for 





finger-tip adjustment. 

ultimate in luxurious o q 
beauty and durability.) Mod- 
ern massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
ULUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 








Hy Wite 
a) keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 





your business, you'll find 
Write right behind you. We 
ed cooperate with dealers all 
the way dou n the line. 


CARBON PAPER 
TYP-ROL Type Cleaner and Roll Finisher 


TYPEWRITER RIBBONS 
write 


Kenee exeny 420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. 





DAYTON STENCIL 
WORKS CO. "eric" 


All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S. HALSTED ST. CHICAGO &, ILLINOIS 
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ATTENTION DEALER SALESMEN 
Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
© Radio @ Appliance Stores 





Make Those Extra Commissions 










zap cuEck COVERS 





RSONAL! 
STATEMe pa eT SpASSBOOKS 

SAVINGS, TEROOKS oo oxs on st ns 

Led ASSBOO apre 
COMMERCIAL © CASES coin nuceD FORMS 

KET cH es PEN ros 
poc ‘00K ENVELOP' LEDGER ons 
veposit SLIPS KS ome SAVE 
peraenre teoets” 
LeTrer W 


> William 1 xXLINE Tue. 


L——_1!270 Ontario Street Cleveland 13, Olle cmt 





SALESMEN 
saad 41951 1890) 


Different? —Yes— but 
exactly alike in their 
dependence upon 
BEACH’S yan 
“COMMON SENSE” > 3 moN 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


“Beach Publishing Co. 










7338 Woodward Ave. 
Detroit 2, Mich. 








Your customers will 
want to buy 


The NEW 


Co RIGHT 


(line-by-line) 
COPYHOLDER 
Revolutionary mechanical im- 
provements. Office GRAY finish. 
Defense economy creating 
wide demand . . . from new 
users . . . and for replace- 
ments to speed up for defense. 


Copy Right Mfg. Corp. 
53 Park Place, Dept. D-8 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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r Fin. OO Mp 


MUSCATINE. IOWA 


Plaques of Distinction 


Plastic « Walnut e Bronze 


HONOR ROLLS 


for Servicemen and many 
other purposes. 









NAME PLATES, 


all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 





4x6 and 3x5 FILES 


Handsome appearance and 


Walter E. Kutch Co. excellent finish of H-O-N card files please your customers, add 


( & Name Plate " . 
Specialists Since 1942) 18229 W. McNichols Rd., Detroit 19, Mich. to your profit. The Home-O-Nize Company, Muscatine, lowa. 

















PLAS-T-CAP 


AMERICA’S OUTSTANDING 


taume tack VALUE 


TACK LIFTER wm tveny Packact 
21 DECORATOR COLORS 


WO MORE BROKEN FINGER NAILS 
SAFE Pim WILL NOT PRESS THRU HEAD 


may ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 


3 FAST SELLING STYLES 








Ruled and Plain 
White and Colors 










C. L. BARKLEY & CO. 


MANUFACTURERS OF FILING SUPPLIES 
1220 W. Van Buren St. Chicago 7, Illinois 






AMERICA’S LARGEST THUMB TACK MFG 


SHELTONGSCO. 


SINCE 1836 ~ SHELTON, CONN 


MASTER IPE CLEANING MADE EASIER 


SPEED 
KEYS 


“The Spring Cushion Keys” 


Thousands of typists are purchasing 
cushion keys every year. Get your 
share of this profitable key business Typists and business 
with Master Speed Keys, the newest machine operators want 
and best cushion key yet devised. *Norta Plastic Type Cleaner 
i ve t bor action and incre — it’ asy to use—no mess - 
ides cables the fingers they r- porter = phos actors to spill. ; Addressing Plates 
faction to the user, and bring you bigger profits. * Marking Devices, ete. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Write for information and price list. 

















with the amazing 


far 


CLEANS 
© Typewriters 
“@ Billing Machines 
¢ Adding Machines 
















Free sample sent upon request...write to 


Sample key, literature and price list on request. N oO RTA D | ST R | BUTIN G Cc OM PA N Y 
SPEED KEY CORPORATION 2¢2,t, Chauncey street 1123 Broodwoy, New York 10, N.Y 




















Loose-leaf envelopes, punched; card-cases, any WORLD WIDE SERVICE—HIGHEST OUALITY PRODUCTS 
holders bilcfold envelopes: amp container, ote : FOR OUR 

pare ‘of eestote ‘ion paw ey transparent WRITE FOR OUR LATEST CATALOG 
= INTERNATIONAL CASH REGISTER PARTS COMPANY 
Markile Company, Mfrs. ; : oe ae 

8633 S. Racine Ave. Waa s. U. S. A. 2810 W. ADDISON ST CHICAGO 16, KL 
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© PLANTS - - - Raise the headpiece to any desired 
= BoRmrronus wears so igs nisuanaia aa 
= eee 10 _ 

spews” Meld,” reise the headpiece all the way. 


NIGHT CLUBS . 

> tanemenan it can then be lowered to the “flat” posi- 

® pocTors tion. Available in the finest plastic mate- 

4 A rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 


WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 








“DAWN-AIRE” 


Ultra-violet FRESH AIR Generator 


Freshens the Air and Keeps it Fresh! 


f DAWN-AIRE in an average room 
juivalent of obtaining many fresh, 
changes an hour. It is as though 
iced the air in the room with sun- 
radiated air about once every two or 
ite Ss 
inwanted odors—inhibits formation 
nd mildew. Low cost electrical unit 
emicals—the most effective method 
ed. Plugs into any 110 v. 60 c. A.C. 
Designed especially for office, home, 
ind professional use. Sure money- 
Write for literature—better still, 
imple today. 


st MIDWEST NATURLITE CO. 


on 228 W. Kinzie St. Chicago 10, Ill. 


et: 

















veeewe 


ee EDIAT 
mm DELIVERY! 


FOLDING TABLES 





CHAIRS 


TABLET ARM CHAIRS 
METAL CHAIRS 
AUDITORIUM UNITS 








Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 







@ INK-OUT contains no free 
leaves 


All types of od and steel folding, ne stelns. 
non-folding chairs and folding tables @ INK-OUT mates eradica- 
stock. Save time! State type and 


consideration. 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.) N. Y. 1, N. Y. 


tions 

© INKCOUT remover ink. iolieer frat 
and ine stains from paper, 
hands and clothing. 


ae ee ed ee oe DD DD Do oe OP 





































2448 W. LARPENTEUR AVE., ST. PAUL 8, MINNESOTA, 


1. D. COTTERMAN 4: tersaresd Ave 


CURRARRRRURER EE EERD . 
) 
} =| ROLLING STORE LADDERS 
* cu MA . $ “A” Type Ladders . Library Ladders 
» 
STEEL POST OFFICE BOXES & BILLHEAD CASE } For use with Filing Cabi- 
; nets and Shelving, in Of- 
Mail In or Out. On the ) ae and Store 
wall, desk or counter. 2 
Single, Double, or Tri- » Made of Oak and Birch, 
ple. Bill Heads 8x > in a variety of heights 
11-7-5 or envelopes 2 and styles, with wheels 
6-10” hung on wall 2 and Automatic Safety 
easy to reach. Sell Brakes. 
what folks want these ( 
re ; ones for Folder 
we. sss 7 « No. 225....$4.00 § prices. 
N 222 $i ( 
Siac ts CURRIER MFG. CO. ff rae mamstctred by p.. 
> 
( 
, 
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Royal takes the extra time te bring you Steel furniture of extra strength 





Two square-tube sections fuse...to become a 
single, continuous assembly of steel. In the glare 
of an acetylene torch, strength is welded to 
strength and cleanline beauty to long-usefulness... 


The welder, the plater, the buffer... every Royal 
craftsman in his turn gives each detail his un- 
divided (and unhurried) attention. Time-taking? 
Yes! But only by such “individualized assembly- 
line” methods and thoughtful extra operations 
was Royal able to perfect the first modern all- 
metal principle in back and seat construction. 
Time hardly touches long-wearing Royal Furniture 
... Royal takes the time to bring you the very best! 


Now, with government defense orders getting 
first call, and civilian demand alive and kicking 
. -- Royal deliveries are lagging far behind. We 
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don’t like that any more than you do. But we’ve 
never scrimped on Royal quality to speed up a 
delivery and we never will! Naturally, we hope 
you can wait. If you cannot, we suggest you see 
our worthy competitors. Many of them make 
products of good quality which we recommend. 


METAL FURNITURE SINCE ‘97 


ROYAL METAL MANUFACTURING CO. 


175J NORTH MICHIGAN AVENUE, CHICAGO 1 


New York « Los Angeles + Michigan City, Indiana 
Warren, Pennsylvania « Preston and Galt, Ontario 
1951 
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here’s EVERYTHING you want- 
for much less money! 


The Heyer Model C Lettergraph costs sub- 
stantially less than other duplicators of 
comparable quality . . . it is. still delivered 
complete with supplies . . . and now, with 
the new improved Positive Paper Stripper 
and Take-on Plate, it’s a greater value than 
ever before! 








~ a 
> ae 
Wek 


Other Models from $29.50 to $84.60" 


Model E—Automatic Feed —Inking, Roller Re- 
as lease. Has all features of other models, plus new 


improved automatic inking cylinder, lettering guide 
tial feature a first quality duplicator should and stylus. . « « « « Complete $84.50* 


Model D— Automatic Feed and Roller Release, 
plus new positive paper stripper and take-on plate. 














{ Here’s everything — Model C has every essen- 





“ee 


have. Delivers clear, sharp copies in any quan- 
tity desired —at speeds up to 100 copies per 





minute. Handles paper up to legal size. Has Complete $74.50* 

automatic paper feed, high capacity feed ge Model 24 — Inexpensive; most popular duplicator 
: ; * 

table, and quick, easy-setting paper guides. - stihwpie. . . . Caer 


Write or ask for the Heyer Catclog—shows the complete 
Heyer line of duplicating equipment and supplies. Heyer has 
everything! 


Depend on Heyer, creators of quality equip- 
ment since 1903, for everything induplicating! at 





a 


Et KAT 


-fine duplicating equipment since 1903 


THE HEYER CORPORATION, 1852 S. Kostner Avenve, Chicago 23, Illinois 





a Eastern Office Western Office Canadian Distributors 
17 East 17th Street 420 Market Street The Brown Brothers Ltd. 
New York 11, N.Y. San Francisco 11, Calif. Montreal— TORONTO —Vancouver, 


» 


Finger Ht 
CHAMPION 


Provides see-set margins, key-set 
tabulation and every standard 
typewriter feature to meet the most 
exacting demands. 


Finger 
UNIVERSAL 


Promote this up-to-the-minute 
profit maker .. . a moderately priced 
portable with standard-spaced, 
non-glare keyboard 


LEADER 


This low-priced, fastest selling 
portable on the market, features 
the “Family Keyboard.” 


i 


out t ROF ITS daterveet Si G 


...It appeals to everybody 


No doubt about it... you'll clinch more sales 
and make more profits because you can satisfy Underwood Portable Typewriters 


E ‘ ith these Underwoc . : 
every taste and nae with the nderwood and Leader Adding Machines 
Portable Typewriters. ; 


And don’t forget Underwood’s LEADER Adding 


Machines. MODEL 67 specially designed for small : 
business and home use. New MODEL 78S Underwood Corporation 


features 10-key keyboard and direct subtraction. Typewriters ... Adding Machines ... Accounting Machines 
Carbon Paper... Ribbons 


One Park Avenue, New York 16, N. Y. 


It will pay you to promote UNDERWOOD! cee noe a aaa 





